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152,000 Cars in Week 
Set 56 Output Record 


By Martin L, Whitmyer 
Staff Writer 
_ production last week climbed 
to the highest total of the year 
—an estimated 152,706 units. 


The last time auto output sur- 
passed the 150,000 mark was during 
the week ended Dec. 24, 1955, when 
the ihdustry rolled 150, 244 cars from 
the lines. 

Contributing to last week’s step- 
up were increased schedules 
throughout the industry, plus 
return to production by American 
Motors. 

Last week’s output was 121.6 per- 
cent of Automotive News’ three-year 
index, as compared with the 94.1 


Dealer Ad Charge 
Assumed by GM: 
Prices Go Up 


ENERAL MOTORS announced 

Friday a modification of its 
factory-dealer cooperative advertis- 
ing program under which it will 
establish a new advertising and 
promotional program for its car 
and truck divi- 
sions and their 
dealers. The cor- 
poration will 
assume “full re- 
sponsibility” for 
the cost and ad- 
ministration of 
this new program 
on a local and na- 
tional basis, 

List prices of 
GM vehicles will 
reflect the change. 
| Under the new policy effective 
» immediately, General Motors will 
' eliminate dealer contributions en- 
' tirely and will refund to each 
_ dealer the unspent portion of his 
- contribution to the advertising and 
* promotion fund. 

Harlow H, Curtice, president of 

General Motors expressed confi- 
dence that the change in the GM 
| advertising program “is a sound 
> move to make under current condi- 
> tions and will prove to be beneficial 
to the entire dealer body.” In a 
letter to GM’s 18,500 passenger car 
and truck dealers, he described the 
Move as a “substantial further con- 
tribution” to the General Motors 
|) quality dealer program announced 
> last March 2. 
tr * * * 
H 7c aAERAL MOTORS pioneered a 
ie factory-dealer advertising pro- 
gram nearly 30 years ago to meet 
the dealer need for “quality and 
comprehensive advertising on a lo- 
cal basis.” 

“The advent of radio created cer- 
tain problems peculiar to that ad- 
vertising media,” Curtice said. 
' “More recently, with the growth of 

television as a national and local 
advertising media, the number and 
complexity of these problems have 
increased substantially, especially 

(Continued on Page 144, Col. 5) 





H. H. Curtice 


@ Trucks get a featured spot at the auto 


Pages 70-71. 


tops. Page 42. 


@ Selling data on car materials. Pages 20, 34. 


| percent of the index compiled the 
| previous week on 118,949 cars. The 








week ended Dec. 3 a year ago pro- 
duced 177,714 cars. 
* * 7 

— comeback from the previous 

week, when the industry suffered 
loss of a work day due to Thanks- 
giving, brought the total for No- 
vember to an estimated 577,843 
units. That’s 10.4 percent short of 
the original goal of 645,000 cars for 
the month but still some 46 percent 


above October’s output of 389,012 |, 


cars. November a year ago saw the 
manufacturers turn out 749,003 cars. 


Last week’s output also brought 


to-date totals for calendar year 1956/§ 


to 5,213,934. That’s about 787,000 
short of the six million mark in 
calendar-year output—a mark that | 
the industry is not expected to) 
meet. | 

Highlight of last week’s output | 
activities was the breaking of all- | 

time daily and five-day assembly | 

marks at Ford division. 

The division, which assembled 33,- 
950 cars during the first five days 
of the week, broke its former high 
of 33,807 units set during the week | 
ended Nov. 4, 1955. The daily high | 
of 6,916 cars on Tuesday, Nov. 25, | 
surpassed the previous high of 6,-| 
912 units established on Nov. 9 last} 
year. 

The division’s six-day total of 39,- 
100 cars also was just 581 units 
short of its alltime weekly high of 
39,681 cars established during the} 
week ended Oct. 29 last year. 

> ~~ * | 

MERCURY began to pick up| 

steam last week as it increased | 

its output to 6,200 units, most the) 

division has been able to turn out! 

in one week during the '57 model 
(Continued on Page 140, Col. 3) 
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N. Y. Coliseum Ready for National Auto Show— 


After a lapse of 16 years, auto and truck manufacturers will stage their 42nd National Auto Show, Dec. 8°16, in Manhattan's 


newly constructed Coliseum on Columbus Circle. 
“America on the Move.” 


six-times-a-day musical extravaganza, 


Besides display of 125 new cars and 66 new trucks, the show will feature a 
More than 500,000 persons are expected to attend the nine-day 


show, which company presidents will open at special ceremony. 


* + * 


* > * * * * 


Over 500,000 Expected as Fanfare Mounts... 


National Show Opens Saturday 


By Pete Wembhoff 
Editor, Automotive News 
EW YORK. — Backed by the 
biggest fanfare in history, the 
42nd National Auto Show—the first 
maker-sponsored event since 1940— 
will open here Saturday noon (Dec. 


Held Back by Shortages in Some Models .. . 


Nov. Sales Near Record 


By Robert M. Lienert 
Associate Editor 
AST MONTH turned out to be 
one of the hottest new-car 
Novembers in history, according to 
dealer field reports received by| 
AUTOMOTIVE NEws. 

In all major lines, sales ran ex- 
tremely close to production totals. 
Dealers, as a result, have been 
unable to build up stocks in any | 
considerable quantity. 

Had it not been for production) 
headaches and shortages of most 
popular body styles in certain lines, 
the month doubtless would have 
wound up as the best November of 
all time. 


* * * 

S IT was—with dealers scream- 

ing to their factories for more 
cars—November this year ran sec- 
ond only to last year, when regis- 
trations totalled 509,155. 

Inability to get factory delivery 
on the units they ordered—largely 





the top-drawer hardtops—put a 
lid on sales, many dealers said. 
In some lines, dealers complained 
that they had yet to receive any 
station wagons—a body style which 
(Continued on Page 4, Col. 4) 


First °57 Packard to Roll 
At South Bend Dec. 17 


SOUTH BEND. — First Pack- 
ard to be ‘produced since the 
working agreement between 
Studebaker-P ack ard Corp, and 
Curtiss-Wright Corp. went into 
effect Aug. 6, will roll off the as- 
sembly lines here Dec, 17. 

A spokesman for the corpora- 
tion said it was not known yet 
what daily or weekly production 
would be on the 57 model. Pack- 
ard lines halted June 26, 


““ Show Issue Highlights 


@ How makers are promoting the '57s. Page 62. 
@ Styling trend toward station wagons and hard- 


@ ‘57 Selling guide (center section) includes selling 
features of the '57s, articles on organized selling, 
low-pressure techniques, selling the tradein, tables 
on prices and specifications. 


8) in the new Coliseum on Colum- 
bus Circle. 

Automobile Manufacturers Assn. 
officials estimate that attendance 

will exceed 500,- 
000 during the 
nine-day show. 

* Admission will be 
90 cents for 
adults, 50 cents 
for children. 

The five auto 
company presi- 
dents and a 
truck manufac- 
turing executive 
will formally 

George Romney open the show 
Saturday at a special ceremony in 
the entrance hall of the Coliseum. 

After greetings by AMA Presi- 
dent George Romney and Mayor 
Robert F. Wagner of New York, 
Romney and the other presidents 
will take their places at a giant 
“instrument panel.” 

Each president and E. J. Bush, 
Diamond T vice-chairman and an 
AMA vice-president, will be posi- 
tioned at six steering wheels at- 
tached to the mock dashboard. 


* * + 


At™ A signal, each executive will 
press his wheel’s horn button. 
The collective horn-blowing will 
open the doors to the first-floor ex- 
hibits and start escalators to the 
upper floors. 

Bush, and Romney, who is 
president of American Motors, will 


be joined at the ceremony by 
Harold E. Churchill, president of 
Studebaker-Packard; L. L. Col- 
bert, president of Chrysler Corp.; 
Harlow H. Curtice, president of 
General Motors, and Henry Ford 
II, president of Ford Motor Co, 


Besides glamorous settings for 
the industry’s 1957-model cars and 
(Continued on Page 4, Col. 1) 


Top Cars 


New-car registrations for nine 
months, plus 22 states for Oc- 
tober: 

1956 Pos. 
1—1,234,554 
— 035,200 

3— 438,831 
383,442 
357,448 
288,577 
223,371 
173,697 
111,709 
88,030 
80,341 
65,277 
63,316 
33,883 
26,689 
25,795 

7,427 


Make 1955 Pos. 
Chev. 1,252,419— 1 
Ford 1,196,020— 2 
Buick 599,186— 3 
Plym, 525,198— 4 
Olds. 466,047— 5 
Pontiac 416,651— 6 
Mercury 287,909— 7 
Dodge 223,599— 8 
Cadillac 109,834—10 
Chrysler 116,261— 9 
93,738—11 
716,355—13 
78,319—12 
24,740—16 
36,288—15 
41,068—14 

9,363—17 


Nash 


Imperial 
1.277 Cont 15—18 
68,015 Misc, 43,324 
Total All Makes 
4,707,379 ~ 5,596,334 
Further details on Page 114. 


@ Picture layout of new models introduced at the 
auto show. Page 2. 


@ Roundup of maker views on outlook for auto 
industry. Page 2. 
@ The cost of not buying a new car. Page 65. 


@ The tire changeover story. Page 85. 
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Cheered by Reception of °57s... 





Makers Are Optimistic 
On Eve of Auto Show 


By John K. Teahen Jr. 
Staff Writer 
a. by reception of the 
1957 models, auto makers were 
optimistic on the eve of the na- 
tional auto show in New York. 

If the manufacturers’ autumn 
estimates bear full fruit, 1957 will 
be the best year the industry ever 
has known. 

However, a more conservative 
appraisal points to an expected 
registration figure of about 6% 
million new cars—second only to 
record-shattering 1955, which 
topped 7,000,000. 

* * + 
QE of the most optimistic fore- 
casts was authored by F. C. 
Reith, Mercury general manager, 
who sees 1957 as a 6,750,000-car year 
with 2,000,000 sales in the medium- 
priced class. 

He expects his division to in- 
crease its sales by 100,000 units, 
which he said would be a 45 per- 


5.2 Million Buyers 
For Cars in 57, 


Survey Reports 


EW YORK. Individuals in the 

U. S. intend to purchase 5,200,- 
000 passenger cars for private use 
in 1957, according to the 20th an- 
nual auto survey of Crowell-Collier 
Publishing Co. 

This does not include passenger 
cars bought by governments and 
business firms. 

Since the findings were made as 
of June 1, 1956, the survey noted 
that influences of new models, | 
prices, credit conditions, manufac- 
turer and dealér sales efforts and 
the economic outlook could produce 
substantial differences between the | 
projection and actual new-car sales 
to private individuals. 

+ * 4 
A COORDENG to the survey, only | 
+ 43 percent of new-car prospects | 
have been contacted by dealers or'| 
auto salesmen. 

In noncar-owning households, 
only 7 percent have been con- 
tacted, leaving 93 percent of those | 
not owning cars untouched by 
salesmen or dealers, 

Of the car-owning households, 39 
percent have been solicited by 
dealers with a total cf all categories 
showing 30 percent had been| 
reached by dealers and 70 percent | 
had not, 

The 30 percent included 27 per- 
cent that the dealers first contacted | 
and 3 percent who had made the} 
original introduction themselves. | 
Among new-car prospects, 39 per- 
cent had heard from the dealer} 
first, 4 percent visited the dealer-| 
ship. 








* * * 
HE means used to solicit new- 
car prospects, the survey re- 
ported, were as follows: In person, 
(Continued on Page 6, Col, 3) 


N.Y. Auto Show Aetivities 


Dec. 5—AMA press luncheon, Terrace 
room, Plaza Hotel, noon. Chrysler 
Corp., press reception, 4-6 p.m. Chrys- 
ler Salon. Look magazine, dinner 
(black tie.) 

Dec. 6—AMA annual show banquet 
(black tie), grand ballroom, Waldorf- 
Astoria. GM, luncheon—press con- 
ference, Essex House. Life magazine, 
cocktail party (5:30-7:30 p.m.), Dip- 
lomat suite, Ambassador Hotel. Mer- 
cury, press reception (4-6 p.m.), 
Waldorf-Astoria. Sports Illustrated, 
breakfast. Studebaker-Packard, press 
reception (4-6 p.m.), Savoy Plaza. 

Dec. 7—AMA press show preview, Coli- 
seum, 7-10 p.m. American Motors, 
luncheon—press conference, noon, 
Essex House. Crowell-Collier, break- 
fast, Savoy-Plaza. Don Allen dinner, 
Garden Room, Essex House. GM, Uni- 
versity Club press recepition, 4:30- 
6:30 p.m. Hearst Organization, after- 
theater party. MacManus, John & 
Adams, after-theater party, Savoy 
Plaza. 

Dec. 8—AMA Opening ceremonies, Coli- 
seum, noon. Campbell-Ewald Co., 





cent hike over 1956. He’s also 
aiming at 6.5 percent of the mar- 
ket compared with 5 percent in 
1956. 

Last week, Mercury said dealers 
have ordered enough new cars to 
keep plants operating at capacity 
for the next three months. Orders 
for 10,000 cars were said to have 
been written on introduction day. 

*. +. + 

At LINCOLN, General Manager 

Ben D. Mills expects 1957 to be 
“the most important year in Lin- 
coln history. Early response to our 
1957 models indicates that we will 
further increase our share of the 
fine-car market.” 

Mills is one of the few auto chief- 
tains who looks back on 1956) 
fondly. Lincoln sales during the 
1956-model year were more than 40 
percent ahead of 1955. 

Ford Division General Manager 
R. S. McNamara said he expects 
a 10 percent increase in industry | 





production during 1957 and an | 
even greater increase in Ford di- | 
vision sales. 

George Romney, American Mo- 
tors president, looks for 6% million 
sales in 1957, and has set a goal of | 
150.000 for his company. | 

Rambler's new V-8 engine and! 
the huge price cuts on Nash and! 
Hudson models figured in Rom-| 
ney’s prediction for AMC. Dealers 
reported excellent public reaction 
to both these points at introduc- 


tion time. 
* + - 


| PONTIAc's General Manager S. 
E. Knudsen had this to say: “A| top convertible are shown in the photo above. 
| combination of Pontiac’s more than) button on the instrument panel. The operation, Ford said, requires 40 seconds. 


30 years’ experience in engineering, 
styling and production culminate in 
our 1957 models that show every 
indication of setting sales records 
during the coming year.” 

General Sales Manager Frank V. 
Bridge added: “. . . With 16 models, | 
each one of them appealing to a 


| definite segment of the market, we 


expect our 1957 sales to be second 
only to 1955, the highest sales year 
in Pontiac's history.” 

E. N. Cole, Chevrolet general 
manager, declared that “1957 | 
should see Chevrolet on the 
threshold of another 2,000,000-unit | 
year” for cars and trucks. He 
based his prediction on industry 
estimates of 6% million cars and 
nearly 1,000,000 trucks and said 
Chevrolet expects at least the 
same share of the market as in 
1956. 

No figures were mentioned by 
J. F. Wolfram, general manager of 
Oldsmobile. He declared simply 
that he expects Oldsmobile to gain 
a larger share of the market in 


| 1957. 
* * * } 
(sane Don E. Ahrens opti-| 
mistic is an understatement. | 


He noted that the industry looks) 
for 1957 to be one of the best years 
it ever has experienced. 

“At Cadillac, however,” the gen- 


(Continued on Page 9, Col. 3) 


reception and buffet, 4:30 p.m., Hotel 
St. Regis. Libbey-Owens-Ford, recep- 
tion and buffet, 1:30-3:30 p.m., Ter- 
race room, Plaza. Pontiac, press 


breakfast, 9 a.m., Essex House. 
Dec. 9—Kudner brunch, 21 Club, noon. 
* * * 


For Dealers 


Cadillac—dealer hospitality room, 
Essex House, Dec. 8-15. 


DeSoto—dealer luncheon, Savoy Plaza, 
Dec. 7, noon. 

GMC—dealer hospitality room, Essex 
House, Dec. 8-10. 

Oldsmobile—dealer hospitality room 
(noon until 7 p.m.; D. P. Brother & 
Co., host), Essex House, Dec. 6-8. 
Dealer luncheon, Colonnades, Essex 
House, Dec. 8, noon. 

Pontiac—dealer hospitality room, Essex 
House, Dec. 3-15 (Dec. 3-8 at press 
suite.) 

AC Spark Plug—dealer brunch, Perro- 
quet room, Waldorf-Astoria, Dec. 8. 

General Motors—dealer executive 
council luncheon meeting, Park Lane 
Hotel, Dec. 7, noon. 




















New Models at the Show 


Pontiac Bonneville Has Fuel Injection— 


A fuel-injection engine which delivers more than 300 horsepower is featured in 
the Pontiac Bonneville convertible which will be introduced at the National Automo- 
bile Show. The Bonneville will be a limited production model as Pontiac plans to pro- 
duce only a small volume of fuel-injection engines at this time. 





Presto, the Top Goes Down— 


Sequences of the operation of lowering the steel top of Ford division's new hard- 


The mechanism is actuated by a 





375 Horsepower for Chrysler 300-C— 


Chrysler's super-powered 300-C, which will be introduced at the National Automo- 
bile Show, boasts the highest horsepower in the industry—a 375 rating. It has been 
clocked at 145.7 miles an hour at the Chrysler Proving Grounds. Automatic transmis- 
sion, power brakes and dual headlights are standard equipment. 





Willys Introduces Jeep Truck— 


The new four-wheel drive Jeep truck introduced by Willys Motors. The truck has a 


cab forward of the engine and several 


other features designed to provide the 


maximum load space with the minimum wheelbase. 


~ Illinois Use Tax Outlawed by Court 


SPRINGFIELD, Ill.—The Illinois 
Supreme Court has ruled that the 
“use” tax law passed by the 1955 
Legislature is invalid because it 
does not apply uniformly to all 
users of personal property. 

The tax was designed to plug a 
loophole in the state sales tax law 


whereby Illinois residents could 
make purchases in adjoining states 
and escape sales tax. 

Illinois has collected $14,800,000 
under the law, $5,052,000 under pro- 
test, which will be returned. The 
unprotested collection, presumably, 
will be retained by the state. 









For Extra Copies 
Of Selling Guide... 


This issue of Automotive News 
contains a special 28-page “Auto 
Selling Guide” for 1957 (see center 
section). We feel that dealers, 
salesmen and factory executives 
will want extra copies of this Sell- 
ing Guide for constant reference 
throughout the year. 


While we do not have extra 
copies of the entire Dec. 3 issue 
available, we do have a few extra 
Selling Guide sections available for 
those who want them. To make 
sure you get your extra copies of 
the Guide, send 50 cents for each 
extra copy desired to— 










Automotive News, Dept. A, 


2666 Penobscot Bidg. 
Detroit 26, Mich. 


Nine New Models 
To Debut in N.Y. 


Rambler, Pontiac Bow 
With Fuel Injection 


UTO manufacturers will display 

nine new models when the 
National Automobile Show gets 
under way Saturday in New York. 
Among them will be Ford's retract- 
able hardtop, Chrysler’s 300-C 
hardtop, Pontiac’s Bonneville con- 
vertible with fuel injection ard the 
Rambler Rebel with fuel injection. 

Pontiac also will show a new 
Star Chief four-door station 
wagon; Mercury will unveil its 
Turnpike Cruiser series and Cad- 
illac will introduce a production 
model of its Eldorado Brougham. 


Plymouth will offer a new version 
jof its Fury hardtop, and 
Studebaker-Packard will round out 
the 1957 model introduction season 
by displaying a Packard Clipper 
| four-door sedan. 

* cd * 
| ALL will be production models 
since experimental or dream 
| cars have been banned by the Auto- 
mobile Manufacturers Assn., spon- 
| sor of the show. 

However, AMA has permitted the 
makers to dress up regular models 
with special paint and trim. Many 
have taken advantage of this con- 
cession, 

Ford calls its retractable hard- 
top the “first revolutionary new 

idea in automotive design since 

| the development of the closed 
| body 40 years ago.” 
| At the touch of a button on the 
|instrument panel, the steel top is 
raised or lowered by electric mo- 
tors. Ford said the mechanisms 
have been operated 10,000 times, 
which was called equivalent to 30 
years of normal service. 

= * * 





| 
} 
| 
| 





| 

| J.ORD outlined the operation this 
way: “When the driver touches 

the top button, electric locks are 
(Continued on Page 138, Col, 4) 








Willys Unwraps 
Jeep Truck with 
Four-W heel-Drive 


TOLEDO. — A new four-wheel- 
drive truck—the Forward Control 
Jeep FC 150—has been introduced 
by Willys Motors. 

The new truck embodies several 
new design and engineering fea- 
tures which reportedly combine 
to provide a vehicle with maxi- 
mum car space in relation to 
wheelbase. 

Key to the engineering advances 
is the cab which is situated well 
forward of the engine, permitting 
maximum use of the vehicle’s 81- 
inch wheelbase for payloads and 
placing the driver in the best posi- 
tion for visibility and vehicle con- 
trol. 


The truck is powered by the 


Willys F-head Hurricane engine, 
the same engine that is in both the 
military and civilian Jeeps. 
It is engineered with a four- 
(Continued on Page 6, Col. 5) 
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Dealers tell me 


By John 0. Munn 


OME weeks ago I invited you to 

help me celebrate my 47th year 
in this trade and 15th as a con- 
ductor of this column, I neglected 
to tell you at the same time it was 
my 70th birthday. 

Perhaps I should conceal the 
fact, but I am proud of it, There 
have been such rich and reward- 
ing experiences and the future 
beckons with thrilling new hori- 
zons. 

It is with joy and satisfaction 
that I realize I have lived in this 
brief period when civilization ad- 
vanced more than in all recorded 
previous history, 

Those of us who have lived 
in this golden age have seen oil 
lamps replaced by electric lights. 

We remember the wood stove in 

the kitchen that was our principal 
source of heat as well as frying, 
baking and boiling our meals and 
furnishing hot water for our weekly 
bath in the wash tub. 


* * * 


U. S. Is Only 180 


WAS in this age that we wit- 

nessed development of modern 
plumbing, central heating, tele- 
phones, automobiles, radio, air- 
planes and television. 


Come to think about it, it is 
only 180 years since the English 
colonies became independent. And 
only 167 years since we adopted 
our National Constitution. 

Time indeed is short. We who 
lived in this age are familiar with 
the Civil War. We lived with and 





Illinois Dealers 


Elected as U.S., 
State Legislators 


SPRINGFIELD, Ill. — Two Illi- 
nois new-car dealers and a former 
dealer have been returned to the 
U. S. House of Representatives, 
according to the Illinois Automotive 
Trade Assn. 

The dealers are Peter Mack 
(Ford), Carlinville, 2ist District, 
and Sid Simpson (Oldsmobile- 
Cadillac), Carrollton, 20th District. 
Ken Gray, representing the people 
of Southern Illinois, is a former 
Chrysler-Plymouth dealer in West 
Frankfort. 

Dealers also won seats in the 
Illinois Legislature. C. R, Ratcliffe 
(Studebaker), Beardstown, and 
Orval Hittmeier (Dodge-Plymouth), 
Litchfield, will represent the 46th 
and 52nd representative districts. 

Bert Baker, a former Buick 
dealer, won reelection from the 57th 
district to the Illinois House of 
Representatives. Vic Broom, 
described as a good friend of auto 
dealers, won reelection from the 
20th state senatorial district. 
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talked with our grandfathers who 
participated in it. They, in turn, 
were as familiar with the Revolu- 
tionary War for, then, there were 
still living many veterans of our 
war for freedom. 

When I was born, the nation was 
only 110 years old as compared 
with the Colonial period that lasted 
169 years. 

The Colonial population never 
exceeded three million people who 
lived east of the Alleghenys. But, 
in the 80 years following the 
Revolution, we grew to nearly 30 
million and expanded from the At- 
lantic to the Pacific and from the 
Rio Grande to the sources of the 
Mississippi. 

One hundred years ago there were 
only 31 states, and only six west 
of the Mississippi. The independent 
nation, Texas, had been absorbed 
and John C. Fremont had planted 
the flag in California. The balance 
of the territory west of the Missis- 
sippi was inhabited by Indians, a 
few forts and fur trading posts and 
the Mormons had moved to Salt 
Lake City. 


* * > 


Immigrants, All 


A™ Americans are of immigrant 
origin. First there were English 
with a large influx of Scotch, Irish 
and German. But it wasn’t until the 
1830's and 1840’s that the population 
really expanded. 

Due to the Irish potato crop 
failure in 1846, a million Irishmen 
came to our shores, locating 
mostly in Boston and New York. 
During these years, 100 years ago, 
more than half of the population 
was foreign born, 

While the first railroad was built 
in 1829 it wasn’t until 1840 that 
railroads really got started and 
within 20 years 25,000 miles of 
track were built connecting most of 
the cities east of the Mississippi. We 
were converted from traveling by 
stage and canal. It was after the 
Civil War that the great continen- 
tal railroads were extended to the 
coast and the west was opened. 

We, ourselves, have witnessed the 
rise and fall of interurban cars, re- 
placed by buses and trucks. We 
have lived to see the entire develop- 
ment of the automobile industry 
which now supplants agriculture 
and other industries as a provider 
of the most pay checks. 


While the geographical fron- 
tiers have disappeared, there are 
new and greater opportunities for 
the young. 

No one can perceive, now, the de- 
velopment of chemistry, electronics, 
atomic energy or solar power but 
these are the frontiers of the fu- 
ture. 

- * * 


New Horizons Ahead 


UT don’t forget there are still 
new horizons in our trade, auto- 
mobile retailing. It has been a won- 
derful occupation in which to spend 
one’s life time. The automobile now 
is a real necessity. The use of cars 
is sure to increase. It’s a growing 
business. 

It will continue to offer the en- 
terprising individual real profit. 
You and I know many dealers who 
have become millionaires in this 
business and I’m not referring to 
after-war prosperity. 

The automobile is, and will con- 
tinue to be, needed by people in 
every community in expanding 

volume. Owners will require serv- 
ice and attention at the local 
level. No one can supply it but 
the automobile dealer. So his fu- 
ture opportunity will surpass that 
of the past. 

When we consider the history of 
our nation and the history of our 
industry, we can’t help but be op- 
timistic. 

We can’t help but be glad that 
we live in these times, in this na- 
tion, and that we are devoting our 
life’s efforts to this business. 





Travelling Sessions Get at Guts of Dealing ... 





Profit Lowdown in Pa. 


By George E. Shelley 
Staff Correspondent 

HARRISBURG, Pa. — Keen in- 
terest is being shown in a series of 
special meetings on profits spon- 
sored by the Pennsylvania Automo- 
tive Assn. 

A three-hour business session 
is devoted to financial statements, 
profit per new car, sales absorp- 
tion, service absorption, customer 
labor, expense control and other 
subjects. 

PAA said enthusiastic comments 
from dealers disclose that many 
definitely have not been familiar 
with what it costs to do business. 

More than 1,600 dealers will have 
attended the series of 13 meetings! 

. = * 


by the time they are concluded at 
Williamsport. The meetings started 
Nov, 13 in Easton, 

Speakers include John B, White, 
Philadelphia, PAA president, and 
Dave Reese, Drexel Hill, PAA direc- 
tor, alternating with W. M. McCune, 
Kittanning, and David H, Smith, 
Washington, Pa. PAA directors. 
Claude S. Klugh, Harrisburg, gen- 
eral manager, and E. W. Parkinson, 
assistant manager, have been par- 
ticipating at all meetings. 

White declared in one meeting 
that “to obtain profits, one must 
know and control costs and ex- 
penses.” He stressed the following: 

1, Each department in a dealer- 
ship should produce a profit. 
af + * 





They're Interested in Profits— 


Typical of those attending the Pennsylvania special meetings on profit sponsored by 


the state association, are these dealers who attended the Harrisburg event. 


it is esti- 


mated thet more thon 1,600 dealers will attend the series of 13 conferences. 


Fi actory Attitu 


de Pleasing 


To NADA, Kirks Says 


RALEIGH, N. C. — “We are 
pleased with the attitude of fac- 
tory cooperation and wish to pre- 
serve our harmonious relation- 
ships,” Dr. Rowland F. Kirks, 
NADA legislative counsel, told 
franchised North Carolina automo- 
bile dealers in a meeting here. 

Kirks was principal speaker at 
the afternoon session of Area 
Chairmen Day, an annual day- 
long meeting staged by the North 
Carolina Automobile Dealers 
Assn. It was attended this year 
by some 200 dealers from all over 
the state. 

In outlining the NADA legisla- 
tive program for the coming 85th 
Congress, Kirks commented, “Our 
1957 legislative program should re- 
ceive full factory cooperation and 
support. 

“We have a four-point program, 
including tax relief for small busi- 
nesses and elimination of excise 
taxes on driver-training vehicles 
lent by dealers for school driving 
classes,” Kirks continued. 

“Without factory support, how- 
ever,” he stated, “the dealer body 
of the nation can obtain what is 
fair and equitable even over opposi- 
tion of factories. We do not have 
to knuckle under today or tomor- 
row to the factories as long as we 
are right; and Congress will back 
us up with laws if necessary.” 
Kirks concluded by stating NADA 
hoped the 85th Congress would con- 
tinue the Monroney committee, a 
Senate group which last session 
studied automobile retailing. 

A. M. Gilbert, director of the 
Theft and Licensing Bureau of 
the North Carolina Department 
of Motor Vehicles, also spoke, 


Georgia Dealers 


Slate Convention 


ATLANTA, — The 1957 conven- 
tion of the Georgia Automobile 
Dealers Assn, will be held Aug. 18- 
19 at the General Oglethorpe Hotel 
in Savannah. 


discussing effects of the North 
Carolina Dealer - Manufactrer - 
Salesman Licensing Law passed 
by the 1955 General Assembly. 
An open discussion of various 
sections of the law followed. 

NCADA President John M. Tiller, 
Durham, presided over the meeting 
and in his opening remarks looked 
to next year saying, “1957 must 
bring to us the sobering under- 
standing, and grim determination 
that we cannot, and will not, sell 
merchandise, unless we are sure we 
realize a profit. 


“The enfranchised retail automo- 


2. Costs and expenses applicable 
to each department should be 
determined separately. 


3. Profits of one department 
should not be used to subsidize 
another. 

A classical example, he said, is 
the usual factory approach of 
applying service profits to reduce 
overhead so that new cars can be 
sold at reduced low prices. 

Discussing the cost of selling a 
new car, White said: “We start with 
the invoice cost of the new car, but 
that only is the beginning. All 
dealers know that there is some 
amount that must be added to the 
invoice to determine true cost. The 
$64,000 question is how much?” 


He said the first item to consider 
is direct selling expense, available 
on all dealers’ financial statements, 
and next add indirect expenses or 
overhead, 

“But what do we mean by in- 
direct expenses and how are they 
determined?” White asked, “For 
example, the salaries of non- 
productive employes, such as, the 
girl who answers your telephone 
or your bookkeeper, should be 
prorated with a portion being 
charged to definite departments 
in your dealership.” 

White outlined several methods 
for prorating such expenses, adding 
that it is important to use one of 
them in determining true costs and 
suggested the following test to 
determine accuracy of any plan 
used: 


The expense cost of total sales 


(Continued on Page 8, Col, 1) 
* * * 





Agenda for $— 


bile industry is too big and involves| Officials of the Pennsylvania Automotive 


too much of our national economy,” 


he continued, “for it to be allowed 
to remain at the very bottom of a 
list of 42 classifications of business 
operated for profit .. . showing a 
profit of one-half of one percent. 
Sumpter Priddy jr. addressed the 
(Continued on Page 9, Col. 5) 


Assn. discuss the agenda of one of the 
special meetings on profits being con- 
ducted throughout the state. Seated are 
John B. White (left), Philadelphia, presi- 
dent, and Claude S. Klugh, general man- 
ager. Standing are Dave Reese (left), 
Drexel Hill, director, and E. W. Parkinson, 
assistant manager. 


On the House... . 


Indication of the rapid pace of new-car sales in 





hit when played on Lawrence Welk’s show last week . 


November, with a sharp buildup in used-car stocks, 
is given in a report from Chicago-area Ford dealers 
for the first 20 days of the month. Used-car unit 
inventory rose 31.3 percent over the similar period 
of October, despite an 8.7 percent increase in used- 
car sales (units), Average inventory value rose from 
$644 to $780 per unit, while days’ supply of used cars 
rose from 13 to 27 days .. 
National Bank estimates that 10 million persons 
made final auto payments last year, that 9.25 million 


. New York’s Chase 


will do so in 1956 and that 10.25 will follow suit in 
1957 . 

New song, “It Takes a Stronger Man than I,” 
written by Dawson Taylor, Detroit Dodge dealer, sounded like a 


Edgar 


Hayward, formerly in charge of Missouri association’s field activi- 


ties, is 
sold for Pittsburgh’s auto show . 


is the new manager of St. Louis association . 


. All space is 


We hope you like this record-breaking edition of AuTomMoTive News. 
All departments have gone all out on this issue, which we feel is our 
supreme effort in more than 30 years of publishing Automotive News. 
It breaks precedent in the four-color printing of new models; it sets 
a new high, we believe, in editorial coverage of the 1957 cars. 


—Prre Wemuorr, Editor, 
Automotive News 

















































Sh RRMA oh celaad Baral ee BR aca a es 


4 


AUTOMOTIVE NEWS, DECEMBER 3, 1956 


Over 500,000 Expected as Fanfare Mounts... 
National Show Opens Saturday 


(Continued from Page 1) 
trucks, the. show will feature a six- 
times-a-day $200,000 musical revue 
titled “America on the Move.” 

The show was written by Good- 
man Ace, who writes the Perry 
Como television program, and pro- 
duced by Arthur Knorr, who has 
been responsible for the “Miss 
America Beauty Pageant” and Mil- 
ton Berle’s TV show. 

* * + 

revue will feature the June 

Taylor dancers, the Blackburn 
Twins, singer Roberta MacDonald, 
dancers Bill and Midge Haggett 
and Elliot Reid. 

The industry is spending about 
$10 million on this year’s show, 
about $1 million by the AMA and 
the remainder by individual manu- 
facturers. 

During the week prior to open- 
ing of the show, the AMA and 
various auto makers will hold 
dealer and press affairs. Stand- 
out of the pre-show affairs will 
be the formal-attire Annual Show 
Banquet Thursday evening in the 
Waldorf-Astoria, which will be 
addressed by Vice-President Rich- 
ard M. Nixon. 


with exhibits by Diamond T, Inter- 
national Harvester, General Motors, 
Willys, Ford, Dodge, White, Reo, 
Mack, Chevrolet and Studebaker. 
In all, 66 trucks and buses will be 
shown, 
+ a > 

— will be 15 car displays, 

with 125 new cars shown. On 
the second floor will be the follow- 
ing car makes: Mercury, Ford, 
Studebaker-Packard, Buick, Chev- 
rolet, Plymouth, Dodge, Rambler- 
Nash, and Oldsmobile. Stage for 
the musical extravaganza is also 
on this floor. 


The third floor, with a special 
stage-viewing area, will hold ex- 
hibits of DeSoto, Lincoln-Continen- 
tal, Rambler-Hudson, Chrysler, 
Cadillac and Pontiac, 

Also on the third floor will be 
“Mobile U. S. A.”, featuring a 
continuing program of special 
automotive films, including “Your 
Safety First” which deals with 
development of the modern auto- 
mobile, “Mr. O’Flynn’s 50 Million 
Wheels” and “A Professional Por- 
trait.” 

Another special display, “America 
on the Move,” which is a panorama 


First floor of the Coliseum will be| of cars and trucks on the nation’s 
devoted to 11 displays of 1957 trucks, | highways, will be on 
* + * aa 


National Auto Show Symbol— 


the third floor. 
. 





Two tons of steel were used for the huge theme sculpture that hangs above the 
stage at the 42nd National Automobile Show in New York's Coliseum. Workmen at 
the George P. Johnson Co. in Detroit also used plywood and aluminum in construct- 
ing the symbol, which was shipped to New York in sections. 


Auto Industry Plea... 


Excise Rollback Asked 


By William Ullman 
Washington Correspondent 


ASHINGTON, — The auto in- 

dustry asked Congress last 
week to roll back excise tax rates 
on new cars and replacement parts 
to pre-World War II levels. 

Speaking for the Automobile 
Manufacturers Assn., Robert E. 
Bryar told a House ways and 
means subcommittee that the 10 
percent passenger car excise 
should be lowered to 3% percent 
and that the 8 percent tax on 
replacement parts should be cut 
to 2% percent, 

Bryar did not request dropping 
truck and bus taxes to pre-war 
levels, however, fearing that such 
drastic reductions “might impede 
the highway financing program.” 

Instead, he asked Congress to cut 
the truck and bus rate in half— 
from 10 to 5 percent, “with the en- 
tire proceeds of this tax trans- 
ferred to the highway trust fund.” 

* x” * 
RYAR is a member of AMA’s 
committee on taxation and is 
director of tax affairs for the 
Studebaker-Packard Corp. 
The witness said that continua- 





added that he thought present 
high tax rates are a result of 

“legislative accident or over- 

sight.” 

NADA faileua to appear at excise 
hearings. But NADA Executive 
Vice-President Frederick J. Bell 
filed a statement for the subcom- 
mittee record which said that “the 
excise tax should not be applied at 
all to the auto industry.” 

+ + * 


TS excise tax subcommittee, 
headed by Rep. Aime J. Forand, 
Rhode Island Democrat, also heard 
testimony of John B. Hulse, man- 
aging director of the Truck-Trailer 
Manufacturers Assn. Hulse asked 
for prompt congressional approval 
of a Forand bill to clarify taxation 
of trailers leased to users for long 
periods. 


Earlier in the week, Govern- 
ment witnesses asked the sub- 
committee to go slow in making 
any tax reductions at this time, 
and a spokesman for the National 
Assn, of Manufacturers 
technical suggestions for dealing 
with various excise tax problems 
affecting manufacturers gene r- 

Meanwhile, the Mills subcommit- 
tee closed hearings last week after 
hearing proposals to plug loopholes 
in present income tax laws. The 
group is also working on a bill to 
eliminate dozens of minor technical 


revenue code. 


On the first floor will be two panel- 
type displays portraying the way 
trucks serve the nation. 

+ * + 


At=™ the first two opening 
days, Dec, 8 and 9, the following 
five days will be designated thus: 

Dec. 10—Engineers Day; Dec. 11 
—Old Timers Day; Dec, 12—Ladies 
Day; Dec. 13—International Day, 
and Dec. 14—Suburban Day. 

More than 20,000 man-hours went 
into the planning and construction 
of the show’s general decorations, 
and more than 600 men were used 
to install decorations and exhibits. 

Official decorator for the show, 
the George P. Johnson Co. of De- 
troit, came up with a plan of 
thematic designs that complement 
the architecture of the Coliseum 
and provide suitable settings for 
the 1957 models. 

Symbol of the show is an impres- 
sionistic figure that might be called 
a “cosmic car,” carrying the theme 
line, “America on the Move.” This 
symbol is used throughout the Coli- 
seum in varying sizes; in its largest 
form it hangs over the stage on the 
third floor—a huge sculpture of 
aluminum and wood, 16 feet high 
and 58 feet wide and weighing more 
than two tons, 

Sixteen tons of steel went into 
the “cocktail glass” orchestra plat- 
form that hovers above the stage. 
The special stage is 90 feet wide 
and 77 feet deep. 

> = = 

P first postwar National Avto 

Show brings to a climax the 
greatest automotive decade in his- 
tory,” declared 
William J. Cronin, 
managing direc- 
tor of the AMA, 

“During the 
past 10 years, the 
U. S. automotive 
industry has pro- 
duced more than 
67 million cars, 
trucks and buses 
— exceeding the 
entire output of 
the first four dec- 
ades of the century. 

“At the same time, the number 
of motor vehicles in use through- 
out the nation has almost doubled, 

reaching the present total of 65 

million. Only part of this growth 

is due to population increase,” 

Cronin said. 

“While in 1947, 68 percent of 
America’s families owned cars, 75 
percent now are car-owning fami- 
lies. While only three percent 
owned more than one car in 1947, 
the percentage today is 10.” 

The AMA also pointed out that 
U. S. franchised auto dealers now 
employ more than 700,000 persons, 
averaging 18 employes per dealer. 

* * 


Old Timers Schedule 
Meeting During Show 


NEW YORK. — The 17th an- 
niversary dinner of the Automobile 
Old Timers will be held Dec. 11 
during the week of the National 
Automobile Show, 

The dinner will be held at the 
Waldorf-Astoria’s Starlight Roof. J. 
Saxton Lloyd, a past-president of 
NADA, will be chairman of the 
meeting. 


W. J. Cronin 





National Auto Show Hits the Road— 


Exhibits, decorations and vehicles that make up the National Automobile Show were 
and clerical errors in the internal | transported from Detroit to New York in more than 150 vans and havlaways. The auto- 
show caravan is shown as it leaves the Motor City with a police escort. 








floor 








Guide to Show Exhibits— 

Truck makers will display their 1957 models on the first floor during the National 
Auto Show, Dec. 8-16, in New York City's Coliseum. Stage presentations and about 
half of the 1957 car makes will be located on the second floor, while the remaining 
cars and special exhibits will be on the third floor. 


Nov. Sales Close to High 
Despite Model Shortages 


(Continued from Page 1) 


accounts for nearly 15 percent of| aged to outproduce Plymouth in 
total sales in. many dealerships. November. 

LTHOUGH the ’57 selling season| Plymouth dealers are confident, 

is still in its infancy, there are| however, that with a better supply 
strong indications that two of the|°f hardtops they will be able to 
ding-dong sales battles of 1955 have| challenge Buick seriously on sales. 
been revived with a vengeance. Chrysler Corp.’s avowed major 

wo NB ene oo Bes goal this year is to push Plymouth 
runn neck-and- ’ : 

race for top sales position, while back to its nee -_ 3 spot. 
2 THIRD battle is also developing 

and zives evidence of adding 
hot fuel to the flaming competition 
expected during 1957. 

This three-way race has Pon- 
tiac, Mercury and Dodge jockey- 
ing for position behind Chevrolet, 
Ford, Buick, Plymouth and Olds- 
mobile. 

Again, both Dodge and Mercury 
dealers are being hindered by pro- 
duction difficulties, but expect to 
gain momentum rapidly during this 
month. 


On the basis of reports from 
individual marketing areas, Ford 
wound up November with a hairline 
lead over Chevrolet in sales. Pro- 
duction estimates also put Ford 
ahead for the month by a slight 
margin. 

Ford dealers are also reported to 
hold skimpier stocks than do Chev- 
rolet dealers. 


- 7 = 
LYMOUTH, just beginning to 
work out.of a series of produc- 
tion nightmares on its new models, 
scored a market penetration deeper 
in November than in any other 
month of the year. 

Buick, which did not introduce 
its 57 models until Nov. 9 and 
therefore gave away a slight sales 
advantage for the month, man- 


7 + . 
7s new-model selling season 
has produced a new crop of 
tradeins for franchised dealers, 
which in turn has had a depressing 
effect on the wholesale used-car 
market. 

Both consignments and sales 
ratios have fallen, although prices 
have remained firm. An impres- 
sive number of ’57s continue to 
show up at auctions, and they are 
moving at a good price. 

According to Automotive News 
index of wholesale auctions, the 
average price of all models last 
week was $1,044, unchanged from 
the previous week and only $2 be- 
low the average established when 
’57s were first added to index com- 
putations in the forepart of Novem- 
ber. 

The average price of '57s rose $14 
last week to $2,422, compared with 
an average of $2,416 when they first 
were indexed. 

Other gains last week were: ’52s, 
up $7 to $433; ’54s, up $5 to $1,006, 
and ’53s, up $2 to $668. 

Declines for the week were: ’50s, 
down $4 to $235; '55s, down $4 to 
$1,380; ’51s, down $8 to $300, and 
56s, down $15 to $1,909. 











or SELLING*? 


If you're ready with the Associates Plan — you're selling! 


The Associates Plan helps you with non-recourse financing that eliminates contingent liability, 
helps you with prompt clearances, simplified paperwork and courteous customer service. 


And there’s more. You can help yourself — and your customer, too — by recommending 
the Associates Insured Payment Plan. That plan is called HAL, a Health, 
Accident and Life protection, which eliminates “fear” from your customer's mind. 


The Associates Insured Payment Plan is often the clincher with Mrs. Buyer, too. She knows 
youre on her side when you suggest HAL. She knows it means protection and security for the 
entire family with their car purchase. 


Yes, the Associates Plan puts the selling in showing; it works both for you and for your 
customer. Find out for yourself. Ask any Associates dealer — or call the Associates 
office in your town, today. 


" savs MA Saye :-- 


THE PROSPEROUS PRO OF AUTOMOBILE ROW, 


“Don’t under estimate the power of security, put HAL on every deal” 


ASSOCIATES INVESTMENT COMPANY f 
ASSOCIATES DISCOUNT CORPORATION SS0C17d CS 
ASSOCIATES DISCOUNT (CANADA) LTD. 

EMMCO INSURANCE COMPANY STS SEND, TNDEAMA 
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Boston Revives Dealer Show .. . 





L.A. Show Attendance 
Increases to 215,000 


By W. ©. Lockwood 
Staff Writer 

DETROIT. — A total of 215,169 
persons streamed through the Pan- 
Pacific Auditorium in Los Angeles 
during the 11 days of the dealer- 
sponsored auto show which closed 
last week (Nov. 25.) 


This was an increase of more 
than 28 percent from the 167,576 
attending the last show which was 
held late in 1955. 

There was no entertainment 
and dealers reported that visitors 
seemed to prefer it that way. Of- 
ficials of the show reported that 
sales were heavy. 

Two other shows also closed the 
same day, Sioux Falls, S. D., and 
Boston. 

This year’s Boston event, which 
opened Thanksgiving Day was the 
first dealer-sponsored show in 19 
years. A new organization, the 
Greater Boston Automobile Dealers 
Assn., staged the display. 

It was held at the Commonwealth 
Armory, site of past Motoramas 
and site of the automobile show 
sponsored last year by the Boston 
Post, now defunct. 

Industrywide events in central 
locations were discontinued in 
Boston after World War II and 
dealers staged individual “open 
house” in showrooms on Wash- 
ington’s Birthday. 

Boston dealers, as in Los Angeles 
“de-emphasized” entertainment, em- 
ploying no big-name stars but con- 
centrating on local talent and door 
prizes. 

The new dealer association has 
about 300 members and is headed 
by Nishian Atamian (Nash). Execu- 
tive vice-president is J. Gordon Mc- 
Kinnon, who holds a similar post 
with the Chevrolet dealers group. 

The opening of the Los Angeles 
display, which was tied in with the 
city’s 175th anniversary, was given 
the full Hollywood premiere treat- 
ment, 

A number of political figures, 
motion picture stars and social 
leaders attended as “first 
nighters” to help give a lift to the 
event. 

The Los Angeles Motor Car 
Dealers Assn. stressed the sales 
theme, saying that the best place to 
choose a new car is right on the 
floor of the show. 

All U. S. models and many 
foreign cars were shown. 

Philadelphia’s International Auto- 
rama opened in the Commercial 
Museum on Nov, 24, the day before 


the Los Angeles, Sioux Falls and| 


Boston shows closed. 

Dealers in Harrisonburg and 
Rockingham, Va., combined to pro- 
mote a four-day auto show which 
opened last week (Nov. 29) and 
closed yesterday (Dec. 3). 

m &. (Chrysler- 


Railroads Admit 
Drive to Hike 
Trucking Fees 


PHILADELPHIA. — To regain 
hauling business lost to trucks, the 
railroads have embarked on an in- 
tensive state legislative campaign 
to increase registration fees and to 
limit truck weight allowances, 
according to the Pennsylvania Mo- 
tor Truck Assn. 

The Association said this admis- 
sion was made by Philip Price, 
chief rail attorney, in his argument 
to dismiss the $250 million brought 
against the railroads by the 
truckers. 

The truckers are suing the East- 
ern Railroad Presidents Confer- 
ence, 30 railroads and Carl Byoir 
& Associates, New York public re- 
lations firm, for $250 million, charg- 
ing violation of the Sherman Anti- 
trust Law. 

The railroads are countersuing 
for $120 million on the same 
grounds. Federal Judge Thomas 
Clary is hearing the cases simul- 
taneously, without a jury. 

The rail counsel reportedly 
sought to justify the rail attack 
on grounds that existing state 
legislation failed to charge trucks 
adequately to maintain state high- 
ways. 








Plymouth), one of the committee 
chairmen, said that all proceeds 
of the event, held at the county 
fairgrounds, will be given to the 
local cerebral palsy clinic. 

Frankie Watts, show committee 
chairman for the Miami event, Dec. 
15-20, said that six models of new 
British cars will be flown here for 
the show. 

Watts spent two weeks in Europe 
getting ideas for the exhibit and 
was accompanied by Bob Gegan, 
Nolan-Brown Motors (Cadillac). 
Watts sells foreign cars. The dis- 
play is being sponsored by the 
Miami Automobile Dealers Assn. 

Twelve dealers in Manchester, 
N. H., jointly sponsored a two-day 
“outdoor auto show” in a parking 
lot owned by two banks in the heart 
of the city’s business district. 

Those taking part were Cava- 
naugh Bros. Motors; Leo A. Cava- 
naugh, Inc.; Dobles Chevrolet, Inc.; 
Al-Warren Ford, Inc.; MacKenzie 
Motors, Inc.; Manchester Buick Co., 
Inc.; Merrimack St. Garage, Inc.; 
Morse-Batchelder, Inc.; New Hamp- 
shire Auto Co.; Roy Prince Motor 
Co., Inc.; Queen City Motors, Inc., 


and State Motors, Inc. 


Meanwhile, the Buffalo Auto- 
mobile Dealers Assn. has received 
permission from the City Council 
to use the Civic Stadium track for 
public parking at its auto show, 
Jan, 5-12. 

The Masten Avenue Armory is 
the site of the display, The dealers 
will pay a parking rental of $400 for 
the eight-day period. 

Houston dealers have announced 
that their 1957 Houston National 
Automobile Show will be held in 
Sam Houston Coliseum, Jan. 26- 
Feb. 3. Arthur Dirk will be coordi- 
nator. 


Order 2,000 Jaguars 


For U. S. and Canada 


NEW YORK. — Jaguar Cars 
North American Corp. has or- 
dered 2,000 cars for the first 
quarter of 1957, it was announced 
last week. 

The order represents a dollar 
volume of $8,600,000 and is based 
upon firm orders received from 
Jaguar distributors in the U. S. 
and Canada, the subsidiary stated. 
Johannes Eerdmans, president of 
Jaguar Cars North American 
Corp.. personally visited Coven- 
try, England, to give the order 
to Sir William Lyons, chairman 
and managing director of Jaguar 
Cars Ltd. 














Crowds Jam Los Angeles Show— 


The Los Angeles Automobile Show, first major auto exposition to present the 1957 


models, reported heavy attendance following the opening in the Pan Pacific Audi- 
torium. The public's interest in the new line of cars is exemplified in this picture of 


visitors at the Chevrolet exhibit. 





‘07 New-Car Buyers Put 
At 5.2 Million by Poll 


(Continued from Page 2) 


22 percent; by mail, 19 percent; by 


phone, 9 percent, and windshield 
cards, 3 percent. 

Ford dealers led in solicitations, 
42 percent to Chevrolet dealers’ 
26 percent. Buick was third with 

14 percent, Pontiac fourth with 11 
percent, and Plymouth fifth with 
10 percent. 

Leaders by categories were: In 
person, Ford, 38 percent, Chevrolet, 

28 percent, Buick, 12 percent; by 
mail, Ford, 52 percent, Chevrolet, 
23 percent, Buick, 18 percent; 
phone, Ford, 39 percent, Chevrolet, 
24 percent, Buick, 16 percent, and 
windshield cards, Ford, 78 percent, 
Chevrolet, 27 percent, and Buick, 7 
percent. 

The average number of dealers 
called on by new-car buyers was 
3.2, However, 38 percent of the 
new-car buyers called only on the 
dealers from whom they bought. 

Prospects were asked about spe- 
cial features they want on their 
next car. Tinted glass drew 47 per- 
cent, power brakes, 45 percent, and 
power steering, 43 percent, 

> om * 


eines on body style prefer- 
ence indicates that the growing 
trend to hardtops_and station 
wagons is still in effect. 

Hardtops were preferred by 22.1 
percent of those contacted and 
station wagons were desired by 
7.2 percent, almost double from 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Nov. 28 
(Sold 124 cars out of 196 entered.) 

BUICK—’56 RM 4-dr., $2,455* (ps); 
Super Riviera, $2,475*; 2-dr., $1,- 
940°; Special 4-dr., $2,150* (ps). '55 
Century conv., $1,820* (ps); Riviera, 

(ps); Special 2-dr., $1,230, 

"54 Super Riviera, $1,355*, 
$1,225*; Century 4-dr., $1,200*. ’53 
Super Riviera, 3 at $750*; 4-dr., 
$660*, $590. '50 Special 4-dr., $160. 

CADILLAC — '56 (62) 4-dr., $4,050* 
(ps); Hardtop, $3,965* (ps). '54 (62) 
conv., $2,400*. '50 (62) 4-dr., $370*. 

CHEVROLET—’57 Bel Air (8) Hard- 
top, $2,500* (ps); 2-dr., %2,265*; 
Two-ten (6) 2-dr., $1,900*. '56 Bel 
Air (8) Hardtop, $1.860* (ps); 4-dr., 
$1,625*. '55 Bel Air (8) Hardtop, $1,- 
525°; 4-dr., $1,325°; 2-dr., $1,025°; 
Bel Air (6) Hardtop, $1,363; 2-dr., 
$1,075. °54 Bel Air (8) 4-dr., $735; 
2-dr., $800, $746*; Two-ten 2-dr., 
$670; One-fifty 2-dr., $615. '52 SL 
Deluxe 4-dr., $475. '51 SL Deluxe 
Bel Air, $385*. 

CHRYSLER — '56 NY conv., $3,150*. 
‘55 NY Hardtop, $2,295* (ps); Wind- 
sor 4-dr., $1,640*. °53 Windsor 4-dr., 
$585; 2-dr., $510. ’°52 Windsor 2-dr., 
$400*; Hardtop, $350*. 

DeSOTO—’55 Firedome 4-dr., $1,520* 
(ps). °52 Firedome Hardtop, $430* 
(ps); 4-dr., $220. 

DODGE —- '55 Royal Lancer Hardtop, 
$1,550*, $1,430%; conv., $1,475*. ‘53 
Meadowbrook 2-dr., $385. 

FORD—’57 Fairlane (8) 500 4-dr., $2,- 
575*. °56 Fairlane (8) Hardtop, $1,- 
850° (ps), $1,800* (ps), $1,750* (ps); 
4-dr., $1,750* (ps); conv., $1,715°*. 
‘55 Fairlane (8) Crown Victoria, $1,- 
535°; Victoria, $1,410*; 4-dr., $1,- 
410*, $1,270*; Custom (8) 2-dr., $1,- 
265*, $1,150*, $912; Main (6) 2-dr., 


$1,700° 
$1,225. 


$825, $795. '54 Crest (8) 4-dr., $930° 
(ps); Custom (8) 4-dr., $815; Main 
(8) 2-dr., $670. '53 station wagon, 
$780; Custom (8) 2-dr.. $625. ‘52 
Main (8) 2-dr., $395. °51 Deluxe (6) 
2-dr., $180, 

MERCURY—’'56 Montclair 4-dr., $2,- 
240*. ’55 Montclair Hardtop, $1,630*, 
$1,455*; Monterey Hardtop, $1,530. 
‘53 Monterey Hardtop, $850*. '51 4- 
dr., $275. 

NASH—’53 Rambler station wagon, 
$550; Hardtop, $525; Statesman 
sedan, $490. ‘52 Statesman 4-dr., 
$225. 

OLDSMOBILE—’56 (88) Hardtop, $2,- 
210*; 4-dr.. $2,065*. '55 (98) Holi- 
day, $2,150* (ps): (88) Holiday, $2,- 
000* (ps), $1,870*. '54 (98) Holiday, 
$1.575* (ps); (88) Holiday, $1,550°*. 

PACKARD—’54 Clipper Hardtop, $1,- 
130. '53 Clipper 4-dr., $575*. ’52 Clip- 
per 2-dr., $215*. 

PLYMOUTH—’56 Belvedere (8) Subur- 
ban, $2,230* (ps); 4-dr., $1,710*; 
Savoy (8) 4-dr., $1,560*; Plaza (8) 
2-dr., $1,300*; Plaza (6) 2-dr., $1,- 
170. °55 Savoy (8) station wagon, 
$1,240; Belvedere (8) 4-dr., 
$1,030; Plaza 4-dr., $1,015. 
vedere Hardtop, $790; conv., } 
53 Cranbrook 4-dr., $465; 2-dr., 
$440; Cambridge 4-dr., $375. ’52 
Cranbrook 2-dr., $275. 

PONTIAC — '56 Star Chief (8) Cata- 
lina, $2,150*; Chieftain (8) Catalina, 
$2,035*. '55 Star Chief (8 Catalina, 
$1,500*. °54 Chieftain (8) Catalina, 
$1,200*; conv., $1,175*; 2-dr., $775*; 
4-dr., $750*. '53 Chieftain (8) 4-dr., 
$585*. °52 Chieftain (8) 4-dr., ° 
"51 Silver Streak (8) 4-dr., $350. 

STUDEBAKER — ‘56 station wagon, 
$1,635. 

WILLYS — '50 station wagon, $310. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 110, 111, 112, 118, 119. 














the 1954 survey, Crowell-Collier 
said, 

Emphasis on highway safey was 
expanded this year, Crowell-Collier 


| said. It found that almost 13 per- 


cent of the car owners’ autos were 
damaged during the year and that 
2.3 percent have had family mem- 
bers injured in accidents, 

Only 29 percent of the car owners 
considered roads and highways in 
their areas adequate. 

Questions on tires divulged that 
85 percent of tubeless tire owners 
are satisfied with them. Chief com- 
plaint of the 15 percent who were 
not was: “Air leaks out, too many 
flats.” 

Car owners asked what they 
would buy for replacements in- 
dicated that 36 percent would buy 
tubeless tires, 51 percent would 
buy tube tires and 13 percent said 
they didn’t know. 

There was a gain of 5 percentage 
points in those who were willing 
to pay extra for white wall tires 
and, of the 12 percent who bought 
premium tires with their car at 
extra cost, 89 said these tires gave 
the extra service expected. 


New Hickey Outlet 
Gives Detroit 46 


| Ford Dealerships 


DETROIT. — Dealer outlets for 


Ford and Chevrolet in the Detroit | 
metropolitan area were evened up| 


last week at 46 for each line. 

Pushing Ford’s total up from 45 
was the formation of Stark Hickey 
East in suburban East Detroit. The 
dealership boasts completely new 
facilities. 

Stark Hickey, longtime Ford 
dealer in Detroit, first branched into 
the suburbs about a year ago when 
he took over Floyd Foren, Inc., in 
suburban Royal Oak. 

Two other Ford dealership 
changes last week involved three 
prominent Detroit dealers. 

Russ Dawson, one of the area’s 
largest Ford retailers, purchased 
Gib Bergstrom, Inc., in suburban 
Highland Park. 

Walker Motors, also. in Highland 
Park, has been sold to Cliff Can- 
non, formerly a Packard dealer. 
Walker was purchased from Gil 
Schaefer, a veteran Detroit dealer. 


White Deal for Reo 


Reported in Works 

DETROIT. — Reo Motors, Inc., 
will shortly be acquired by White 
Motor Co., according to reports 
circulated last week in Detroit 
and on Wall Street. 

Reo is a subsidiary of Bohn 
Aluminum & Brass Corp., which 
acquired Reo on Jan. 1, 1955, after 
taking over a $16.5 million pur- 
chase contract from Henney Mo- 
tors, Inc, Henney had entered into 
the contract to purchase Reo in 
July, 1954. White also owns Auto- 
ear, Freightliner and Sterling. 














Willys Unwraps 
Jeep Truck with 
Four-Wheel-Drive 


(Continued from Page 2) 


wheel drive for off-the-road duty 
and a conventional two-wheel 
drive for normal highway opera- 
tion, 

The FC-150 offers nine forward 
and three reverse combinations. The 
change from conventional to four- 
wheel drive is made by shifting the 
single tloor-mounted lever without 
stopping the vehicle. 

An optional four-speed transmis. 
sion, available at extra cost, pro- 
vides 12 forward power combina- 
tions. 

Forward control design provides 
a payload bed more than six feet 
long despite the vehicle’s 81-inch 
wheelbase, With talgate extended, 
cargo length is 92 inches. 

Fuel tank and spare tire are 
mounted in accessible but out-of- 
| the-way positions at the sides of 





the cargo box where they are 
protected from damage. 

With a low center of gravity, the 
| payload bed is only 24 inches from 
| the ground, most convenient load- 
|ing height of any four-wheel drive 
| vehicle. 
| A larger interior is a feature of 

the “safety-view” cab, which is said 
|to provide up-front visibility 200 


* * * 








ae el 


Checking Jeep's Oil. 

The driver checks the oil level of the 

new Jeep truck from behind the wheel. 
> = > 

percent greater than in many 

vehicles. The wraparound wind- 


| shield is almost 1,200 square inches 
| in area. 


A broad rear window of 628 
square inches and optional rear 
quarter windows provide aill- 
direction visibility. 

A roomier interior distinguishes 
the safety-view Forward Control 
cab. Suspended brake and clutch 
pedals, fully adjustable driver seat 
and a console-type instrument 
panel are among cab features. An 
innovation is the placement of the 
brake fluid tank access cover on the 
panel for ease of checking and fill- 
ing. 

The FC-150 becomes a source of 
stationary power when equipped 
with power take-off. Power is avail- 
able at three take-off points, front, 
center and rear. The center take-off 
point delivers maximum engine 
horsepower to operate generators, 
welders or other bed-mounted 
equipment, while the front and 
rear points supply power for 
winches or belt and shaft-driven 
equipment. 

Overall length of the vehicle is 
147% inches, and overall width 
58% inches. Turning radius is 18 
feet. 

The Jeep Hurricane engine will 
give about 18 miles to the gallon, 
Willys claimed. 


Craigo Reelected 


JACKSON, Miss. — E. J. Craigo, 
a Plymouth -Chrysler-Imperial 
dealer, has been reelected chairman 
of the Memphis Regional Chrysler 
Dealer Council. He is also serving 
his third term as secretary of the 
National Chrysler Dealer Council. 





A reliable source for dependable products 


Perhaps no measurement of value is as important as 
dependability. For, obviously, in automotive compo- 
nents, sound design, outstanding performance, and 
efficient production service can only stem from an organ- 
ization built on the solid foundation of dependability. 
For over thirty years Bendix Products Division has 
demonstrated its ability not only to meet, but to antici- 
pate the needs of the automotive industry. The fact that 


EXAMPLES i) 


Ls 


Bendix Power Brakes* 


Bendix products have won such wide acceptance is 
proof of dependability. 

From plans to finished products, you can count on 
Bendix as a reliable source for dependable automotive 
components. 


BENDIX civision SOUTH BEND oan 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N.Y. 


*REG. U.S. PAT. OFF. 


Bendix Power Steering* 


BRAKES e POWER STEERING « POWER BRAKING «+ CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 
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profits. The public is enthused about | “dealers for the last three years 


Travelling Sessions Draw 1,600... 





Pa. Dealers Get Profit Lowdown 


(Continued from Page 3) 

(not the cost of goods) runs from 
8 to 14 percent with a national aver- 
age of 12.1 percent. (National fig- 
ures show that there is very little 
difference in costs between a 100- 
car dealer and a 700-car dealer, he 
said.) 

“Bearing this in mind, here is an 
example of a typical, average 
dealer: Total sales, $1 million, cost 
of sales (12.1 percent), $121,000, cost 
of sales per month, $10,000, and cost 
of sales per day, $400,” said White. 

“Translate this to a new unit 
with invoice cost of car at $2,000 
and you have 12.1 percent of $2,- 
000, or $242, to be added to the in- 
voice before a net profit can be 
obtained,” he said. 

White said dealers have been 
blinded by all kinds of pressures— 

from public, factories, governmental 
agencies, and “our own egotism” 
into a state of confusion and near- 
collapse of the automobile retail 
business. 

The PAA president called for a 
“start of a fresh new life—of selling 
our products for a profit. In so 
doing let us address ourselves to 
ourselves, Our relations with one 
another ... are today crying for 
self-examination, clarification and 
stabilization.” 

Admitting that speakers at the 
meeting could not make one dollar 
profit for the dealer, White said 
that the sessions were an effort to 
present a blueprint for profit and 
pass along ideas and suggestions 
that have been given by a great 
many dealers in an effort to stimu- 
late thinking into action. He 
warned that the job cannot be done 
alone. 

“No single dealer can long con- 

tinue to make satisfactory per- 
manent profits if all other dealers 
in his locality are doing those 
well known things that ruin this 
business,” he said, 
“By like token, a very few bad 
operators can adversely affect the 
market for the majority of good 
operators. So let’s make this a col- 
lective effort, with each dealer run- 
ning his own business on sound 
business principles by giving valua- 
ble services to a satisfied public. 
Let us learn to live with one 
another,” said White. 

Discussing customer labor trends 
and employe problems, Klugh out- 
lined PAA’s current plan for in- 
creasing profits in the service 
department through more realistic 
customer labor charges and empha- 


sized that dealers must pay com-| 


petitive wages, establish competi- 
tive hours and give competitive 


employe benefits to hold good me- 


chanics and attract new men. 
Klugh cited results being obtained 


through the current program for | 


increasing profits, bringing very 
attractive returns and benefits to 
many members, 

Klugh said the program has been 
deemed necessary because a need is 
felt for the development of a sound 
employer-em ploye relations pro- 
gram and that annual surveys have 


not only brought about increased | 


wages and benefits for employes 
but more profit for members. 


Klugh said it has been noted | 


that a large majority of members 
have been reluctant to increase 
labor rates even though they have 
been losing valuable mechanics to 
competitive industries, failing, at 
the same time, to attract compe- 
tent help. 

He said it had been noted that 
while dealers have been increasing 
mechanics wages, customer labor 
receipts have been lagging. 
“Receipts have not been keeping 
pace with expenses,” he said. 

Klugh said that the fact this 
situation in many instances has ex- 
isted can be attributed to just plain 
fear — fear that the factory would 
not approve, fear of your customers, 
tear of the independent repair 
shops, fear of the insurance com- 
panies and fear of competition from 
fellow dealers. 

In a step-by-step examination of 
these fears, Klugh cited factors to 
prove that they were mainly un- 


founded, pointing out that cus- 
tomers are willing to pay quality 


price for quality work. 


He claimed that it is simple to} 
attract and hold good mechanics. | 


“Their wages, hours and working 
conditions must be in line with 





competitive industries. You can’t 
expect to hold experienced men 
when nearby industries are charg- 
ing enough for the product they sell 
to outbid you. One of your answers 
is higher customer labor rates. You 
can’t keep good mechanics if you 
are not in a position to pay them 
well and you will not be able to pay 
them enough to hold them if you 
do not receive sufficient income 
from your customer labor rates,” 
said Klugh. 
Reese outlined methods how 
dealers in various lines can deter- 





mine their costs, Speaking on 
“Merchandising for Profit,” Reese 
said it’s “now or never.” 

“We all have new models that 
cost many hundreds of millions of 
dollars for new tools and dies,” he 
said. “I am sure that the factories 
are not going to spend the same 
kind of money to build us an all- 
new 1958 model. They probably will 
be warmed over or face lifted cars,” 
he said. 

“Pressure has been lifted on the 
volume race. Our factories are very 
much in favor of better dealer 


POWR-LOK ends “one-wheel” spin on 


slippery surfaces. It enables you to 
demonstrate “pull-away” power that 
— your vehicle moving in snow, ice, 
mud or sand. . 


POWR-LOK ends “wild wheels” and 
wheel hop at rough railroad crossings, 
bumpy roads, etc. It enables you to dém- 
onstrate new standards o 
passengers and vehicles. 








POWR-LOK enables your vehicle to 
negotiate snow-covered, slick or icy pave- 
ments and hills that stall the vehicle with 
ordinary axles. Ends dangerous “‘ditch- 
ing” and exasperating dead stops and 
standstills. 


POWR-LOK helps vehicles keep moving 
under off-highway conditions that would 
be impossible to negotiate without this 
new differential. 


safety for 


the new models. Our economy is 
favorable to a good year, so it looks 
like it’s up to us to find out how to 
make a fair profit,” said Reese, 

“Service absorption is outmoded,” 

Reese said. Dealers have been 
whipping the service manager for 
years to get more money for sales- 
men to fritter away on larger over- 
allowances and greater discounts. 
We've been expecting more and 
more gross in service departments 
so we could give more and more 
away in discounts.” 

Reese indicated that it was time 
the sales manager was told how 
much profit he had to provide a 
day rather than place the burden 
on the service department. 
Stating that 1956 was the $3 bil- 
lion giveaway year, Reese said that 


have been involved in the greatest 
giveaway program that modern 
business has been able to conceive, 

“Now is the time to stop this 
giveaway of profit and find methods 
of retaining a fair share for our- 
selves,” Reese said. He admitted it 
‘won't be easy and there is no slide 
rule theory. 

“It means hard work. We must 
operate on a daily basis for profit 
by having a good, sound basis for 
doing business,” he said. 

Reese urged dealers to say “no” 
to an unprofitable deal, which he 
described as “one that does not 
have sufficient selling price to 
absorb invoice cost plus selling ex- 
penses, plus overhead, plus a fair 
profit.” 


How the 
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Conn. Reminds 
Shops to Repair 
Exhaust Leaks 


HARTFORD. — State Motor Ve- | 


hicles Commissioner John J. Ty- 
nan has made a special appeal to 
Connecticut’s approximately 7,000 
automobile dealers, repairers and 
service stations to obtain their co- 
operation in making certain that 
any cars they sell or service are 
free from leaks or defects in ex- 
haust systems. 

The commissioner made his ap- 
peal in official letters to the auto- 
motive trades as part of a state- 
wide campaign against defective 
exhaust systems. Such a defect re- 
cently caused the carbon monoxide 
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death of a baby boy in a closed 
car at a local outdoor theater when 
the deadly gas from the automo- 
bile’s running engine seeped into 
the vehicle from a leaking exhaust 
mechanism. 


In writing to the automotive 
trades, Tynan made these points: 

1. Automobile sellers are obli- 
gated by state law to make certain 


| that any vehicles they sell are free 


from leaks or defects in the ex- 
haust systems. 

2. Sellers can be held responsible 
or liable for any violations of this 
law. 

3. All persons servicing vehicles 
for the public in any way should 
inspect exhaust systems for leaks 
or defects and should urge vehicle 


}owners to have any such defects 


repaired immediately. 


POWR-LOK 


you sell more cars 
_and light trucks 





Cheered by Reception of °57s ... 


Makers Are Optimistic 
On Eve of Auto Show 


(Continued from Page 2) 


eral manager continued, “we look 
for the 1957 model year to be not 
only one of the best but the best 
year in our history. We look for 
record sales in new and used cars, 
service and parts.” 

He said Cadillac expected to 
produce between 155,000 and 160,- 
000 cars during the model year. 

General Manager E, T. Ragsdale 





charted Buick’s growth. In 1936, he 
said, division sales were 160,000 for 
4.7 percent of the market and fifth 
place. By 1955, sales had climbed to 
744,000 and third place with 10.3 
percent of the market. 

He expects Buick’s 1957 penetra- 
tion to reach a record 10.5 percent. 
Ragsdale mentioned that at the 
rate the U. S. economy is expand- 








Piece will put new punch into your sales-promotion! 
POWR-LOK is a sales tool that brings eye-opening demonstrations back in style... 
because POWR-LOK permits road performance that has never before been possible in cars and light trucks! 


POWR-LOK is a revolutionary new differential. For the first time in any commercially produced axle, 
it assures the delivery of controlled power to both driving wheels at a// times, under all road conditions. 


Look at the amazing, impressive demonstrations you can make to prospects with your cars or light 


trucks, as pictured. 





No more “wild wheels” that spin uselessly in snow, ice, mud or sand. POWR-LOK puts the major 
driving power into the wheel that has the solid, gripping traction! 
No more “wild wheels” that spin at high speed when bounced into the air by bumps or holes, and 
then come down with sudden stoppage, causing dangerous car swerve and unbalance. 
The Spicer Thornton POWR-LOK Differential is 
an exclusive development of Dana Corporation, avail- 
able either as an individual unit, or as an integral 


part of Spicer Axles. 


Write for brochure illustrating and describing the 
efficiency and safety of the new Spicer Thornton 
POWR-LOK Differential. 
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ing, he believes Buick will be build- 
ing 1,000,000 cars a year within a 
few years. 
+ * + 

AROLD E. CHURCHILL, Stude- 

baker-Packard’s new president, 
has set a “cost target” for 1957—a 
volume which must be achieved to 
bring the company’s costs in line 
with sales. 

This figure is 103,000 cars in the 
domestic market, or 150,000 cars 
and trucks in the domestic, Cana- 
dian and export market. It was 
emphasized that the figures are for 
Studebaker alone. 

Churchill also “agrees with our 
corporation statisticians who see 

1957 production of 6% million.” 

DeSoto’s President L, Irving 
Woolson spoke of 150,000 sales in 
1957, Chrysler division’s President 
E. C. Quinn and Plymouth’s Presi- 
dent John P. Mansfield both said, 
in effect, “We know we're going to 
get a bigger share of the market in 
1957.” 

At Dodge, President M, C. Patter- 
son said, “Our goals are well above 
1955 and 1956.” He said he expected 
Dodge production to reach 325,000 
units, or 5 percent of an expected 
industry total of 6,700,000. The divi- 
sion’s output was listed as 273,000 
in 1955 and 233,000 in 1956. 

Broadening of the market for 
Imperial automobiles has proven 
one of the most successful business 
moves made in the automotive in- 
dustry, reports C. E. Briggs, sales 
vice-president, Chrysler division. 

Whereas in the 1956 model year 
dealers selling Chryslers, Imperials 
and Plymouths were able to com- 
pete in only 64 percent of the auto 
market, this year the dealers are 
directly meeting competition in 72 
percent of the total market area, 
he stated. Chrysler and Imperial’s 
market coverage has jumped from 
10 to 18 percent this year, accord- 
ing to Briggs. 

J.C. (Larry) Doyle, general sales 
manager of Edsel, predicted that 
many new car buyers who helped 
make 1955 the all-time record auto- 
mobile sales year will come back 
into the market for 1957 models. 

Doyle estimated the 1957 new car 
market at “more than 6,000,000 
units.” 

“The 1955 market was not ‘bor- 
rowing from tomorrow,’ as so many 
people have tried to prove,” Doyle 
said. “Instead, it revealed a new 
depth to the market and saw new 
car ownership begin to approxi- 
mate a level more consistent with 
the size of our population and its 
vast buying power.” 


Factory Attitude 
Pleases NADA, 
Kirks Tells N.C. 


(Continued from Page 3) 


session on NADA’s Young Execu- 
tives Group program. 

J. A. Watkins, Oxford, associa- 
tion treasurer, reported on the 
membership campaign just con- 
cluded. Sixty-three counties have 
100 percent dealer membership in 
the state group and 52 in the na- 
tional, he said. 

At the board meeting, Tiller 
announced appointment of a leg- 
islative committee for the 1957 
General Assembly composed of: 
Charles G. Conn jr., Raleigh, 
chairman; Fred Deaton, States- 
ville; Wilson Yarborough jr., Fay- 
etteville; Charles H. Jenkins, Au- 
lander; Leo Harvey, Kinston; 
Hugh A. Ragsdale, Richlands; 
H. S. Mobley, Greensboro, and 
A. W. Thomas jr., Concord. 

Among committees which re- 
ported at the board meeting was 
one on the current statewide Arson 
Reward program being sponsored 
by NCADA. 

C, T. McGee, King, director 
elected to fill the unexpired term of 
the late W. E. Shore, Winston- 
Salem, was introduced. The board 
passed a resolution honoring the 
former director’s memory. 

At a banquet concluding the day’s 
activities Guy W. Rawls jr., Ra- 
leigh, was awarded a prize for 
securing the largest number of 
memberships during the recent 
campaign. 


Fire Hits Neff Ford 

MONTPELIER, Ind. — A $225,000 
fire has destroyed the quarters of 
C. D. Neff & Son (Ford) here. The 
fire followed two explosions and 
damaged nearby buildings. 











Sportsman or family man, he’s 4 real live prospect for the 
Supercharged Golden Hawk. Studebaker Hawks, America’s 
fastest-selling family sports cars, give you the greatest power 
range in the industry. 


In less than a month, Studebaker Dealers have dis- 
covered: “Craftsmanship makes the big difference 
—in profits, too!” Studebaker ’57 is the full line 
that’s proved it has what the public wants... style 
... power... and exciting features: Supercharged 
Power, Twin-Traction Control, Luxury-Level Ride. 


Craftsma 


makes the 


big difference 
and BIG 


— mh be 


And, for you, here’s an important Studebaker 















“exclusive”: The “Balanced Volume’ Franchise! You 





order only the cars you want, when you need them. 
With Studebaker you can plan ahead confidently ... 
realistically ... profitably! Look into a “Balanced 
Volume” Franchise for yourself. Call or write: 








Dealer Development Department, Studebaker- 
Packard Corporation, South Bend 27, Indiana. 











When they’re looking for “‘brawn”’ as well as “beauty,” you’ve 


got the 4-door Broadmoor, leader of Studebaker’s full line of 
“a oa 2- and 4-door Station Wagons. 
] ; 





; PROFITS! 


Studebaker-Packard. 


CORPORATION 


Where prritte of Workmanship comes fest 





, 











1V'- 
F Show them power and economy . . . show them Twin-Traction 
Control. Show them the Commander 2-door Sedan . . . one of 
18 sales-styled new Studebakers. 





Pee 
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AUTOMOTIVE NEWS PLATFORM 
4 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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The Big Show Is Reminder 
Of Miracle of Faith 


—. the first national auto show was held in 1900, the 
objective of the makers was to promote faith in the 
horseless carriage itself. The show featured an eighth-mile 
board track to prove to visitors that cars would run. 


The task is a bit different as the first postwar National 
Auto Show prepares to open its doors Dec. 8 in New York’s 
Coliseum. In the 56 years, the auto industry has put America 
on wheels and has changed the pattern of American living. 


Yet, in a sense, the industry is still promoting the same 
great mover of men—faith. Faith in the industry, faith in 
the product, faith in the future, faith in a way of life. 


Many live their lives without ever discovering what a 
mighty power faith is. They see what it does, and wonder, 
but never understand. 


You can see it in action at the auto show, in showrooms 
across the nation, in the lives of men and women you know. 


Faith brings enthusiasm, and enthusiasm brings action. 


At your own local show this year, observe the salesmen 
who man the exhibits. Some are fired up with faith in what 
they are doing. They make an organized effort to sell—and 
they are successful. 


Others are marked with the cold hand of sophistry. 
This is old stuff to them. They look on the visitors to their 
exhibits as jerks and give them the cold, efficient treatment. 


You meet similar salesmen in the showroom—the men 
who think they are old hands who can distinguish the pros- 
from the passersby; and the men who know that you 

can’t tell unless you make an effort. 


And so, as the big national show stands out as evidence 
of the industry’s faith in the future, we urge dealers to look 
on it as a reminder that they, too, must inspire their own 
organizations for the job that lies ahead. 














Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 


April 45—Illinois Automotive Trade Assn., 
Pere Marquette Hotel, Springfield, Ill. 


Aug. 18-19—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

* 2 * 
Auto Shows 


Dec. 8-16 — National Automobile Show, 
Coliseum, New York, 


Dec. 15-20—Miami Auto Show, Dinner Key 
Auditorium, Miami. 


Dec. 28-Jan. 6 — Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 

Jan. 4-13—Seattle Auto Show, Civic Audi- 
torium, Seattle. 


Jan. 4-13—Second International Automo- 
bile Show, Mexico City, Mex. 


Jan, 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 


Jan. 5-13—Chicago Auto Show, Interna- 
tional Amphitheatre, Chicago. 
Jan. 5-13—Washington Auto Show, Na- 


tional Guard Armory, Washington. 


Jan. 5-13—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 

Jan. 813—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 

dan. 14-19—Schenectady Auto Show, State 
Armory, Schenectady. 

Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Bldg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 19-27 — St. Louis Auto Show, Arena, 
Oakland Avenue, St. Louis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, 
Artillery Armory, Detroit. 

Jan. 21-26—Cincinnati Automobile Show, 
Cincinnati. | 

Jan. 26-Feb. 2 — Rochester Automobile 
how, War Memorial Exhibit Hall, 
Rochestr, N. Y. | 





Letterbox 





Detroit 


Jan. a. ae oer National Auto- 
mobile Show, Sam Houston Coliseum, | 
Houston. Other *Edsels’ 


Feb. 2-10—Omaha Auto Show, Civic Audi- 


torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 11-17—Albuquerque Auto Show, Coli- 
seum Bidg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 14-17 — Asheville Auto Show, City 
Auditorium, Asheville, N. C. 

Feb. 15-17 — Richmond Auto Show, Me- 
morial Auditorium, Richmond. Calif, 
Feb. 17-23—Syracuse Automobile Show, 
Onondaga County War Memorial Bidg., 

Syracuse. 


Feb. 20-24 — Harttord Auto Show, Con- 
necticut State Armory, Hartford. 


Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S$. C. 


March 2-10—Kansas City Auto Show, Ex- 


Generally overlooked in the an- 
nouncement of the Edsel 
choice for Ford Motor’s new car is 


These have included: 


Austin, Bates, Beverly, Blanche, 
Brewster, Brook, Chalmers, Clark, 
Clendon, Clyde, Collins, Davis, 
Douglas, Earl, Elliott, Everett, 
Gabriel, Henry, Henry J, Harper, 
Jackson. 

James, Jeffery, Jordan; Julian, 
Kent, ead, Monroe, Napoleon, 
Otto, Owen, Pierce, Phelps, Preston, 
| Randolph, Reed, Roosevelt, Ross, 


Van, Vernon, Wayne, Willard, Wil- 
son and Yale. 


hibition Hall, Municipal Auditorium, —Waco Reaper. 
Kansas City, Mo. * * * 

. 2.2 Foreign Cars 

General | In your Nov. 5, 1956 — we 
Dec. 911—Automotive Warehouse pis | note that Foreign Cars Ltd. of 


Providence, R. L., represents them- 


tributors Assn., Inc., Membership Meet- . 
selves as the authorized dealer for 


ing and Conference, Palmer House, 





Chicago. Hillman. 

Dec. 1!—I7th Anniversary Dinner, Auto- Since we are the exclusive 
mobile Old Timers, Waldorf-Astoria | authorized Hillman dealer for 
Hotel, New York. Providence, we know that Foreign 

Jan. 7-11 — 36th Annual Meeting, Chair- | Cars Ltd. is not justified in claim- 


man and Executive Committee, High- 
way Research Board, Sheraton-Park 
Hotel, Washington, D. C 


ing authority to sell that product. 
We would like to take this oppor- 
tunity to advise you that we have 


dan. 14-18—Annual Meeting, Societ f 
Automotive Engineers, The Sheraton. recently been appointed DKW and 
Cadillac and Statler Hotels, Detroit. authorized dealer for the Rootes 


(See CALENDAR, Page 130, Col, 1) group in the Providence area.— 


30 Years Ago... 


The Big Stories 


_ “Rather smaller automobile production” is in sight for 1927 than 
in the record year of 1926, Col, Leonard P. Ayres, vice-president, Cleve- 
land Trust Co., declared in a forecast of business conditions for the 
coming year. 

Registrations of automobiles in Illinois this year have reached 1,- 
086,233 cars, according to the Illinois Chamber of Commerce. The 
figures show that the state has 200,000 more registrations than all of 
Great Britain, and as many as Germany and France combined. The 
state has 250,000 more than all of Canada. 

Employment in Detroit, reported by the Employers’ Assn., stands 
at 210,519 for the week ended Nov. 22. 


—From the files of Automotive News. 





Russell, Salvador, Scott, Thomas, | 


‘First Name Basis ..... 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


name | 


the fact that 50 or so other cars| 
have been named with first names. | 


Ace, Allen, Angus, Anthony, Ariel, | 





Automotive Cartoon 


Of the Week 








9 
No attention is given to unsigned 


Cuar.es Fiscuer, President, Charles 
Motor Co., Providence. 

Eprror’s Note: The article in 
the Nov. 5 issue was written 
while Foreign Cars Ltd. was the 
authorized dealer for Hillman, 
which now is represented by 
| Charles Motor Co. 

> ? * 
Resolution 

For your information, at our 
recent annual meeting the following 
resolution regarding shows was 
unanimously passed: 

“Resolved, by The Piston Ring 
Manufacturers Group that any 
| gathering of competitive jobbers be 
considered the same as a regional 
show; that no home office personnel 
shall attend such gathering or show 
unless by special invitation to take 
part in the program of such func- 


| tion; and that regular territory rep- 


resentatives shall be limited to 
normal hotel accommodations, ex- 
cluding suites or parlors. 

“Further Resolved, with respect 
to gatherings of non-competitive 
jobbers or warehouse distributors, 
that each member receiving special 
invitation may exhibit or attend if 
he so chooses. 

“Further Resolved, that during 
1957 there shall be three exceptions 
to the above, namely: The North- 
east Automotive Show at Boston, 





the AERA Show and the SAE an- 

nual meeting.”—-FRaNK M.. SPEAKER, 

executive manager, Piston Ring 

Manufacturers Group, Washington. 
+ * * 


Correction 


In many years of reading AvuTo- 
Motive News, we have always been 
impressed with the accuracy of 
your material, and for this reason, 
feel that you will at least want to 
know about a typographical error 
in the “Auto Personnel” section in 
the edition of Nov. 12. 

The article pointed out that “O. 
L. Burkeen, Lexington, Ky., has 





joined Standard Products Co. at 
Lexington as division manager.” 
Mr. Burkeen’s title actually is divi- 
sion personnel manager. Mr. Har- 
old Wade is the division manager. 
—James S. Rew, sr., Director of 
Industrial Relations, Standard 
Products Co., Cleveland. 











The man who sells the I M PE RIAL 


He has his greatest opportunity to date in selling the finest expression of 


The Forward Look. He alone will offer the most beautiful of the 1957 cars 
—The Magnificent Imperial. His will be a tremendously important role 
in the coming switch in motor car fashions. And now, for the first time, 
he can offer the exclusive Imperial in eight dazzling models, in a wide, 
attractive price range. There'll be excited faces pressed to his showroom 
windows. There'll be a bustle of traffic on his showroom floor. It’s going 


to be a big year all around—for the man who sells the Imperial. 


CHRYSLER DIVISION, Chrysler Corporation 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Detroit 

Ford more than doubled its regis- 
trations of the previous month in 
October in Wayne County, as the 
total number of new-car sales 
soared to 10,277, compared with 8,- 
020 in September. 

Ford registrations in October 
were 3,527 (34.32 percent of the 
market), compard with 2,884 (28.06 
percent) for Chevrolet. In Septem- 
ber, Ford claimed 1,621 units for 
20.23 percent, while Chevrolet had 
2,441 and 30.44 percent. 

Other makes, with market pen- 
etrations in parentheses, counted 
these registrations during the 
month: Oldsmobile, 671 (6.53 per- 
cent); Buick, 606 (5.90); Plym- | 
outh, 570 (5.55); Mercury, 507 

(4.93); Pontiac, 360 (3.50); Dodge, 
277 (2.70); DeSoto, 158 (1.54); Lin- 
coln, 155 (1.51); Nash, 130 (1.26); 
Cadillac, 123 (1.20); Chrysler, 112 
(1.09); Hudson, 46 (0.45); Stude- | 
baker, 32 (0.31); Imperial, 8 (0.08) ; 
Packard, 7 (0.07); Clipper, 6 
(0.06); Willys, 4 (0.04), and mis- | 
cellaneous, 94, (0.90). 

Used-car transactions in October 
also were up sharply, from 10,254 
to 12,015. 

New trucks, however, were down 
from 838 in September to 707 in 
October. Registrations according to 
line were: Ford, 300 (42.43 percent} 
of market); Chevrolet, 180 (25.46 
percent); Dodge, 101 (14.29); GMC, 


33 (4.67); International, 29 (4.10); 
Autocar, 11 (1.56); White, 10 (1.41); 
Diamond T, 10 (1.41); Mack, 7! 
(0.99); Willys, 7 (0.99); Divco, 6 
(0.85); Reo, 4 (0.57); Federal, 1) 


(0.14), and miscellaneous, 8 (1.13). 
A total of 739 used trucks was 
moved during October, compared) 


with 706 in September.—(Robert| 

M. Lienert.) 
* > > 
Louisville 


October was a slow month for 
new-car sales in Louisville, due in 
part to buyers waiting for all of the 
models to be shown. 

Total sales for the month were 
1,313, down 9 percent from 1,451 
registrations counted in September. 

By makes, registrations in Oc- 
tober were: Ford, 450; Chevrolet, 

426 (a month earlier, Chevrolet 

was in front, 503 to 299) ; Oldsmo- 

bile, 92; Buick, 88; Plymouth, 60; 

Mercury, 55; Pontiac, 51; Chrys- 

ler, 17; Cadillac, 11; Dodge, 11; 

Nash, 10; Volkswagen, 10; Lin- 

coln, 9; DeSoto, 8; Hudson, 8; 

Packard, 2; Willys, 2; MG, 1; 

Mercedes, 1, and Renault, 1. 


| baker, 9; Hudson, 4, and Willys, 3.| 





Truck registrations in October 
amounted to 122, down 35 percent 
from the previous month’s total of 
190. 

By make, October registrations 
were: Ford, 50; Chevrolet, 42; Inter- 
national, 17; GMC, 6; White, 4; 
Diamond T, 1; Mack, 1, and Volks- 
wagen, 1.—(A. W. Williams.) 

7 * = 


Fort Worth 

Deliveries of new cars in Fort 
Worth during October totalled 1,444, 
an increase of 12 percent over the 
September total of 1,289. 

A gain of 14 percent marked 
truck registrations, which rose from 
187 to 214. 

New-car registrations by make 
were: Chevrolet, 392; Ford, 362; 
Buick, 141; Mercury, 102; Oldsmo- 
bile, 96; Pontiac, 87; Plymouth, 


lowest figure recorded since the 


first week of September.-—(Leon M. 
Leffingwell.) 

+ + * 

Toledo 


New-car sales by Toledo and Lu- 
cas County dealers sagged to 1,404 
in October, compared with 1,448 in 
September. 

Registrations by make in October 
were: Ford, . 377; Chevrolet, 318; 
Pontiac, 126; Oldsmobile, 120; Plym-| 
outh, 119; Buick, 112; Mercury, 67; 
Dodge, 45; Chrysler, 26; DeSoto,| 
22; Nash, 21; Cadillac, 15; Stude- 


(George E. Toles.) 
* * * 


Manhattan, Kans. 

In the first two weeks of Novem- 
ber, new-car sales slumped below} 
the last two weeks in October in 
Riley County (Manhattan), Kans. 


There were 22 new cars registered 








83; Cadillac, 71; DeSoto, 27; 
Chrysler, 20; Dodge, 19; Nash, 13; 
Volkswagen, 12; Lincoln, 5; Hud- 
son, 4; Studebaker, 4; MG, 3; 
Austin Healey, 1; Jaguar, 1, and 

Porsche, 1, 

Truck registrations were: Chevro- 
let, 96; Ford, 70; International, 32; 
Diamond T, 4; Dodge, 4; Mack, 2; 
Reo, 2; White, 2; Autocar, 1, and 
GMC, 1.—(Ruby Fenoglio.) 

a * * 


Pittsburgh 
New-car registrations in the 
Pittsburgh area showed “a large 


gain” in the week ended Nov. 17, 
according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 

The bureau’s index of general 
business activity stood at 200.3 
percent of the 1935-39 average. It 
had been 201.6 percent a month 
earlier. 

Steel-mill operations stood at 97 

percent_of practical capacity, the 


in the November period, against 31 


in the last half of October. 
Used cars perked up in Novem-| 
ber, with 156 registrations, com- 


| pared with 102 during the previous 


two weeks. 

New-truck sales continued very 
slow, with only two units sold in 
the November period, against 5 in 
the last two weeks of October. 

Used-truck sales held about 
steady, with six units sold in No- 
vember against six in the previous 
two weeks.—(George M, Hunholz.) 

* + oe 


Cincinnati 
Automotive sales in Hamilton 





Auto Show Attractions— 

The 1957 Plymouth convertible, shown 
by models Mary Morlas, left, and June 
Blair, was one of the top attractions at 


County (Cincinnati), O., during the! the 34th annual Los Angeles International 
week ended Nov. 15 totalled 1,565 | Auto Show which held an 11-day run at | 


units, an increase of 145 vehicles 
over the previous week. 


A total of 674 new cars and 55 | 


new trucks changed hands, com- 


the Pan Pacific Auditorium. Ps 
new trucks in the week ended 
Nov. 8. 


A total of 803 used cars and 33 








pared with 538 new cars and 41 


| 102; 


used trucks were sold during the 
week, compared with 812 used cars 
and 29 used trucks in the previous 
week. 

Automobile repossessions ip. 
creased to 35, or five more than the 


previous week.—(Frank Kappel.) 
+ * * 


Rhode Island 

New-car dealers in Rhode Islang 
delivered 2,101 new cars and 29 
new trucks during October, accord. 
ing to figures compiled by the 
Rhode Island Automobile Dealers 
Assn. 

Car deliveries were as follows: 
Ford, 540; Chevrolet, 426; Olds- 
mobile, 221; Plymouth, 163; Buick, 
141; Pontiac, 124; Mercury, 106; 
Chrysler, 59; Nash, 51; Dodge, 
47; Cadillac, 44; Studebaker, 31; 
Lincoln, 21; Packard, 16; DeSoto, 
15; Hudson, 10; Imperial, 7; 
Willys, 5; Rambler, 4; Clipper, 1, 
and miscellaneous, 69. 

Truck registrations were: Ford, 
Chevrolet, 36; International, 
31; GMC, 14; Mack, 12; Dodge, 7; 
Diamond T, 5; Studebaker, 5; 
Willys, 4; Reo, 2; White, 2; Auto- 


(Continued on Page 15, Col. 3) 


ELLENBORO MILLS, INC., makers of 
NYCAR® Beautywear seat cover fabric 





* SEAT COVER DEALERS! NYCAR?® is the first seat cover fabric to qualify for the 
Avisco Integrity Tag, which consumers recognize as the symbol of quality materials 
and fabric construction—all the way back to the basic fiber. TAKE ADVANTAGE 
of the proven pulling power of the Avisco Integrity Tag. Use it, display it, promote it! 
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ing the strongly during October in Bir- 

ed Cars mingham, Ala, 

revioug The October total was 1,709, up 78 
percent from the previous month’s 

ons in scanty 961. 

. ‘ Ford and Chevrolet wound up 

an Gs in a dead heat in October, with 


pel.) 











(Continued from Page 14) 


car, 1; Divco, 1, and miscellaneous, 
6.—(Thomas Marks.) 





12; Willys, 8; Studebaker, 3, and 
Diamond T, 1.—(Donald M. Lyons.) 





each counting 508 new-car regi- 
strations. A month earlier, Chev- 
rolet led, 318 to 221. 


Island ~ & 2s Se 8 Other October registrations were: 
| ° . Buick, 135; Pontiac, 120; Oldsmo- 
~ South Dakota Birmingham, Ala. bile, 104; Plymouth, 77; Mercury, 
.ccord New-car registrations in South; After sagging badly in ace 72; Dodge, 45; DeSoto, 30; Chrys- 
by the Dakota during October totalled|>e™, new-car sales rebounded|j., 9. Cadillac, 23; Studebaker, 20; 
ealers 1,248, according to figures released | : ; Nash, 12; Lincoln, 11; Volkswagen, 
1 by the South Dakota etd Fair Trade, Gift Stamps Sunee’ = a b Recseg 2; 
$ ° ° ° illys, 2, an sc , 
Olds. Poe. tn 400! Sifted in Pennsylvania (Stuart Riddle.) 
Suick, Chevrolet took the lead wit HARRISBURG, Pa—The State | : es 
106: cars registered, followed by Ford Supreme Court has taken under | Cleveland 
ofa with 333. consideration a case involving the | W744, models are hol ding public 
” Other registrations were: Buick, | question of whether the issuance | ae ; 
r, 31; cs . attention at high levels in the Cleve- 
m.. 85; Oldsmobile, 77; Pontiac, 73; | of trading stamps with fair- land area, with October registra- 
ca Plymouth, 69; Mercury, 58; Dodge, ee er : salad violates the tions rising 9 percent to 5,788 from 
a : Speakers at Advertising Convention 44; Nash, 25; Studebaker, 17; | *~ The. aan an lainent, 2 5,298 in the previous month. ° 
oe “ + et : ” ° . Chrysler, 14; DeSoto, 14; Cadillac, ‘ & . P By make, new-car registrations 
Advertising to Suit the Modern Pace" was the theme of the national sales session, 12: Hudson, 12: Imperial, 4; Pack- Philadelphia druggist, contended in October were: Ford, 1,384; 
Ford, sponsored by Outdoor Advertising, Inc., at the industry's national convention in Los y “ Soe - oe oe | that when supermarkets give Chevrolet, 1.366 rm ssenthh ‘ean 
tional Angeles. Speakers were, from left, Robert C. McBrine, OAI vice-president; Warner R. ard, 4; Lincoln, 2, and miscellane- stamps with such articles as | lier Chevrolet led, 1,240 to 902); 
c Moore, OAI president and chairman of the session; George P. MacGregor, OA! adver-| 9US, 1. | toothpaste and shaving cream, | Ruick. 552: Oldsmobile, 455: 
ge, 7; tising and promotion vice-president; Robert |. Herndon, general sales manager, Cali-| New-truck registrations in Octo-| they actually are selling them be- Dodge "384: Mercury 362: Pen 
er, 5; fornia & Hawaiian Sugar Refining Corp., Ltd.; Norman H. Strouse, president, Walter| ber totalled 247, and were divided| low fair-trade minimums, A lower ae 353: Plymouth "$30: DeSoto 
Auto- J. Thompson Co.; Edward A. Gumpert, general advertising manager, dairy products,| as follows: Chevrolet, 75; Ford, 69;| court threw out the suit. + a : rs : 
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Carnation Co., and Louis N. Brockway, executive vice-president, Young & Rubicam, Inc. | International, 60; GMC, 19; Dodge, | 














eat Cover Manufacturer has bright idea! 





138; Chrysler, 98; Nash, 82; Cad- 
illac, 71; Lincoln, 68; Volkswagen, 
50; Studebaker, 32; Imperial, 12; 
Metropolitan, 9; Clipper, 7; Pack- 
ard, 7; Rambler, 7; MG, 5; Hud- 
son, 4; English Ford, 3; Jaguar, 
3; King Midget, 2; Renault, 2; 
Hillman, 1, and Mercedes, 1. 

New-truck registrations of 447 
were 23 percent above the previous 
month’s total of 363. 

By make, October new-truck reg- 


@ @ e@ eee eteeee ee ° istrations were: Ford, 165; Chevro- 
oe * & ° let, 113; International, 72; Willys, 
@® Ps 35; White, 26; Dodge, 18; GMC, 11; 
e * Diveo, 3; Volkswagen, 2; Mack, 1, 
e . . * and Marmon-Herrington, 1.—(San- 
® Quality Control: Colorspun Rayon Fibers e ford Markey.) 
e . ck. 
Pig Confirmation of Excellence: The AVISCO Integrity Tag . eta’ Buffclo 
7 : / fe ea ers in e ufllaio area are 
® Ellenboro Mills have chosen the Avisco Integrity Plan as the happy means of rrenype Eger mig Bay 
® establishing customer confidence in their new Nycar Beautywear seat covers. ® ward E, Tunmore, president of the 
6 & Buffalo Automobile Dealers Assn. 
; Tunmore predicted that the profit 
They carry the Avisco Integrity Tag because— © picture will improve in 1957. There 
y y grity tag 
ox ° is a growing tendency among deal- 
e Brilliant colors refuse to fade . ers, he said, to hold the line on dis- 
. - counting new models. 
e Covers resist stains, burns, scuffs * The association reported that 
y ? new-car sales in Erie County 
e Fabrics are cool and non-static s (Buffalo) in the first nine months 
, : - this year hit about 35,022, down 
e Customers have wide choice of designs e nearly 15 percent from the cor- 
* responding 1955 period, but 
. 7 , : . slightly | than the drop nation- 
The Avisco Integrity Tag inspires confidence in any e a 7 erie 
Tne telsih md dependable product. The car-owning public has seen this ° ies tie one et ae 
tag on TV, read about it in editorials and millions of e | 53,654 for the whole of 1955, they 
» : . ao + could exceed the second best year, 
dollars’ worth of national magazine advertising. Matter e 1950, when 45,273 units were sold.— 
° ° ° ° ( 
of fact, Time in May—the New Yorker, in April— . | George Ei. Totes.) 
will carry four-color ads about Nycar seat covers. . . Wooster Rubber 
. e a . . . 
Care to know how the Avisco Integrity Tag ~€ P lans Big H ike ut 


can help you? Call or write us today. 


Product Research 
CLEVELAND. — William F. 


| Coulter, sales manager of the auto- 
|motive division of Wooster Rubber 
|Co.’s automotive division, told the 
division’s annual sales meeting that 
| research and product development 
|will show the greatest increase 
since the company introduced its 
Rubbermaid Kar-Rugs nine years 
| ago. 
| The reason, from the auto ac- 
cessories salesman’s point of view, 
for the company’s expansion of 
|laboratory space and equipment 
also was emphasized by James R. 
Caldwell, founder and president. 
“Our company always has ap- 
proached both automotive and 
houseware new-product' research 
systematically, rather than relying 
upon ‘gimmick’ inspiration to keep 
us moving ahead,” he said. 
“People are buying new cars by 
the millions today because those 
ears have solid research work in 
style, color and engine advance- 
ment in back of them, The automo- 
tive accessories industry is big 
enough and important enough to 
deserve the same kind of intensive 
research and development effort.” 








\ 





New Westinghouse Lamps 


BLOOMFIELD, N. J. — Two new 
headlamps have been announced by 
Westinghouse which the company 
said meet requirements of the new 
four-lamp automotive headlighting 
systems. They will be known as 
driving lamp No. 4001 and passing 
lamp No. 4002. 


we 


American Viscose Corporation 
350 Fifth Ave., New York 1, N.Y. LA 4-7200 
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Moves Cars 


POWER-SELLING BY |’ 





a 


Power Impact ! Automotive ads in The American Weekly sell where it counts... give dealers 
direct support right at the scene of business. Distributed by thirty-two outstanding newspapers in key 


national buying areas, The American Weekly gives national advertising the full benefit of powerful 
local impact. 


Power Editorials! Colorful vacation, recreation and travel features in The American Weekly 
glorify the family car... sing the praises of the open road. .:. put that “time-for-a-new-car” look in 
family eyes. 


Power Penetration! The American Weekly’s vast audience of over 10 million families owns 
and operates almost 9 million cars. What’s more, most of these families live in the rich Blue Ground 
of Sales where 7 out of 10 new cars are sold! The American Weekly penetrates this vital region of 
potential car buyers more deeply than any standard national magazine— weekly, bi-weekly or monthly. 


Small wonder so many car manufacturers are souping up their American Weekly ad budgets to the 
satisfaction of so many dealers. 
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| Like Magic! 





Watch for The American Weekly’s 
January 13th “Auto Annual” issue — 
a colorful roundup of 1957 automotive styles 
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AUTOMOTIVE WASHINGTON 


U.S. Productivity Gain 


Slumps to Lower Rate 


By William Ullman 

Washington Correspondent 

I THE years since World War II, many businessmen have 
fallen into the habit of taking U. S. industrial progress 
for granted. Trusting in magic terms like “automation” and 
“mass distribution,” they have become convinced that tech- 
nological improvements will automatically bring higher and 


higher levels of prosperity. 
Our industrial output record 


between 1947 and 1953 
a good deal of support for such 
optimism. In that period, U. S. 
productivity—or output per man- 
hour of work—rose an average of 
3.4 percent a year. That’s a big 
increase, and well above the aver- 
age gain made during earlier years 
in this century. 

Lately, however, the Government 
economists who determine produc-| 





William Uliman 


ures show that 
between the first 
half of 1955 and 
the first half of 
1956, the rate of 
improvement in 
output dropped 
from 3.4 to about 
1 percent. 

One top official 
has admitted 
frankly that he is 
worried. “In the 


tivity have come up with somé dis-| past year,” he commented, “if our 
turbing findings. Preliminary fig-' statistics are right, there has been 
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very little increase in productivity. 
What the cause is I wish I knew. 
I still don’t understand it.” 

He pointed out that the eco- 
nomic future of the U. S. depends 
ultimately on a big increase in 
output, and said that Government 
economists, like so many busi- 
nessmen, assume that productiv- 
ity will jump ahead each year. 
When it just limps ahead instead 
of jumps, it’s cause for concern. 

There are plenty of guesses 
around Washington to explain the 

slowdown in U. S. progress. Some 
economists point to problems that 
have been growing in this country 
for several years. 

They suspect that the shortage 
of skilled help in many industries 
has forced employers to promote 
unqualified men to positions of re- 
sponsibility. 

There’s another theory that the 
labor shortage has prevented some 
plants from making full use of 
their productive facilities. And it 
has also been suggested that slack 
time in the auto and home con- 
struction industries during 1955-56 
contributed to the output decline. 

* > * 


‘More Automation’ 


ATEVER the reason, U. S. 
businessmen are going to have 
to ferret out their problems and 


one outstanding American indus- 
trialist. He is Dr. W. R. G. Baker, 
a General Electric vice-president 
and the man credited with bringing 
the portable TV set and clock-radio 
to the U. S, market. 

During the next 10 years, Dr. 
Baker warned in a recent address, 
U. S. population will swell to the 
200 million mark. By that time, in- 
dustry must turn out 40 percent 
more goods and services with only 
14 percent more workers. 

“In plain words,” he said, “that 
means more automation.” 

But Dr. Baker emphasized that 
automation alone will not achieve 
for industry the output levels de- 
manded by: our population in- 
crease. 

“If automation is to be the salva- 
tion of our economy,” he said, “then 
standardization is the handmaiden 
of automation. I say this because 
without increased standardization, 
automation cannot fulfill its poten- 
tial usefulness.” 

He pointed out that, in most in- 
stances, standardization of indus- 
trial and engineering processes 
means “simplification,” and he de- 
plored the fact that the people who 
frequently oppose simplification are 
the very ones who could most profit 
by it. 

Meanwhile, a more cheerful 


solve them quickly, according to! appraisal of the future came 


..- because they went to their doctors in time 


Many thousands of Americans are being cured of 
cancer every year. More and more people are 
going to their doctors in time. That is encouraging! 


But the tragic fact, our doctors tell us, is that every 
third cancer death is a needless death... twice as 


many could be saved. 


A great many cancers can be cured, but only if 
properly treated before they have begun to spread 
or “colonize” in other parts of the body. 


YOUR BEST CANCER INSURANCE is (1) to 
see your doctor every year for a thorough checkup, 
no matter how well you may feel (2) to see your 
doctor immediately at the first sign of any one of 
the 7 danger signals that may mean cancer. 


For a list of those life-saving warning signals and 


other facts of life about cancer, call the American 
Cancer Society office nearest you or simply write 
to “Cancer” in care of your local Post Office. 


American Cancer Society ® 





--and parking. Receipts of such es- 






from DuPont, A booklet publishe@ 
by the chemical manufacture 
predicted that 20 years from now, 
there will be 1,500,000 more small 
businesses than there are today, 
and 19 million more jobs. What's 
more, the average family’s stand. 
ard of living will have doubled 
by 1976, DuPont claims. 

The company says that gracioug 
luxury living has already become 
commonplace in the United Stateg 
Among the “tangible proofs” offered 
for this— 

Americans are buying 20,00 
swimming pools a year. 
| They purchase $400 million worth 
of furs. 
| One out of every three high 
| school graduates is going to college 
| this year. 

More than nine million people 
purchased homes during the decade, 

e ° * 


Fuel for Probers 
CAPITOL HILL, there were 
reports that gasoline dealers 
will get as much attention from 
Congress in 1957 as auto retailers 
| received this year. Rep. Jameg 
| Roosevelt, California Democrat, 
plans to launch a full-scale investi- 
gation of the gas retailing industry 
as soon after Congress convenes ag 
possible. Roosevelt is seeking pas- 
sage of legislation to divorce re. 
tailers from their suppliers, the ofl 
companies. 

Senator Hubert Humphrey, Min- 
nesota Democrat, conducted his 
own gas retailing probe last year, 
and disagrees with Roosevelt over 
the best course to follow now. 
The senator intends to push for 
approval of a bill to authorize 
$600,000 for a comprehensive gas- 
oline investigation by. the Federal 
Trade Commission—a job he 
thinks should take about 18 
months, 

Humphrey believes Congress 
should stay its hand from further 
interference in the gasoline indus- 
try until FTC has a chance to make 
a full and intelligent report on the 
relations between suppliers and re 
tailers. 

Auto probers, however, announced 
no plans for 1957. Two of them, 
in fact, weren’t even in the coun- 
try. David Busby, counsel for the 
Monroney Auto Marketing sub 
committee, has just returned from 
his Oklahoma home, where he 
learned that Senator A. S. Mike 
Monroney had just left for Bang- 
kok, Siam. On the House side, anti- 
trust investigator Emanuel Celler, 
New York Democrat, was visiting 
10 Latin American countries to 
explain provisions of the U. & 
Foreign Aid Act. 

+ oJ 
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Meter Beaters 

pgeasuneD by receipts, the 
fastest growing segment of the 

auto industry has been auto storage 


tablishments totalled $292 million in 
1954, according to a new report 
released by the Census Bureau, an 
increase of 54 percent from receipts 
in 1948, when the previous business 
census was conducted. 

In the same six-year period, re- 
ceipts of auto repaiar and service 
shops rose but 42 percent, and 
total retail trade went up only 32 
percent. 

Storage and parking garages had 
a total payroll of $85 million in 
1954—a 51.7 percent increase over 
1948—and employed 30,176 people, 
Census reported. 

* * 7” 


Point System? 


A TWO-YEAR study to determine 
the value of a “point system” 
for regulation and improvement of 
motorists will be directed by the 
American Assn. of Motor Vehicle 
Administrators at the University of 
North Carolina, according to Robert 
B. Baillie, AAMVA president. 

The research program will be 
supported by a $40,000 grant from 
the Esso Safety Foundation. 
Named to a supervisory commit- 
tee over the project were Edward 
Scheidt, North Carolina’s com- 
missioner of motor vehicles; Fred- 
erick J. Gassert jr., New Jersey’s 
commissioner, and Rudolph F. 
King, Massachusetts’ motor vehi- 
cle registrar. 

Baillie said “there are oa 
reasons to believe that a prope 
designed, administered and enforced 
point system for the contro] and 
correction of bad drivers can be 
very effective in traffic accident pre- 
vention.” 

But he added that a full study 
is essential before a uniform point 
system and schedule can be recom- 
mended to all jurisdictions for 
.adoption. 
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Top: Fleetwood Sixty Special—Center: Eldorado Biarritz. 


Brilliantly new in Beauty... Brilliantly new in Performance | 


This is Cadillac for 1957—entirely new in design and engineering—and 
bringing to the world’s highways a wholly new standard of motor car quality 
and excellence. Cadillac’s renowned stylists have created a brilliant new 
Cadillac beauty ...Cadillac’s master coachcrafters have brought a new 
measure of luxury to the car’s interiors... and Cadillac’s world-famous 
engineers have introduced a sensational new concept of performance. 
It is a car that we and the Cadillac dealers are proud to present to 


the motoring public. 


Today, more than ever, the Cadillac dealer occupies a unique position 
in the industry. His clientele is loyal and devoted to an unprecedented 
degree... the product he sells is universally accepted... and he enjoys 
the most favorable profit margin in the entire automotive community. 

Certainly, from every standpoint, Cadillac dealers throughout 
America can look to the coming year to bring them the fullest measure 
of personal satisfaction. 


CADILLAC MOTOR CAR DIVISION +* GENERAL MOTORS CORPORATION 
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°57s Are Attractive Inside, Too... 


Interior Trim Is Selling Aid 


DETROIT salesman remarked 

recently: “I spend more time 

in my car than I do in my living 

room, When I buy an automobile, 

upholstery and interior trim are 
mighty important items.” 

He was echoing a theme that 


y' 

Exterior styling plays a vital role 
in selling a car, they declare, but 
once the buyer drives it home, he 
becomes an “interior” man. 

A drab, unimaginative interior 
may lessen the owner’s enthusiasm 
for his new car, they maintain, but 
a bright, attractive control room 
will lead him to choose the same 
make when it next becomes time to 
trade. 


o * + 
a a oo stylists recognize 
this fact. They expend consid- 
erable effort in beautifying instru- 
ment panels and in making con- 
trols more accessible and gauges 
easier to read. 

Stylists realize that trim and up- 
holstery are just as important. Fac- 
tory men work hand-in-hand with 
the trim industry to develop new 
fabrics. new processes, new colors. 

Each year, they declare that 
their interiors are the most at- 
tractive they ever have offered. 
Each year, the public agrees. 

Dealers and salesmen report that 
the inside of the car is a major sell- 
ing point for 1957. Among the fea- 
tures are interiors keyed to exterior 
colors. increased use of leather and 
metallic yarns and new applications 
of saran combined with nylon and 


rayon. 

Lurex division of Dobeckman Co. 
reported a new development in the 
use of metallic yarns, a product 
that has gained many adherents in 


recent years. 
> + 


hd 
_—, yarns have been available 
in gold and silver, but the 1957 
Cadillacs and Lincolns are using 


Dr. Faith Named 
Director of Air 


Pollution Group 


LOS ANGELES.—tTrustees of the 
Air Pollution Foundation have an- 
nounced the appointment of Dr. W. 
L, Faith as managing director of 
the independent scientific research 
organization. 

Faith, 49, has served as chief en- 
gineer of the Foundation since the 
organization began operations in 
1954. He succeeds Dr. Lauren B. 
Hitchcock, who has resigned to re- 
turn to private consulting practice 
in the industrial research and de- 
velopment field. 

The trustees at the same time 
elected A. J. Gock, director of the 
Bank of America, to the post of 
Foundation president and chairman 
of the board, J. Howard Edgerton, 
president of California Federal 
Savings & Loan Assn., was named 
vice-president. 

Frank King, president of the Cali- 
fornia Bank, was elected both a 
member of the board and treasurer. 
King is also a trustee of the Uni- 
versity of Southern California and 
a member of the Advisory Council 
of the Federal Reserve Bank. 

Other new board members are 
Welton Beckett, president of the 
architectural firm of Welton Beck- 
ett & Associates, and Dr. Edward C. 
Rosenow jr., president of the Los 
Angeles County Medical Assn. 
Beckett is also a member of the 
board of directors of the California 
Traffic Safety Foundation, and 
Rosenow is a past president of the 
Heart Association of Los Angeles 
County. 


Ford Desdere Promote 


New England States 


CONCORD, N. H. — (UTPS) — 
Ford dealers in the area have spent 
a million dollars in the past five 
years to promote the New England 
states, according to William J. 
Lally, manager and planning ana- 
lyst for Ford Motor Co, in Natick, 


Lally, who voiced optimism over 

the economic outlook for the re- 

m, said Ford dealers feel New 

ngland is an economic unit and 

{ benefits the region, also bene- 
tts people. 





them in shades of blue, green and 
copper to harmonize with exterior 
colors. The manufacturers supplied 
paint chips to guide Dobeckman in 
developing the new yarns. 

The gold and silver shares are 
being used by Chrysler Corp., 
American Motors, Ford, Mercury, 
Buick, Oldsmobile and Chevrolet. 
It is likely that the colored yarns 
will be adopted by these makes in 
future models. 

Lurex metallic yarn is a flat, lam- 


Amplex Gives Lathes 
To Junior Achievement 


DETROIT. Chrysler Corp.’s 
Amplex division has presented 31 
woodworking lathes to Junior 
Achievement of Southeastern Michi- 
gan, Inc., for placement in the or- 
ganization’s centers in Metropoli- 
tan Detroit. 

Chrysler Corp. divisions this year 
will sponsor some 40 projects out 
of an expected 350 Junior Achieve- 
ment companies in this area. 


inated, slit yarn. The company says 
it possesses three advantages over 
the traditional threads of gold and 
silver in luxury fabrics. 

These advantages are a nontar- 
nishing, lasting luster, smooth and 
supple surface and lower manufac- 
turing cost. 

* * * 

T= Upholstery Leather Group 

cited a study which reported 
that 4 percent of U. S.-built cars 
were trimmed in leather in 1956. 
It expects this figure to increase. 
For 1957, the group said, leather 
will be available in all price ranges. 

A recapitulation supplied by the 
ULG showed that leather trim will 










No Need to Worry— 


Mild soap and water, applied as soon 


be offered by 11 makers on 48 mod- as possible, will remove ice cream, candy 


els in 1957. Fifteen of the models 
will offer leather for the first time. 

Leather is available on models 
built by Hudson, Nash, Rambler, 
Continental, Lincoln, Chrysler, 
Imperial, Buick, Pontiac, Oldsmo- 
bile and Cadillac. 

Color is important in the leather 


and most other stains from leather up- 
holstery. Leather interiors are offered on 
48 models by 11 makers for 1957. 
* * ®@ 

and textures been produced than 
those of the 1957 leathers,” the 
ULG said. “Generally, the range of 
1957 leather colors leans toward 


field, too. “Never have better colors| lighter pastel shades, with Lincoln 


and Cadillac the top users of 
high-fashion tones.” , 
* + * : 
ee selling tips, t 
ULG offers four suggestions 
promoting its product. “Leather,” 
says, “can’t be matched for durq 
bility. It needs less care, is ecasigy 
to keep clean and is more comfort 





}| able.” 


Chicopee Mills, Inc., in collab- 
oration with Detroit stylists, has 
created a new “three-dimensiona]” 
fabric which it calls Lum-Puf. Its 
puffed effect is produced by spe- 
cial methods of differentia} 
shrinkage of the all saran fabric, 

Lum-Puf is featured in 1957 Men 
cury station wagons and in Ram. 
bler models. Durability and ease of 
maintenance are said to be two of 
its attributes. 

In addition, Chicopee said, the 
product offers increased comfort in 
hot weather because the puffed 
fabric “literally breathes under 
shifting body pressures so that air 
is in constant circulation about the 
body.” 

> * * 


ro2s Country Squire and Coun- 
try Sedan station wagons utilize 
(Continued on Page 21, Col. 3) 











Pontia 


Interio 
moanufact 
and mor 
leather i: 








Plymouth Belvedere, Dodge Reyal Hardtop, Dodge Station Wagon, De Soto FireSweep 
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Inside Story ... 
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a combination of Chicopee Lumite 
saran and jetspun, and the Oldsmo- 
bile station wagon upholstery com- 
bines Lumite saran and nylon, with 
+| sidewall material of Lumite saran 
and rayon. 

DeSoto’s Firesweep four-door se- 
dan uses Lumite saran and rayon, 
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as do some Ford trucks. In addi-! 


a\ Attractive Interiors 


a Selling Aid for ’37 


(Continued from Page 20) 


coagulation, after being extruded 
through spinnerets. 
* a + 

_— means, the company said, 

that the coloring matter per- 

meates the whole fiber, rather than 
being applied to the surface, 

Among Coloray’s advantages, 


Courtaulds’ said, are superior re- 
sistance to sunlight, uniformity of 
color and a greater versatility of 
styling which can be obtained by 
applying the color at the earliest 
| possible stage since a greater varia- 
tion can be obtained in color styl- 
ing than by piece-dyeing. 

The Coloray process is used on 
various models by Plymouth, 
Dodge, DeSoto, Mercury, Lincoln, 
Ford, Chevrolet and Cadillac. 
The accent on interior trim and 

upholstery as a selling aid can be 


tion, some Ford station wagons 
have head linings of Chicopee Luxel 
woven kraft fiber. 

Courtaulds (Alabama), Inc., de- 
clared that auto makers are be- 
coming more and more interested 
in the styling possibilities of solu- 
tion-dyed rayon and its uses in 
solving trim problems. 

In Courtaulds’ Coloray process, 
the coloring matter is applied be- 
fore the fiber is formed. A color 
pigment is injected into the liquid 
from which the fiber is formed by 
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Pontiac 'Off-the-Shoulder’ Motif in Leather— 


Interior trim will be a major selling feature during the 1957 model year as all 
manufacturers have endeavored to make the inside of their cars more comfortable 
and more attractive. Pictured here is Pontiac's “‘off-the-shoulder” trim treatment in 
leather in a Safari station wagon. 


NO-FADE 
WORT 
PLYMOUT 
DODGE 

DESOTO 


For further information, write: 
COURTAULDS (ALABAMA) INC. 600 FIFTH AVE., NEW YORK 20 « Greensboro, N. C. + Le Moyne Plant, Mobile, Ala. 
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For the third straight year, Chrysler Corporation is using 
Courtaulds’ Coloray in upholstery. And this year...in more 


colors and more cars...than ever before. Clearly, Coloray 





upholstery is better than better-looking. Coleray upholstery 





color is caged inside Coloray rayon fiber and can’t get out! And Coloray colors 
never vary. Coloray blue is exactly the same blue in the first and last car off the 
assembly line. No wonder Courtaulds’ Coloray is in 1957 models...in such a 


big way. In gold, blue, green, red, grey, black, 


—_— 


black-and-color combinations. In Oriental, 
tweedy, plaid, abstract stylings. Here is upholstery 


worthy of “the newest new cars in 20 years.” 
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seen in the factory literature that 
accompanied the announcements of 
the 1957 models. 
* + + 

ONTIAC mentioned “66 interior 

trim combinations in leather, 
plastic and cloth,” and Mercury 
spoke of “custom-created fabrics 
and vinyls . . . color-keyed to match 
brilliant new exterior paints.” 

Studebaker proclaimed “decora- 
tor-styled interiors” for its Hawk 
sport cars, and Imperial used such 
buyer-tempting phrases as “Sil- 
ver Ripple Boucle” and “Snow- 
flake Brocade.” 

Buick announced “the most taste- 
ful decor Buick ever has offered on 
its cars” and declared that its 
Roadmaster series offers “the ulti- 
mate in luxurious interior trim.” 


It appears that the man who 
spends more time in his car than 
in his living room will be housed 
in high fashion on the highway. 


DuPont Plans Ads 
Supporting Cars 
With Nylon Tires 


WILMINGTON, Del. — DuPont 
will support with an advertising 
campaign new cars available with 
nylon-cord tires as optional equip- 
ment. 

The cars are Chrysler, Continen- 
tal Mark II, DeSoto, Imperial, 
Lincoln and Plymouth Fury. 


The advertisements will stress 
the safety factor of nylon-cord 
tires, duPont said. Advertising re- 
prints will be made available to 
automobile dealers for promotional 
uses. 


DuPont said replacement nylon- 
cord tires will give dealers a profit 
edge and a booklet is available for 
dealers which tells the selling 
points of the tires. 


Included are fact cards for sales- 
men’s use which give selling points 
based on nylon’s resistance to im- 
|pact, flexing, heat and moisture, 
duPont said. 

The advertising campaign will in- 
clude 50 insertions in five con- 
| sumer magazines with a combined 
circulation of 10,500,000. In addition, 
duPont said, a year-end special 
campaign will be carried out be- 
tween Nov. 19-Dec. 10. 


Bendix Sets Up 

Systems Division 
ANN ARBOR, Mich.—Formation 

of the Bendix Systems division here, 


as a new operating division of Ben- 
dix Aviation Corp., has been an- 





|}nounced by Malcolm P. Ferguson, 


president. Dr. Russell D. O’Neal has 
been named general manager of 
the new division. 


Ferguson said the division, which 
will concentrate on weapons sys- 
tems requirements of the Defense 
Department, will be located near a 
growing concentration of key re- 
search and scientific facilities cen- 
tered around the University of 
Michigan. 

Bendix will construct a large 
laboratory and engineering building 
near the university’s north campus. 
In that same area are the U. of M. 
aeronautical and automotive engi- 
neering laboratories, the Memorial 
Phoenix laboratory with its new 
atomic reactor and the research 
laboratories of Parke Davis & Co. 


A Long Look 
°57s Bring Study of Space 
For Parking 


RICHMOND, Calif. — Traffic En- 
gineer Martin Wallen is taking a 
long look at 1957 models. 

He told city council he is survey- 
ing the city’s 800 metered-parking 
spaces to determine whether the 
meters will have to be relocated to 
accommodate the longer models. 
He said most of the spaces are 20 
feet, compared to the recommended 
22 feet. 

Wallen said he’ll make a recom- 
mendation early next year. 


Mason Honored 


MALONE, N. Y. — A citation as 
“Exemplary Citizen in the Category 
of Community Service and Busi- 
ness” has been awarded to Ernest 
S. Mason, a Dodge dealers here 
since 1914, by St. Lawrence Univer- 
sity. 








Right down the petroleum production line... X\ . 


Like every other industry with challenging, big-time 
hauling jobs to do, the petroleum industry depends 
on its Macks... all the way from drilling wells to 
service station deliveries. Petroleum producers have 
found through long experience that their equipment 
travels at the lowest cost per mile. . . their products 
move at the lowest cost per gallon. . . in the Mack 
made for the job. 


Whatever you have to haul, wherever you want to 
haul it, if it’s an important job, it’s a Mack-sized job. 
Users agree that no other heavy-duty truck is en- 
gineered to the tough, demanding jobs with the same 
thoroughness and precision as Macks... no other 
truck can be counted on for the same high-volume, 
high-efficiency hauling, year after year. 


Want proof? Ask operators of Macks. Any Mack 
Branch or Distributor will gladly give you names. 


cks HANDLE THE IMPORTANT JOBS 


FACTS ON MACKS 


Did you know that Mack makes more of its component 
parts than any other truck manufacturer? Engines—both 
diesel and gasoline—frames, transmissions, gears, axles, 
cabs ... all are products of the most precise mass produc- 
tion techniques in the automotive industry. This is one good 
reason why the familiar expression “Built like a Mack” 
symbolizes the utmost in strength and endurance. 


Mach 


Trucks « Buses « Fire Apparatus 
and Electronic Equipment 


MACK TRUCKS, INC. 





“Have trucks, will travel’’ applies to today’s fast-moving drill- 
ing crews. Large Mack diesels haul derricks and drilling equip- 


ment weighing as much as 100 tons to field sites, usually many 
miles from paved roads. Here trucks stay till the job is finished, 
often furnishing engine power for pumping or drilling. 
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There are a number of excellent marketing areas open for ap- 
pointment of new Mack distributors. For particulars, write Dis- 
tributor Sales Division, Mack Trucks, Inc., Plainfield, New Jersey. 





Lengthening fuel lines. Heavy-duty Mack trucks help to lay and maintain 
America’s arterial system of oil pipe lines, which now totals 193,700 miles of 
pipe 2” to 30” in diameter. Other big Mack units haul crude oil to gathering 
lines and transport refined products from pipe line terminals. 


Distributing petroleum products of all kinds is a job for Mack tanker trucks. 
These volume haulers deliver gasoline and diesel fuel to service stations and 
farms, fuel oil and liquefied petroleum gases to millions of homes, industrial 
and institutional buildings at a fraction of a cent per gallon. 


Dealers! Contractors! Truckers! Thousands of people with a vital stake in com- 
mercial vehicle development will be all eyes at the big MACK exhibitions in 
the New York and Chicago Auto Shows. Mack hopes you'll be there, too. 
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Al Reeves Still Active at 81... 


Meet ‘Mr. Auto Show’ 


NEW YORK. — The long history | managing director of the Automo- 
of the National Automobile Show | bile Manufacturers Assn., known in 
almost reads like the biography of | earlier days as the National Auto- 





one man—“Mr. 
Auto Show” him- 
self. 

This personifi- 
cation of the 
show is q native 
New Yorker, for- 
mer newspaper- 
man and pioneer 
automobile en- 
thusiast by the 
name of Alfred 
Reeves, who at 81 
is still an active 
and well-known figure in the auto- 
mobile world. 

He has had a hand in every 
National Automobile Show from 
the first one at Madison Square 
Garden in 1900 to the latest, 
ready to open at the Coliseum. 
His role has ranged from news 
paper reporter covering the shows 
te exhibitor and show manager. 


Alfred Reeves 





mobile Chamber of Commerce, The 
association is the sponsor of the} 
National Automobile Show, and Al| 
was the Show manager. 

In 1940, he retired as manager of 
the AMA and was elected advisory 
vice-president, the title he held as 
he managed the last National Auto- 
mobile Show before the War. Mean- 





while, the AMA had moved its) 
headquarters from New York to 
Detroit. But Al preferred to stay in 
Manhattan and has continued to 
maintain AMA’s New York branch 
office. 

“Mr. Auto Show” was born in 
Brooklyn, Sept. 16, 1875. In 1893, he 
took a job as cub reporter for the! 
Brooklyn Citizen. A year later, in| 
1894, he was cycling editor for the 
New York Press. 





In 1897, Al joined the staff of the 


From 1914 to 1939, he served as| New York Journal as sports writer, 





covering famous bicycle races of 
that day. 


From 1902 to 1906 he was auto- 
mobile editor for the Mail and 
Express (later the Evening Mail). 
As this was the first paper to run 
a daily column of automobile 
news, he has the distinction of 
having been the pioneer in this 
field of journalism, which he con- 
tinued late in the Globe. For the | 
latter paper, he traveled widely, 
covering the many automotive 
sporting events of the era, 

He accompanied the hardy souls, 
who drove through hell and high} 
water in primitive motor cars across | 
the trackless wastes of this road- 
less land in the famous Glidden 
Tours. He attended and reported 
Vanderbilt Cup Races and runs up 
Mount Washington. 





One of the first drivers Al 
brought in to race at Empire Track | 
was Berner Eli (“Barney”) Oldfield, | 
a former cycle racer from Wauseon, | 
O., who had just started his career | 
as an auto racer. 


“Barney had no money when I| 
invited him,” Al recalls. “So I had) 
to send him railroad fare. Then, | 
because the owner of his car| 
couldn’t afford the expense, I had 


to pay to get his car towed to the | 





This car has 35 pounds of sales appeal 





If you aren’t selling the 35 pounds of aluminum in the average 
1956 car, it’s a cinch your competitors are. One car uses 190 
pounds of aluminum. 

Virtually every car maker uses aluminum for trim .. . and that’s 
where it makes its biggest sales impression. Point it out to your 
prospects. Tell them it can’t rust, corrode, peel, blister . . . because 
it’s solid aluminum through and through. 

Tell them it will stay new looking and lustrous for the life of 
the car with only occasional washing with clear water. Stubborn 
film can be removed with mild soap and warm water. There’s no 
scrubbing or hard work needed. No abrasives, chemicals or 
harsh detergents. 

Alcoa does not make automotive trim, but Alcoa® Aluminum is 
widely used in today’s cars. Be sure to tell your customers more 
about its advantages and how to care for it. Aluminum Company 
of America, 2192-M Alcoa Building, Pittsburgh 19, Pa. 
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In England, fenders are called 
wings. 


track from the freight house by a 
teamster.” 

The car was the famous “999;”| 
its owner: Henry Ford. 

Barney’s prowess and fame 
grew so fast that it was soon im- | 
possible to find drivers willing to 
race with him, Al recalls. 

Then, one day, Al told his trou- 


|racing team that William 


_ _ _ 


bles to his friend, E. Rand Hol. 
lander, an importer of foreign cary, 

“I think I’ve got the man for 
you,” said Hollander. “We've got a 
Frenchman in our shop who’s crazy 
to get into auto racing. He's out 
back now, working on a Fiat that 
just came in. I'll call him if yoy 
like.” 

At Al’s nod, Hollander opened the 
|shop door and yelled, “Hey, Louie 
can you come out here a minute” 

Al shook hands with Louis Chey. 
rolet, the French-Swiss inventor of 
a wine pump who had recently ar. 
rived in America with his brothers, 
Gaston and Arthur. 

Soon afterward the brothers be. 
came members of the famous Buick 
Crapo 
Durant put together to advertise 
his company’s product. And, 10 
years after Al gave him his first 
chance as a race driver, Louis de- 
signed the automobile that now 
bears his name. 

After five years of back-stage 
master-minding New York auto- 
mobile shows, Al came out in the 
open as promoter and manager of 
the show that the American Mo- 
tor Car Manufacturers Assn. put 
on from 1906 to 1909 in the old 
Grand Central Palace. 

In 1909 when the AMCMA folded, 
Al made arrangements to join the 
Maxwell-Briscoe Co. He was still 








weighing Ben Briscoe's offer when, 
unexpectedly, Henry Ford urged 
him to get into the reorganized 
Assn. of Licensed Automobile Man- 
ufacturers and manage it, even 
though Ford was not a member. 

Several years later, Al entered 
the competitive side of the automo- 
tive business by signing on as gen- 
eral sales manager for United 
States Motor Co., a competitor of 
Billy Durant’s General Motors. The 
short-lived amalgamation embraced 
such famous makes as Maxwell, 
Columbia, Stoddard- Dayton and 
Brush, among others. 

When United States Motor Co, 
collapsed, Al was elected vice-presi- 
dent and general manager of Hart- 
ford Suspension Co. makers of 
shock absorbers. 

Finally, in 1914, he became man- 
ager of the newly formed National 
Automobile Chamber of Commerce, 
which later was named Automobile 
Manufacturers Assn. 


Copper, Brass 
Found in Key 
Spots on °57s 


NEW YORK.—Copper, brass and 
bronze are vital components in 1957 
cars—in such key parts as brake 
cylinders, camshafts, carburetors, 
crankshafts, chassis and body 
wiring, distributors, engine bush- 
ings and bearings, steering gear, 
tire valve stems, shock absorbers 
and radiators. 

Copper and brass also are found 
in automobile clocks, radios and 
heaters. 

The new models range from the 
Willys Jeeps, with 42 pounds of 
copper and its alloys per vehicle, 
to a Buick Roadmaster, which util- 
izes an average of 53.7 pounds of 
copper, brass, and bronze. 

Chrysler Corp. reports that a 1957 
Plymouth 4-door Belvedere em- 
bodies an estimated 175 different 
parts made from copper or one of 
its alloys. Cadillac averaged 43 
pounds of the red metal in 1956 
models and reports an increase in 
the 1957 models. 


'e e 
Fingernail Saver 
Ford’s New Clock Is 
Self-Regulating 
DEARBORN. — Broken finger- 
nails, caused by turning the tiny 
regulating screw atop automobile 
clocks, are a thing of the past. And 
the thin dime which once was kept 
for this purpose now can be spent 

for a good five-cent cigar. 

Ford division’s 1957 electric clocks 
are self-regulating. After the hands 
have been set two or three times, 
the clock has been regulated auto- 
matically to keep perfect time, 
Ford says. 

The new clock also eliminates an- 
other cause of clock failure, On the 
old-style timepiece, owners could 
unknowingly twist the regulating 
screw too much, accidentally break- 
ing the tiny gears. 
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More than 5 million 





families came to this 
Automobile Show... 








In Farm Journal’si( 


Most of the best customers of 
most of the car dealers won’t 
be at the big city automobile 
shows in December—so we 
brought the show to them! 
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People like to read advertising in magazines 


ountryside Unit—December 


Countryside families own and operate 
almost half of all the automobiles in the 
U.S.A. and 65% of all the trucks. Near- 
ly 73% of the nation’s car and truck 
dealers do business in countryside Amer- 
ica. Nothing reaches countryside families 
and influences their buying decisions like 
Farm Journal’s Countryside Unit! 
Every month more than 5 million fam- 
ilies buy the Countryside Unit, Farm 
Journal and Town Journai. In trading 
area after trading area the Countryside 
Unit outsells every other magazine, with 
coverage much like a local newspaper, 
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and with all of the selectivity, economy 
and. long life found only in magazines. 
This is penetration and merchandising 
power unequalled by any other national 
publication. 

That’s why automobile manufacturers 
and their dealers find the Countryside 
Unit so effective in creating business for 
their men in distribution. 

What better place is there to kick off 
the new model year than in the pages of 
the biggest salesman in America’s biggest 
automotive market — Farm Journal’s 
Countryside Unit? 


> 


FARM JOURNAL’S COUNTRYSIDE UNIT 


BOUGHT AND READ BY MORE THAN 5,000,000 FAMILIES 


Published monthly by FARM JOURNAL, Inc., Washington Square, Philadelphia 5, Pa. 
GRAHAM PATTERSON, Publisher . RICHARD J. BABCOCK. President 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


‘Sales Appeal’ Earns Place 

As Engineering Objective 

i A style-dominated automotive 
era, the designer whose efforts 


are best rewarded is the one who 
adjusts realistically to the situa- 





functional practicality without sac- 
rifice of appealing looks. The stylist 
no longer will be fighting for a 
place in the organization and the 
influence pendulum even may have 
begun to swing away from over- 
emphasis on style dictates in de- 


tion. With the firm realization that| signing the car. 


the ultimate goal of engineering is, 
of course, sales, he makes it his 
business to work with the stylist as 
a partner whose contribution forms 
an indispensable link in the chain 
of product development for today’s 
market. 

When an engineering — is 
begun, “styling influence 

sales appeal” might just as well 
be written at the top of the list 
of design objectives, Everything 
else is secondary—or at least im- 
portant only insofar as it furthers 
these two closely related require- 
ments. 

With growing acceptance of the 
“customer-oriented” design con- 
cept, progressive engineers are 
forming the habit of listing “sales 

appeal” as a basic specification, 
right along with functional require- 
ments, performance goals and cost 
limitations. 

Past practice of relying on styl- 
ing, advertising and sales personnel 
for such thinking is passe. Modern 
face up to the fact that 


departments in the organization. 
In the present automotive setup, 
there is little room for the engineer 
who still “tolerates” styling as a 
necessary evil—or who attempts to 
cling too closely to the application 
of common sense, utilitarian con- 
siderations and just plain everyday 
practicality as criteria for judging 
tes. 


At present, the automotive com- 
panies are moving in an ever-tight- 
ening spiral of major styling 
change. The pace is accelerating, as 
it becomes evident that the prac- 
tice of deliberately fostering “dy- 
namic obsolescence” of car styles 
is an important technique for 
forced-draft expansion of the auto- 
mobile market. 

But the day may come when all 
surviving companies will have mas- 
tered this trick. Then the public 
will expect (and be given) rela- 
tively major appearance alterations 
with each model change. Under 
such conditions, the competitive ad- 
vantage of styling changes will be 
reduced—as all companies will be 
following similar principles in this 
regard. 


It may be envisioned that, at such 
a time, styling will have matured 
sufficiently to backtrack and restore 


. Life-Long Battery 
Is Cited by FTC 


WASHINGTON. — Life-long Bat- 
tery Mfg. Co., El Segundo, Calif, 
has been charged by the Federal 
Trade Commission with misrepre- 
senting the quality of the “Life- 
Long” batteries it sells, the guar- 
antee it gives with these batteries 
and the nature of its business, 

The company is alleged to have 
represented that it manufactures 
the battery, that it is self-charging 
and that it is guaranteed for 10 
years with a free replacement or 
refund during that period. 

Actually, the FTC said, the bat- 
teries are not self-charging; the 
company does not manufacture 
them, and the guarantee provides 
for replacement or repair for only 
one year. A hearing on the com- 


plaint has been scheduled for Jan.) 


28 in Los Angeles. 





When the air finally clears to 
this extent—and the styling func- 
tion has, at last, been absorbed 
and found its proper place in the 
automotive scheme of things—it 
may be that the merchandising 
chiefs will cast about for a new 
keystone on which to build sales 
strategy. 

Upon the scene then may step 


Ss 


Zelaat the 


HIGHWAY TRANSPORT 


the new man of the hour: The styl- 
ing-indoctrinated, sales-oriented en- 
gineer. He'll walk on stage and 
say: “Let’s take this ‘dynamic ob- 
solescence’ idea and try it out on 
our mechanical features.” 

Imagine the implications if such 
an approach were to be applied to 
suspension, steering, engine design, 
transmissions, body structure and 
frame layouts! Or you imagine it. 
I’m just staggered by the thought. 

* * > 


Automation’s Four Goals 


Described by AC Executive 
Witt typical auto industry re- 

straint in public use of the 
term “automation,” manufacturing 
manager Howard Roat described 
objectives of “progressive mechani- 
zation” in a talk before writers 
who attended an editorial open 
house at AC Spark Plug division 
of General Motors. 

Contrary to some popular no- 
tions, Roat pointed out that auto- 
mation means much more than 
just “taking cost out of a prod- 
uct.” 

These four additional aims were 
said to be considered in AC's plan- 
ning of manufacturing equipment 
and processes: 

(1) Minimize drudgery for per- 





“Now we're down to ‘B.” What 
about brushes in the generator?” 





sonnel employed in production 
operations. (2) Improve product 
quality and uniformity of mass- 
produced items. (3) Reduce the 
size of the investment tied up for 
inventories in process, (4) Training 
of people for tasks requiring higher 
skills and continue upgrading of 





meng 


the duties assigned to the work 
force. 
= > + 

Engine, Gasoline Trends 
Affecting Pump Design 
| acne to problems of va- 

por control raised by interaction 
of trends in fuel volatility and auto. 
motive design, Allen E, Cleveland, 
chief research engineer, Ford Mo- 
tor Co., said recently: “Our best 
hope for the future of overcoming 
the vapor handling problem either 
in the fuel injector or the carbure- 
tor, is to allow the vapors to sep- 
arate from the solid fuel ina 
chamber (near fuel-air mixing 
point) and then purge this usclesg 
and troublesome vapor back to the 
fuel tank.” 

This will require a fuel pump 
which will not only supply fuel 
to the carburetor or injector to 
satisfy increasing pressure and 
capacity requirements, but also 
will be capable of providing the 
necessary energy to purge vapors 
back to the tank. 

Continuing his remarks, Cleve- 
land told a conference of the Gaso- 
line Pump Manufacturers Assn, 
that this calls for a pump with “far 

(Continued on Page 29, Col. 3) 


Report from Truck Operators Everywhere... 


“We get Top 
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Look at the payloads... 


Value 
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look at the mileages! Opera- 
tors prove the extra profitability of these new Whites. 

Across the country, they tell a great story of 
earning power and operating economy with the 
White 9000, engineered to exact operating needs. 

With Gasoline or Diesel power, this new concept in 
tractor design is today’s way to get maximum tractor 
utilization and top operating profits. No doubt about 
its quality—no match for its performance. 


= .» Op er psannitas a in Gasoline or 


CITY & SUBURBAN DELIVERY 


.EXTRA HEAVY HAULING 





































General Electric ‘Robots’ at Work— 








rs The above objects resembling mechanical men or robots are actually electric heat 

furnaces used in the development of new alloys by General Electric Co.'s Thomson 
ve- Laboratory, Lynn, Mass. Scientist “consult” the “robots” in the search for improved 
80- metal alloys that will better withstand high temperatures and stress. The furnaces now 
sn, have operating temperatures from room temperature to 1,650 degrees Fahrenheit. 
far Present plans are to increase the range to over 2,000 degrees. 
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(Continued from Page 28) 


more capacity than any of the cur- 
rently available standard electric 
models.” 

To insure safe operation, he said 
any independently powered fuel 
pump installation must include a 
sensing device to stop the pump 
when the engine is stopped, but 
still give it advance notice to start 
operating before the engine—that 
is, while the starting motor is oper- 
ating. 

Looking ahead to fuel injection 
systems, Cleveland pointed out that 
a fuel injector has its own particu- 
lar fuel-handling problems and “in 
general is more apt to malfunction 
due to small amounts of vaporizing 
fuel than is a carburetor.” 

Since the injector can be de- 
signed to operate under higher 
fuel pressures than the float-type 
carburetor, it is less susceptible 
te running vapor lock. The prin- 
cipal vapor-handling problems of 
the injector were said to occur 
during an engine restart follow- 


ing a hot run and a brief engine 
shutdown. 

While the engine is stopped, the 
pump soaks up heat which, due to 
the diminished pressures in the 
system during shutdown, results in 
vapor formation. On restart, the 
vapors must be purged before sat- 
isfactory operation can be obtained. 

Concluding his review of inter- 
related fuel and engine design 
trends with an analysis of advan- 
tages and accompanying problems 
associated with electric fuel pumps, 
Cleveland cited the possibility of 
more expensive and “possibly more 
troublesome” equipment to burn 
the higher volatility fuels of the 
future. a 


Production Equipment, Uses 


Discussed Before Builders 


peoceaane automatic produc- 
tion lines before a meeting of 
the National Machine Tool Builders 
Assn., Del S. Harder, executive 





See you at the 


Modern, functional design . . . 
proved by billions of low-cost 
miles in toughest hauling 
service ... that’s the story we 
get from operators about the 
White 3000. 

And these new 3000’s! Better 
look into the extra profitability 
of this great White Series— 
Gasoline or Diesel—with new 
mechanical features ... new 
safety and visibility ...and the 
greatest cab on the highway! 

Your White Representative 
will show you how Whites are 
tailored to your exact needs— 
how we can help you get your 
kind of truck... for your oper- 
ating conditions . . . for your 
top operating profits! 


THE WHITE MOTOR COMPANY 


CLEVELAND 1, OHIO 


FOR MORE THAN 55 YEARS THE GREATEST NAME IN TRUCKS 


Diesel Power 
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A COMPLETE LINE OF WHITES ENGINEERED FOR MORE PAYLOAD PROFITS 








vice-president, basic manufacturing 
division, Ford Motor Co., referred 
at one point to manufacturing prob- 
lems encountered in the use of 
automated equipment. 


He said, “A line consisting of 
standard machines joined together 
by conveyances does not lend itself 
to the automotive 
industry’s mass- 
production tech- 
niques due to the 
frequency of 
model changes.” 
Running changes 
introduced dur- 
ing current model 
production for the 
Purpose of im- 
proving perform- 
ance or product 
quality only ag- 
gravate this problem, 

Standard machines, however, are 
used in automatic production lines 
wherever they lend themselves to 
such applications. Nevertheless, 
Harder asserted, this type of ma- 
chine does lack the desired flexi- 
bility. 

On the other hand, a com- 
pletely special machine is very 
costly, inasmuch as it rarely is 
adaptable readily to major 
changes in product design. Obso- 
lescence of such machines can 
occur in one to five years. 


“Special machines using compo- 
nents standard to the builder are 
not desirable, since they lack inter- 
changeability and hamper freedom 
of rearrangement,” said Harder. 
One disadvantage (to the user) is 
that each machine builder has his 
own individual company standards 
for construction of center sections, 
wing sections and related items 
that are assembled to make up the 
complete machine. 


“Building block” machine tools 
are the answer to the rapid growth 
of the metalworking industry inso- 
far as the automatic production 
line is concerned, according to 
Harder. Use of the building block 
concept of machine tools allows 
stockpiling of some major machine 
units and components. 

It will permit technological ad- 
vancements to be embodied in ma- 
chines without delay or undue cost. 
And it should facilitate the rapid 
adoption of product changes and 
will not result in “frozen” machine 
designs. 

“I emphasize the building block 
concept,” said Harder, “because it 
is a very important factor in ex- 
tending the automatic production 
line into new areas of industrial 
production.” 





D. S. Harder 


Automated Assembly Advised 
Canta his discussion, 

Harder declared that automa- 
tion in assembly operations is lag- 
ging far behind machining opera- 
tions. Yet, for some time, the engi- 
neering skill and knowledge have 
been available to improve assembly 
operations, he said. “I think the 
economic climate has become ripe 
for the attempt to overcome the 
many problems involved,” he said. 


Some work of course, already 
has been done in this field. In auto- 
mobile production, automatic nut 
running and bolt tightening have 
been introduced to achieve uniform 
torquing. To date, however, most 
automatic assembly operations were 
said to be confined to small assem- 
blies and subassemblies. 

“So far,” Harder continued, 
“management has hesitated to go 
into a large-scale development of 
automatic assembly of large, 
complex components or finished 
products because of the risk in- 
volved.” If a machine with a 
large number of assembly sta- 
tions replaces the work of some 
40 to 100 operators, a tough pro- 
duction situation would arise 
should that machine break down. 


In Harder’s opinion, one solution 
to this problem might be what he 
called a “substation bypass.” “If a 
means can be worked out by which 
we can bypass the broken-down 
station through quick substitution 
of a station utilizing perhaps four 
to six manual operators, the prac- 
ticability of large-scale automatic 
assembly machines can be in- 
creased,” he declared. 


As in the case of machining oper- 
ations, interchangeability of vari- 
ous units and components in such 
assembly equipment would be a 
factor in expanding the use of auto- 
matic assembly equipment and 
techniques. 





Fairlane 500 Town Victoria, queen of ali the 
hardtops. Sieek and suave, powered by 
the latest edition of the world’s most popular 


V-8, it’s really primed for performance. 


Custom 300 Town Sedan. Carries a full 
complement of passengers in real comfort. 
it’s the family car of all America. . . 
size-wise and price-wise. 





A new kind of FORD with a new kind ots 


- ' 








A new reason why it’s GREAT tobe 







9-passenger Country Squire. A real 
“space ship”’ with plenty of room for kids, 

cargo, and adult passengers, too. New wrap- 
around liftgate is 'way ahead in convenience. 





FORD DIVISION OFIFO! 
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Custom Club Sedan. Over 16 feet in 
length and its roof line is less than 
5 feet from the ground. It’s long, 
lean and packed with punch. 


ales appeal ! 


»he a Ford Dealer! 


TOR COMPANY 


FIFORD MO 


Ten years in the making, this great new 
Ford is a high spot in Ford’s forward 
planning. With five splendid series, 20 bril- 
liant models, it ushers in a bright new 
tomorrow for all Ford Dealers. It is the 
only car in the low-price field to come in 
two bigger sizes, two different body shells 
on two different chassis. The Custom spans 
over 16 gleaming feet, the Fairlane stretches 
its beautiful lines more than 17 feet. In 
addition, there is an exciting all-new line 
of longer, lower station wagons. 


Bigger, roomier, livelier, the 57 Ford 












bids fair to become the darling of all Amer- 
ica. The Mark of Tomorrow is everywhere 
about its sleek, low silhouette. The lance- 
like lines . . . the fashionable interiors. . . 
the staunch and sturdy “‘Inner Ford” with 
its wide-contoured frame a full foot wider 
amidship . the surging power from a 
choice of three Silver Anniversary V-8’s 
and the famous Mileage Maker Six 

these are the things that will enable the 
’57 Ford to carve its name big and bold 
on tomorrow’s sales records . . . and prove 
that tomorrow really begins with this new 


kind of Ford . . . today! 
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Rambler Sales Meeting— 


T. A. Coupe, American Motors New York zone manager, addresses a group of Nash 
and Hudson dealers and their salesmen at a sales meeting in Newark, N. J. The 
meeting was one of 102 Rambler sales-training meetings held by AMC around the 
country. 


Oi 
BRAKES 
CVs 


TW 


The brand of brake fluid 
you supply may make the difference 
between a safe stop and an accident— 


for Safety's Sake... standardize on genuine 


Wagner Lockheed BRAKE FLUID 


s:.there’s none better... 
..-none safer 


Your customers place a lot of confidence in you... They 
literally stake their lives on your judgment and integrity. 
When brake fluid is needed—supply genuine Wagner 
Lockheed Brake Fluid... It’s chemically balanced... Sur- 
passes specifications of Society of Automotive Engineers 
(S.A.E.). 


The chemically balanced formula of Wagner Lockheed 
enables it to function perfectly in all seasons and under all 
driving conditions. It lubricates the brake system, and 
protects the system against vapor locks, freeze-ups, gummy 
residue deposits, swelling of rubber parts, and rusting and 
corroding of metal parts. 

No. 21 is for passenger cars operating under moderate 
conditions ...21-B Heavy-Duty is for trucks, buses, and 
cars where a heavy-duty type fluid is recommended. 
Available in 12-oz., quart, gallon, 5-gallon, 30-gallon, and 
54-gallon containers. You can depend upon WAGNER 
QUALITY because Wagner: Products are used as original 
equipment by car, truck, trailer, and bus manufacturers. 


Wagner Electric @rporation 
6393 Piymouth Ave., St. Lovis 14, Mo., U.S.A. 
(Branches in principal cities in U.S. and in Conada) 


LOCKHEED HYDRAULIC BRAKE PARTS 


and FLUID.. 
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Meeting the Practical Problems... 
Case Histories of a Salesman 


Dear Ed: 
. day I set foot in my 
dealership should be worth a 
certain amount of money to me. 
While basically 
I am a new-car 
salesman, I 
often forget 
there are more 
than a hundred 
other opportuni- 
ties to make ex- 
tra dough, right 
under my nose. 

Of course, I’m 
talking about 
our used-car de- 
partment. 
Here’s how it worked out at our 
place a few days ago. 

Jack Dillon and his wife came 
in to price and possibly buy a 
new car. This was fine but after 
visiting with and qualifying Jack 
a few minutes, 
this was going to be too big a step 


I realized that | 


for them, They had a ’52 model | 


that was worth about $200. They 
owed nothing on it but had no 
cash to go along with it, so the 
new balance was out of reach. 
The procedure at our place is 
to take the old car down to the 


. used-car department and get it 


appraised. There, Russ Ver- 
poort, our manager, gives us 
the business—I mean the ap- 
praisal. 


When I got to the lot with this | 


older car, I said to Russ: “Give 

me all you can on this one, it’s 

got to be a downpayment on the 

new one, The guy has no dough.” 
* * * 


Rvss stepped back, looked at | 


me and then at the old jalopy 
and said: “Are you kidding? This 
car couldn’t be the downpayment 


on anything you guys have up | 
there, but I'll bet you could wres- | 


tle him into any one of a half 
dozen of my late model, one-owner 





H56-6 


-CoMaX BRAKE LINING...NoRoL...AIR HORNS 


AIR BRAKES...TACHOGRAPHS...ELECTRIC MOTORS...TRANSFORMERS...INDUSTRIAL CRANE BRIDGE BRAKES 


tradeins, with lots of room to 
spare.” 

Well Ed, I wasn’t going to 
tell Russ that I’m only inter- 
ested in the new-car depart. 
ment, so as I drove off, I said: 
“OK, Russ, let’s see what hap- 
pens,” and forgot about it—but 
not for long. 

When I saw no chance for a 
new-car deal, I realized Russ wag 
making good sense, so I said: 
“Jack, when I took your car down 
to be appraised, our manager told 
| me about a beautiful 55 model 
that just came in, and I was 
thinking how much more practi- 
cal it would be for you to step up 
to a real good late-model car, 
rather than choke yourself with 
borrowing money and high pay- 
ments.” 





* + aa 
At™ THIS point, Mrs. Dillon 
showed considerable interest 
| in what I had in mind. When I 
invited them to take a look, they 
| were very cooperative. 


A little while later, they drove 
a car I chose for them, made a 
deal and drove it home. All the 
time, my old friend, Russ, the 
used-car manager, was watching, 
| his face glowing with that “I told 
you so” expression. 
The moral is: When you can't 
sell a new one, sell a used one, 
make the used-car manager 
| happy and make that extra 
| dough. Do it enough times and 
maybe he’ll give you a break on 
the appraisal once in a while, 
—Bert Simons, 


seniianaimediiaeadiesaa 
Major Decline 
‘Near, Predicts 


Illinois Economist 


CHICAGO. — V. Lewis Bassie, 
director of the Bureau of Business 
and Economic Research of the Uni- 
| versity of Illinois, believes a major 
decline in business is near. 

Speaking before the American 
| Bankers Assn.’s 25th Midcontinent 
| Trust Conference here, Bassie said 
that “stability” now appears as the 
best to be hoped for in 1957. 

He said there is nothing to push 
the economy up into new high 
ground, baring a new emergency. 

“My own view is that the down- 
turn is near at hand,” he said. “The 
economy can hardly hold another 
year at this high level.” 

He added that the decline will 
probably be substantial, “and not 


| 


.| just another minor recession.” 


Fancy Money 


‘Pretties’ Run High 





In Damage 


BUFFALO, — Fancy grille work 
and bright chrome on the 1957 cars 
may delight the eye, but they may 
also lead to higher insurance rates. 

When insurance men gaze at the 
upswept rear fenders, bigger wind- 
shields and other features, they see 
large repair bills which will lead to 
higher damage claims which in turn 
would tend to boost insurance rates. 

“But,” said one, “this can be off- 
set by better and more courteous 
driving which will tend to cut the 
number of accidents. No matter 
how fancy new cars are, if there 
were no accidents, there’d be no 
repair bills.” 


German Firm Licensed 


To Build Borg Overdrive 


CHICAGO. — Borg-Warner Inter- 
national Corp., foreign operations 
subsidiary of Borg-Warner Corp. 
has licensed the manufacture of 
Borg-Warner automotive overdrives 
by Adlerwerke, a German automo- 
tive parts manufacturer. 

Adlerwerke has been in business 
75 years and once was the largest 
German manufacturer of small 
cars. 

Potential German demand for 
cars equipped with overdrive is 
estimated at 200,000 a year, or 20 
percent of that country’s current 
annual output. The unit is expected 
to be a popular optional item be- 
cause it provides important econ- 
omies in the consumption of gaso- 
line and oil—major expense items 
for foreign motorists. 
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off- CARROLL MINCHER, Vice President and dealership from San Francisco to the Canadian 
- General Manager of Gateway Chevrolet, Daly border—thanks to a hard-hitting sales organi- 
ter oa oon onc ay ak zation, thanks also to a competent shop crew, 
re advertising to take his agency from a standing : 
no start four years ago to the position of top and thanks above all to the pulling power of 
Chevrolet dealer from San Francisco to the KGO-TV. 
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‘Spot-I'V made Gateway Ch 
from San Francisco to Canada; 





WEWS—Cleveland 
WCPO-TV—Cincinnati | KFRE-TV—Fresno 
WMCT— Memphis 





WTVR—Richmond WBNS-TV — Columbus WBKB—Chicago WFIL-TV — Philadelphia WPRO-TV—Providence 
WDSU-TV—New Orleans | KING-TV—Seattle-Tacoma | WXYZ-TV—Detroit KVOO-TV—Tulsa WIC — Pittsburgh 
WOW-TV—Omaha KTTV—Los Angeles WABT—Birmingham | WFLA-TV—Tampc-St. Petersburg WNBF-TV —Binghomton 


LOS ANGELES ¢ SAN FRANCISCO -¢ SEATTLE 
DUnkirk 1-3811 YUkon 2-7068 Euliott 6270 


OFFICES: NEW YORK + CHICAGO «+ BOSTON « DETROIT «+ ST. LOUIS ¢ JACKSONVILLE 





evrolet tops 






says Carroll Mincher, who 
credits KGO-TV as big factor 
in bringing his dealership to 
Number One position 






























That spells leadership over a large territory, 
Mr. Mincher. How long did it take to reach the 
top spot? 


Four years from scratch—but we packed double 
effort into those years—and matched top effort 
with top-flight advertising. 


Then you started in ’52? 

Yes, in September—with 24 employes, 14,000 
feet of building space and a modest outside lot. 
Today we occupy 71,000 square feet of prop- 
erty, including Show Room, Used Car Area, 
Service Shops, Body Shops and Storage Area. 
And we employ 110 people. 


Opening a dealership isn’t any bed of roses, is it? 
You're so right. Since Daly City hadn’t had a 
Chevrolet franchise in three years, folks in that 
area just weren't thinking ‘Chevrolet.’ After 
studying the situation very closely, we decided 
to bet our advertising chips on KGO-TV. 


They were blue chips? 


They certainly were. We bought a five-a-week 
strip for a test-period of thirteen weeks—and 
we've been with KGO-TV ever since. 


Within thirteen weeks you could feel the pull? 


We felt it almost at once—so we kept right at 
it. In sales volume we were fourth dealership in 
the Bay Area by the end of 53. Knowing that 
was no time to let up, we increased our facili- 
ties, added KGO-radio, and stepped up our ad- 
vertising on KGO-TV. In 1954 we became the 
largest Chevrolet dealership in the Bay Area. 


A spot you've held ever since? 


I’m informed we now have the largest Chevrolet 





WABC-TV— New York 
WFBG-TV— Altoona 
KGW-TV—Portland 





KGO-TV—San Francisco 
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You’ve Got to Speak for Them... 
Materials Are Silent Salesmen 


DETROIT, — Dealership sales- 
men should not overlook the ma- 
terial story for 1957. 

By all means, they should know 
intimately the materials that go 
into the. finished automobile and 
just what these materials mean to 
the buyer. 

Then, if they don’t use this 
knowledge as a hard-hitting sales 
tool all through the 1957 model 
oy they are missing a good 


Listed below are some of the ma- 
terials that help make the 1957 
models the fine cars they are and 
points that should be stressed in 
the selling job: 


Aluminum 
Aluminum Co. of America reports 
that aluminum pistons, such as used 
in Chevrolet and Ford V-8 engines, 
have enabled production of greater 
horsepower with less weight. 


Use of aluminum in piston rings 


thus gives buyers more for their 
dollar, Alcoa said, 

Kaiser Aluminum & Chemical 
Sales, Inc., notes that, up until now, 
aluminum has been limited almost 
entirely to under-the-hood applica- 
tions but in 1957 models it “has 
come out of the wings to play a 
leading role in enticing new-car 
buyers.” ° 

Trends toward a lower silhouet, 
sculptured modeling, wings or tail 
fin shapes further increased use of 
aluminum, Kaiser said, which will 
continue to offer a greater sales 
appeal. 

Aluminum in automatic transmis- 
sion housings pe rmits.significant 
savings which directly can be con- 
verted into dollar savings for pur- 
chasers of modern cars. 

Reynolds Metals Co. said the 
new Chevrolet Turboglide’s de- 
sign lends itself to extensive use 
of aluminum. 

As a result, Turboglide adds only 
four pounds to vehicle curb weight 


also helps boost performance and ' as compared to 92 pounds added by 


automatic transmissions not using 
the lightweight metal. 

Powerflite and the new three- 
speed Torque-Flite of Chrysler 
Corp. both utilizes more than 35 
pounds of aluminum. Aluminum 
pistons also are standard at Chrys- 
ler Corp., the aluminum makers 
said, 

Aluminum sculpturing and side- 
paneling are featured on the 1957 
Chevrolet, Ford, Hudson and Mer- 
cury, it was said. 

The Chevrolet has a strip in na- 
tural color; Ford a gold anodized 
strip from front fender back to the 
rear flared fin; Mercury has a deep 
concavity set off with gold ano- 
dized aluminum, and Hudson has 
an arrowheaded concavity in natu- 
ral color. 

Aluminum grilles may be seen 
on many of the 1957 models and 
other exterior uses of the weight- 
saving metal are bumper guards, 
headlamp “doors,” stamped alu- 
minum sheet covering extra wheel 
and tire on the optional rear deck 





They Seek Quality— 


Both the steel and the auto industries 
seek quality of product to ensure the 
1957 buyer the top value for his dollar. 
Here Emanuel Markley (left), strip finish 
inspector, and Dan Dellinger, quality con- 
trol vice-president, Great Lakes Steel 
Corp., look over a hot rolled sheet. This 
steel is used in auto production. 

* * 
of the Imperial, seat shields on 

Buick and Oldsmobile and door 
frames. 

Why do automakers use alumi- 










How to MOVE 


more cars in the 
Military Market... 


Automobiles move FAST in the military market, 
which has no economic fluctuations and where 
income is high—$8,000,000,000 in pay and allow- 
ances annually. The way to influence their buying 
preferences while they are in service and when 
they BUY cars is through advertising in Army 





Times Publications. 


Army Times Publishing Company has specialists 
who can help you do business in this vast market, 
whether your objective is to reach top brass in 
procurement or the trainee with his goal set on his 


first automobile. Contact our nearest office. This 


assistance is yours without obligation. 


ARMY TIMES PUBLISHING CO. 


2020 M ST. N.W. WASHINGTON 46, D.C. 


U.S. OFFICES: Chicago, Detroit, Honolulu, Los Angeles, New York, Philadelphia, San Francisco 
FOREIGN OFFICES: Frankfurt, London, Paris, Rome, Tokyo 
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ARMY. 
AIR FORCE 
TIMES 


NAVY 


MEMBERS: AUDIT BUREAU OF CIRCULATIONS 


15 weekly Editions reach U.S. 
Armed Forces Everywhere. 





TIMES 


TIMES 


THE AMERICAN 


WEEKEND 


family newspaper of U.S. 
Armed Forces in Europe. 


U.S. 
COAST GUARD 


ARMY - NAVY 


Magazine 


Exclusive coverage of this 
important Service. 


- AIR FORCE 
REGISTER 


“Tops” for covering top 


policy making levels. 


MILITARY 


“Trade Paper 


ARMY 


MARKET 


" of Procure- 
ment Officers, PX and 
Commissary Buyers. 


bal 


PUBLISHING CO. 


WASHINGTON 6, D.C. 





num and how can it be used to sel] 
cars? The aluminum makers list 
the following points: 

Durasiiry — Immunity to rust, 
Finish easily maintained requiring 
only soap and water to retain bril- 
liance. Resistant to corrosion or un- 
sightly blisters. ‘ 

Beauty—Flexibility of color vari- 
ations is available through use of 
anodized light metal. Look of silver 
has a softer and more mellow luster, 

Erricency — The light weight 
which cuts the load and pull on en- 
gines. Performance plusses are divi- 
dends. 

Popu.ariry—Consumer public ac- 
cepts aluminum without resistance, 
Women are sold on aluminum in 
kitchen utensils, appliances and 
elsewhere in the home. Men 
familiar with it through home 
workshops, lawn furniture, garage 
doors, storm windows and doors. 


Glass 


More vision is provided on many 
of the 1957 cars by increased use 
of glass, 

Pittsburgh Plate Glass Co. notes 
three new developments. 

First, the “twin-wrap” wind- 
shield which was unveiled on the 
five Chrysler Corp. cars. Another 
version of this may be seen on 
Mercury’s Turnpike Cruiser. 

Second, the “sunshade” wind- 
shield with the upper portion with 
a tinted plastic underlayer. The en- 
larged windshield area which ex- 
tends into the roof will increase 
transmission of desired light. 

Third, “sunshade” rear window 
which involves a deposit of trans- 
parent metallic film on the interior, 
This results in a backlight which 
absorbs and reflects a substantial 
part of solar energy. 

Also, Pittsburgh said, heat- 
absorbing tinted glasses will be 


(Continued on Page 60, Col. 3) 
* * * 





Steel for Autos— 


Electric furnaces are used to produce 
the steel that eventually winds up in the 
finished 1957 automobile. Shown is steel 
scrap being charged into the top of one 
of Republic Steel Corp.'s 70-ton furnaces. 


Industry Urged 
To Train More 
For Top Jobs 


CHICAGO. — Unless industry im- 
proves the “executive quotient,” 
there will be a shortage of execu- 
tives by 1955, according to Lawrence 
L, Ellis, partner in Booz, Allen & 
Hamilton Management Consultants. 

Ellis told the American Bankers 
Assn.’s 25th Midcontinent Trust 
Conference that the shortage of 
management talent is already acute. 
He said management development 
has not kept pace with technologi- 
cal development. 

America will need 25 percent 
more executives in 1965, he said, but 
if something isn’t done, only 5 per- 
cent will be available. 

To improve their “executive quo- 
tient,” companies can follow these 
suggestions by Ellis: 

1. Development of a sound organ- 
ization structure within which 
young executives have the oppcor- 
tunity of practicing what they 
learn. 

2. Organization of a program to 
appraise performance standards. 

3. Selection of applicable develop- 






ment techniques “on an individual 4 


basis.” 

4. Adequate compensation to pro- 
vide incentive and interest while 
being trained. 
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On the Financial Front 





NEW YORK.—Typical net profits 
during 1955 for retail auto acces- 
sory and parts stores were $2.70 
before taxes for each $100 worth of 
net sales, according to the latest 
cost of doing business survey, re- 
leased by Dun & Bradstreet, Inc. 

This was an increase from the 
average net profits before taxes of 
$2.40 per $100 worth of net sales in 
the most recent comparable survey 
of operating results made for 1949. 

The new survey: includes typical 
operating ratios for 134 auto acces- 
sories and parts retailers. Store 
ratios were analyzed by sales vol- 
ume, percent of net profit earned, 
principal lines of merchandise and 
credit policy. 

Thirty-seven percent of the stores 
surveyed sold 10 percent or less on 
credit; 29 percent of the stores 
made from 11 to 35 percent of their 
sales on credit, and 34 percent of 
the stores made 35 or more percent 
of their sales on credit. 








Those stores with 35 or more per- 
cent of all sales made on credit 
showed net profits before taxes of 
3.3 percent, compared to net profits 
of 2.7 percent for stores selling 10 
percent or less on credit. 

Sixty-eight stores which obtained 
60 percent or more of their total 
volume from sales of auto acces- 
sories and parts showed average 
net sales of. $73,175. Forty-eight 
stores which obtained 60 percent or 
more of sales from tires, batteries 
and seat covers, showed average 
net sales per concern of $169,495. 

Dun & Bradstreet said profits be- 
fore taxes were used in its survey 
because only on that basis can 
operating results of unincorporated 
enterprises be compared with those 
of corporations. 


Inland’s Peters 
Urges Overhaul 
Of Tax Structure 


Russell L. Peters, financial vice- 
president, Inland Steel Co., Chicago, 
has advocated that corporations be 
allowed to depreciate assets at cur- 
rent replacement cost for tax pur- 
poses. 

Inflation is built into the econ- 
omy, Peters said. He told the 
Security Analysts of San Francisco 
that industry’s construction costs 
have increased at an annual aver- 
age rate of 7 percent compounded 
since 1940; 

With costs rising at such a rate, | 
he said, replacement of an asset) 
after the average useful life in the) 
steel industry of 25 years, would 
take 5.43 times as much as the 
original price. 

Peters said the problem is par- 





ticularly acute in steel but is com- 
mon to all industries and equally 
serious to all those which must} 
invest large amounts in long-lived 
assets. 

Industry must expand to meet the} 
increasing needs of a growing popu- | 
lation with constantly rising living 
standards, he said, but it must) 
first stay even by replacing facilities 
as they wear out. 

Tax measures which do not en-| 
able industries to do this are) 
“obsolete and unsound,” he said. 

* 


Goodrich Sales, 
Earnings Trail *55 


Sales of B. F. Goodrich Co. for 
the first nine months of 1956 were 
4.1 percent below the corresponding 
period of 1955, and estimated net 
income dropped 5.3 percent. 

Nine-month sales totalled $538,- 
646,156 compared with $561,924,350 
@ year earlier, and earnings were 
$30,667,340 against $32,395,212. 

The company said direct and in- 
direct sales to the Federal Gov- 
ernment were 4.8 percent of total 
sales in the 1956 period, compared 
— 5.8 percent in corresponding 
1955. 





* * * 
Pacific Finance Reports 


56 Profit of $3,508,224 


Pacific Finance Corp., Los Ange- 
les, has reported a net income of 
$3,508,224 for the first nine months 
of 1956, as compared with $3,669,832 
for the first three-quarters of 1955. 

This was earned on a volume of 
$172,695,463 as compared to $182,- 


254,802 in 1955, Pacific Finance said. 
However, at the end of Sept. 30, the 
firm had loans and discounts out- 
standing of $319,402,373, as com- 
pared to $284,801,041 at the same 
date last year. 

* + + 


Bullard 


Bullard Co., Bridgeport, Conn., 
nine-month report, 1956 vs. 1955: 
Shipments, $31,290,921 and $20,148,- 
210; earnings, $1,103,030 and loss of 
$1,311,618. Third quarter, 1956 vs. 
1955: Shipments, $9,455,879 and $8,- 
020,048; earnings, $275,323 and loss 
of $100,882. 

> * > 


Four Wheel Drive 
Four Wheel Drive Auto Co., Clin- 
tonville, Wis., quarter ended Sept. 
30, 1956 vs. 1955: Earnings, $91,503 
and $33,908; sales, $3,816,290 and $2,- 
898,785. 
7 * + 
Investment Per Employe 
Is $2,264, Timken Says 
Timken Roller Bearing Co.’s in- 








vestment in machinery, equipment, 
buildings, land, inventory and work- 
ing capital averages $12,264 for 
each of its 15,000 employes, the 
company said. 

The total was broken down to in- 
clude $6,081 for machinery and 
equipment; $1,332 in buildings; $201 
in land; $669 in working capital, 
and $3,689 in inventory. 


* * * 


Commercial Credit 


Hits Income Peak 


Commercial Credit Co. has an- 
nounced that its income for the 
third quarter and first nine months 
of 1956 was higher than that for 
any comparable periods in company 
history. 

For the nine months ended Sept. 
30, the company credited to earned 
surplus $19,876,253, compared with 
$19,568,689 in the first three quar- 
ters of 1955. 

The third-quarter net was $6,756,- 
426, compared with $6,695,526 in the 
corresponding period a year earlier. 

a * ” 


200,000 Reichhold Shares 


Are Placed on Market 
Stock in Reichhold Chemicals, 
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Inc., has been placed on the market 
for the first time since the firm was 
founded in 1927. In mid-November, 
an underwriting group headed by 
Blyth & Co., Inc., offered 200,000 
common shares at $22.50 a share. 

“Funds from this sale of securi- 
ties will enable us to undertake 
expansion which our growing busi- 
ness requires,” Henry H. Reich- 
hold, president, said. 


= * * 
Southwestern Investment 


Southwestern Investment Co., 
Amarillo, Tex., annual report, 1956 
vs. 1955 (year ended Aug. 31): Earn- 
ings, $1,024,659 and $880,726; busi- 
ness volume, $121,399,889 and $118,- 
982,076. 


* > * 


Gabriel Sales, Income 
Rise in First 9 Months 


Net sales of Gabriel Co. for the 
nine months ended Sept. 30 totalled 
$13,545,878, an increase of $3,241,016 
over the $10,304,862 in the corre- 
sponding period of 1955. 

Net income for the period was 
$175,089, compared with $69,905 in 
1955. For the third quarter, Gabriel 
reported net sales of $4,674,644, 
against $3,545,070 in the 1955 period, 


New endless chain of 
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while net income was $69,975, com- 
pared with $68,251 in the 1955 pe- 
riod. 

+ + * 


Federal Screw Works 


Federal Screw Works, Detroit, 
first fiscal quarter (ending Sept. 30, 
1956), 1956 vs. 1955: Net profit, $52,- 
534 and $116,869; sales not given. 

* * * 
Union Oil 

Union Oil Co, earned $26,107,000 
in the first nine months of 1956, 
compared to $25,094,000 in the seme 
period last year. In the third quar- 
ter of this year the earnings were 
$12,489,000. 


Sumpter Admits 


49 Tax Evasion 


PORTLAND, Ore.—Lewis Sump- 
ter, 52, El Segundo, Calif., former 
western sales manager of American 
Motors has pleaded guilty to evad- 
ing $4,000 in income taxes in 1949. 

At that time, Sumpter was north- 
west division manager for Chevro- 
let here. Judge William East, in 
U. S. district court, ordered a pre- 
sentence investigation and dis- 
missed a second charge of evading 
taxes in 1948. 








nrofits from FRAM 


CUTS 


ENGINE WEAR 
UP T0 90% 


The new FRAM Filtronic Carburetor > 
Air Filter is: More compact—fits © 
under sleeker, lower hoods! More | 
efficient — as high as 99.4+% 
efficient! Simpler —takes but a 
minute to service or replace! 
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FRAM patented, 
built-in gasket 
ABSOLUTELY 
PREVENTS 
BY-PASSING 








exclusive FRAM feature 
unmatched by any 
other filter! 











A plastisol-to-metal seal 
keeps the cartridge air-tight 
at all times . . . absolutely 
prevents by-passing. An 





Amazing FRAM Filtronic 


PTC aE 
Standard equip 


Filter now 
Hae 


1957 cars* creates new 
replacement market for you 











Just as Fram created your 


First with modern oil filters, now Fram is first 
again with a revolutionary new air filter! The Fram 
Filtronic Carburetor Air Filter is already original 
equipment on 1957 cars— protecting precision en- 
gines from airborne dust and abrasives—and start- 
ing a brand-new source of filter profits for you! 





oil filter market, Fram 


is going all out to make this new air filter replace- 


ment market your number one profit source. Big 
national advertising is telling millions about the 


amazing new FRAM Filtronic Carburetor Air Filter 


—and to make sure you cash in, Fram will unleash 
the most powerful merchandising program you ever 
saw! You’ll agree there’s never been anything like it! 


*New FRAM Filtronic now Send f Se ae ame. ene Steere e 
original equipment on for FREE ee Sy eee V3 
these great engines: BOOKLET! § Please send me your free booklet on how to increase en- | 
Continental. « Ford « Lincoln « We're offering it § gine life 90%. 

Mercury « Studebaker » Thunderbird toyour customers ! 
« American La France + Autocar « —So be sure you 9 Namne.........-..--..-coscsnccnnnsnncenncenencennceoncescncnnocees i 
Clark e Cummins « Diamond T « know all the Street i 
Divco « General Supply « Harley RE Ste enee ie ttmmenonerrenrereeninntontenesensenrint I 
Davidson » Lycoming « Reo the coupon today! ' i ee i ii | 
* Sheppa scales tinsavenieie dps ead aa i Nagbkatadialiatennemamsintte i tnahaniatess cerseaial 
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But TODAY’S smart 
design leaves no room 
____ for wasted space 






AIRFOAM makes interiors Premolded AIRFOAM replaces 
roomier, more luxurious expensive handwork — and custom rides 
looks even richer 


“3% GOODS 


THE WORLOE FINEST, MOST MODERN CUSHIOMING 




















he Mountainous Maxwell 
was smart design — 
so was bulky seating! 












Cross Section Compares “‘Old"’ and ‘New’ Seat Construction 








Solid area indicates space saved by switch- 
ing to full-volume AIRFOAM seating. 


{How AIRFOAM creates 
| Sales by creating 


R-0-0-M 
FOR COMFORT 


Open area indicates lesser space needed 
Ftcienernsemenins full-volume AIRFOAM seating. 


FOREMOST AUTOMOBILE MAKERS are tackling the interior space 
problem with vigor and practicality — and AIRFOAM Development Engi- 
neers are helping in a big way. 

MUCH HAS ALREADY BEEN DONE. New AIRFOAM seat-units are 
? replacing old-time bulky assemblies — and interiors are gaining style, 
 Rnaiaie sueu aati Riveais can Ve gear glamour and comfort, together with priceless R-O-O-M! 


become practical with AIRFOAM greatest sales-aid in years MORE OF SUCH SALES-BOOSTERS ARE ON THE WAY. Perhaps 


you'll find these new AIRFOAM seat-units in your new lines — for they fill 








a real need of all the industry. Goodyear, Automotive Products Dept., 
Akron 16, Ohio. 





Airfoam —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Reinforced Plastics Gain 


°56 Sales Climb 30 Pct.; Similar Rise Expected 
In ’57; Greater Use in Autos Seen 


NEW YORK. — Reinforced plas-| components in building and in all 


tics are penetrating volume mar- 
kets formerly held exclusively by 
die cast. aluminum, porcelainized 
steel and molded plywood, the Re- 
inforced Plastics division of The 
Society of the Plastics Industry, 
Inc., reported in its review of 1956 
and forecast for 1957. 

Reinforced plastics are ma- 
terials which combine plastic 
resins with fibrous reinforcements 
to make a wide variety of prod- 
ucts from boat hulls and building 
panels to fishing rods and furni- 
ture. 


The industry recorded a 30 per- 
cent gain in sales in 1956 as com- 
pared with 1955 and predicts an 
equal percentage growth in 1957. 
More important than volume, 
though, according to industry 
leaders, is the entry into solid new 
markets and the growing number 
of structural and semistructural 














forms of transportation. 

Equal importance is assigned to 
the widening manufacturing base 
for reinforced plastics due to the 
entrance into the field by compres- 
sion molders and by old established 
manufacturers, many of whom are 
investing substantial sums in rein- 


AMA Aide Honored 


For D. C. Auto Talks 


WASHINGTON.—James G. Ellis, 
Automobile Manufacturers Assn., 
has been cited by the Civitan Clubs 
of the Washington metropolitan 
area for his recent series of talks 
on “Your Stake in Automobiles.” 

The programs, arranged by H. C. 
Hoskinson, of Capitol Cadillac- 
Oldsmobile Co., featured the impact 
of automotive production, distribu- 
tion and use on the national 


economy. 


Fuel | 


Available now for the new 


forced plastics development and re- 
search, 

Particularly fertile fields for rein- 
forced plastics in the coming year, 
according to Clare E, Bacon, 
Owens-Corning Fiberglas Corp. and 
chairman of the Reinforced Plas- 
tics division, are the whole trans- 
portation industry (including cars, 
trucks, airplanes, boats and rail 
cars), household appliances, furni- 
ture and seating, containers, con- 
struction and electrical com- 
ponents. 

The potential among auto and ap- 
pliance manufacturers, Bacon said, 
can be traced to two main factors. 
They are: 

1, Reinforced plastics’ ability to 
be formed in large one-piece 
units with attendant savings over 
multipart production and assem- 
bly. 

2. Use, in some cases, of less 
costly tools in the forming of these 
materials. 


Production of reinforced plastics 
automobile bodies continues at an 
increased rate, the society said, and 
tooling for the next model of the 
Chevrolet Corvette is underway. 
But the volume growth of rein- 
forced plastics in cars is in com- 
ponents — for heater and air- 


Rochester 


njector 


Systems 








“None of these young salesmen 
will take any of George’s ‘old- 
fashioned’ advice on selling, but 
they're willing to borrow the 
money he made with it.” 





conditioner housings, instrument 
panels, fender fins, trim panels and 
hardtops. 

This year, according to the so- 
ciety, one automobile manufacturer 
has tooled to produce dash panels 


1957 Chevrolet and Corvette! 


Rochester introduces the greatest major advance in 


. establishing 


automotive performance since the high-compression 
engine ... Fuel Injector Systems! Now, Rochester’s 
advanced research and design makes fuel injection 
practical! This outstanding engineering first from 
General Motors takes to the road on the new 1957 
Chevrolet and Corvette.. 


a new kind 


of performance through precision fuel control... and 
developing new highs in power, smoothness and 
torque. It’s another pioneering advance brought to 


the automotive industry by Rochester.. 
the finest fuel control products. 


CHESTER 
AUTOMOTIVE 
FUEL CONTROLS 


. makers of 


ROCHESTER PRODUCTS DIVISION OF 
GENERAL MOTORS, ROCHESTER, N. Y. 


of reinforced plastics for all itg 
cars—a panel designed to fit all 
models. 

All five car manufacturers are 
using reinforced plastics for some 
body: components, the society 
added. 

In reporting on the growth of the 
industry, Bacon .credited advances 
in processing which have brought 
the reinforced industry closer to the 
goal of “parts per minute” rather 
than “minutes per part.” 

Improvements in finish to a 
point where surfaces suitable for 
appliance parts now are possible 
and better understanding among 
designers and engineers of the 
design and use flexibility of 
these materials are two other im- 
portant growth factors, he said. 

The advances in processing in- 
volve faster curing resins, new 
types of compounds and better 
materials handling methods, 

The industry anticipates an- 
nouncement of new products and 
further improvements in processing 
techniques at the 12th annual Tech- 
nical and Management Conference 
of the Reinforced Plastics division 
which will be held Feb. 5-7 at the 
Edgewater Beach Hotel, Chicago. 


Strength Hinges 
On Freedoms, 


Firestone Says 


CARLISLE, Pa. — The strength 
of America “lies in our three fun- 
damental freedoms, spiritual, politi- 
cal and economic, each one compli- 
menting and reinforcing the 
strength of the other,” Roger S. 
Firestone, president, Firestone 
Plastics Co., told the faculty and 
students at Dickinson College here 
in the keynote address of a series 
of talks on the theme, “America at 
the Crossroads.” 


“Our country’s great progress has 
afforded us many advantages,” said 
Firestone. “America’s system of in- 
dividual, competitive free enterprise 
is tried and proven successful, 
whereas other systems are either 
untried experiments or downright 
failures.” 


He challenged his audience to 
develop a mature philosophy of life 
which would enable them to assume 
responsibilities of the future. 

“It should be almost axiomatic,” 
said Firestone, “that our first re- 
sponsibility to society should be the 
responsibility to our own children.” 

Firestone pointed to the need for 
a better understanding of our eco- 
nomic system, 


“Industries are owned,” he said, 
“by the people. Profits are the nec- 
essary ingredients for the success 
of the competitive free enterprise 
system.” 


Oil Group to Hear 


Chapman, Hansen 


OKLAHOMA CITY. — Oscar L. 
Chapman, former Secretary of the 
Interior, will be one of the princi- 
pal speakers before the Interstate 
Oil Compact Commission when it 
convenes Friday (Dec. 7) during 
its Dec. 6-8 meeting, in Miami 
Beach. 

Chapman’s topic will be “Con- 
servation for Security.” Judge Vic- 
tor R. Hansen, chief of the Anti- 
trust division of the Department of 
Justice, also will address the ses- 
sion. 






Buffalo Dealers Donate 


Driver Training Cars 


BUFFALO. — Automobile dealers 
in the western New York area have 
started donations of cars for high 
school driver training courses. It 
is estimated that these donations 
save taxpayers more than $150,000 
annually. 

For the 1956-57 school year, deal- 
ers have donated 63 cars for the 
training courses. Fifteen of these 
are for use in Buffalo. The balance 
are scattered throughout the west- 
ern New York district. Last year 57 
cars were donated. If the cars were 
not donated, the schools would have 
to buy them with taxpayers’ money 
—or courses would have to be 
dropped. 


For the lowdown on dealer thinking, 
read John O, Munn’s column each week 
on Page 3. 
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$50 MILLIONS for new homes _=s==. 
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$20 MILLIONS tor 


new roads 











is already completed, 


A vast néw road building program, a whic 


is adding greatly to the economic importance of Western New York 


O 
gu" r 


(New York State’s second largest market). This area has been for years 
one of the best passenger car markets in the United States. The new 
road building program opens the way to new suburban developments 
...makes it easier for more customers to reach Buffalo buying centers. 
In the Buffalo suburbs the two car family is rapidly becoming the rule 
—not the exception. That is one reason why the BUFFALO EVENING 
NEWS continues to lead all evening newspapers in automotive lineage, 


as it has led almost constantly for a quarter of a century. 


SELL THE NEWS READERS AND YOU SELL THE GREAT AND STEADILY 
GROWING BUFFALO MARKET, NOW OVER 1,600,000 PEOPLE.* 


*SOURCES: State of New York 
D. P. W.; Buffalo Chamber of 
Commerce; Buffalo Automobile 
Dealers’ Association ; Newspaper 
Rates and Data. 
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BUFFALO EVENING NEWS 


KELLY-SMITH CO.—National Representatives 


WESTERN NEW YORK’S GREAT NEWSPAPER 
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Close Tie with Dealers 


Truck Equipment Firm in Upper Midwest 
Emphasizes Customer Relations 


FARGO, N. D. — A significant| as a dealer’s salesman” can best be 
trend in truck-equipment sales| understood by taking a look at a 
techniques is being pioneered in| typical day in the life of one of 
the Upper Midwest by Smith, Inc.,| Smith’s men. ; 
a distributor with offices here and| At 7 p.m., the telephone rang in 
in Minneapolis. | the home of Orv Lowitz, salesman 

The key to the new techniques | for Smith in Bismarck, N. D. Russ 
can be found in the firm’s sales- | Murray, truck salesman for Uni- 

men. In the words of Ken Bjorke, | versal Motors (Ford), Bismarck, 
assistant to the president of | was calling. 

Smith, “Long ago we abandoned | Murray told Lowitz that a 

the time-worn idea that a sales- | farmer had driven 40 miles to 


man was a man who went out 
Chicago Trucks Handle 


and made calls. 
40% of U. S. Hauling 


“To qualify as a salesman for 
Smith, a man must be skilled in a 
number of fields. He must be an| CHICAGO.— Chicago’s truck fa- 
excellent salesman, he must be in-| cilities handle about 40 percent of 
timately acquainted with the prod-| all the truck freight in the U. S., 
uct he sells and the dealer’s prod-| according to Thomas H. Coulter, 
ucts as well and he must know and| chief executive officer, Chicago 
practice sales education and sales) Assn. of Commerce. 
promotion. | Coulter said Chicago is the 
“Above all, he must learn that the| world’s largest market for perish- 
biggest job he can do is to function| able commodities and predicted that 
as a dealer salesman.” | by 1960 the city will require 513,000 
Just what it means to “function| additional workers. 
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RINSHED-MASON COMPANY 


DETROIT 10, MICH. *& ANAHEIM, CALIFORNIA *& WINDSOR, ONTARIO, CANADA 


Universal Motors late that after- 
noon and had asked about the 
possibility of equipping his flat- 
bed truck with a hydraulic hoist 
and a grain body. 

Murray had given the farmer a 
price and all of the information 
available on the equipment. Since 
there was no unit at the dealership 
equipped with the hoist and body 
combination the farmer was inter- 
ested in, Murray had been unable 
to provide a demonstration. 

Lowitz noted the farmer’s ad- 
dress, the make and model of the 
truck he wanted to equip and the 
price quoted by Murray. 

Lowitz had barely hung up when 
the phone rang again. This time it 
was the sales manager of a dealer- 
ship in a small community 70 miles 


north of Bismarck. He told Lowitz| ~ 


that he had received a tip that a 
private operator in a nearby com- 


munity would probably be awarded | 


a school bus route, and that it could 
involve a new chassis and school 
bus body. He asked Lowitz to check 
on it and see what he could do. 

At 6 o’clock the next morning, 
Lowitz started his round. By 8 
o’clock he had located the farmer 
referred to him by Universal Mo- 
tors and had arranged to drive the 
farmer 25 miles farther south to see 


Beautiful reflections are radiantly clear in the 


high luster of a Rinshed-Mason paint finish 
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jerk 


never shake that persistent sales- 
man.” 





a hoist and body combination sold 
to another farmer. 

With one stop for coffee, Lowitz 
and his prospect reached their des- 
| tination by 9 o’clock. An hour later 
Lowitz had a signed order and a 
deposit and drove the farmer home 





Lowitz ate lunch in Bismarck, 
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then headed north to the vicinity 
of Garrison, N. D. He had trouble 
finding the prospect for the school 
bus, but by 3 o’clock, he had 
traced him to a small gas station. 
He spent 40 minutes with him 
talking about the line of school 


AVTOMRT! buses handled by Smith. No deal 


was made, but Lowitz knew he had 
laid some solid groundwork for a 
future call. Lowitz arrived home in 
Bismarck at 6:30 p.m. and stepped 
through the door just in time to 
hear the telephone ring again. 

That is a pretty typical day in 
the busy life of a Smith salesman, 
There are 20 such men employed 
by the firm—one of the most suc. 
cessful and largest truck equip- 
ment distributors in the five-state 
area its territory covers. 


There are more than 3,000 truck 


“I thought for a time there we'd dealers in the territory covered by 


Smith. Many of these took their 
first long, hard look at possibilities 
of truck equipment profits under 
the guidance of a Smith representa- 
tive. 

A truck dealer in Southern Min- 
nesota says, “Selling truck equip- 
ment used to be more trouble than 
it was worth. We're not a large 
dealership, and couldn’t, or for that 
matter, can’t afford to keep a truck 
specialist on our staff. 


“Before we started working with 
Smith, we made a couple of costly 
mistakes involving wrong specifica. 
tions of truck equipment—and be- 
lieve me, it cost us plenty to ree- 
tify these trrors. But about a year 
and a half ago, we found out that 
for the price of a telephone call, we 
could have a Smith salesman—a 
man who really knew his truck 
equipment—give us all the help we 
needed with specifications and even 
the actual sale. So now, we're back 
in the truck equipment business, 
| and we're selling more trucks than 
| ever before.” 

Dealer enthusiasm for the busi- 
ness methods and practices used 
by Smith isn’t limited to the tes- 
timonials of small dealers who 

| have learned the value of truck 
| equipment sales. 
| Earle F. Tucker, president of 
| Universal Motors, has this to say 
| about Smith’s operation: “I've taken 
@ personal interest over the past 
few years in watching the develop- 
ment of Smith’s sales operation. 
It’s been, for me, an extremely in- 
teresting development, for it isn’t 
| every day that you can sit back and 
| watch a firm develop a completely 
new concept of salesmanship and 
marketing. 

“Our interest here at Universal 
Motors in Smith, is more than aca- 
| demic. We work closely with their 
representative in this area. 

“We know that when he assists 
in specifying equipment there will 
| be no mistake. Also, we can count 
on him to make calls on prospects 
and customers in the field—often 
without the help of anyone else on 
our staff. 

“I might point out that we never 
have to worry about a Smith 
salesman by-passing us on a sale. 
Whether we furnish the lead or 
| not, if the prospect is a Ford 
| owner in our territory, we can be 
certain that the sale will wind up 
here. I couldn’t begin to count 
the number of sales that the 

Smith men have helped us close— 

both in the field and right here in 

the show room. 

“Perhaps just as important is the 
help that he’s able to provide us 
with during our daily sales meet- 
ings. From time to time we'll ask 
him to appear and speak on truck 
equipment. For instance, earlier 
this month, he spoke on hoists and 
bodies. He passed out literature 
during his talk and answered every 
question that our sales staff of nine 
men could think of. 





Rinshed-Mason Company is America’s foremost manu- 
facturer of superior automotive and industrial lacquers, 
enamels and undercoats, and a pioneering leader in 





scientific paint research. R-M finishes are in daily use 
on the production lines of 14 makes of American cars. 





“When he had finished speaking, 
there wasn’t a man in the room 
who hadn't learned something—and 
that includes myself.” 





Chrysler to Reactivate 


Plant in Kokomo, Ind. 


KOKOMO, Ind.—Chrysler Corp. 
will reactivate its original Koko- 
mo Plant, which was closed when 
the firm's new plant here was 
placed in operation a year ago. 

The old plant should be ready 
for opening next summer and will 
make die castings for automatic 
transmissions built at the new 
plant here and the Indianapolis 
transmission plant. It will be 
Chrysler's seventh manufacturing 

. plant in Indiana. 
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Drive Across Town, Across America or Around the World... 


FEDERAL-MOGUL SERVICE 


Few men can match the frustration of the car- 
owner who is temporarily, and unwillingly, a 
pedestrian! Knowing this, service mechanics 
try to “get ’em in this morning, get ’em out 
tonight!” 

Federal-Mogul Service helps mechanics main- 
tain this tempo, by providing a complete line of 
quality bearings. Federal-Mogul engine bear- 
ings, Bower roller bearings and BCA ball 





/s Everywhere! 


bearings are instantly available for service. A 
vast network of independent automotive parts 
wholesalers makes this possible. 


The Federal-Mogul line meets your car’s re- 
placement bearing needs completely, and as- 
sures quality performance. Ask your mechanic! 
FEDERAL-MOGUL SERVICE, Division of 
Federal-Mogul-Bower Bearings, Inc., Detroit 
13, Michigan. 


FEDERAL-MOGUL SERVICE 


BEARINGS 


RESEARCH - DESIGN - METALLURGY + PRECISION MANUFACTURING «© SERVICE 
















FEDERAL-MOGUL beorings, bushings and 
connecting rod service for automotive, 
agricultural and off-the-road equipment. 


BOWER tapered and straight roller 
bearings, widely used in automotive, 
agricultural and industrial applications. 





BCA boll bearings for automotive wheel, 
axle, differential, steering gear, generator 
and clutch assemblies. 
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Hardtops and Station Wagons... 





Cinderellas of the Auto Industry 


By Maynard M. Gordon 
News Editor 
N2 BODY styles have typified the 
expanding automobile market 
more than the station wagon and_| 
the hardtop. 

Viewed together as a postwar 
phenomenon, the hardtop and the 
wagon reflect demand for change 
and response to growth by con- 
sumers and their families. 

The pillarless hardtop, intro- 
duced in General Motors’ Mid- 
Century Motorama of 1950, gave 
the public the first entirely new 
body style of the postwar period. 

Buick’s Riviera, Oldsmobile’s 
Holiday and Pontiac’s Catalina pro- 
vided convertible-type window 
treatment without the inconveni- 
ences of the soft top. Their sales 
curves moved upward quickly in 
the Korean War years. 

Four-doors did not receive a hard- 
top version until 1955, when Buick 
and Oldsmobile led the way at the 
Chicago Auto Show. Appeal of four- 
door hardtops to the family mar- 








ket, which was conditioned to the 
two-door hardtop for five years, 
was even more electrifying, consid- 
ering the long-entrenched status of 


the four-door sedan. 
* + * 


1 station wagon represents an- 
other medium of automotive 
expression, although it too has ben- 
efited from postwar changes in liv- 
ing patterns. Here was a holdover 
from prewar days, made now en- 
tirely of steel, which has had grow- 
ing appeal for rural, suburban and 


exurban families as well as busi-| 


ness proprietors. 

Figures tell the station-wagon 
story. In 1940, when a National 
Auto Show visitor had a hard time 


finding a wagon, only about one) 


unit of every 150 manufactured was 
a wagon. The ratio climbed to 
nearly one in 10 last year and 
reached one in nine for the full 
1956-model year. 

Barely five years ago, the man- 
ufacturer that had more than two 
standard wagon choices in its line 
(an eight and a six) was a rare 


one. Now, the 1957 lines are em- 
phasizing full series of station 
wagons, with two-door and four- 
door variations offering two and 
three seats. 

Finally, the postwar streaks of 
the hardtop and the wagon have 
been blended in the “hardtop con- 
vertible station wagon.” This pil- 
larless wagon, first introduced on 
the 1956 American Motors Rambler, 
dramatizes in a single body style 
the flux of the postwar automobile 
market. 

For the man on the selling line, 
| the hardtop design signified a dra- 
|matic departure from the conven- 
| tional lines of the four-door and 
| two-door sedans and the now-obso- 
lete club coupes. 

A full sweep of side glass, instead 


of a chopped-up design, came nearer | 


the advanced “cars of tomorrow,” 
which had been beguiling consum- 
ers in Motoramas and various city 
| auto shows. 


* > 
a four-door hardtop and the 
hardtop coupe each took nearly 


* 





20 percent of General Motors pro- 
duction in the first half of the 1956 
calendar year. Ford Motor and 


two-doors and 14.9 percent four- 
doors. 
DeSoto also favored two-door 


Chrysler Corp. also were near the| hardtops over four-doors—29.7 to 8.2 


20 percent level on two-door hard- 
tops, but were below 10 percent on 
the newer four-door versions. 

Percentages of hardtops in the 
product mix have been rising 
swiftly in the medium and high- 
priced classes. Sixteen percent of 
1956 Mercurys were four-door hard- 
|}tops and 38% percent, two-door 
hardtops. One-fifth of all 1956 
| Dodge cars were hardtop coupes, 
with only 5 percent four-door hard- 
tops. 

Four-door hardtop output out- 
ran the older two-door brother at 
Buick and Oldsmobile in the 
1956-model year. The Buick allo- 
cation was 36 percent four-door, 
and 33 percent two-door, and the 
Oldsmobile margin, 32 percent to 
28 percent. 

At Pontiac and Chrysler division, 
| two-doors held the upper hand. 
| Pontiac’s two-door hardtop lead 
| was slim, however, 28.43 percent to 
26.86 percent. Chrysler’s model run 
included 26.7 percent two-door hard- 
tops and 8.4 percent four-doors, 
while Imperial made 20.2 percent 





percent. 
* + 
ge hardtop coupe enjoyed a 
wider advantage over the four- 
door hardtop in the lower-priced 
field. Ford’s 1956 model run favored 
the coupe, 14% percent to 2.2 per- 
cent, while Plymouth built 7.6 per- 
cent in the coupe design and 3.2 

percent in the four-door. 

American Motors percentages 
were: Nash, 6.7, two-door hardtop; 
Hudson, 15.4 percent, and Rambler, 
5 percent, four-door hardtop. 


The penetration made by hard- 
tops on body preferences is illus- 
trated by Automobile Manufactur- 
ers Assn. data. Two- and four-door 
hardtops bagged 27 percent of the 
1955 production, compared to 17 
percent in 1954, Four-door sedans 
dropped from 47 percent to 38 per- 
cent in the same period, and two- 
door sedans from 27 to 21 percent. 


If hardtops have stood out 
mainly as a “hot” selling item, 
sales of wagons have moved for- 
ward as much in styling variety 
as in spurting registrations. 


Chrysler Corp. is introducing a 
rear-facing seat on three of its 1957 
wagon series. Chevrolet and Buick 
have scored sales gains with Nomad 
and Safari models, which were Mo- 
torama firsts. Mercury is doubling 
its wagon selection from three to 
six, Rambler is adding the Ameri- 
can Motors V-8 to its wagon, and 
Studebaker is introducing two four- 
door wagons. 

But the undisputed leader in the 
wagon market continues to be Ford 
division, which devoted 19 percent 
of its 1956 model run to this body 
style. This enabled Ford Motor to 
corral nearly 40 percent of all in- 
dustry wagon production in the 
first half of 1956, compared with 37 
percent for GM, 15 percent for 
Chrysler Corp. 6% percent for 
American Motors (all Ramblers) 
and 2 percent Studebaker. 


* * * 


— wagon market bids fair to 
be more competitive than ever 
in 1957. Oldsmobile’s return to the 
field, after an absence of several 
years, underscores the keen aware- 
ness on every producer’s part of the 
strength in this field. 

Station wagons are regarded as 
a “money in the bank” part of the 
line, if not the “bread and butter.” 
The manufacturers all have closed 
the gaps they may have allowed in 
their wagon lines to give dealers 
more to offer the increasing po- 
tential. 

The passenger and cargo ca- 
pacity of the station wagon, cou- 
pled with the minimal spread in 
price over sedans and hardtops, 
are temptations for homeowners 
and businessmen, Competition is 
keener, but the market potential 
may be well nigh inexhaustible. 

The boom in hardtops and sta- 
tion wagons, however, has failed to 
win away addicts of the soft-top 
convertible, which accounted for 3 
percent of the market in 1940 and 
still claims an average of three cars 
out of every 100. GM and Ford Mo- 
tor makes account for more than 90 
percent of the convertible market. 
Ultimate test of the staying power 
of open-car advocates may come 
early in 1957, with the promised in- 
troduction by Ford of a completely 
new body style—a retractable-steel 
top coupe. 

Ford dealers in sports-car-minded 
areas also look for continued divi- 
dends from the Thunderbird, al- 
though Chevrolet’s Corvette has 
been given a new fuel injection 
system to entice more buyers in this 
limited-though devoted-market. 


Restive Yanks 
Keep on Move 


ATLANTIC CITY.—One out of 
4% Americans will change addresses 
in 1957, according to Louis 
Schramm jr., Allied Van Lines 
president. 

California and Florida will gain 
the greatest number of new resi- 
dents and the central New England 
states lose the most, Schramm said. 
Allied’s statistics back up this pre- 
diction. Latest available Bureau of 
Census figures, which chart popula- 
tion movement for 1955, reveal that 
20 percent of the nation moved that 
year. 

“According to our shipments, that 
percentage will rise appreciably for 
1956 and 1957,” Schramm said. 
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You've never seen 
a wagon like this 


Meet the Caballero 


r a 1957 Buick CENTURY, but a new kind 
of automobile. 


It’s a wagon with a difference. A wagon with 
hardtop styling—beautiful Riviera styling. 


But listen: 


There’s 64.5 cubic feet of lugging space in 
that rear quarter—a long 101.9 inches of 
stow-away floor space between the back of 
the front seat and the outer edge of the 
opened tail gate. 


The tail gate opens flat with one easy motion. 
And that panoramic rear window—with glass 
that curves clear around the side corners— 
lifts up parallel to the roof (and locks there! ) 
in one fell swoop. With one hand. 


This combination of hardtop and wagon is a 
brand-new departure in cars that carry. A 
fresh note. The Caballero Look. 


Yet, for all its difference, you can tell at a 
glance that this is a Buick. A brand-new 1957 
Buick CENTURY—longer-looking, handsomer, 
and only 4 feet, 10 in height. 


With the same swoop of line, accented by 
the new wide-band, color-jewelled sweep- 
spear. The same rakish, backswept cant to the 
higher, wider windshield. 


It’s all Buick under the hood, too. Brimming 
with power from that brand-new Buick V8. 
With 300 horsepower, 364 cubic inches, and 
an even 400 foot-pounds of torque. 


But listen again, for here’s the best of all: 


To make the most of that concentrated 


power, there’s an advanced new instant 
Dynaflow—Variable Pitch Dynafiow.* It’s so 
completely high-torqued and full-range and 
flexible that the need for “Low” has practi- 
cally disappeared. 

There’s so much that’s new and newsworthy 


here—perhaps the best thing to do is to come 
on over and see the Newest Buick Yet. 


And get to know, of course, the Caballero— 
or the even lower-priced SPECIAL Estate 
Wagons that are similarly styled. It can be 
the beginning of a beautiful friendship. 


*New Advanced Variable Pitch Dynafiow is the only 
Dynaflow Buick builds today. It is standard on 
Roadmaster, Super and Century—optional at mod- 
est extra cost on the Special, 


ig Thrills Buick 


When better automobiles are built Buick will build them 


SEE YOUR BUICK DEALER-NOW 
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Lincoln Dealers Cited— 

Ten dealerships in Lincoln's Kansas City sales district received the William Clay | 
Ford Award in recognition of sales achievements during June and July. Accepting the 
awards are, from left, W. A. Sacroni jr., Pueblo, Colo.; Riley L. McCann, Coffeyville, 
Kans.; Robert E. Thomas, North Kansas City, Mo.; Dean Carr, Great Bend, Kans.; 
Gordon B. MacKenzie, Kansas City district sales manager; Ben B. Nolen, Decatur, 
ill.; Howard Walker, Jacksonville, Ill.; C. H. Packer, Benton, Ark.; Fred F. Vincel, Clay- | 
ton, Mo., and H. Lee Wichman, Farmington, Mo. a 


Belisle in New Home 


Belisle Automobiles, Ltd. geet president; Gerard Belisle, vice-pres- 
rolet-Oldsmobile), has opened a/ ident; Paul Belisle, secretary-treas- | 
new showroom in Ottawa. Princi-|urer, and Charles G. Belisle, sales) 
pals of the firm are Conrad Belisle, | manager. 














Auto News from Britain 
Auto Show More Successful Than Last Year; 


‘Rental’ Plans 


> England. — (UTPS) —| 
Final reports from the auto| 
show indicate that it has been 
much more successful than last 
year’s. Although the credit squeeze 
limited some buyers, others found 
a@ way around the restrictions. 

The big success came from | 
overseas buyers. Attendance was 
down from last year, but not as 
much as had been expected. 

“We are very pleased indeed,” | 
said Stanley Clark, Society of Mo- 
tor Manufacturers and Traders. 
“We anticipated a severe decline 
in attendance due to economic re- 
strictions.” 

Clark credited the decision of 
British makers to hold down prices 
as a major factor in easing the 
pinch of tight credit as well as 
widespread adoption of automatic 
transmissions and more powerful 
engines. 

‘It bears out the words of Sir 


“Financial Statement? 


It's all finished- took only 2% hours!” 





lover the $3 million mark and 
| Jaguar said 


| reception after it was introduced at 





Beat Squeeze 


Anthony Eden (British prime min- 
ister) at the opening when he said 
that the British car industry is still 
the most vital one in the country,” 
said Clark. 

Most auto makers report that 
they are well satisfied with the 
show. Ford has export orders well 


it has a big rise in 
sales. Rover 105 also had a good 


the show. 

One tentative Rover order was 
from a police force on the Con- 
tinent, subject to tests of the 100 
mile per hour claim. 


The police said they want cars 
which look like ordinary sedans 
but are capable of overhauling dan- 
gerous motorists. Observers say 
that shrewd pricing of the Rovers| 
has ensured that they will compete 
strongly with foreign autos, nota-| 
bly German models of the more| 
expensive type, in the overseas mar- | 








Say, that’s really going some! ... 
even with an accounting machine 
and an operator who knows all the 
short cuts. But if you’ve checked 
around, you know she’s not using 
just any accounting machine. 


It’s the Burroughs Sensimatic 
that’s wrapping up this car dealer’s 
monthly financial statement in a 
scant 21% hours—turning a normal 
two-day chore into a between coffee 
break and lunch cinch. And as far 
as the operator goes, she’s average, 
not the whirlwind you might think. 
The time tests prove that. 


Yes, experienced bookkeepers 
have clocked it both ways, the old- 


fashioned pen-and-ink method vs. 
the modern work-saving Sensimatic. 
The result: Sensimatic turns out the 
statement on an average of six times 
faster! 


And that’s only the half of it. In 
similar tests, the clock showed that 
all your daily distribution journals 
can be buttoned up three times faster 
with the Sensimatic; without chang- 
ing your factory-approved system! 

Sound too good to be true? Try us! 
One quick demonstration will prove 
all we say—and more. Just call our 
nearby branch office listed in the 
phone book, or write to Burroughs 
Corporation, Detroit 32, Michigan. 


Burroughs 





Burroughs 
Sensimatic 


“Burroughs” and “Sensimatic” are trademarks 





ket. The Rover is priced to sell for 
about $3,000. 


* * * 


‘Rentals’ Beat Squeeze 
i ws Chancellor of the Exchequer 
has frowned on “rental” plans 
proposed by Standard Motors and 
other similar ideas which offered 
autos on a rental basis with a de- 
posit lower than the 50 percent 
required on ordinary installment 
plans. 

The Treasury compelled the com- 
panies to revise the plans and 
Standard nas come up with an idea 
which seems to be even more bene- 
ficial to buyers than the first, 

It also does not leave the Chan- 
cellor any room for complaint since 
every demand he made has been 
met. The new plans carry substan- 
tial tax relief and Standard also 
has insurance against sickness and 
unemployment. 

British Motor Corp. also has en- 
tered the field with a plan. Like 
Standard, it requires 31 percent of 
list price down, this covers the first 
nine months of the “rental,” and a 
further 10 percent during the first 
year. 


At the end of three years, the 


;}auto becomes the property of the 


“renter.” Timing of these revised 
plans—announced a couple of days 
after the show opened—obviously 
did much to boost sales. 

2 * * 


Shipping Shortage 


HE Suez crisis led to another 
one in the British auto indus- 


| try. The requisitioning of a large 


number of ships resulted in a big 
holdup in autos awaiting shipment 


| overseas. 


Ford tackled the problem first. 
With its own dock alongside the 
Dagenham plant, it had a big ad- 
vantage. Ford chartered a 10,000 
ton freighter and shipped 400 autos 
to San Francisco. This was only 
temporary relief, for 400 is only a 


small fraction of Ford monthly 
export. 
Meanwhile, some 4,000 autos 


from other makers were cram- 
ming the docks waiting for ships. 
Ford got together with MG and 
chartered a 10,000 ton Dutch 
freighter and packed 500 Fords— 
Anglias, Prefects, Consuls, Zodi- 
acs and Zephyrs—as well as 120 
MGA coupes into it. 


Special skeleton crates were de- 
signed, so that four or five autos 
could be mounted pickaback on 
top of each other, all for the U. S. 
West Coast. 

BMC also has plans for convert- 
ing a U. S. Navy ship to ferry vehi- 
cles to the West Coast in coming 
months. Rootes, too, went into the 
special charter business and shipped 


nearly 300 autos in an 8,000 ton 
freighter to San Francisco and 
Vancouver. 


German companies have been 
shipping autos in chartered ships 
for many months. It is thought that 
British companies may continue to 
charter vessels after the crisis has 
passed. 

> > * 


Metropolitan for Britain 


(mons HARRIMAN, vice- 
¥ chairman, British Motor Corp., 
has announced that Metropolitan, 
which Austin has been building in 
Britain for American Motors Corp., 
is to be put on the British market 
early in 1957. It will be sold either 
as a hard top or a soft top, have 
two or three seats, and a new en- 
gine which will give it a top speed 
in the seventies. The new motor 
will be of 1,489 c.c. and the axle 
ratio has been changed to reduce 
engine r.p.m. No price was quoted. 
* 7 ” 


Safety Belts at Last 


i HAS taken a long time to con- 
vince any British auto maker 
that safety belts are a good thing. 
The majority of them have an- 
swered pleas for belts by saying 
that the very suggestion of belts 
would make many would-be auto 
buyers think that the autos them- 
selves were not safe. 

Rootes Group is offering a sim- 
ple “across-the-lap” belt, designed 
and made to aircraft safety speci- 
fications, on its lates autos. It is 
offered with Hillman Minx, Singer 
Gazelle and Sunbeam Rapier and 
is made of a single, strong belt of 
nylon webbing. The nylon is self- 
colored and contains no dye to 
stain clothing. The quick release 
buckle can be fastened in five sec- 
onds, released in one. 
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Of the 12,172,244 passenger car engines 








produced in the U.S. from January 1, 
1955 through September 29, 1956, more 


than half were equipped with the new 





PERFECT CIRCLE 


type 98” 
chrome oil ring 


%53.6% were Perfect Circle Type “98” chrome oil 
rings. 46.4% were all other oil ring types combined, including other 
Perfect Circle oil ring types. 


“Best for New Engines... 
Essential for Worn Engines” 
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Highways 





Montana voters favored the 
Good Roads Amendment by a sub- 
stantial margin, making that state 
the 27th to adopt a constitutional 
amendment to prohibit diversion 
of highway user taxes. 

A $100 million highway bond 
issue to match Federal-aid funds 
was approved by a ratio of about 
five to one in Kentucky. 

A proposed “weight 
tax was decisively defeated 
Nebraska. 

Minnesota voters approved a 


distance” 
in 


constitutional amendment that pro- | 


vides for proceeds of registration 
fees and fuel taxes to be allocated 
in the following ratio: trunk high- 
way funds, 62 percent; county 
state-aid highway fund, 29 percent, 
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in excess of 10 miles an hour 
over posted limits would be con- 
& Safet sidered flagrant. Other such 
y offences are drunk or reckless 
driving and any other moving 
| violations which indicate a “will- 
zation of the Augusta (Ga.) Auto-; ful disregard for the welfare and 
| mobile Safety Club. safety of other persons or prop- 
| The club is under the guidance! erty.” 
|of the Boys’ Club of Augusta Inc.,| 
|with T/Sgt. Edward H. Kilgore, | 
| USAF recruiting service, as direc- 
| tor, according to Paul Cooper, Boys’ 
| Club director. 


* * * 


Safety Sermonets 


have taken to the airw ays to 


Purpose of the club is to instruct} remind motorists and pedestrians | 


boys in care of vehicles, safe driv-|that they are responsible for their 
ing, repair work and road courtesy | own lives and the lives of others 
to other drivers. in traffic. The churchmen have 
eee transcribed a series of one-minute 

Conclave Set | sermonets, which Detroit radio sta- 

The Canadian Good Roads’ Assn.|tions are broadcasting as part of 
will hold its 38th annual convention! a program stressing the fact that 


in Saskatoon, Sask., Sept. 25-27, 1957.| accident prevention is a moral as} 
* 


’ . $s | well as a social responsibility. 
‘Flagrant? Violators Face * * & 


License Loss in Colorado 


“Flagrant” violations will result | 
in suspension or cancellation of 
driving privileges under a new | 
Colorado program announced by 
State Revenue Director Robert A. 
Theobald, 

He said conviction of speeding 


and municipal state-aid street fund 
9 percent. The amendment also 
provides for changes in systems of 
public roads. 

In New York, a $500 million high- 
way bond issue was approved. Un- 
like the amendment defeated at a 
previous election, this amendment 
carried no tax increase. 

In Kansas, voters defeated an 
amendment that would have pro- 
vided that motor vehicles could be 
classified and taxed uniformly as 
to class for personal property tax 


purposes. 
> . 


S. Calif. Traffic Deaths 


Threaten New Record 


Traffic fatalities in southern Cali- 
fornia will reach an alltime annual 
high if the third quarter death rate 
continues during the remainder of 
the year, the Automobile Club of 
Southern California has warned. 

The 1,558 fatalities in the first 
nine months constitute an 8 per- 
cent increase over 1,441 during the 
same period last year, the club re- 
ported. In the past quarter there 
were 553 highway deaths compared 
to 498 during 1955's third quarter. 

The worst year on record is 1941, 
when there were 2,085 traffic fatali- 
ties in the 13 southern counties. 

> > > 


Augusta (Ga.) Forms 
Automobile Safety Club 


An automobile safety club, in the 
planning stage since June, became 
a reality last week with the organi- 


Heineman to Quit 


As FWD Chairman 
For Railroad Job 


MADISON, Wis.—-Ben W. Heine- 
man, new head of Chicago and 
North Western Railroad Co. ex- 
pects soon to resign as chairman of 
Four Wheel Drive Co., Clintonville, 
Wis., he has testified in proceedings 
before the Wisconsin Public Service 
Commission. 

Heineman told his plans as he 
appeared as a witness on behalf of 
the North Western's petition, now 
being considered by the commission, 
to cut back passenger service on 
the North Western system through- 
out Wisconsin. 

He explained that when he had 
taken the railroad company office, 
he had resolved to “burn all my 
bridges.” 

Heineman said he had tendered 
his resignation as FWD board 
chairman some time earlier, but he 
had been asked by the company to! 
continue to serve on an “interim” | 
basis. He said he expected to sever | 
his connection with the truck man- 
ufacturing operation within a 
month or two. 

He added that his principal in-| 
terest has been the railroad, and 
that his duties with the truck com- 
pany have occupied him for only a 
day or so each month lately. 





Morgan-Mack Salesmen 


Drive Voters to Polls 


LAWRENCE, Kans. — Morgan- 
Mack Motor Co. (Ford) here as- 
signed its entire sales force to 
driving voters to the polls on 
Election Day. 

“We had eight men with eight 
1957 Fords ready to drive anyone 
to the polls that wanted a ride. 
Our men waited for the voters 
while they cast their ballots, then 
drove them home,” said Les Mor- 
gan, one of the owners. 











ATA Honors Weeks 


Another award has been given 
Jack Weeks, Houston Chronicle re- 
porter, for his articles on traffic 


nity, also has honored Weeks. 


AC) SELLING 


stalling. 


ORDER NOW FROM YOUR AC SUPPLIER! 


Twenty-two Detroit clergymen 


|safety by the American Trucking | a : . nes Gendted te the diy Ser ‘ 
| Assns. The Gulf Coast chapter of | Mayor O'Brien with keys to a new car the company has donated to the city use in 


| Sigma Delta Chi, journalism frater-| its high school driver-training program. Superintendent of Schools Doherty watches 


Get Ready to Share in Two 


1957 CHEVROLET V8, CADILLAC, OLDSMOBILE 
AND PONTIAC MODELS TO BE EQUIPPED WITH 
NEWEST AC ACCRETED-TYPE GAS STRAINER! 


THE Oo COMPLETE 
GASOLINE STRAINER 
ASSEMBLY—One type fits 
all other cars and popular 
trucks. Removes dirt, lint, water 
and abrasives to maintain 
carburetor efficiency, prevent 
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Charles Donates Training Car— 


Charles Maykel, center, treasurer, Charles Chevrolet, Inc., Worcester, Mass., presents 


the ceremony, which took place in front of the city hall. 


SLANTS 
















Tremendous upsurge in original 
equipment means rising demand 
for AC’s accreted-type strainer! 


The combination AC Gasoline Strainer and 
high-efficiency GF-124 Accreted-Type Strainer 
element is to be used on all Chevrolet V8, 
Cadillac, Oldsmobile and Pontiac models. The 
°57 cars using the AC Accreted Element 
present you with a tremendous replacement 
market opportunity. AC packs the GF-124 Gas- 
oline Strainer in an attractive, handy, counter 
or shelf container. This one AC Gasoline 
Strainer Element has universal application. 





THE © or-r26 
ACCRETED GASOLINE 
STRAINER—Assures higher 
standards of fuel straining, 
water repellency and high- 
velocity feed to the carburetor. 
Meets every requirement of 
today’s fuels and engines. 
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Correspondent George L. Glaser Writes... 


Auto Letter from Europe 


RANKFORT, Germany.—Reduc-| of the driver, somewhat larger and 


tion off forces have been made 
in Austria, where the economy is 
still rather weak. The automotive 
firms involved are Saurer, the truck 
manufacturer, Graef and Stift, the 
Lohner works and a number of 
supply firms. 

The vehicles of the new Ger- 
man Bundeswehr, the West Ger- 
man Army, are painted with a 
special coating which reflects 
infra-red beams, which make 
night detection possible othe r- 
wise. 

Krupp, the big German steel con- 
cern, and Fiat of Italy have had 
talks of mutual cooperation in vari- 
ous fields. However, the American 


wife of Mr. Krupp wants a divorce. | 


Seems that love and business are 
two different things. 

Tempered glass for use in wind- 
shields in Germany has recently 


been improved by making the emer- | 


gency sight area, an oval in front 





|} work on a new, 


| providing that the pieces in this 
| section remain large enough when 
| the windshield is shattered, to per- 
|mit sufficient view of the road 


ahead. 

Ford of Cologne confirmed the 
slightly larger 
model for 1957. 


* * * 


Poles Buy Trucks 
HE Polish Government has 

| ordered 100 British Standard 
| Vanguard one-half-ton trucks and 
|/100 small sedans from the same 
| firm. 

The tiny engine of the German 
Lloyd car passed an airworthi- 
ness test in sailplane built by a 
German sailplane flying teacher. 

Continental in Germany came out 
with mud and snow tires for the 
winter in tubeless design. 


Volkswagen has purchased the | 


majority of the stock of South Afri- 





can Assemblers, Ltd., Johannesburg, 
Africa. 

Bavarian Motor Works is still 
looking for $6 to $7 million for 
future operation. A new piston-type 
airplane engine is getting ready, 
with jet engines planned for later. 
However, in the auto business 
profits are hardly to be expected, 
except if the coming small car, 
called Dixi, would be successful. 

* * * 


Trailer Train 


ENSCHEL, in cooperation with 
Chiron and Trutz, came out 


| with semitrailer train which can 


be expanded. It is said to be the 
first unit in the field of movable 
operating rooms for medical pur- 
poses. 

Volkswagen has advised that, 
for the time being, multigrade 
oils are not to be recommended 
for its cars. 


A prototype Mercedes seen by 
some people has the American-type 








panoramic windshield. Seems that 
style is being prepared in addition 
to the proverbial mechanical excel- 
lence of this firm. 

Here are the official production 
figures of some German car pro- 
ducers for 1955: Volkswagen, 329,- 
893, with 53.8 percent exported; Opel 
(GM) 185,000, 53.1 percent exported; 
Mercedes-Benz, 89,162, 42.8 percent 
exported, and Ford of Germany, 80,- 
380, 44.3 percent exported. 

* * * 


Soviet Zone Sells to West 


Saar to reports, EMW 
+% Soviet zone factory at Eisenach 
has appointed 20 West German 
dealers to handle its automobiles. 

They are produced in national- 
ized plants in Eastern Germany. 

But, the question is asked: “How 


about the other way around for | 


West German cars?” 
om * * 


Jobbers, VW Sign Peace 
ROFESSOR NORDHOFF, 
Volkswagen chief, has signed 


an agreement with Dr. Jahns, at- 
torney for the parts wholesalers, to 


liberalize parts and accessories buy- | 


ing. 
In other words, German VW 
dealers won’t be punished if they 
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pportunities! 


AC ANNOUNCES INDUSTRY’S MOST COMPLETE 
LINE OF AIR CLEANER REPLACEMENTS! 


that Includes ALL 
Air Cleaners... 


even the latest 


dry-type 


replacement unit! 


AC can provide you with most every type of 
air cleaner replacement unit. For instance, the 
replacement market for dry-type disposable air 
cleaners will get going in 1957, and you can be 
ready with AC. There will be considerable origi- 
nal equipment in the field as new models make 


their appearance. 


AC has anticipated your requirements with a line 
of dry-type AC Air Cleaners which are engineered 
to save space, provide high dust capacity, maintain 


GET SET FOR THIS 
NEW 1957 


BUSINESS— 
ORDER NOW FROM YOUR 





high-velocity air passage and operate efficiently at 
all engine speeds. They are highly moisture- 
resistant and are conveniently provided with 
self-gasketing construction. 


The new AC cleaner filter material is specially 
treated with exclusive AC-formula resin, and folded 


to give huge cleaning-surface area in minimum 





SUPPLIER 


AC SPARK PLUG > THE ELECTRONICS DIVISION OF GENERAL MOTORS 





space. These units are now being produced to 
round out the AC Air Cleaner line with a replace- 
ment unit for practically every air cleaner in use. 








stock certain types of parts and 
accessories which are not pur- 
chased from the VW factory. 

Dr. Jahns carried this fight over’ 
the years with great energy and 
both sides probably will gain, es- 
pecially since parts wholesalers 
also are buyers of VW cars and 
trucks. 


* * Bd 

Fuel Pumps Noisy? 
OMPLAINTS have been regis- 
tered in German auto circles 
about the noise produced by many 
fuel pumps. This is said to be true 
of U. S.-made cars as well as Ger- 

man. 

While the engines are getting 
more and more quiet, the noise 
level of the fuel pumps seems not 


to have been lowered. 
ok o* om 


French Auto Tax 


HE rather sudden move on the 

part of the French government 
to tax cars in order to help finance 
old age pensions left importers of 
U. S. cars in a bad situation. 

While French cars in popular 
classes have to pay between $17 
to $43 per year for the first five 
years, with reductions as they 
get older, most U. S, cars will 
have to pay $285 per year. 

This fee will be for two years 
after which the tax will be cut by 
50 percent. Cars owned by tourists 
equipped with proper plates will be 


|}exempt from these taxes. 


* * * 


Amateur Shows Planned 


Hans Glass, 67, manufacturer of 
the midget Goggomobile, will spon- 
sor an amateur show in the same 
vein as the old Major Bowes show. 

Contests will be held in various 
German cities and the winners will 
be molded into a traveling show. 
Ten Goggomobiles and a large bus 
will transport the caravan from city 
to city for performances. 

Glass will underwrite the con 
tracts and expenses of the show 
until it can sustain itself from 


ticket sales. 
7 * 


Volkswagen for 1957 


With hardly a change, the popu- 
lar Volkswagen now bears a 1957 
model tag. One color was added, 
the seat cushions were improved 
and a few minor mechanical 
improvements were made. 

But the 1958 Volkswagen should 
be another story—at least, that’s 

the contention of insiders. 

The General Motors Opel plant in 
Germany has introduced the new 
version of the popular four-cylinder 
Olympia which also is available in 
a deluxe model called the Record. 

The trunk was enlarged 10 per- 
cent, and the spare tire was moved 
to the side of the compartment. It 
has a new grille, new tail lamps 
and hooded headlights but, like 
Volkswagen, it seems the major 
change is scheduled for the big 


show in the fall of 1957, 
x x * 


Berlin Freeway 


I TALKED recently with chief 
engineer Klotz, who designed the 
freeway around Berlin. 

The ambitious enterprise, which 
already has been started, will take 
much traffic from the city streets 
and provide fast access to each sec- 
tion of Berlin. All vehicles licensed 
to be driven above about 24 miles 
per hour will be permitted on this 
road which means that the small 
motor bikes, the so-called Mopeds, 
won't be allowed. 

Hand in hand with this freeway 
are plans for new streets and hous- 
ing units. Plenty of free space will 
be provided in order to make liv- 
ing in Berlin a greater pleasure. 
The Soviet sector has been included 
in the planning, but work there 
cannot be started until the reuni- 
fication of Berlin. 

* * ~ 


Used-Car Programs 


[peousions concerning new 
solutions to the used-car prob- 
lem are continuing in Germany. 
From cooperative efforts to com- 
bine used-car departments for a 
number of dealers to a revival of 
the compulsory estimation service, 
many ideas are being studied. 
* *” 7 


Tanks for German Army 


INCE the German automotive in- 
dustry could not be tooled up 
in time for tank production, the 
West German Government ordered 
several thousand light and medium- 
light tanks from: the Swiss Hispano- 
Suiza plant near Geneva and others 
from Hotchkiss of France. 





John Schmidt has been named 
sales vice-president of New Plas- 
tic Corp. in Los Angeles. 


* + * 
Scott, Aughinbaugh, Pearson 
Get New International Jobs 

International Harvester has ap- 
pointed R. E. Scott as central re- 
gional manager, T. E. Aughinbaugh 
as manager of the Washington 
(BD. C.) office and V. I, Pearson as 
assistant manager of the south- 
west region, 

Scott was formerly assistant su- 
pervisor of national user sales. 
Aughinbaugh was central regional 
trucks sales manager. Pearson was 
general supervisor of used-truck 
merchandising. 

. 















zone. 


* * 


Sackner Names Tisch 


Bill Tisch has been appointed 
general sales manager of Sackner 
Products, Grand Rapids, Mich. 
Sackner converts cellulose and 
other fibres into products for many 


manufacturers. 
+ * * 


Aro Promotes Zinsmaster 

Aro Equipment Corp., Bryan, O., 
has promoted K. H. Zinsmaster 
from director of purchases to man- 
ager of procurement and production 
planning. He will head a newly or- 
ganized department. . 

* ” 


Clark Appoints Tobin 


Powrworker Sales Manager 


Robert M. Tobin has been ap- 
pointed sales manager of the Powr- 
worker section, industrial truck 
division, Clark 
Equipment Co., 
Battle Creek, 
Mich. 

Tobin came to 
Clark in 1952 as a 
project engineer 
and in 1954 was 
made assistant to 
the sales manager 
of the Powr- 
worker section. 
He became acting 

Robert M. Tobin sales manager in 
1955. Before joining Clark, Tobin 
was on the engineering staff of 
Fairbanks, Morse & Co. 

> 7 > 


Chrysler Boosts Shilts 


Allan R. Shilts has been appointed 
comptroller of Chrysler Corp.’s Ex- 
port division. Before joining Chrys- 
ler, Shilts was treasurer of Crown 
Cork & Seal Co., Baltimore, and 
formerly was manager of the 
general accounting department, 
Lincoln-Mercury. | 


McKnight Heads Sales 


At Lackawanna Leather 


Lackawanna Leather Co., Hack- 
ettstown, N. J., has announced that 
Dale J. McKnight will return to the 
company as vice-president and 
director of sales. 

McKnight formerly was with 
Lackawanna in the New York met- 
ropolitan area. He returns to Lack- 
awanna from Reeves Brothers divi- 
sion of Vulcan Rubber Products, 
where he has been sales manager. 

aa 


Aluminum Raliestiies Boosts 


Kennedy in Permite Division 


Aluminum Industries, Inc., Cin- 
cinnati, has named Scott M. Ken- 
nedy vice-president in charge of its 
Permite Parts division. He former- 
ly was divisional sales director. 

In other appointments, H. S. 
Riley was named Permite sales 
manager; Robert E. Hater became 
corporation vice-president for 
original equipment sales, and Merle 
Wolff was named acting director, 
personnel and labor relations. 

7 * +. 
Hutz Joins Bowers 


Harry Hutz has joined Bowers 
Battery and Spark Plug Co, in 
Reading, Pa., as chief project engi- 
neer. Formerly he was director of 
research and development for Read- 
ing Batteries, Inc. 

* * 





aa 
Pontiac Promotes McMath, 
Fullmer and Chambliss 


Pontiac has announced the ap- 
pointment of William T. McMath as 
assistant manager of the Cincinnati 
zone, Edwin C, Fullmer as assistant 
manager of the Philadelphia zone 


Auto Personnel 





and Charles E. Chambliss as assist- 
ant manager of the Charlotte (N.C.) | Magnus Chemical Co., Inc., Gar- 


McMath was a former district | sales manager. 
manager in the Cincinnati zone. . * * 
Fullmer was a former district man- 9 aps med 
ager in the Buffalo zone. Chambliss O’Riordan and Conn Na 
was a former business manager of 
the Charlotte zone. 
> a7 


Buick Names Potts 
Howard C. Potts has been ap-|in 1935. 
pointed superintendent of Buick’s a ie 
final assembly plant. He succeeds Broding, Rothausen Picked 
Marx L. Kristek, who has been 
placed on special assignment. 


Ts sion managers of Gould-National| "€W incentive plan.” 


Lange, Knuth Promoted 


In Ditzler Regional Sales 


Fred S. Lange and Everett H. S & « 
Knuth have been named regional - 
sales managers for the automotive 
refinish sales department of Pitts- ° ° ° 
burgh Plate Glass Co’s Ditzler|has named Jack Jackson sales| 48 Heli-Coil Realigns 
John A. Rinek, general sales man-| Chrysler Corp.’s export division. 

Lange will headquarter in Kansas | trade in Texas, Oklahoma, Louisi-| ager of Heli-Coil Corp., has an- 
City and will supervise sales activi-| ana and Arkansas. His headquar-| nounced a complete reorganization 


Color division, Detroit. 
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ties in the midcontinent area. Knuth 
will be responsible for the division’s 
refinish sales in the northeastern 
section of the U. S. 

- * * 


Rohr Joins Magnus 
Dr. Robert J. Rohr, has joined 


oe 
Ve 4 
7 ‘ + 


wood, N. J. as midwest regional 


Allis-Chalmers Industries Group 
has appointed Charles F. O’Riordan 
manager cf its midwest region and 
G. E. Conn manager of the Buffalo 
district. O’Riordan joined the firm 


H. R. Broding and W. D. Roth- 
hausen have been appointed divi- 


Batteries, Inc. Broding will head- 


quarter in Denver and Rothhausen’s 
office will be in Lynchburg, Va. 


Bennett Picks Jackson 
Bennett Mfg. Co., Alden, N. Y., 


agent to the wholesale and jobbing 









can SALES 


“And this is the basis of our |jr. Southern California and Ari- 





ters will be in Dallas. The company * & @ 
makes waste receptacles. 
* 


Fasano to Manage Sales 









of the sales department of his com. 
pany. 

The following appointments have 
been made: John Fasano, saleg 
manager; Bayeux B. Morgan jr, 
assistant sales manager; Robert H, 
Kane, advertising manager, and J, 
Laurence Sutton, manager of cus- 
tomer service, 

























Shar pe iis McClure, 


Crawford and Franklin 


Expansion of sales staff has been 
announced by Sharpe Mfg. Co., Los 
Angeles. 

Now covering northern Cali- 
fornia, Oregon and Washington out 
of San Francisco is L. D. McClure, 
The northwest central and south- 
west central states will be serviced 
out of Kansas City by Joe Crawford 


zona coverage will be augmented 
by reassignment of Harry Franklin 
jr. to the head office in Los Angeles, 


Chrysler Export Picks 


Salley for Finance 


Edward W. Salley has been ap- 
pointed finance vice-president for 


* 


Salley’s automotive career 
(Continued on Page 49, Col. 3) 





SELLING SLANTS 








It takes so LITTLE SHELF SPACE... 


These & AC Fuel Pumps Cover Almost 30 Million Passenger Cars! 


Let the fuel pump business show you an important profit 
and an important service opportunity to build customer 
good will. Every three-year-old car or 30,000-mile car is 
a potential fuel pump replacement prospect. Develop this 
potential now! Fall and winter months are the ideal time. 


SELL—INSTEAD OF WAITING! 
Get a program of AC Fuel Pump selling going. Your cus- 
tomers will appreciate your advice. You'll cash in a 
double return: profitable business plus good will. Make 
it a standing procedure to check mileage and suggest a 
fuel pump replacement. It pays! 







YOUR REGULAR 


SUPPLIER HAS ALL TYPES READY FOR YOUR NEEDS 
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LS a = hw) 
to earn you 
an additional 


$276.24 per year 








AC DELIVERS YOU THE 
BIG PRE-SOLD MARKET 


Most cars already have AC Fuel Pumps! 


Here’s the arithmetic 
on shelf space! 


Type Number Your Cost Selling Price 
429 $ 3.31 " ¢§ 625 
529 8.19 15.45 
3.31 6.25 
3.84 7.25 
3.84 7.25 
9.28 17.50 
3.84 7.25 
3.31 6.25 
$38.92 $73.45 
Your profit =$ 34.53 
Your turnover = 8 times per year 
$276.24 (your return) 


eas 









Plus labor charge—of course 
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Daimler-Benz Officials Tour Buick Plant— 


The operation of a cylinder bore lapping machine in the Buick engine plant is 
explained to three visiting German automobile officials by Forrest R. McFarland, right, 
Buick assistant chief engineer. The visitors, all from Daimler-Benz Co., Stuttgart, 
Germany, are, from left, Karl Wiifert, research director; Rudolph Uhlenhaut, develop- 
ment and research director, and Dr. Fritz Nallinger, engineering vice-president. 
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(Continued from Page 48) 


started in 1914 when he joined 
Maxwell Co, in Detroit. Since 
1935, he has been secretary- 
treasurer of the export division. 
Previously, he served as assistant 
treasurer for Chrysler export and 
as treasurer’s representative for 
the Plymouth and Chrysler divi- 
sions. 

* 
American Motors Names 


Camp in Real Estate 


Appointment of David W. Camp 
as manager of American Motor’s 
real estate department has been an- 
nounced. 

Camp succeeds Walter T. Schuett, 
who is retiring after 21 years as 
head of the department. Camp 
joined Nash-Kelvinator Corp. in 
1950. 


* * 


* * * 


MacNichol on Bank Board 


George P. MacNichol jr., presi- 
dent, Libbey-Owens-Ford Glass Co., 





Federal Reserve Bank, Cleveland. 
He will take office Jan. 1, 1957, He 
will be a representative of industry 
on the board. 


* 


Depner Is Appointed 
Announcement of appointment of 
Lloyd G. Depner as assistant man- 
ager of Cleveland district sales has 
been made by American Steel & 
Wire Corp. Depner started with the 
division in 1937. 
* 


* * 


& * 


Goodyear Names McCoin 


In Southwest Retail 


Edward L. McCoin has been ap- 
pointed retail operations manager 
for the southwest division of Good- 
year Tire & Rubber Co., Inc. He 
succeeds R. L. Davis, who was 
named assistant manager of the 
company’s retail stores operations. 

McCoin joined a Goodyear store 
in Kansas City as a bookkeeper in 
1935. Beginning in 1936, he served 


has been elected a director of the} ten years as office manager at out- 


. 





Put Your Pressure Cap Selling on a Business Basis! 


~ 
a 


; A 
berecatl 
tr 


We coh 


Cooling 
tittle 


Surveys show that four out of ten pres- § makes the finest 
sure caps need replacement. They’re 
almost universal equipment, so that 
means you have countless opportunities 
to make a sale and please a customer at 
the same time. fast moving cap 


AC pioneered the pressure cap — still 


12-PACK FAST-SELLER 


DISPLAY 
ASSORTMENT 


A $9 investment that shows 


a quick $6 profit! 


you can buy — in fact, 


makes a complete line of automotive filler 
caps that blanket the market. Typical 
of AC merchandising cooperation is the 
display carton that puts seven popular 


types at your disposal. 


AC does even more — read on... 


AC COOLING SYSTEM SERVICE TESTER— 


A BOON TO SALES! 


From all over the country come glowing reports of the 
sales and service value in this low-cost, efficient, easy- 
to-use pressure cap and cooling system tester. No one 
should be without this sales and service tool during the 
big antifreeze season—or at any time, for that matter. 
Cost to dealer, with adapters, is only $9.55. Order caps 
and tester for your busiest radiator-attention season— 
and do it today! 


GET IN TOUCH wiTH YOUR 


SUPPLIER 
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lets in Hutchinson, Kans., Little 
Rock, Ark, and Fort Worth. 


Dana Appoints Leber 
Axle Sales Manager 


Dana Corp., has announced ap- 
pointment of A. G. Leber as axle 
sales manager. He succeeds Ren 
©. McPherson, who was named 
manager of Dana’s clutch division 
at Auburn, Ind. 

Leber entered the automotive in- 
dustry with White Motor Co. Since 
1947 he has been sales engineer for 
Dana. 

+ ® +. 


Hoehl, Binkerd Named 


Russell E, Hoehl has been named 
assistant eastern sales manager of 
Russell, Burdsall & Ward Bolt & 
Nut Co., and Alfred A, Binkerd has 
been appointed Philadelphia dis- 
trict sales manager. 

* + 


Maranuk Joins Yale & Towne 


Walter S. Maranuk has been ap- 
pointed manager of the Pittsburgh 
sales and service branch of Yale & 
Towne Mfg. Co. He formerly was 
vice-president and director of 
Northland Equipment Co, in De- 
troit. 


* 


* * * 


GMAC Shifts Bollinger, 


Dodson and Norton 


Russell M. Bollinger has been 
appointed manager of the Indian- 
apolis branch of General Motors 
Acceptance Corp. 

He has been succeeded as man- 
ager of the Denver branch by Ar- 
thur F. Dodson, formerly manager 
of the branch at Decatur, Ill. Dod- 
son’s old post will be filled by C. W. 
Norton, Bollinger’s predecessor at 
Indianapolis. 

* 





* * 


Motor Wheel Picks Brede 


For Product Development 


Alexander Brede has been named 
director of new product develop- 
ment for Motor Wheel Corp. 


Brede succeeds Charles R. St. 
Clair, who resigned. In 1951, Brede 
became an experimental engineer 
for Reo, holding this position until 
August, 1955, when he associated 
with Motor Wheel as a research 
engineer. 

* 
Firestone Names Sigley 


In Guided Missiles 


Dr. Daniel T. Sigley has been ap- 
pointed chief engineer for the 
guided missile division of Firestone 
Tire & Rubber Co. of Calif. 

He formerly was chairman of 
the guided missile steering commit- 
tee and associate director of Gen- 
eral Engineering Laboratories for 
American Machine & Foundry Co., 

|Greenwich, Conn. Dr. Sigley re- 
| places Capt. Frank MacDonald, 
USN, (ret.), named director of Fire- 
stone’s engineering laboratory at 
Monterey, Calif. 
* 


Reiley Again to Head 
| Scale Manufacturers 


The National Assn. of Scale Man- 
/ufacturers has reelected George C. 
| Reiley, John Chattillon & Sons, New 
York, president. 

| Bruce P. Adams, Pelouze Mfg. 
|Co., Chicago, was reelected vice- 
| president, and Arthur Sanders, 
| Washington, D. C., was reelected 
| executive secretary. 

* * * 

Bower Names Northey 
Detroit Plant Manager 


C. R. Northey has been appointed 
manager of Bower Roller Bearing’s 
Hart Ave. plant in Detroit. Bower 
|is a division of Federal - Mogul- 
| Bower Bearings, Inc. 

Northey has been acting man- 
ager of the plant for several 
|}months. He joined Bower in 1933 
as a machinist and was promoted 
to foreman in 1936. Three years 
later he became general foreman of 
all grinding operations and in 1952 
was made superintendent. 

7 ” * 


Kaelin Appointed 


J. M. Kaelin has been named 
general manager of United Metal 
Craft Co., a Gar Wood Industries 
subsidiary in Ypsilanti, Mich. Kae- 
lin will also continue to supervise 
automotive sales. 
| * * * 


Bradley Honors Metzel 
Harold N. Metzel, Oldsmobile 
chief engineer, has received a dis- 
tinguished alumni award from 

(Continued on Page 92, Col. 1) 








Now...a new profit-maker for Jeep’ dealers 


Forward Control 


Only the new 
‘Jeep’ FC-150 
has all these 
sales-making 
features! 


+ PICK UP BOX 74.22" —+| 


NEW FORWARD CONTROL DESIGN puts an un- 
precedented 74” pickup box on an 81” wheel- 
base, places the engine behind you, makes 
every inch work for you. This efficient de- 
sign provides up to 200% greater visibility, 
with a complete view of the road as close as 
6’ from the front bumper. 





ALL-NEW WRAP-AROUND WINDSHIELD, 


largest in its weight class (1,192 
sq. inches), combines with new 
Forward Control design for unsur- 
passed driver vision. Big safe-view 
rear window (628 sq. inches) is 
standard equipment. 





NEW SAFETY-VIEW CAB combines spa 
ciousness with an outlook that gives 
a “safe-feeling” inside.’ Extra leg 
and head room! New acoustical lin- 
ing diminishes cab noise—big new 
40” springs and airplane-type shock 
absorbers cushion the ride. 
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New Forward Control design 
Maximum cargo space on minimum wheelbase 
“Go-anywhere” maneuverability 


Famous ‘Jeep’ ruggedness and economy 


e 4-wheel-drive traction and versatility 


It’s the first time a 4-wheel drive truck has so effectively 
combined such exceptional maneuverability with so much 
cargo capacity! The all-new ‘Jeep’ FC-150 puts a 74” 
pickup box on an 81” wheelbase to provide record-breaking 
cargo space per inch of wheelbase. 


This newest 4-wheel drive truck concept brings safety-tested 
big-truck features with traditional ‘Jeep’ stamina and 
versatility, new styling and comfort features to the 5,000 GVW 
user ! The economical ‘Jeep’ engine combines with a new 
16-gallon gas tank to provide a cruising range of up to 

300 miles on just one filling. 


The new ‘Jeep’ FC-150 enlarges the sales potential of every 
‘Jeep’ dealer! It’s a great new addition to a franchise that’s 
already very profitable, and it’s a profit opportunity for you 
whether you handle it exclusively or as an addition to your 
present line. The ‘Jeep’ franchise can be added to your existing 
operation with virtually no increase in operating expense. 
Thus, Willys profits become practically “net profits.” 


See how you can cash in on Willys plus-profits by getting 
the detailed facts! Write, wire or phone Dealer Development 
Dept., Willys Motors, Inc., Toledo 1, Ohio. 


Newest addition to the 4-Wheel-Drive ‘Jeep’ family! 


yeep FC-ISO 


MOBILE POWER TO DO THE JOB— with 
power take-off, the ‘Jeep’ FC-150 
provides on-the-spot power to oper- 
ate equipment from winches to belt- 
driven machinery. This unmatched 
versatility saves time and replaces 
expensive extra equipment. 


“GO-ANYWHERE” 4-WHEEL-DRIVE 
‘JEEP’ TRACTION takes the FC-150 
over the roughest terrain—through 
mud, sand, soft earth with sure- 
footed stability. Yet it shifts easily 
into 2-wheel drive for highway 
travel at top legal speeds. 


/ 
se ep Forward Contro/ 


4-Wheel Drive 


FC 150 


Willys ...the company on the move! 
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Turning Back the Clock— 


Cameraman reaches way down to come up with a shot of 
a 1906 Locomobile. “Mother"’ still wishes they had a horse, according to the script of 
@ new production by the Committee of Stainless Steel Producers, American Iron and 


“father” and his flat on 


Steel Institute. 





Wondering how new-car and ereck geoducteen and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
Gutomotive industry, every week throughout the year. 


400 olL RING HAS! 







machined separator whic 
contacting rails throughout ir de: 
cumference and prevents rocking. 

uniformly close clearance between 





of the ring in the groove. 


POSITIVE LOW SPEED 
“HIGH VACUUM” Oil CONTROL 





Positive Oil Control at 
speed “flutter’’ or “surf! 


provides a more uniform high unit 
the two cylinder contacting rails. 
chrome 


shaped for rapid break in. 
eee 


The spacer will not gouge or scu’ 


It is another oil ring 





. —_ the two chrome armored rails and the two oil 
POSITIVE Ol. CONTROL —— edges on the spacer, the 400 oil ring is 
AT HIGH SPEEDS really two rings in one. 





shaping by heat treatment produces 
tent £ 3 fit i ti 


This cam shaping, exclusive with 
Norris, is very important where the 


tact with the cy 
ference and 
and cylinder life 





“LIGHT HOUSE” INSPECTION 
OF FINISHED RAILS 





Millions of installations have proved beyond a doubt that Chrome Control 
Leak-proof Piston Ring sets will outperform any other piston ring set regardless 





Positive Low Speed “High Vacuum" Oil 


Centrol. Low speed oil creep around the side of 
the ring is prevented oz using an accurately 

supports the cylinder 
th and cir- 
is provides 


wall and the rail without reducing the free action 


h Speeds. High 
Fromling” is controlled 
by special flexible reverse loop expander which 
ressure on 


armored but are prelapped and heat 


Ne Gouging or Scuffing of C Sader Wall. 


wall because it is made of electric furnace iron. 
in itself with built-in ten- 
sion and two additional scraping edges. With 


Heat Shaped Cylinder Contacting Rails. Cam 
the same 

in cylinders that exist in piston 
rings that are individually cast to s cam shape. 


edges are chrome armored. When these chrome 
surfaces are potegped. it produces positive con- 

inder throughout its circum- 
covures efficient trouble free ring 





By J. B. Van Tassel 


A Veer es to my special 


analysis of some 24 dealers’ ex- 


penses for the nine-month period 
ending Sept. 30, 1956, the total ex- 
penses of operations for 10 small 
dealers averaged $355 per new car 
delivered and for 14 larger dealers 
$323 per new car delivered. 


The total expense per new car 
varied from a low of $260 to a high 


of $558 for the 14 dealers and a 


low of $212 to a high of $443 for 
the 10 dealers. These dealers all 
handled a low-price car. 

This analysis showed where 
salaries and clerical wages varied 
from a low of $4 per new car to 
a high of $43 per new car (aver- 
age $12 per car), salaries and 
wages service from a low of $13 
to a high of $88 per car (average 
$30 per car), salaries and wages 
parts from a low $10 to a high of 
$57 per car (average $20 per car). 

The variances in all of the other 


Dealer Business Counsel 


Costs Raised, Profits Reduced by Keeping Excess 
Of Non-Productive Personnel 





10 CRACK 
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expenses as listed were as great as, 
if not greater than, the salaries and 
wages classification. 

+ * + 


Cost of Labor Surplus 


, IS good business to do every- 
thing possible to hold or increase 
your present volume, but to con- 
tinue to carry more people on a 
non- -productive basis, and not get 
the desired increase in volume, is 


very costly to dealers over the long 
pull. 

Then, too, when you build up a 
lot of non-productive people in your 
business, it is quite a problem to 
lay them off or reduce salaries and 
wages when your volume and in- 
come declines, because of the de. 
moralizing effect it has on your en- 
tire organization. 


Departmental managers should 
be required to give a complete 
accounting of the reason why it 
is necessary to hire more non- 
productive people before addi- 
tions to their staffs are approved 
by the general management, 

Where your amount of non- 
productive salaries and wages are 
high, as compared with the average 


not good business and will prove| 2S Shown, it might be well to make 


—_y——— 


Maryland Dealers 
Elect Voyce, Kelly 


BALTIMORE. — William E 
Voyce jr. nas been elected president 
of the Automobile Trade Assn. of 
Maryland. 

Charles B. Kelly was named vice- 
president and Joseph J. Rochlitz, 
secretary-treasurer. 





THE 


OIL MILEAGE BARRIER 


AND GUTS Is WHAT THE 


groove 


rails are 


the cylinder 


McQuay- 
bearing 


of kind, design or price. For quick seating, no waiting for break in, satisfied 
customersand more money in the till, start using them today. They’re guaranteed. 


/ McQUAY - NORRIS MANUFACTURING CO. 


ST. LOUIS ¢* * TORONTO 
LARGEST cure OF SMALL RINGS IN THE AUTOMOTIVE INDUSTRY 


eS S 


...at open throttle high speeds and at high vacuum low throttle speeds 















GUARANTEED... 





| Packard in 1916. 


a close check on the amount of 
work of each non-productive em- 
ploye in your shop is actually 
doing as compared with the 
amount of work he should do. 

> = * 


Profit-Sharing Helps 


Was an employe is not doing 
a full day’s work and a good 
job for you, he is probably hinder- 
ing someone else from doing a full 
day’s work or a good job. 

Profit-sharing plans, whereby 
dealers pay employes a share of the 
net profit of the department in ad- 
dition to their regular salaries, are 
proving very successful in many of 
the dealerships that I have re 
cently analyzed. 

These profit-sharing plans are 
producing a maximum of work 
with a minimum of expense and 
supervision. 

Also, profit-sharing plans usually 
make good supervisors and 
checkers out of every employe who 
is interested in making more money 
from his profit-sharing. 

He will see to it that the other 
fellow next to him does his share 
of helping to eliminate waste, re- 
duce expenses and increase sales 
and profits. 

(Inquiries involving dealer bus- 
iness management may be ad- 
dressed to J. B. Van Tassel, Avu- 
TomMoTive News, 2666 Penobscot 
Bldg., Detroit 26, Mich.) 


O’Brien, Mitchell 


And Franke Retire 
From Chrysler 


DETROIT. — Three Chrysler 
Corp. executives, each with 40 or 
more years in the industry, have 
retired. 

They are Irving 
T. O'Brien, 64; 
| George C. Mitch- 
| ell, 64, and Otto 
Ww. Franke, 60. O’- 
Brien’s first auto- 
motive job was 
| production worker 
jin 1910, Mitchell 
started with 
Dodge in 1914, 
and Franke joined 


I. T. O’Brien 


O’Brien’s first association with the 


| late Walter P. Chrysler was in 1919 
|when Chrysler was head of Buick 


and O’Brien was production super- 
visor. He was group executive of 


| special products on retirement.. 


In 1929, the year after Chrysler 
| Corp. took over Dodge, Mitchell was 
transferred to central purchasing in 
Highland Park. On retirement, he 
was staff executive of central pur- 
chasing. 

Franke was one of the tool and 
production experts who joined 
Chrysler at Maxwell in 1921. When 
the company was reorganized to 
form Chrysler Corp., he became tool 
engineer at the Jefferson plant. 
Franke was director of production 
engineering when he retired. 


AC Gasoline Strainer 
On Replacement Market 


FLINT. — A new accreted-type 
gasoline strainer for use on high 
compression engines, has been an- 
nounced for replacement by AC 
Spark Plug. 

While permitting high velocity 
fuel passage, the strainer will pre- 
vent water, as well as harmful 
dirt—including metallic flash from 
welding of the gasoline tank -— 
from reaching the carburetor, AC 
said. It is recommended that the 
strainer be changed in fall and 
spring or every 5,000 miles, which- 
ever occurs first. 
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: — Any ofthese Borroughs 
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! Hee warehouse distributors 
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y aaeae will gladly furnish you 
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7 Sawes FREE layout service. | 
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e LOUIS A. ALEXANDER 
- Bin E Bin J Watertown, Mass., 264 N. Beacon St. 


AUTOMOTIVE BIN SERVICE CO. 
Detroit, Mich., 10040 Freeland 
Buffalo, M. Y., 20 East North St. 
Cincinnati, Ohio, 1220 Richmond 
indianapolis, ind., 54 West 30th St. 
Levisville, Ky., 204 Builders Bldg. 
Cleveland, Ohio, 8905 Lake Ave. 


BINS & EQUIPMENT CO. 
Atlanta, Ga., 1918 Buford Highway KE. 
Jacksonville, Fla., 1723 Harkisheiner 


BORROUGHS MFG. CORP. 
Mew York, M. Y., 12! Varick St. 


W. W. CANNON CO. 
Dellas, Texas, 9739 Denton Dr. 
Heuston, Texas, 190! Winter St. 


EAST COAST DISTRIBUTING CO. 
Baltimore, Md., 327 Hopkins Rd. 
Philadelphia, Pa., 1580 i. 52nd St. 
EQUIPMENT PLANNING, INC. 
Milwavkee, Wis., 3819 W. Fond Du Lac Ave, 


GREEN-PENNY CO. 

Los Angeles, ley 421 E. Washington 
WM. A. GORE CO. 

Oakland, Calif., 1834 Adeline St. 
Seattle, Wash., 408 8th Ave. i. 


FELIX F. LOEB CO. 
Chicago, Hl., 8810 South Vincennes Ave. 


MILLS-MORRIS CO. 
7 Teonn., 171-187 S. Dudley 


MODERN BIN EQUIPMENT CO. 
Minneapolis, Minn., 734 ii. fourth St. 


SIGGINS CO. 

Kansas City, Mo., 704 Broadway 
Omaha, Neb., 1236 S. 13th St. 

Des Moines, lowe, 904 Hiubbell Bidg. 


SIGGINS EQUIPMENT CO. 
St. Lowis, Mo., 901 S. Boyle Ave. 
SPARKMAN-BARKER CO. 
Denver Colo., 550 Santa Fe Dr. 


WICKWARE-STACKBIN, LIMITED 
Canada, box 220, Billings Bridge, Ont. 


no bin offers more features 
than the Borroughs Bin! 


You positively can cut your installation and change-over time 
. with Borroughs flexi Bins. You save time in re-arranging 
shelves, dividers and trays. You give customers faster service. 
Compare before you buy, and you will discover that Borroughs 
Bins are the Best Buy in Bins. 


sliding shelves 


... adjustable without bolting..they slide in and out 
instantly, on 1/2” centers. 


liding divid 

sliding dividers 

... Slide into position any place you want them.. labels 
travel with dividers. 


they‘re stronger 


... Shelves are 18 gauge. Frame has separate base and 
top bolted to uprights and back to give greatest rigidity. 


they’re your color 


... electrostatic baked-on enamel in green, gray, buff, 
white, cascade, or tile. 


a.) i 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3026 NORTH BURDICK all KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, higan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 





Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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Rambler Used As An Ambulance— 


Use of a Rambler station wagon as an emergency ambulance was demonstrated at 
the Wisconsin State Chiefs of Police Assn. convention by J. W. Polcyn, second from 
right, Milwaukee police chief, and S. W. Hauvkedahl, Kenosha police chief. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Technical PERSONNEL CHANGES 





Bauer Heads Quality Control 


For Chrysler Stamping 


Clarence G. Bauer has been ap- 
pointed manager of quality control 
for Chrysler Corp.’s stamping divi- 
sion. 

Bauer succeeds John J. Pathe, 
who has been promoted to the gen- 
eral manager’s staff. Prior to his 
new appointment, Bauer had served 
as general plant manager for Chrys- 
ler division since 1955. Previously 
he was works manager, body and 
car building, Chrysler division, for 
six years. He joined Chrysler in 
1931. 

* * a 


GM Promotes Holmes 


In Production Engineering 


John Q. Holmes has been ap- 
pointed director of the production 
engineering section at General 
Motors Technical Center. 

Holmes succeeds Rolly L. Wil- 
hite, who is retiring after more 
than 27 years of service with 


General Motors. Holmes joined 
Delco-Remy division in 1926 and 
later served with eastern aircraft 
division and Buick-Oldsmobile- 
Pontiac assembly division. He 
joined the process development 
staff in 1954. 


* * 


Chrysler Picks Bentley 


To Head Trenton Plant 


Harry R. Bentley, formerly man- 
ager of production planning in 
Chrysler Corp.’s Engine division, 
has been appointed manager of the 
company’s Trenton (Mich.), plant. 

The plant produces marine and 
industrial engines and power- 
steering units for the corporation’s 
|cars. Bentley joined Chrysler in 

1942. 


* * * 
| Allen Gets B-O-P Post 


In Kansas City 
Appointment of James H, Allen 
as plant manager of General Mo- 
tors’ Buick - Oldsmobile - Pontiac 








On the heels of 
another blue chip year — 








Here’s where we go 
from here! 


Take the new Blue Chip Money- Maker line 
— just announced. It includes the truck that’s 
the most powerful light-duty truck ever built. 
It includes ride-leveling RSD Suspension. It 
includes a sensational new economy version of 


HE past year was another big one for GMC. 

In the first eight months alone, GMC reg- 
istrations jumped 15.1% over the same period 
in ’°55—a good year in itself. That was more 
than twice the gain of any other ‘‘Big Five” 
truck-maker. 


And GMC dealers not only sold more trucks— 
they made more money. Many show net 
profits nearly 4 times the percentage to sales 
reported by typical automobile dealers. 


O it’s little wonder GMC franchise-holders 
face the future so enthusiastically. They 


the famed 2-cycle Diesel, 
2-cycle Turbopower Diesels. 
the cream. 


N short, this greatest of 


the long-awaited 
And that’s only 


all GMC lines is 


designed to give truck-users vehicles that 
will do bigger and better jobs at lower cost — 
and gives dealers a big competitive edge. 


assembly division plant at Kansas 
City, Kans., has been announced, 

Allien succeeds Wallace E. Wil- 
son, whose appointment as gen- 
eral manager of GM’s Rochester 
products division at Rochester, 
N. Y., has been announced, Since 
April 1, 1956, Allen has been on 
special assignment with Chevrolet, 


* = * 
Eaton Mfg. Appoints 
Fisher and Heller 
Cleveland Heater division of 
Eaton Mfg. Co. has appointed Ferd 


W. Fisher chief engineer of the 
heating and engineering section 





C. M. Heller 


F. W. Fisher 
and C. M. Heller chief engineer of 
accessories and special products. 

Fisher joined Eaton in 1948 as a 
laboratory engineer for the heater 
division, became chief experimental 
engineer in 1954 and last year was 








know the American truck market is a growing 
one — spurred by a thriving economy. And 
they know that GMC is building the trucks to 
capture an increasing slice of it. 


It’s an edge that GMC truck-sellers will have 
for years to come. For GMC’s great GM-backed 
product development program continues—year 
after year — to create potent new reasons why 
it’s great to be a GMC dealer! 


GMC TRUCK & COACH—A General Motors Division 


The better you know GMC ... the better the truck business looks 


named assistant chief engineer. 
Heller goes to Eaton with experi- 
ence in design, development and 
production of automotive accesso- 
ries gained with a number of com- 
panies including Victor Mfg. & 
Gasket Co., Chicago. 
+ + * 

Chrysler Promotes Gleason 
In Engineering Division 

Thomas C. Gleason has been ap- 
pointed chief engineer for electrical 
development and design ir. Chrys- 
ler Corp.’s engi- 
neering division. 

Gleason will be 
responsible for 
the design, devel- 
opment and test- 
ing of car, truck, 
marine and indus- 
trial electrical 
components and 
systems. He suc- 
ceeds L C. Me- 
Kechnie, who has 
retired after 31 


T. C. Gleason 


years of service with the company. 
7 * > 


Walker Award Goes 
To Comings in °56 

Dr. Edward W. Comings, head of 
the school of chemical and metal- 
lurgical engineering, Purdue Uni- 
versity, has been named recipient 
of the William H. Walker Award 
for 1956 by the American Institute 
of Chemical Engineers. 

Dr. Comings is the 2lst winner 
of the award, which was instituted 
in 1936 to encourage excellence in 
contributions to the chemical engi- 
neering literature. The award con- 
sists of a certificate and a plaque. 

* ¢ » 
Chrysler Boosts Brown 
In Stamping Division 

Frank H. Brown has been ap- 
pointed manager of production 
planning and material control for 
Chrysler Corp.’s Stamping division. 

Brown has been associated with 
Chrysler and Briggs Mfg Co. for 33 
years. For the last two years he 
has been a supervisor of planning 
and procurement for the Automo- 
tive Body and Stamping divisions. 

© * * 


L-O-F Names St. John, 


Grosskopf and Heinemann 

Three promotions at Rossford 
factory of Libbey-Owens-Ford Glass 
Co. have been announced, 

Donald A. St. John who joined 
the company in 1946, has been 
named assistant plant engineer, 
John W. Grosskopf jr., who joined 
L-O-F in 1952, will succeed St. John 
as foreman of twin and tank 
mechanics, and Hugo A, Hein 
mann has been promoted to fore- 
man of the machine shop. 

* * = 


Chrysler Appoints Harmon 


Detroit Tank Plant Chief 


Appointment of Charles Harmon 
as manager of the Chrysler Detrcit 
Tank plant has been announced by 
H. D. Lowrey, director of manufac- 

(Continued on Page 55, Col. 1) 
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(Continued from Page 54) 


turing for Chrysler Corp.’s defense 
operations division, For the past) 
year Harmon has served on the} 
Defense Operations staff and prior | 
to that was general superintendent 
of the Detroit tank plant. 

Harmon joined Chrysler Corp. in 
1933 in the production department 
of the Chrysler Jefferson plant. 


Vickers Appoints Two 


In Research, Development 


Departmental reorganization and 
appointment of two assistants has| 
been announced by Vickers, Inc.,| 
Detroit. 

Gerhard Reethof has been named 








L. D. Taylor 


G. Reethof 


chief of research under Duncan | 

Gardiner, research director, and| 

LeRoy D. Taylor is the new assist-| 

ant chief engineer of development. | 
. 7 


SAE Picks Gray 


Alex L. Gray jr., director of the) 
Canadian Automotive Wholesalers’ | 
& Manufacturers’ Assn. and vice-| 
president of Gray-Bonney Tool Co., 
Ltd., has been elected chairman of | 
the Canadian Section of the So-| 
ciety of Automotive Engineers. | 

+ . 7 | 





Welders Honor Ludwig | 


Howard C. Ludwig, Westinghouse | 
research engineer, has been cited) 
by the American Welding Society) 
as the author of one of the out-| 
standing papers presented before) 
the organization during the past | 
year. Ludwig has received the 1956 | 
James A. Lincoln gold medal. | 

* ” 7 | 
Haack Promoted 


Ernest E. Haack has been pro-| 
moted to research metallurgist for) 
Muskegon Piston Ring Co., Mus- 
kegon, Mich. He joined the firm in 
1954 as a metallurgical engineer. 

. * o 


2 Join Acheson Colloids 


Acheson Colloids Co., Port Huron, | 
Mich., has announced the appoint- 
ments of E. Ralph Egloff and| 
Frank H. Mrozek as service engi- | 
neers. Egloff has been assigned to | 
the Chicago sales office, and | 
Mrozek will be located in the New 
York office 


* * * 


Union Oil Ups Towler 


Union Oil Co. of California has 
appointed John W. Towler to the! 
newly created post of director of| 
manufacturing. W. T. Jameson suc-| 
ceeds Towler as manager of the 
company’s Los Angeles refinery. 

= 7 * 


Napco Names Gunderson 


Ralph W. Gunderson, production | 
control manager and chief indus-| 
trial engineer for American Hoist 
& Derrick Co., St. Paul, for six 
years, has been named works mana- 
ger of Napco Industries, Inc., 
Minneapolis. Gunderson will head 
manufacturing of Federal trucks 
and other Napco equipment. 

* 7” * 


Benner Retires 


Thomas J. Benner has retired 
after 46 years with the Exide In- 
dustrial division of Electric Storage 
Battery Co. Since 1953, he had been 
& special engineer in the division’s 
technical service bureau. 

oo * * | 
Dixon Joins Houghton 


Lloyd A. Dixon jr. has been ap- 
Pointed West Coast sales manager 
for Houghton Laboratories, Inc., 
Olean, N. Y. He formerly was sales 
engineer and West Coast manager 
for Kirby Fiberglass Co. 

a * * 


Harlan Appoints Compton 

_Fred A. Compton, recently re- 
tired sales vice-president for De- 
troit Edison Co.,.has been appointed- 
as sales. vice-president’ of Harlan 





Electric Co., industrial electrical 
contractor. 
= * 7 
Robson Heads Council 


David R. B. Robson, president, 
Keystone Compressor Co., Philadel- 


phia, has been elected president of 4 


the Air Compressor Research Coun- 
cil, succeeding H. M. Kidd, vice- 
president and sales manager of De- 
Vilbiss Co., Toledo. 


Lauer, AC Staff Engineer, 


Retires After 25 Years 


Carleton J. Lauer, staff engineer 
in charge of oil and fuel-filter de- 
velopment for AC Spark Plug divi- 
sion since 1944, has retired after 25 
years with the division. 

AC said that the bellows and in- 
volute types of filters were devel- 
oped under his leadership. He also 
has been instrumental in the devel- 
opment of electric fuel pumps, me- 


Here’s the superior lubricant that lives 
up to its name, ‘‘Multi-Purpose’”’—for 
wherever you need grease, you can count 
on Quaker State Multi-Purpose. Be- 
cause it does so many jobs so well it 
saves inventory, ordering, service time. 
And note these five special Quaker State 
qualities: (1) extremely high melting point, 
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chanical windshield wipers and 
aircraft bearings, and holds vari- 
ous patents in these fields. 


> * * 


Teree Named Chief Engineer 


At Greer Hydraulics 

Baboo Ram Teree, an authority 
in the aircraft hydraulics and in- 
dustrial hydrau- 
lics fields, has 
been appointed 
chief engineer of 
Greer Hydraulics, 
Inc, Jamaica, 
New York. 

Prior to joining 
Greer in 1951, 
Teree was associ- 
ated with Weath- 
erhead Co., Cleve- 
AO NN land, as chief 
Baboo R. Teree engineer of the 
company’s aircraft and special 
products divisions. 

* * * 


Acoustica Names Church, 


Kenny and Damast to Staff 
Acoustica Associates, Inc., Glen- 
wood Landing, N. Y., has appointed 
Donald R. Church chief engineer, 
Morris Kenny -project engineer of 
the Air Force missile systems de- 








hundred million dollars to make 
us want the new model—we can’t 
ignore that, can we?” 





velopment program, and Martin A. 
Damast senior electronic engineer. 

Church and Kenny were former 
staff members of the Ultrasonic 
Development Group of Naval Ord- 
nance Laboratory, Silver Springs, 


a 


Md. Damast was associated with 
Airborne Instruments Laboratory. 


Clarke Is Appointed 


Chambersburg Engineering Co., 
Chambersburg, Pa., has announced 
appointment of Samuel C. Clarke 
as sales manager, Clarke has been 
with the company for eight years. 

* . * 


Reynolds Ups Morrison 


Milton C. Morrison has been pro- 
moted to product sales manager for 
roll-formed shapes by the industrial 
parts division of Reynolds Metals 
Co. He joined Reynolds in 1953. 

* + 


Stokes Promotes Gilbert 


Morton B. Gilbert has been pro- 
moted to the headquarters staff of 
the High-Vacuum Equipment divi- 
sion of. F. J. Stokes Corp., Philadel- 
phia, as a product specialist in 
charge of sales and product devel- 
opment for batch vacuum metalliz- 
ing equipment. 

. * > 
Vickers Names Trail 


A. Trail has been appointed man- 
ager of the Rochester (N. Y.) dis- 
trict sales office of Vickers, Inc. 
Assisting Trail as application engi- 
neer will be Thomas Jd, Liddell. 
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for hot-weather stability; (2) exceptional 
resistance to water and washing out; (3) 
amazing durability—it’s shock-resistant; 
(4) coldproof against caking or harden- 
ing; (5) unusual lubricity—adheres, pro- 
tects. It adds up to customer satisfaction 
—and greater profits. Order Quaker 
State Multi-Purpose lubricant today! 
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QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 





Member Pennsylvania Grade Crude Oil Association 
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| " It’ no fairy tale that Rambler is the fastest growing car in popularity A 

on the American scene. It’s just what the doctor ordered for thousands It 

upon thousands of American families. tu 

Rambler is the only car specifically designed for today’s driving - 

conditions. Its compact size means it’s easier to park and ese - 
maneuverable in traffic, yet, it has 6-passenger room and comfort for! 

long cross-country trips. Ww 
ere Rambler costs less to buy. Every model is priced well below comparable| 
= Pica % models of the other popular low-priced cars. | 
veer Rambler costs less to operate. It’s the Economy Leader—with an amaz-| 
ing 32.09 miles per gallon average with overdrive from Los Angeles to| 
New York . . . 2961 miles at an average of more than 40 M.P.H. | 

Rambler Is Tops In Resale. Month after month, official reports prove : 

Rambler depreciates less than any car within thousands of dollars of : 


its price, brings more on the used car lots all over the country. 


BE SURE TO VISIT THE TWO SEE THE ’57 NASH— With big new V-8—The World’s Finest Travel Car 

SEE THE ’57 HUDSON— With A Big Boost In Power...A Big Drop In Price 
AMERICAN MOTORS EXHIBITS SEE THE °57 RAMBLER— With New 190 H.P. V-8 and New Improved Economy “6” 
AT THE NEW YORK AUTO SHOW |! SEE THE METROPOLITAN ‘1500’?—The Small Car With The Big Future 
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rity) A Modern Franchise For A Modern Car 
nds It’s no fairy tale, either, that Rambler dealers’ business is growing in 
| tune with the constantly increasing popularity of this new kind of car. 
And the new American Motors Franchise is as modern and progressive 


a as the car itself ... a Franchise equalled by few . . . excelled by none. 

for| We invite you to examine this new Franchise in detail—you’ll find it 
without a peer in 

ble | @ Friendly factory cooperation in advertising—merchandising—sales 


aids—business management—parts and service. 
| @ Outstanding dealer protection in event of termination. 


SSPE Sse 


v4 @ Guaranteed protection for widow and heirs in case of dealer death 
| or incapacity. 

se Wouldn’t you like to grow with Rambler. For full details, write or wire 

of DEALER DEVELOPMENT DEPT.—AMERICAN MOTORS CORP., 


14250 PLYMOUTH ROAD, DETROIT 32, MICH. 
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Key to Security, Skinner Says... 





‘Output-Effort Ratio Must Rise’ 


EAST ORANGE, N. J. — Increas- 
ing our ability to produce more 
with the same amount of human 
effort is the key 
to future national 
security, Sherrod 
E. Skinner, Ge n- 
eral Motors acces- 
sory group vice- 
president, said 
last week. 

More efficient, 
continuous flow 
production is 
accomplish- 
ing this aim, but 

8. E. Skinner technological ad- 
vancement is still regarded with 
. confusion and fear by many people, 
he told the Seventh Thomas Alva 
Edison Institute. 

“It has conjured up visions of 
pushbutton factories all but devoid 
of human beings,” Skinner said. 
“They think it is a threat to future 
job security. 

“Yet, it has been estimated, on 
the basis of present population and 








productivity trends, that unless we 
improve our productive efficiency 
the country will face a labor short- 
age beginning sometime in the mid 
1960s. 

“We cannot wait progress out,” 
he continued, “We must create 
it, and we can do so only as we 


Four-Striper 


Navy Promotes Hackett 
To Captain 

DETROIT. — George O. Hackett, 
Mercury sales promotion manager, 
has been promoted to captain in the 
U. S. Naval Reserve. 

Hackett was one of several Ford 
Motor Co., Chrysler Corp., and 
General Motors Corp. sales person- 
nel commissioned by the Navy in 
1942 and assigned to recruiting 
duty. 

Of the original group, Hackett is 
the only officer still in the automo- 
tive industry to receive a captaincy. 








develop that fundamental 
resource — knowledge.” 

Now, Skinner said, it takes five 
working Americans to provide for 
eight others in addition to taking 
care of their own needs. This ratio 
will increase, he predicted, as the 
number of very young and those of 
advanced years increases. 

“So,” he declared, “our worry 
perhaps should be: ‘Can we improve 
productive efficiency fast enough?’ 

“Only by expanding our technical 
and scientific knowledge,” he said, 
“can we look with some degree of 
confidence to the task of providing 
for tomorrow’s needs.” 

Skinner reminded his audience 
that population experts predict that 
within 10 years there will be 26 
million more Americans whose 

wants will have to be supplied by 
our farms and factories. 

“This unprecedented population 
pressure alone poses a challenge 
to technology,” he said “We 
would need to produce more 
merely to maintain our present 
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This three-wheeled, three- 
passenger perambulator made a 
big hit at the Chicago World’s 
Fair in 1893. 





living standard for a growing 
population.” 

It now is recognized, he said, that 
in order to provide an ever- 
increasing standard of living, “we 
must have the manpower with the 
requisite mental equipment and 
training.” 

This need for knowledge is felt 





55% of buyers want tinted glass 





..-ranks third in 


“most wanted’”’ 


features! 


Are you missing these profitable option sales? 


Only two features in a survey among 2,646 readers of a national 


magazine ranked higher than tinted glass. Radio was first. Then 


automatic transmission. 


So wouldn’t it pay you to order at least half your cars with E-Z-Eye? 


Over 5,000,000 people already have bought E-Z-Eye. Millions more 


want it. It’s extra profit for you, if your cars on the floor have it! 


E-Z-EYE SAFETY PLATE GLASS 


with the shaded windshield 


Reduces Glone Eyestrain,Sun Heat 


LIBBEY - OWENS + FORD GLASS COMPANY + TOLEDO 3, OHIO 








— 


at more than the science and engi- 
neering level, Skinner said. “As our 
production gets increasingly more 
efficient, and thereby technically 
more complex, we need to raise the 
skill level generally. There will be 
less need for ‘labor’ in the brawn 
and hard-work sense, but more and 
more need for the trained and 
skilled technician.” 

Knowledge, therefore, is our most 
important resource as we look to 
the future, he said, and we must 
find means of. encouraging young 
people to increase their skills. 

“The roots of the scientific man- 
power problem reach down into 
our secondary school systems,” 
Skinner said. “This educational 
level must be the source of more 
and more of our skilled produc- 
tive manpower. And so it appears 
to me, as a layman and business- 
man, that secondary education 
deserves more attention than 
apparently we have been giving 
it. 

“The problems of education and 
of assuring our future progress in 
technology are so closely inter- 
twined as to be inseparable. Both in 
industry and education the objec- 
tive must be to care for and greatly 
expand our most fundamental 
resource —- knowledge. It is a total 
problem, of total and vital concern 
to us all.” 

Skinner was introduced by 
Charles F. Kettering, GM research 
consultant and president of the 
Thomas Alva Edison Foundation. 





Chevrolet Cites 
Its Ties With 


Smaller Firms 


| DETROIT. — The close relation- 
| ship between small business and an 
| auto company the size of Chevrolet 
is underscored in a survey of the 
divisions 23,777 prime suppliers in 
36 states and Canada. 

General Manager E. N, Cole, in 
analyzing the study, observed that 
approximately nine out of every 10 
of these firms employ under 500 
persons. What is more revealing, he 
said, slightly more than half of 
them employ less than 100 workers. 

The suppliers, Cole said, are lo- 
cated in 682 American towns and 
three in Ontario. Of the total of 
23,777 firms, 21,122 employ less than 
500 and 12,165 of these have less 
than 100. 

“Considering that this is a list 
only of our suppliers,” Cole said, 
“it is obvious that we are depend- 
ent also on many, many much 
smaller businesses who are sub- 
contractors to these firms.” 

Of the 685 different supplier lo- 
cations, 136 are in Michigan, 43 in 
Illinois, 85 in Ohio, 69 in New York, 
51 in New Jersey, 54 in Pennsyl- 
vania, 42 in Indiana and 32 in 
Massachusetts. 

Of the 12 states not represented, 
most are in the nonindustrial west- 
ern areas. 


Dealer Rafn Elected 


LEWISTOWN, Mont.—J. E. Rafn, 
Lewistown automobile dealer and 









|jchairman of the Montana Liquor 


Control. Board, has been . elected 
president of the National Alcoholic 
Beverage Control Assn. 





Dealer’s Slander Suit 
Denied by High Court 

OTTAWA. — A car dealer has 
lost an appeal from a lower court 
decision which dismissed his 
claim of $100,000 damages for al- 
leged slander by a finance com- 
Pany executive. 

The Ontario Appeal Court in 
Toronto has upheld dismissal of 
a claim by Walter Taylor, head of 
Taylor Distributing -Co., Sudbury, 

‘who sought damages from John 
E. Despard and Union Acceptance 
Corp., also of Sudbury. 

The claim was based on alle- 
gations that Despard, official of 
the finance company, slandered 
the dealer in 1955 by making oral 
statements about the: dealer to 
three prospective car buyers who 
wanted to arrange loans from 
Union Acceptance. The appeal 
court, in upholding the lower 
court judgment, ruled that there 
was no proof of malice. 
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Another reason 
it’s 

Collier's 

for 





cars! 





Starting 
Dec. 7" 

Si Freeman's 
‘on cars 
a regular monthly 








feature In COLLIER'S 


¢ The woman ali women want to be 
+ Handy man’s haven—Collier's dream workshop 
+ How much debt is right for you? 





Over 4 million homes to get car news every month! 


Currently Collier's is the only mass general magazine making 
cars a regular editorial feature! Every month in Collier's, 

| Si Freeman's informative column, “Behind the Wheel,” will bring 
news from the automotive field to millions of car-conscious 
readers! And this regular feature isn't all we’re doing to serve 
our readers’ car-interest. In the December 21st issue, you'll 
see a six page editorial feature on all the 1957 automobiles! 
It's this kind of coverage that keeps Collier's 
readers car-conscious throughout the year! 


The 6/th 


Crowell-Collier Publishing Co., 640 Fifth Avenue, New York 19, N. Y. 
Publishers of Woman's Home Companion, Collier's. 


AT 


Now over 4 million circulation! 





“| guess it's time 
to look for 


a new one, dear!" 


Trust the little woman to get some action 
on buying a new car. And Chicagoans 
do their looking in the record-breaking 
pages of the Daily News. During 1955, 
the News ran more new-car linage than 
any other Chicago newspaper, morning, 
evening or Sunday. But that’s just one 
record .. . automotive. Another is food. 
For thirteen straight years, the Chicago 
Daily News has carried more grocery 
advertising than any other paper in 
America. This is a break for all adver- 
tisers. They know that the News goes 
into more than 600,000 homes a day. 
And advertisers’ profits prove that— 


The CHICAGO DAILY NEWS 
HITS HOME 
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You’ve Got to Speak for Them... 
Materials Are Silent Salesmen 


(Continued from Page 34) 
available on all models of 1957 
cars. 


Magnesium 
Use of this light weight metal 
gives car buyers more in 1957 in 
matters of performance and cost, 
Dow Chemical said. 


Some of the uses listed are stator 
blades on Chevrolet Powerglide 
transmissions; Oldsmobile clock 
housings, Lincoln steering column 
shrouds, shift bowls and cover 
plates; heater and defroster louvers 


on Chrysler Corp. cars; oil reser-| 


voir covers on all General Motors 
Corp. cars except Chevrolet and on 
Lincoln power steering; steering 


column components on Oldsmobile | 


and Plymouth; fan-spacers on 
Buick and Ford (optional on Olds- 
mobile) and Chevrolet oil filters. 


Petrochemicals 

Everyone knows the three basic 
petroleum products needed for cars 
—gasoline, oil and grease—but, En- 
jay Co., Inc., points out that very 
few realize that products made 
from oil—called petrochemicals — 
are built into each 1957 car. 

One exception, perhaps, is Butyl 
rubber which is used in more than 
100 different auto parts in all 1957 
model cars. 

As Butyl is resistant to high 
temperatures, it is used in many 
under-the-hood applications, Be- 
cause it is resistant to heat and 
aging, it is useful for grommets, 
transmission cooling hose, spark- 
plug covers and other similar 
parts. 

The use of this modern product 
means savings in replacements and 
service over components made of 
conventional materials, Enjay said. 

Other petrochemicals give beauty 
and hardness to modern finishes 


and lacquers on today’s automobiles | ~ 








| 





during the last 50 years the steel| said. Sheet and strip steels are 

and auto industries have worked! used in automobile bodies. 

closely together to bring the U. S.| The development of wide, con- 

the best automobile possible each| tinuous strip mills have enabled 

year. auto designers to incorporate one- 
Stainless steel is growing in use | piece hoods, tops and fenders to 

by auto makers as trim, Republic | bring greater safety at lower cost. 


* * * * * s 
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Use of Aluminum— 


The industrial design department of Kaiser Aluminum & Chemical Corp. brought 
together in a composite car all the decorative exterior applications of aluminum being 
used by auto makers in their 1957 models. Shown above is the car with keys to the 


various uses of the light weight, corrosion resistant metal. 
.: = * *+ 8 





as well as imparting softness to| 7) 


vinyl upholsteries. 


Plastics 


Development of plastics has 
brought saran upholstery, as well as 
vinyl, to buyers of 1957 automobiles 
giving them superior durability, 
stain resistance and cleaning ease, 
according to Dow Chemical Co. 

All these factors combine to en- 

sure owners of today’s cars a 
longer life, both in appearance 
and wearing. 

In addition to this, there are 
polystyrene battery cases, air con- 
ditioning ductwork and battery vent 
plugs on many 1957 automobiles. 
These products mean better in- 
sulating ability and lower costs to 
1957 buyers. 

Steel 


When people talk about automo- 
biles, they’re talking about steel, 
according to Great Lakes Steel 
Corp. It is the No. 1 metal used in 
cars and Great Lakes said it con- 
tinually is striving to improve the 
quality of automobile steel, 

So, buyers of 1957 cars can be 
sure that the car they purchase 
contains all the up-to-the-minute 
advances in steel making. 

Furthermore, Great Lakes said, 
today’s high gloss, long-lasting auto 
finishes are made possible by steel 
improvements as well as greater 
safety through increased strength. 

Republic Steel Corp., another sup- 
plier of the auto industry, said that 


Seat-Belt Booster 
Rocket-Sled Rider Lauds 
Auto-Safety Aids 
ATLANTA, — Lt.-Col. John P. 
Stapp, an Air Force doctor whose 


experiments on a rocket-powered 
sled have made him “the fastest 





man on earth,” said his experiences | * 


have proved the importance of 
safety devices on automobiles as 
well as aircraft. 

Col. Stapp, who rode a rocket 632 
miles an hour and then braked to 
a dead stop in a little over a sec- 
ond, said he escaped serious injury 
because he was properly fastened 
to the seat with nylon shoulder and 
leg straps and lap belt. 


He said in his opinion a great 











Turnpike Cruiser Windshield— 


more desired light to enter the car. It is produced by Pittsburgh Plate Glass Co. 
* * * a ie 





70 Auto Parts from Butyl— 


Products from oil are shown above and are known as petrochemicals. They go into 
modern autos and add the knowledge of chemistry to bring to U. S. buyers more 
quality at less replacement and service cost. Framed within the windshield gasket in 
the photo are shock absorbers, spark plug covers and foot pedals. Below are water 
hose connections. The large cylinder at top is a bolster for a metal spring. They 
all are made of Butyl, a product of petroleum refinery gasses, manufactured by Enjay 
Co., Inc. 


One version of the new windshields for 1957 is shown above. It is found on the 
Mercury Turnpike Cruiser. The increased glass area gives greater vision and allows 





bros 


Grille Production Line— 
Automobile grilles are shown coming off the production line at Reynolds Metals 


many traffic deaths and injuries| Co. They are leaving the high-speed, coil-fed press on their way to be anodized. 
could be prevented by increased) They are supplied in natural color.and in gold. Grilles are some of the many com- 
use of seat belts in automobiles.| ponents making up the .1957 cars which are fabricated from aluminum. 





ENJAY BUTYL 


Fabulous new rubber in every new car! 


Today's motorists are assured of better performance from their new cars, thanks to Enjay Butyl. This 
fabulous new super-durable rubber is being used in convertible tops, axle bumpers, body insulation and 
more than 100 other parts to give better sealing against rain and cold...better cushioning against road shock 
... better protection against squeaks and rattles... better performance, better appearance, better economy. 


ENJAY COMPANY, INC.., 15 west 51st St., New York 19, N. Y. 
District Offices: Akron - Boston - Chicago - Los Angeles - New Orleans - Tulsa 
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Pre-Sale Ammunition . . . 
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Record Ad Drives Support °57s 


By Martin L. Whitmyer 
Staff Writer 


UTOMOBILE manufacturers are 
going allout to give dealers pre- 
sale ammunition for what they 
hope will be one of the biggest car- 
sale years in history. 

Most makers have record ad- 
vertising budgets with which to 
work this year—some being as 
much as 25 percent larger than 
for the 1956 model run—and ad- 
vertising agencies are working 
overtime to come up with what 
they consider the “correct ap- 
proach” to draw prospective cus- 
tomers into showrooms across the 
nation. 

All makes are leaning heavily on| 
network television, but newspapers, 
magazines, trade papers, newspaper 
supplements and radio are coming 
in for a large share of the budgets. 

In addition, each maker has co- 
operative advertising programs un- 
derway to give dealers a helping 








hand on the local scene, Field sales} 
promotion teams also are aiding) 
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OIL tY «cncer in verve... 


in economy...in ease of operation 


More than 55 years of body building experience are 
behind every UTILITY body. Designed for economy and 
ease of operation, UTILITY bodies on Chevrolet, Dodge, Ford 
and G.M.C. chassis are delivering the goods day after day, 
coast to coast. Before you buy any parcel delivery type 
body, compare UTILITY’s extra values—compare UTILITY’s 
standard features with others’ optional features. Just 
compare the front-end features listed at right. 


For complete information, see your favorite Chevrolet, 
Dodge, Ford or G.M.C: dealer, or write direct to: 


SUBSIDIARY OF UNION CITY BODY COMPANY, INC. 


Phone: 424 or 565 Union City, Indiana 


Detroit Office: 18450 Livernois, Phone: UNiversity 1-8800 


dealers in special event activities at 
the local level. 

A roundup of factory advertis- 
ing plans is presented here to 
give dealers an insight on what 
to expect on the national scene 
this year. 

The reports are as follows: 
+ + 


American Motors Corp. 
HE bulk of American Motors 
Corp.’s ’57 ad budget will be) 


Borgward to Introduce 


Automatic Shifting 
* NEW YORK, — Borgward, the 
imported German auto, is intro- 
ducing an automatic transmis- 
sion on its standard model and 
on a new sports car, according 
to Fergus Imported Cars, Inc., 
U. 8S. distributor. 

The new sports car, Fergus 
said, will have a displacement of 
1,500 c.c. and independent four- 
wheel suspension with swing 
axles. 
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UTILITY TRUCK, 


used to promote the Rambler as a 
“fun” car, according to Fred W. 
Adams, director of automotive ad- 
vertising and merchandising. 


Designed to take advantage of 
what the company calls a rapidly 
moving trend toward compact cars, 
the Rambler cam- 
paign will be high- 
lighted with the 
slogan, “Get a 
Lift Out of Going 
—Go Rambler.” 

Nash advertis- 

tising will fea- 
ture the Am- 
bassador V-8 as 
the “World’s 
Finest Travel 
Car,” while Hud- 
son advertising 
will stress higher horsepower and 
lower prices, Adams said. Com- 
mercial time on the corporation’s 
television program, “Disneyland,” 
will be devoted entirely to Ram- 
bler, 


Features that will be stressed in 
the new cars are: RAMBLER—In- 


F. W. Adams 


creased horsepower on the six- 
cylinder engine or an optional 190- 
horsepower V-8 engine, stronger 
hardtop construction, an improved 
air conditioning system. NASH— 
Dual headlights, new V-8 engine 
with 255 horsepower, wider front 
tread, restyled grille and front end. 
HUDSON—New 255 horsepower V-8 
engine, tail fins, park position on 
Hydra-Matic transmission, im- 
proved front suspension and low- 


ness, 

A HEAVY magazine and news- 
paper schedule also will play 
|}an important role in the Rambler 
program, and both Nash and Ram- 
bler are planning a series of ad- 
| vertisements by Ed Zern, humorist 
and sportsman, for release in mass- 
circulated media. 

The “Love Letters to Rambler” 
ad campaign also will be con- 
ducted again this year, and AMC 
is planning a return to outdoor 
advertising. A half-million-dollar, 
direct-mail program is planned 
during the model year, Adams 
said. 

Backing up the overall AMC cam- 
paign will be a trade paper pro- 


* * + 





motion to enlist new dealers in 
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* The Truck 


around the corner." 


er's side permits easy signalling. 
justable driver's seat folds "6: to give easy 
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loading and unloading access. 
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@ Fell, wrap-around windshield with 13% 
square feet of glass, tor maximum visibility. 
Extra-long, bottom mounted wipers that “wipe 


Sliding window on driv- 
Oru ad- 


Completely fin- 
ent includes convenient 


flat_“‘table space" for records, small packages. 


“Easy access" doors, ports, hinged engine 


INC. 


and repair. 
provide positive locking 


cover facilitate chassis and engine maintenance 
“Finger- 


tip’’ control door latches 
and easy door opening. 


Flush-closing side doors operate on roller 
bearings with Nylon guides—provide smooth, un- 


broken side panel styling. Inside step with 


non-slip tread. 


unassigned market points; a car. 
toon booklet featuring the product 
for self-coloring; a nationwide radio 
spot program featuring a recording 
by the “Old Philosopher,” and 
point-of-sale material for dealer 
windows, showrooms and service 


areas. 
* * * 


Buick 


—— by an extensive an- 
nouncement campaign, Buick 
has set out on one of the most 
comprehensive advertising and pro- 
motion campaigns ever devised by 
the company, according to Glenn 
D. Wilson, merchandising director. 

Newspapers, while continuing to 
get a major portion of the adver- 
tising dollar, will share the burden 
of the 1957 sales 
effort with maga- 
zines, Sunday 
newspaper s u p- 
plements, radio 
and television. 

In addition, 
Buick has pro- 
cessed and dis- 
tributed the 
most extensive 
sales promotion 
campaign ever 
made available 
to its dealer organization, Wilson 
said. 

Features that will be talked 
about in its sales promotion activi- 
ties throughout the year are its new 





G. D. Wilson 





body and frame, larger 300 horse- 
power engine, ball-joint suspension, 
larger windshield, “Safety Minder” 
on speedometer and lowness. 

+ 7” * 


Cadillac 


ADILLAC’S ’57 ad campaign will 
continue the “Standard of the 
World” theme with special em- 
phasis on the “superior quality, 
performance and sound investment 
value of the car,” says W. T. LaRue, 
merchandising manager. 


Following a campaign of tele- 

vision spots, radio and outdoor 
| posters during the announcement 
period, Cadillac 
has swung into 
the use of selected 
national maga- 
zines aimed spe- 
cifically at the 
Cadillac market 
in approximately 
the same propor- 
tion as used in 
1956. 

Its newspaper 
campaign 
throughout the W. T. La Rue 
year will be extensive and will 
cover all markets with “a hard- 
hitting promotion of high charac- 
ter,” LaRue said. 

Cadillac also will continue to 
reach over one million high priced 
| group prospects through the use of 
| its direct mail program, LaRue said. 
i + * ” 








| Chevrolet 
} 


Wcexnee through its Dealer 
Advertising Council, Chevrolet 
is engaged in the most extensive 
| advertising campaign in its history, 
| according to William G. Power, ad- 
| vertising manager. 

Backed by a heavy television 
schedule, which 
includes the 
“Dinah Shore 
Show,” the “Garry 
Moore Show,” the 
“Chevy Show” and 
“Crossroads,” the 
Chevrolet ad cam- 
paign is concen- 
trating on pre- 
selling prospec- 
tive customers on 

the various fea- 
William Power tures of the line. 
Principal emphasis is being put 
on performance, style and com- 
fort. Horsepower is being stressed 
only in conjunction with perform- 
ance and acceleration, Chevrolet 
also is continuing to use its 
“Drive with Care Everywhere” 
safety slogan. 

In addition to its heavy television 
schedule, Chevrolet is using more 
newspaper, magazine, radio, trade 
paper, road sign and vocational ad- 
vertising than ever before, accord- 
ing to Power. 

* 








* * 


Chrysler-Imperial 
HRYSLER division’s two .auto- 
mobiles, the Chrysler and Im- 
perial, will be advertised and mer- 
chandised in the boldest factory 
and dealer cooperative advertising 
program in the division’s history, 

(Continued on Page, 63, Col. 1) 
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Record Campaigns Under Way... 


Here’s How the Makers 
Will Advertise *57s 


(Continued from Page 62) 


according to Burton Durkee, direc- 
tor of advertising 
and merchandis- 


ing. 

The 1957 Chrys- 
ler advertising 
under the banner 
of “The Mighty 
Chrysler . .. Most 
Glamorous Car in 
a Generation,” 
capitalizes on the 
prestige growth % 
of the Chrysler . 
name in the last Burton R. Durkee 
two years, the division’s engineer- 
ing reputation and the performance 
characteristics of the new line of 
cars, Durkee said. 

Chrysler feels this is the strong- 
est theme approach it has had in 
years—appealing to existing 
Chrysler customers and competi- 
tive prospects alike. It also aims 
at women as well as men; people 
who look for styling in their cars 
as well as engineering and per- 
formance. 

Two complete advertising kits— 
one for Chrysler and one for Impe- 
rial—have adapted the nationwide 
theme planning to the retail level 
for use by all dealers locally. 


* * * 


y= Imperial, Chrysler has an 
entirely separate advertising 
program for 1957. It will be adver- 
tised as “The Finest Expression of 
the Forward Look.” 

Mass magazines, newspapers, 
radio and television spots, auto- 
motive trade publications, out- 
door, and direct mail will be used 
for Chrysler. 

Newspapers, mass and news mag- 
azines, radio, automotive trade pub- 
lications and direct mail are the 
media scheduled for Imperial. 

* + * 


DeSoto 
ppecre is basing its ’57 advertis- 
ing campaign on a theme of 
excitement, according to R. L. Good- 
win, advertising manager. 

Although it 
again will be 
heavy in _ televi- 
sion with the 
Groucho Marx 
show, DeSoto also 
will use major 
magazines, trade 
papers, newspa- 
pers and dealer- 
factory coopera- 
tive advertising 
to sell its line as 
the “Most Excit- 
ing Car in the World Today,” said 
Goodwin. 

Power and style will take a top 
spot in DeSoto advertising, but the 
line’s new body and chassis, Tor- 
sion-Aire suspension, a new Fire- 
Sweep series, larger engine, 14-inch 
wheels and the Torque-Flite three- 
speed automatic transmission will 








R. L. Goodwin 


come in for their share of promo-| 


tion, Goodwin said. 
* © * 
Dodge 
ODGE’S expanded advertising 
program for 1957 will be excep- 
tionally strong in television, but will 
utilize newspapers, magazines, 
radio and outdoor 
media to the full- 
est degree, ac- 
cording to Wen- 
dell D. Moore, 
assistant sales 
Manager — ad- 
vertising and pro- 
motion. 

In addition, all 
Dodge dealers 
have been pro- 
vided with nu- 
merous sales pro- 
motion pieces so they can tie in 
effectively with the national pro- 
gram, 

Based on the theme that each 
Dodge dealership is, in effect, 
“The Wonderful World of Auto- 
dynamics,” the advertising cam- 
paign throughout the year will 
stress the car’s new “swept-wing” 
styling, the new torsion-bar sus- 
pension system, the new Torque- 
Flite automatic transmission, 
step-down frame, recessed door 
handles, dual headlights, com- 
bined heater-air conditioner, 


W. D. Moore 








transistor radio and lowness of 
the car, 

One of the most unusual ideas 
in the automotive advertising field, 
Moore said, is the new Dodge “Do- 
It-Yourself” sales promotion kit. 
Every Dodge district manager is 
provided with the kit, and will work 
directly with dealers in helping 
them tie in with local campaigns. 

The kit contains 67 pieces of 
newspaper copy and layouts, 107 
radio commercials, 48 television 
commercials, 64 mats, 32 photos, 16 
window paints, 33 direct mail 
pieces, 21 handbills, 104 sales pro- 
motion ideas and nine news re- 
leases. Frequent revision and re- 
placements keep them them up to 
date, Moore said. 

- * + 
Ane newspaper, radio 
and television advertising 





placed at the local level will help 
associate the dealer with the “Au- 
todynamic” theme established in 
the national media, Moore said. 


Some dealers, especially in the 
smaller markets, may find movie 
trailers and painted bulletins 
more effective in promoting local 
business, he said, 

Dealer showroom promotion 
items such as placards, signs and 
catalogs also multiply the impres- 
sions established by the national 
advertising campaign. 

aa of * 


Ford 

aes its advertising pro- 

gram leans most heavily on 
television, Ford division is using all 
media in its 1957 sales effort to take 
over the top spot 
in car registra- 
tions. 

Working on the 
theme, “It’s Fun 
to Drive a Ford,” 
the division is 
going strong for 
television with 
the “Tennessee 
Ernie Ford 
Show,” “Ford 
Star Jubilee,” and 
“Ford Theatre 


Frank McGinnis 


Presentations,” but also is using 
magazines, newspapers, outdoor, 
direct mail and radio in its promo- 
tions. 


Its advertising budget is ap- 
proximately 25 to 30 percent higher 
than a year ago, according to 
Frank McGinnis, advertising co- 
ordinator. 


Backing the national campaign 
will be the advertising committees 
which create their own funds and 
spend them through the dealers in 
the district in which they are lo- 
cated. Altogether, there are 35 dis- 
tricts with advertising committees. 

Safety features, plus riding com- 
fort and body quality will be 
stressed most in the year-long cam- 


paign, McGinnis said. 
+ * oa 


Lincoln-Continental 
IHESE two lines of cars, both 
produced by Lincoln division of 

Ford Motor Co., will be advertised 


Dealers Pick Shappard 


CINCINNATI.—Joseph Shappard 
has been elected president of the 
Studebaker Dealers Advertising 
Assn, Other officers are Virgil Gray, 
vice-president, and Harry McNeer, 
secretary-treasurer. 
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and promoted through separate and 
distinct advertis- 
ing plans, accord- 
ing to James M. 
Woodman jr., as- 
sistant general 
sales manager in 
charge of adver- 
tising, sales pro- 
motion and train- 
ing at Lincoln 
division. 

Lincoln, which 
is strong in all 
media, is being 
promoted as the “Finest Car in 
the Fine Car Field.” The selling 
features that will be talked about 
in ads are its Quadra-Lite Grille, 
canted rear blades, Turbo-Drive 
transmission, H y dr a-Cushioned 
ride, length, lowness to road, and 
the various power-assist luxuries. 
Continental is being billed as 
“The Very Finest Car Built in 
America Today.” Specifically, the 
ads will feature its craftsmanship, 
exterior finish and interiors. 








J. M, Woodman 


Mercury 


LTHOUGH the basic overall 

product advertising theme for 

1957 is “Dream Car Design,” the 
(Continued on Page 64, Col. 1) 





in automobiles 


everybody benefits from St 


THE MANUFACTURER styles your 
car with Stainless Steel because it’s the readily 
workable, long lasting metal with beauty and 


sales appeal. 





THE DEALER is proud and confident to 
offer a product made with Stainless Steel. He 
knows that nothing compares with Stainless for 
durability and customer satisfaction. 


THE PURCHASER from long experience recognizes Stainless Steel as 
the easy to clean metal that keeps its shape and good looks under the toughest 
conditions of driving and weather. Also it’s a big plus at trade-in time. 


Mc LouTH STAINLESS STEEL 


FOR THE PRODUCT YOU MAKE TODAY AND THE PRODUCT YOU PLAN FOR 
TOMORROW SPECIFY McLOUTH HIGH QUALITY SHEET AND STRIP STAINLESS STEEL 





McLoutn Stee. CorPoRATION DETROIT, MICHIGAN ¢ MANUFACTURERS OF STAINLESS AND CARBON STEELS 
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s Under Way... 





Here’s How the Makers 
Will Advertise °57s 


(Continued from Page 63) 


“Big M” concept used during 1956 
will be carried 
over as an in- 
gredient of the 
1957 program, ac- 
cording to R, J. 
Fisher, advertis- 
ing manager. 

No_ substantial 
change in use of 
media is expected, 
with television, 
newspapers and 
magazines con- 

R, J, Fisher tinuing as the 
basic media, Fisher said. Spot 
radio will be used periodically to 
highlight important promotion, 

Mercury’s new styling will ac- 
cent the factory advertising pro- 
gram, with the car’s riding and 
handling characteristics also 
coming in for major promotion 
treatment. 

Other features that will be 
stressed are the new and larger “B” 





= 
~ 

= 
7 


Te 
ORK 


Oklahoma 
$791 last year 


body, wider and heavier frame, new 
rear quarter panels, pushbutton 
automatic transmission, horsepower 
increase, 14-inch wheels and air- 


cushion rear suspension. 
+ * * 


Oldsmobile 

Ye advertising support 

in all media will spearhead Olds- 
mobile’s bid for a larger share of 
the medium price car market dur- 
ing 1957, accord- 
ing to L. F. Carl- 
son, director of 
advertising. 

The division, in 
addition to tele- 
vision, will use 
magazines, news- 
papers, radio, 
newspaper sup- 
plements, bill- 
boards and neon 
and cutout , 
painted bulletins. L, F. Carison 

Features of the new car that 


families spent an average of 
for automobiles—actually $56 


more than they spent for food. Last year they 
spent a total of $537,000 ,000 for automobiles 
and another $171,244,000 in gas stations to 
keep them going. 


Oklahoma 


families spend 7% more per 


year for automobiles than the national average 
and 5% more in gas stations—dollars and 






Kia 


AUTOMOTIVE SECTION 


HE SUNDAY 


homa Automobile 








will be stressed in the sales pro- 
motion campaign include “pivot- 
poise” front suspension, new body 
and chassis, boost in horsepower 
and engine displacement, the re- 
turn of the station wagon to the 
line, larger windshield, length 
and lowness to road and new 14- 
inch wheels, 

Carlson said a varied selection of 
mats, as well as scripts, posters, 
radio recordings and television 
spots, will enable Oldsmobile 
dealers to tie in local advertising 
schedules with the national cam- 


| paign. 


+ * 


Plymouth 


ITH a new sales team com- 

posed of Jack Minor, sales 
vice-president, and Lou Hagopian, 
advertising director, calling for the 
“most challenging 
advertising cam- 
paign in history,” 
Plymouth has em- 
barked on a “Sud- 
denly It’s 1960” 
theme. 

The theme is 
being explcited 
through greater 
use of network 
television, a new 
competitive im- a 
pact co-op adver- Lou Hagopian 
tising program and a sales promo- 





tion campaign with emphasis on the 
type of activity that dealers can 

| exploit at the local level. 

Two new television shows—the 

| Lawrence Welk show on Monday 
night and the Ray Anthony show 
on Friday — give Plymouth a 
double punch with an appeal to 
every age group. 


| Some of the features being talked ‘ 


| about in Plymouth advertising this 
| year are its Torsion-Aire ride, 
| Torque-Flite automatic transmis- 
| sion, recessed steering wheel, 235- 
| horsepower engine, longer wheel- 
| base, 11-inch brakes and greater 
glass area. 
| Plymouth’s competitive impact 
| cooperative advertising program 
|involves use of mutual advertising 
|areas and dealer participation in 
media selection, 
* oa © 
Pontiac 
© CONSOLIDATE the success of 
one of the industry’s most con- 
centrated announcement cam- 





Yeager Defeated 

SOUTH BEND. — Freeman C. 
Yeager, a Buick dealer in South 
Bend and Mishawaka, Ind., was 
defeated in his bid for reelection as 
state senator from St. Joseph and 
Marshall Counties. The winner was 
Marshall F.. Kizer, a Democrat and 
a lawyer. 





cents evidence that Oklahoma is a richer mar- 


ket for automotive products. 


Automobiles and automotive products are 
sold most effectively and economically to the 
families in this rich market through The Daily 
Oklahoman and Oklahoma City Times. They 


reach three out of every four 


of the 462,200 


urban families within a hundred-mile radius 
of Oklahoma City—one of the five fastest grow- 


ing cities in the nation. 


(Sales per family: 1956 Sales Management estimates ) 
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KLAHOMAN 


THE DAILY OKLAHOMAN 
Ua A aT Las 


Published by The Oklahoma Publishing Company 


Represented by The Katz Agency 

















paigns, Pontiac has embarked on 4@ 








strong newspaper 
advertising cam 
paign and a ma 
azine _ sched 


pee oammeemmmerene tenement ome 


what the facto 


selected publica. 
tions. 
Pontiac will rely 





B. B. Kimball 
cording to B. B. Kimball, advers 
tising manager, and mass circula- 
tion magazines will 
color advertisements with what 
Pontiac calls a frequency never be- 
fore attempted by an automobile 
manufacturer. 

Copy and headline approaches, 
as well as illustration technique 
will take new directions this year 
in both magazines and news- 
papers, Kimball said, Each is the 
result of an intensive pre-test 
campaign conducted by the divi- 
sion’s advertising agency, Mac- 
Manus, John & Adams, 

Features of the new Pontiac are 
its new and larger 270-horsepower 


engine, tail fins, a larger windshield } 


and underhood air conditioning. 
Although Pontiac’s television 


plans are what Kimball calls “fluid,” 7 


the manufacturer has picked up 
one plum in the purchase of tele- 
vision and radio rights to the Pro- 


Championship football game Dee. ° 


30 over NBC. 

“We will seek out targets of 
opportunity and will act when 
exactly the right situation for 
Pontiac and its dealers presents 
itself,” Kimball said, 

Pontiac’s theatre and outdoor ad- 
vertising programs are continuing 

on substantially the same basis as 
last year. 

* * * 
Studebaker 
— by its most extensive 

introductory campaign in his- 
tory, Studebaker is swinging into an 
“all-media” drive to put over its 
57 line of cars. 

Topped by 
its sponsorship of 

“NBC News Cara- 
van” over 85 
NBC-TV stations, 
the factory is 
keying its na- 
tional campaign 
to help dealers in 
local area. It also 
is planning heavy 
coverage of mar- 
kets With news- 


F, W. Noble 
papers, radio, magazines and bill- 


boards this year, according to 
Frank W. Noble, advertising man- 
ager. 

Theme of the ’57 campaign is_ 
craftsmanship, with special em- 
phasis being planned on “Luxury 
Level Ride,” finned brakes, im- 
proved steering and newly intro- 
duced “Twin-traction power- 
locked differential. 

Theme for the Hawk series will 
be “Sports-car Adventure for the 
Whole Family.” Promotion of the 
supercharger on the Golden Hawk 
will be accentuated in these cam- 
paigns. 


83 Pct. Own Cars 
In Dallas Area, 
Survey Reveals 


DALLAS.—A total of 83.2 percent 
of the 397,200 households in the 21- 
county area served by the Dallas 
Morning News own at least one car, 
according to a survey by Dan E. 
Clark II & Associates. 

The most popular makes were 
Chevrolet (owned by 30.2 percent of 
the families), Ford (26.1 percent), 
Plymouth (11 percent), Buick (98 
percent), Pontiac (7.1 percent), 
Oldsmobile (5.5 percent), Dodge (5.5 
percent), Mercury (5.1 percent), 
Cadillac (1.9 percent) and Nash (12 
percent). 

The survey showed that 50.6 per- 
cent of the families in the ares 
bought their cars new, that 324 
percent bought used cars and 02 
percent didn’t remember. 

A total of 86 percent of the 
families had a 1956 model, 16.7 had 


a 1955 model, 10.9 had a 1954 model, #F 


32.7 had a 1953, 1952, 1951 or 1950 
model, 13.7 had a 1949 model or 
older and 0.6 percent didn’t remem- 
ber the model of their car. Some 


14 percent of the families owned | 


two cars, 


that approacheg 


terms the satura. 
tion point in) 


more heavily on, 
newspapers than} 
ever before, ac 


carry four-# 
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Leading automobile manufacturers are increasing 9 


their use of aluminum this year by 200 to 500 per 
cent. They're using more aluminum than ever 
before for grilles, fender panels, window frames, 
interior and exterior trim, as well as vital working 
parts. And for one good reason: to improve 
Ue Reynolds is proud to participate in this 
trend to aluminum. Proud of its role as a major 
PIU) ey om Me- LL Mea emeL e DehColu lel tk 
parts for all the great new ‘57 cars. Proud to 
Cae a eM A 
Engineering Specialists to manufacturers. 


The Finest Products 
Made with Aluminum 





Na TACOS 


AVOUT 
in ALL the ’3/ cars! 





























There’s a look of fleetness in the sweeping lines of all the ’57 
cars. There is style as never before. And there is aluminum — se 
more aluminum than ever before. 





Reynolds Aluminum in modern finishes brings “the gleam of * 
gold”’ and “‘the look of sterling’”’ to the new automobiles, | 
brings luster that will not tarnish, in the metal that will not . 
rust. These clear and color anodized finishes will last and last , 
because the finish is in the metal, not on the metal. TI 
. 1 
: And they’re no longer a luxury. Gold anodized aluminum, for 

For lasting beauty example, was recently found only on the highest priced ; 
models. Now all the biggest producers feature gold-anodized t' 
For impro ved performance aluminum grilles and trim in the largest usage of ° 
color-anodized aluminum in all industry. fe 
For added sa/es app ea/ Wherever you find Reynolds Aluminum you find improved _ 
performance, too—in pistons, transmissions, and other moving m 
parts. Rugged, rustproof aluminum is only one-third as heavy pe 

as steel. This saving in weight gives brakes less load to stop, 
helps engines deliver more power to the wheels because it - T 
The Fi din helps achieve more horsepower per pound. = ‘ . 

Made with Aluminum If you would like more information about the way aluminum 

is increasing the value of today’s automobiles, write - 
are mad Reynolds Metals Company, F: isher Building, Detroit 2, Michigan, Ke 
REYNOLDS fat TE or P. O. Box 1800 MX, Louisville i. Kentucky. be 
NEW YORK AUTOMOBILE SHOW ON TV COAST-TO-COAST ” 
Reynolds Metals Company will sponsor the telecast of the 42ND NATIONAL v 
AUTOMOBILE SHOW on CBS-TV. 5:00-6:00 PM EST, Sunday, December 9 : 
| t 
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Ammunition for Salesman .. . 


Joe’s Wait for a ’57 Costs $258 


By John K. Teahen dr. | joke around the office, and friends, contributing factor was the fact 
Staff Writer |stopped asking him how it was/that the right-hand door lock had 

HE scene is a dealership. The | running. They knew he'd talk for| ceased to function. Police told 
salesman’s presentation is going | an hour. Thompson that thefts of that make 
well, and the prospect seems inter-| But the most frightening ex- |2"d year were rather common be- 
ested. But suddenly he reaches for) perience was yet to come, Driving | ©2USe “it’s easy to jump the igni- 
_.5 hat, | to work on May 25, he noticed his | tion.” 

“That ’57 of yours is real nice,” he| brakes weren’t holding too well. | Thompson took a cab home, 
tells the salesman. “But I think | “Better get an adjustment,” he and a few hours later the police | 
maybe I'll nurse my old buggy along| thought. called and reported they had re- 
for another year.” | On the way home that afternoon,, Covered his car undamaged. He 

“What's the salesman’s next |he realized that an adjustment) ™issed a morning’s work going | 
move? Every salesman has been | wasn’t enough. His brakes gave out out to pick it up. 
faced with this problem, and | completely, and he inched along for| His insurance company paid the) 
many probably have a sure-fire | what seemed a hundred miles, $8.24 towing charge, but wouldn’t 
argument to fling at the would-be tightly clutching the hand brake| reimburse him for $6 cabfare. 
auto-nurser. | which had become his only means| “The car must be missing 72 

Maybe Joe Thompson’s story will| of stopping the car. hours before we pay transportation 
nrovide some fresh Sennen. | New brake linings, drums, an d/| expenses,” the insurance people in- 

» Thompson isn’t his real name,| shoes amounted to $36.18. formed him. 
yut that’s the only part of this story | a... Fae Pa 
that’s fictitious. The subject of this) A™ went well until July 6. That 
story has canceled checks or re-| night, the radio quit; then the S COOLER weather approached 
ceipted bills to verify the rest of it.|turn indicators stopped working;) —and still no ’57s in the show- 

ew then the lights went out. Another| rooms—Thompson made his final 

| years, Thompson was a two-| generator had broken down, Again, ©XPenditure. He paid $5.40 to have 
year trader. He bought a ’49, a| it was replaced free. his heater repaired. 

and a ’53. When the ’55s ap-| On Aug. 21, the car was stolen. A The great experiment is over. 

ed he liked them, but his car 

“-.3 running well and he decided to| 

wait a while. 

The “while” became a year. He} 
visited the showrooms in the fall of | 
1955, and told his friends. “The '56s| 
in my price range are facelifts. I| 
think I'll wait for the ’57s.” 

He did. And that extra year 
cost him $258.05 in repairs and | 
maintenance that probably never | 
would have happened with a new 
car. 

Thompson needed new tires and 
picked up a set of four for $67.98. | 
“Now I'm all set,” he announced 
proudly. 

But a few mornings later, his car 
wouldn’t start. His battery was) 
dead, and a new one cost $16.84. 

“Oh, well,” thought Thompson, 
“it was the original battery, and 
after 30 months...” 

* 





SHELLER 


MANUFACTURING 
CORPORATION 


* * 


SHORT while later it was time 
to winterize, an $8.25 item that 
wouldn’t have been noticed in the 
price of a new car. As an out-of- 
pocket expense, it hurt. Then his 
new thermostat jammed, and he 
lost a few quarts of antifreeze. The 
serviceman replaced both items at 

o cost. 

Next came seat covers — $10.30 
worth — to cover front-seat up- 
holstery that had worn through. 

On Jan. 30, he took his car in for 
a tuneup and replaced the points, 
plugs, windshield wipers and or- 
dered a few other minor repairs. 
The bill was $30.29 and, as he wrote 

it a check, he told the service- 

an: 

“I need a new car, but I’m wait- 
ing for the ’57s. I guess this is 
the last money I'll spend on this 
one.” 

Silly boy. Late in March, the roof 
fell in. Driving along one day, his 
engine began to roar like a charg- 
ing lion. “New muffler,” he sur- 
mised. “But mufflers aren’t very ex- 
pensive.” 


Plants 


CHICAGO, ILLINOIS 
KEOKUK, IOWA 
PORTLAND, INDIANA 


NORFOLK, VIRGINIA 


* * ? 


(THOMPSON had diagnosed only 
part of his trouble. He also 

eeded a new exhaust pipe and tail 
pipe. The work amounted to £25.30. 

Three days later, on March 28, 
the car started with considerable 
reluctance. This time it was the 
generator and voltage regulator. | 
Both were dead, and replacements, 
battery charge and other adjust- 
ments totalled $30.01. 

Then followed nearly three 
weeks of carefree driving until a 
sudden clanging noise was fol- 
lowed by an alarming rise in the | 
temperature gauge. The new gen- 
erator had broken and a flying 
piece had nicked the radiator re- 
sulting in another loss of anti- 
freeze. 

Replacements again were made 
without charge. 
, About that time, Thompson no- 
ed a slight front-end shimmy. It) 
ew steadily worse and tire rota-| 
n, wheel-bearing packs and other | 
edies—about $10 worth—didn’t | 


PENDLETON, INDIANA 


UNION CITY, INDIANA 


MONTPELIER, INDIANA 


Principal Offices 


CHICAGO, ILLINOIS, PORTLAND, INDIANA 


AND IN THE GENERAL MOTORS BLDG., 
DETROIT, MICH. 


* * * 


ALLY the steering wheel be-| 
gan vibrating like a tuning fork, 
and $11.50 worth of wheel align- 
ment and balancing was required 
to correct it. 

About this time, Thompson 
stopped talking about how wise he 
had been to hang onto his ’53. 

His car had become a standing | 
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Safety Tilt 


Buffalo Firm to Market — 


New Seat Device 


BUFFALO. — A Buffalo company 
is going to try to crack the auto- 
safety market with a new tilting- 


Cc |seat device that its developers 
|claim could cut the accident death 
| toll sharply. The company is called 
the Protect-O-Matic Corp., 260 Del- 
| aware Ave. 

The principal founders of Pro- 
| tect-O-Matic — Roger R. Racine, 
president, and Kenneth Forbes, 
| general manager—have spent four 
| years developing the safety device, 
which they plan to have produced 
for them for marketing in about 45 
days. 

Their device automatically tilts 
| back a car seat about 30 degrees 
| whenever the vehicle hits some- 
thing, even while. traveling as 

| slow as 7% miles an hour. 
Thompson has ordered a 57 hard- | The idea is that with the seats 
top. in a semi-reclining position, the 

Will he ever nurse another car?| impact of a crash is absorbed on 

“Not on your life,” he declares.| the bottom of the thighs and the 
“I've learned my lesson. I’m going/ driver and passengers.can not be 
to buy a ’59 and a ’61 and a ’63 and| slammed against the windshield, 
Sica ‘dash panel or steering wheel. 





* * e 


Producing: 


STEERING WHEELS 


MOLDED, EXTRUDED 
HARD AND SPONGE 
RUBBER AND 
VINYL PRODUCTS 


SHELLERTEX 
(POLYURETHANE) 


CHROME PLATED 
DIE CASTINGS 


METAL STAMPING AND 
SCREW MACHINE 
PRODUCTS 


CORK AND 
PLASTIC PRODUCTS 
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42,000 Dealers Waiting for Cars... 


Haulaway Firms in Spotlight 


By Joseph M. Callahan 
Staff Writer 


S PRODUCTION of 1957 cars| 


understanding of the haulaway bus- 


|iness is to trace a car from a De- 


troit production line to a Los 


| 


slips into high gear, the eyes of | Angeles dealer’s showroom. About | 
dealers and factory officials are | 75 percent of Western’s business | 


focused on the auto haulaway in- 
dustry, consisting of 107 trucking | 
firms which deliver to dealers about 
72 percent of the nation’s new cars. | 

Like supporting actors in a} 
drama, these companies have made 
their last-minute preparations and 
have received their cues, usually 
about ewo weeks before each car’s 
public introduction date. 

During this two or three-week 
period, these 107 haulaway firms | 
are expected to deliver from two 
to eight new models to each of | 
the nation’s 42,000 dealers. 

In this brief period the highly- 
valuable initial output from each 
factory is neither at the factory 
nor in the dealerships. It is “in 
transit.” 

* * + 

NE of these is Western Auto 

Transport, Inc., one of the na- 
tion’s largest auto transporters. In 
1955 Western delivered 73,268 cars 
to more than 2,000 dealers in nine 
western states. l'o accomplish this, 
Western's 591 haulaway units 
traveled 31 million miles and had 
an income of $9.5 million. 

About three quarters of West- 
ern’s business comes from Chrysler 
Corp. and the remainder in 1955 
was supplied by Cadillac, Mercury, 
Packard and Ford. 

This year Western has had 
about six weeks between the 
end of 1956 production and the 
start of 1957 production and it 
has used this period to make 
these preparations: 

1. The hiring of about 200 addi- 
tion driver-owners who lease their 
tractors to Western. The company 
owns some of the trailers to be 
towed by these tractors and leases 
the rest of the trailers from leasing 
companies 

At latest report Western had 432 
tractors -—- 92 company-owned and 
340 leased. Very soon Western ex- 
pects to purchase 20 more new 
tractors. Since last year, Western 
has been making trailers, for its 
own use end for sale. 


* * * 


Trailers Converted 


EW tractors cost from $4,000 

for a gas-engine model to $15,- 
000 for the biggest diesels. Trailers 
range from $4,000 for a four-car 
unit to $6,000 for a six-car unit. 

2. The conversion of the trailers 
to make them suitable for the “all 
new” or “partly new” cars turned 
out by the factories each year. 

Sometimes the changes are 
made because the trailer is going 

to haul a different make or a 

different body style. Other times 
modifications are needed because 
the new models are lower, longer 
or wider. Some years these modi- 
fications cost Western as much as 
$400 a trailer. This year the cost 
is about $150. 

3. The repair and maintenance of 
the tractors and trailers, which is 
considerable, partly because the 
equipment is checked to Interstate 
Commerce Commission specifica- 
tions at every terminal and partly | 
because of the hard usage the 
equipment receives. 

7 * ce 


| 

4 THE repair and upkeep of the) 
* terminals. This also is a job of| 
considerable proportions since 
Western has 10 terminals across the | 


country plus its headquarters ter- 


minal in Denver. The “east-end” 
terminals are Detroit, Cedar 
Rapids, Ia., and Grand Island, Neb. | 
The “west-end” terminals are 
Cheyenne, Wyo.; Billings, Mont.; | 
Denver; Clayton, N. M.; Seattle; | 
Richmond, Calif., and Los Angeles. 
Each terminal consists of 10-30 
acres of outdoor storage space, 
company offices, sleeping quarters 
for the drivers and a repair 
garage for the extensive mainte- 
ance required. More than 300 
persons were required to man 
Western’s terminals in 1955. 

The Richmond terminal is unique 
in that it can provide inside stor- 
age quarters for some 500 cars. For 
a fee, a dealer can leave his new 
cars at the terminal where they 
can receive full pre-delivery service 
and undercoating. 

One of the best ways to get an 


now originates in Detroit. 
* * 


* 
How New Cars Flow 
4 ey ear probably would come 


off a line, just a few miles from | 


Western’s Detroit terminal, which is 
headed by Roy Qualls, Detroit ter- 
minal supervisor. Also quartered 
here is his brother, W. M. “Wink” 
Qualls, who is eastern regional 
manager. 


Since last year all cars have been 
delivered to Western by factory 
haulaway trucks. Many Chrysler 
Corp. cars were formerly driven to 
the terminal, but this practice 
stopped simultaneously with Chrys- 
ler’s new billing policy whereby the 
dealers pay the factories for the 


much more satisfactory for the 
haulaway companies for a variety 
of reasons. 

When production is just getting 
underway, this car probably will 
be part of a “split load” and it 
may wait a few days until the 
factory ships two or three other 
cars to Western for delivery in 
the same general vicinity. 

Later in the year, the factory 
will begin sending full loads to in-| 
dividual dealers and they usually | 
will be moved out of the Detroit | 
terminal faster, depending on the| 
number of tractor-trailers that are 
available and other factors, includ- 
ing the weather. 

The cars are then assigned to a 
tractor-trailer driver, loaded aboard | 
a trailer and tied down by a quaili- 
fied driver under the supervision of 
a loading supervisor, who is an 
important figure at each terminal. 


transportation and the factories pay | At some haulaway companies, the | 


the haulaway firms. This policy is 


tractor drivers load and tie down 


TRANSISTORIZED 


ELECTRONIC “BRAIN BOX” 


A Top-Secret Load— 


A Western Auto Transport havlaway tractor-trailer, loaded with four 1957 Plymouths, 


prepares to leave the Detroit terminal for California. 


The factory requires that the 


new cars be covered until the Plymouth public announcement date. 


* * * 


their cars, earning an extra couple 
of dollars per car. 
* + * 
HE driver then sets out for his 


destination — the Western Auto 
Transport terminal 1,240 miles away 


* + * 


in Cheyenne, Wyo. He will be pull- 
ing a four-car trailer, largely be- 
cause he will be traveling through 
Iowa, which requires that no 
tractor-trailers be more than 45 feet 
long. In Michigan the length limita- 


(Continued on Page 65-B, Col. 1) 


INJECTOR 


ALTITUDE 


COMPENSATOR 


This installation is one of convenient arrangement on a mock-up engine. It is not an actual installation. 
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107 Firms Serve Dealers . . . 


Haulaways in Spotlight 


(Continued from Page 65-A) 


tion is 50 feet, and in most other|nals or at a motel or, most often, 


states it’s 60 feet. 

Normally, the driver is given 
three days to reach Cheyenne. He 
has the option of driving during 
the night or day, although the I-C.C, 
requires that he must have at least 
eight hours of rest after every 10 
hours of driving and he can drive 
no more than 70 hours in any eight- 
day period. 

During the summer most haul- 
away drivers prefer to drive at 
nighttime because it’s cooler and 
because the traffic is lighter. 
Drivers are required to maintain 
a “daylog book,” recording all 
details of the trip. A driver will 
average about 35 miles an hour 
good over the road, Western has 
a company speed limit of 50 miles 
per hour. 

To rest, the driver will either 
stop at one of the Western termi- 


he’ll curl up in his cab. 

Said one driver who preferred 
sleeping in his cab during the 
night, “I usually sleep until day- 
light and the first diesel that goes 
by gives you a good rock, acting as 
an alarm clock.” 

+. + * 


Follow Same Route 


. haulaway drivers will usu-| 


ally follow the same route, 
partly because the I.C.C, carefully 
lists each state in which the 
tractors of a given haulaway com- 
pany can traverse. The I.C.C. also 


decides exactly the counties and| 


states where each firm can pick 
up cars and the states to which 
each firm can deliver them, 

In Michigan, for instance, West- 
ern is permitted to pick up cars 
in Wayne and Macomb Counties 
only. It is permitted to travel 





through Michigan, Indiana, Illinois, 
Missouri, Iowa, Nebraska and 
Kansas. And it is only authorized 
to deliver new cars in nine states 
— Colorado, Wyoming, Utah, New 
Mexico, Nevada, Idaho, Washing- 
ton, Oregon and California. 

In addition, Western is author- 
ized to pick up cars at certain 
midwestern points for delivery to 
West Coast dealers. For example, 
Western sometimes picks up 
Oldsmobiles in Cedar Rapids, Ia. 
These cars are hauled from Lan- 
sing to Cedar Rapids by another 
haulaway company. 

Roy Qualls said that Western is 
the only carrier with “single line” 
authority to the western states, 
meaning that it is the only firm 
that picks cars up in Detroit and 
keeps them until final delivery on 
the Coast. 


* aa * 

A three days, the hypotheti- 
cal car will have reached Chey- 
enne, Wyo. where it will be un- 
loaded. The driver will then turn 
around and begin his three-day 
return trip to Detroit. Although 
his trailer will be empty, he’ll make 
about the same time back because 
his trailer will “be all over the 

road” if he drives too fast. 
If this driver does not own the 








A burglar alarm attached to the 
emergency brake was introduced 
in 1916. When a thief would 
release the brake to drive away, 
the alarm would go off. 





tractor, he’ll receive $177 — or 
about 14 cents per loaded mile—for 
this six-day trek, Qualls estimated 
that the drivers average about 3% 
trips like this a month, providing 
the haulaway driver with a monthly 


Bendix Makes Automotive History A gain! 


ELECTRONIC FUEL INJECTION 


— Oeste 


FOR PASSENGER CARS 


PROVIDES OUTSTANDING PERFORMANCE AND ECONOMY 


This is the revolutionary ELECTRONIC fuel- 
injection system for passenger cars developed 
by Bendix Aviation Corporation. It makes 
automotive engines more efficient by increas- 
ing power and performance while reducing 
operating cost. Compared to the latest four- 
barrel carburetor designed for high-compres- 
sion V-8 engines, ELECTRONIC fuel injection 
gives you an additional 10 to 20 horsepower 
—achieved at lower engine rpm where power 
counts most—boosts fuel economy and gives 
you quicker starts and warm-ups. 


It does these things automatically—elec- 
tronically. This is significant because: (1) It 
is the first application of electronics to an 
automotive engine; 2) By coming up with 
an ELECTRONIC fuel-injection system, Bendix 
has eliminated virtually all the many expen- 
sive moving parts common to other types of 
fuel injection, thus lowering cost and simpli- 
fying manufacture. 


It is the first system developed which does 
not require a special drive off the engine. The 
completely transistorized electronic “brain 
box” instantly and automatically senses en- 
gine fuel requirements under all driving 
conditions, even compensates for altitude 
variations. 


A thousand products 





The new system saves so much space as 
compared to the carburetor and air cleaner 
mounted on top the engine that hood lines 
may be lowered even more for better styling 
and improved visibility. It helps the smog 
problem, too, caused by unburned exhaust 
gases. 


Bendixt ELECTRONIC fuel injection has 
been completely road tested and is now being 
adapted to new-car engine requirements. It 
will be available on certain production models 
in a few months. 


ELECTRONIC fuel injection is typical of 
Bendix practical pioneering. In the early 
days of the automobile when hand-cranking 
was a sales resistant, we came up with the 
famous Bendix* starter drive. We designed 
the four-wheel braking system used on most 
cars today. Then came Bendix* power 
brakes, power steering, better brake lining, 
quality carburetors, finer filters, electric 
fuel pumps, and many other devices. 


ELECTRONIC fuel injection is a development 
of our Eclipse Machine Division, Elmira, 
N.Y. We invite you to write to this division 
direct for a new booklet which covers the 
subject in an interesting, non-technical 


manner. 


*REG. U.S. PAT. OFF. 
treapemarx 


a million ideas 


income of about $600. The tractor 
owner pays all expenses. 

If the driver owns his tractor, 
he'll receive about $400 for the 
six-day round-trip to Cheyenne. 
But he'll have to pay the ex- 
penses, which will average about 
$150 per trip. Many driver-owners 
clear $1,000 a month, 

If tractor-trailers are available, 
the hypothetical car will immedi- 
ately be loaded on a five, six or 
even seven-car trailer for crossing 
the Rockies and delivery to a dealer 
1,200 miles away in Los Angeles. 

* + + 


Pre-Trip Inspections 


([p2cvsaae tieing. the cars 
down, another driver said, “If 
you don’t get all the slack out of 
your springs, those cars will ride 
you all over the road. They’ll really 
sway. 

“Another thing, you have to be 
sure to check your runways so that 
you can drive the cars off. A friend 
of mine once made a trip to Atlanta 
and found he’d forgotten his run- 
ways. Had to wait a week for 
another guy to come down.” 


Before leaving the terminal, 
the driver will check his lights 
and turn indicators, Finally, he 
will hook up his air brakes, test 
them and then he'll be off. 

Larger trailers and diesel tractors 
are driven out of the “west end” 
terminals because of the more 
liberal length limitations and be- 
cause more power is needed for 
pulling through the mountains. 

> . * 


UALLS said that weight limita- 

tions don’t give Western too 
much trouble, although every state 
has different regulations. Whenever 
a load of cars becomes too heavy, 
they can easily be transferred to a 
unit which has more axles, he 
added. 

“After all,” he said, “a load of 
cars is about the lightest freight 
that travels over the highway. Even 
a load of Cadillacs won't weigh 
more than 19,000 pounds.” 

Qualls 


companies 

by the “frost laws” of certain 
states, which further limit the 
loads allowed during a few spring 
days when the road beds are 
believed to be especially soft. 

While on the road, a Western 
driver has to observe all traffic 
laws to avoid trouble with local 
police. In addition, he is subject to 
observation by Western's own road 
patrol, which checks for speeding 
and other company violations. 

On arrival at his destination, the 
driver has to get his “pink slip” 
signed for each car before it is un- 
loaded. Then the driver unloads 
the cars. Dealership personnel are 
not allowed to touch them until 
they’re on the ground. 

a * 


* 
4-Day Emergency Trips 

NN MOST cases, Western drivers 

will deliver a full load of cars 
to a dealership. If it’s a split load, 
all the cars will usually be delivered 

within 75 miles of the first stop. 

The hypothetical car finally 
reaches its destination, crossing the 
country in seven or eight days. 
However, in emergencies, Western 
can take a load of cars from De- 
troit to the West Coast in four 
days. This involves using a two- 
driver unit and almost continuous 
driving. At the peak of activity 
last year, Western was using 100 
two-driver units. 

At the beginning of a model 
year, it’s customary for a factory 
to begin supplying its most dis- 
tant dealers first and then to 
begin making deliveries to its 
nearer dealers. 

A story was told about one 
factory which completely forgot 
about the dealers in Colorado a few 
years ago until seven days before 
the public introduction, at which 
time there wasn’t a single new 
model of this make in the state. A 
last-minute push by several haul- 
away companies solved this situa- 
tion. 

There are also occasional cases 
in which, through a slip-up, a 
driver will pick up a load of cars 
at a midwest terminal and deliver 
it to a California dealer and then 
pick up a similar load of cars at a 
California plant and deliver them 
to a midwest dealer. 

. 7 7 

HERE also are occasional cases 

in which a haulaway driver will 

return with a load of used cars 
after delivering his load. But in 
(Continued on Page 68-A, Col. 1) 
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No. 7 OF A SERIES 


A weekly roundup of news 
. and views: of special interest 
to all who sell and service 


Ford, Thunderbird, Mercury, 
Lincoln and Continental 


“Were members of’ 

two families — 

the Holmans and the 
Ford Family of Fine Cars” 


“I’m the father, Steward Holman, and a Ford dealer in the Ford Family 
of Fine Cars. I’m in the automobile business because I like it. I think 
it’s a stimulating business, and I like the challenge. 


“And it’s a good business. I started back in ’24 when I saw how much 
future it held—it still holds the same opportunities. If anything, 
chances for growing are greater now than ever. If you’re unhappy 
working for someone else, if you want to get ahead, this is the right 
business—and the best part of it is Ford. (Naturally—I’m partial.) 


“Over the long run, I’ve come to know the Ford people pretty well, 
and I have a high regard for their objectives. We don’t always see eye 
to eye on everything, of course. I don’t expect we ever could with any 
company in any business. I like to think we’ve worked well together 
for more than 32 years, and that the Ford Motor Company and I are 
in for many more good years. 


“As a dealer in the Ford Family of Fine Cars, I’ve gotten good financial 
returns, a good standing in my community, and a lot of satisfaction. 
I think these are some of the things that made my son want to become 
a dealer—but here, let him tell you.” 


“I’ve a Lincoln-Mercury franchise. My dad is right. This is a great 
business to be in—and the Ford Family of Fine Cars is a second family 
for me. I’ve known the automobile business all my life, working sum- 
mers with Dad. And he worked me hard—changing tires (one summer 
I must have changed every truck tire in the state), working in the parts 
department, selling service, doing everything, and learning all the time. 


“T started on my own in 1950, after college and the service, and what 
I'd learned really helped, Another thing that helped was my course 
at Ford Merchandising School. I recommend it to anyone interested 
in dealership operations. 


“Dad’s enthusiasm for the automobile business certainly helped me 
decide that it would be a good business for me. I have a lot of fun with 
him, arguing which of the Ford Family of Fine Cars is best, and who 
has the best sales and service crews. But seriously, we’re more than a 
little proud—and we’re both doing well in every way. As a father-son 
combination, we’re not unique in this business. As dealers, we’re like 
most others—we like it. I have two sons, and I hope becoming dealers 
in the Ford Family of Fine Cars will have the same appeal for them 
as it did for me.” 


Pf VV, lt i 
MOTOR COMPANY, LINCOLN-MERCURY, CAMDEN, NEw JERSEY 
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8th to Sth in 90 Days... its price class’ market. 
Galyean Rings Up Sales _|[reonst.,2. ‘gust: compatens, 


HUNTINGTON, W. Va. — Mem- 
bers of the sales staff of Tag 
Galyean, Inc. (Dodge-P ly mouth) 
here energetically used their phones 
and their feet to boost Dodge from 
eighth to fifth place in area sales 
in 90 days. 

They stopped people on the 
streets, telephoned others on regis- 
tration lists and business and 
professional people on Chamber 
of Commerce lists. 

They appeared at farmer’s auc- 
tions and other public gatherings, 
praising their product and stirring 
interest. 

Galyean, who has two other 
dealerships.at Charleston and South 
Charleston, W. Va., took over the 
Dodge dealership here last June 21. 
At that time, Dodge had 3.7 percent 
of the Huntington area market and 
11.3 percent of its price group sales. 

At the close of business June 
30 — eight days later — Galyean 
had sold 22 new cars and nine 
used vehicles. The new-car total 
was two more than the previous 
monthly average, 

In July, the first full month of 
operation, Galyean sold 65 new cars 


Rigid Inspections 
Predicted for 
Maryland Autos 


BALTIMORE. The next session 
of the Maryland Legislature will 
enact a law requiring rigid auto 


inspections, Frank Small jr., com-| 


missioner of motor vehicles, pre- 
dicted last week. 


“Maryland is simply inviting such | 


things as ‘dumping’ by neighboring 
states where beaten-up vehicles are 
ruled off the roads,” Small said. 
Small said he is certain that auto 
inspections would be a poten fac- 


tor in reducing traffic injuries and | 


fatalities. 

He said he doubted that the Leg- 
islature would provide enough 
funds for statewide inspections at 
the outset if it does approve a new 
law. He said he would recommend 
that the first inspection stations be 
established in the largest cities. 


a 
Die Casters See 

. . 
Rising Demand 

CHICAGO. — The die-casting in- 
dustry has achieved maturity and 
strength through pooling of know- 
how of competitive producers, ac- 
cording to the American Die Cast- 


ing Institute, composed of job-shop 
die casters. 


Reports issued from the die-| 


casters’ 29th annual meeting here 
indicate that 1957 metal needs will 
be considerably greater than in 
1956. A requirement of 420,000 tons 
of zinc for die casting is forecast, 
in comparison with an estimated 
355,000 tons in 1956. 

This forecast assumes 1957 pro- 
duction of 6,500,000 automobiles (the 
Principal customer) and an in- 
creased use of castings per car. The 
use of aluminum die castings in 
1957 also will exceed 1956 by some 
40,000,000 pounds. This will place 
the 1957 aluminum requirement at 
372,000,000 pounds, 20,000,000 above 
the 1955 high. 


Chicago L-M Dealers 


Vote for Salvator 

CHICAGO. — The Chicago Lin- 
coln-Mercury Dealers Assn. has 
elected James W. Salvator, Touhy 
Ave. Motors, president. 

Other officers are: Vice-president, 
Kenneth Johnson, Calendar Mo- 
tors; treasurer, Phil Seporito, Phil 
Saporito, Inc., and secretary, John 
Love, Broadway Lincoln-Mercury 
Sales. New directors are Eli Kap- 
lan, Lake Park Motors, Inc.; How- 
ard Tauber, South Shore Lincoln- 
Mercury; Fred Litsinger, Morgan 
Motor Co.; Walter J. Petelle, Pe- 
telle Motor Sales Co.; Harry J. 
Ganey, Ganey Motor Sales, Inc.; 
Lyman L. Mouser jr., Mouser Mo- 
tor Co.; Martin Loeber, Loeber 
Motors, Inc.; Walter Reed, Elgin 
Lincoln-Mercury; Don Petelle, Pe- 
telle Motor Sales Co.; Al N. Nelson, 
Al Nelson, Inc.; Clair Lambert jr., 
Lambert Motor Sales, Inc., and 
— Hall, Madison Street Motors, 
nc. 
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to fifth, with 9.3 percent of Cabell 
County’s sales, and 39.6 percent of 





The new Galyean crew said they 


usual amount of advertising 
and 77 used vehicles. In August,|#Ppeared. The salesmen just used 
Galyean’s sales were 66 new cars|the phone and their feet to comb 
and 72 used units and in September | the area for prospects and bought 
the figure was 65 new cars and 96| them in. 
used vehicles with a profit of $8,-| They were spurred by incentive 


900. August’s profit was $10,116, plans — a certificate carrying a $25 


. savings bond and four coupons 
From eighth place, Dodge went worth $19 each. 


They rounded up “bird dogs” 





IH Revamps Layout and the sales force was divided 

Of Ill. Research Center into a wr $50 a 

. | among e winners. eetings 
CHICAGO.—Final plans for| were held daily at 8 am. to dis- ai 


International Harvester Co.’s $5| cuss new ideas, new ways of in- 
million farm -equipment and engi-| creasing floor traffic. 
neering center near Hinsdale, IIl., Dewey Henry, former manager of 
call for a single 450,000-square-foot | Galyean’s “service city” in Charles- 
building instead of two as first| ton is general manager of the local 
announced. Galyean dealership. Tom Osborne, 
The building will be larger than| former new-car sales manager in 
the two that first were proposed /|Charleston, holds the same post in 
and will become Harvester’s largest | Huntington. The Li 
single research center. No manu-} Walter Neely, used-car salesman e Lines Were Busy— 
facturing operations will be carried | in Charleston, was promoted to This crew at Tag Galyean, Inc. (Dodge-Plymouth), Huntington, W. Va., raised Dodge 
on at the center. About 1,000 per-| used-car manager here and George | from eighth to fifth place in area sales in 90 days by extensive use of the phone and 
sons will be employed when the| Hlusko, former credit manager in| their feet. Left to right are W. H. Barker; Walter E. Neely, used-car manager; Bill 
center is completed in the summer| Charleston, was promoted to Hunt- | Smith; J. B. Romine; Oliver Cobb; Charles A. Grimes; Tom Osborne, new-car manager; 
of 1959. ington service manager. D. J. Henry, general manager; J. W. Hutchinson, and Glen Sheets. 
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World’s Largest Manufacturer of 
Driving Axles for Medium and 
Heavy Duty Commercial Vehicles 


In its many years of service to American industry, 
Timken-Detroit® has produced more than 6,300,000 


driving assemblies for powered vehicles (industrial, 


agricultural or automotive). The “Ten Automotive Firsts” 
on the opposite page are but a few of the significant 


results of TDA research and development. 
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42,000 Dealers Waiting for Cars... 


| 


Haulaway Firms in Spotlight 


(Continued from Page 65-B) 


most cases, the tractor-trailers 
return empty. 

Like auto production, the haul- 
away business fluctuates seasonally 


and annually. It is for this reason | 


that the manufacturers continue to 


rely on the haulaway companies | 


which are sufficiently flexible. 

Generally, the haulaway cycle 
begins with the all-out push in 
October and continues at peak 
activity through December and 
January. Along in March, there 
are the first signs of tapering off 
and this continues gradually until 
July or August when production 
ceases. 

It is axiomatic in the business 
that peak activity — during Decem- 


ber and January—coincides exactly | 


with the winter’s worst weather. 
This is extremely troublesome in 
the mountain states. 


+o * * 

Affiliates of NATA 
N¥fautaw -FIVE of the nation’s 
haulaway companies are mem- 





bers of the National Automobile 
Transporters Assn., which repre- 
sents the firms in Washington and 
in state capitals and provides many 
other services. NATA is located in 
Detroit and is headed by Paul Skip- 


;}common carriers, meaning that 
|they can perform services for a 


subject to I.C.C. control. 
There are 12 other haulaway com- 


the largest in the country, which 
are not NATA members, These are 
contract carriers, meaning that they | 
|are under contract to a single auto| 





|company and are not so rigidly | - j 
increase in business. The factory|driver concerns and tow-barring 


| freight adjustments have probably | firms all are showing business 


| regulated. Complete Auto Trans- 
port, which hauls Chevrolets, is) 
probably the largest of these. 
Western Auto Transport, one of 
the older common carriers, was 
founded in 1934, by Robert R. 
Hall jr. who, although only in his 
early 20s, had been delivering 
ears for his father, Robert R. 


worth. All NATA members are | 


number of companies, but they are | 


panies, some of which are among) 


Hall sr., the Cadillac distributor 
in Denver. 
~ In 1953, the IC.C. entered the 
picture, carefully defining the areas 
in which each company could oper- 
ate. Under the “grandfather clause” 
in the new legislation, Western was 
permitted to continue serving the 
| western states it started with. 

Starting with one truck, Western 
|has grown steadily until this year 
i|when it will use almost 700 rigs 
and have an income of more than 
$10 million. 

+ * as 


| Business Prospers 


MANY of the haulaway com- 
panies have enjoyed a recent 





| been largely responsible for this. 
| By reducing the price differen- 
tials between Detroit and the dis- 


| tant points, dealers are much less| good relationships between them- 


prone to use substitute transporta- 


|tion for their cars and are using | because most factories permit their | 


|the haulaway companies more. 
Factory delivery offices, vacation 





USED CARS 





eo ae 





“Hardly any mileage ... it was 
owned by a reckless driver who 
kept getting his license revoked.” 





declines. 
The haulaway companies are defi- 
nitely intc rested in maintaining 





selves and the auto dealers, partly 


dealers to designate the type of 
shipper used (rail, boat or truck), 


although the factories usually select 
the transport company. 

For example, Western has three 
salesmen who spend all their time 
visiting dealers, handling com- 
plaints and creating goodwill in 
other ways, 

W. M. Qualls, Western’s eastern 
regional manager, asserted, “We 
want the dealers to be contacted by 
someone else besides the drivers to 
let them know that we appreciate 
their business. However, we feel 
that our Grivers are the backbone 
of our organization, because he is 
the primary contact between the 
company and the dealers. 

“Our drivers are breifed periodi- 
cally on how to cooperate with the 
dealers. We feel that the customer 
is always right and our aim is to 
keep our customers satisfied.” 

* * oa 
UALLS said that Western's 
drivers are instructed to call all 
car damage to the dealers’ atten- 
tion. 

A haulaway driver’s view of the 
business can be gotten from Larry 
Fletcher, who drove a tractor for 
a haulaway company other than 
Western Auto Transport. 

“I made pretty good money,” 
Fletcher said, “bringing home as 





these 10 Automotive Firsts 





have established TDA leadership in producing over 


5,000,000 


Driving Axles for America’s Trucks and Busses 





plus 1,300,000 for other powered units! 


1. Tandem Driving Axles—TDA developed the 
first tandem driving axles for the industry to 
increase the capacity of vehicles. 


2. The Double-Reduction Axle (both single 
and two-speed types) -TDA developed the first 
double-reduction axles, principally to permit 
higher axle shaft torque values for nominal 
pinion input torques. 


3. The 3-for-1 Axle—TDA introduced the prin- 
ciple of interchangeability of three optional 
drives in the same housing . . . single-reduction 
. .. Single-speed double-reduction . . . and two- 
speed double-reduction. 


4. Heavy-Duty Hypoid Gearing—This suc- 
cessful TDA innovation made possible larger, 
stronger, longer-wearing pinions of greater 
torque capacity for the same tooth load at the 
pitch line than corresponding spiral bevel 
pinions. 

5. The Power-Shifted Two-Speed Axle— 
TDA’s power-shift made the two-speed axle 
universally acceptable. It simplified driver 


operation, providing improved vehicle control 
and safety. 


6. Unit Mounted “’P” Series Power Brake— 
This highly efficient, compact, easily main- 
tained air brake with lightweight fabricated 
steel shoes has all parts “unit mounted” on a 
spider. 


7. Tapered Brake Linings—TDA ‘‘Econo- 
Liner” tapered brake linings, first to offer max- 
imum thickness in the area of greatest wear 
—to give uniform thickness when worn. 


8. First 100,000 Mile Guaranteed Axle Shaft 
—Torsion flow forging, controlled gradient 
hardness heat treating and shrouded spline 
design make the TDA shaft the best in the in- 
dustry; first to be guaranteed for 100,000 miles. 


9. The Tubular Trailer Axle—TDA adapted the 
tubular form to trailer axles to make a lighter, 
stronger axle than any previously available. 


10. The “‘Wide Range” Two-Speed Axle— 
TDA was the first in the industry to develop 
two-speed axles with ratios of 2 to 1 and 2% to 
1 between the upper and lower ranges, to over- 
come the basic limitations of mechanical and 


automatic transmissions. 
©1956, R S & A Company 


Plants at: Detroit, Michigan * Oshkash, Wisconsin 
Utica, New York * Ashtabula, Kenton and Newark, Ohio 
New Castle, Pennsylvania. 
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WORLD’S LARGEST MANUFACTURER OF AXLES 
FOR TRUCKS, BUSSES AND TRAILERS 


much as $350 a week, but I had 
to work long hours. I bought a 
| second-hand tractor for $1,650. 

“It’s tough work. Those tractor- 
trailers only have speed on the level 
stretches. You gradually loose speed 
while climbing to the top of a hill 
jand then, coming down, you pick 
up enougn momentum to carry you 
to the top of the next hill.” 


. * * 


| Backyard Delivery 


— said that frequently 
he'd arrive at a dealership in 
the small hours of the morning 
before the doors had opened and 
that then he'd have to wait until 
the dealer showed up. 

“Although,” he said, “sometimes 
you'd get to know a dealer and 
you could drive right over to his 
home and unload the cars in his 
backyard.” 

Fletcher said that he finally quit 
hauling ‘cars because he was away 
|\from his family too much and 
| because he began to develop the 
stomach and back trouble which 
afflicts many of the drivers. 








Nerlinger Flogs 
Oil Industry on 


‘Freedom’ Issue 


DENVER.—“You can’t have free- 
dom without giving freedom, and 
‘if the oil industry wants freedom 
|from Government interference, I 
|sincerely believe it must practice 
| what it preaches and support free- 
|dom for retailers,” John J. Ner- 
linger jr. told the Petroleum Re- 
tailers Assn. of Colorado. 

Nerlinger, of Detroit, is executive 
secretary of the National Congress 
of Petroleum Retailers. In his talk, 
jhe outlined NCPR’s fight for 
|“economic independence and equal- 
|ity of opportunity.” 
| He condemned what he called 
|the inequities of the petroleum re- 
| tailing picture, and said that all of 
NCPR’s legislative proposals have 
| been “directed toward a single pur- 
pose—protecting and extending the 
free competitive system in the oil 
industry.” 

Among these inequities, he said, 
are “price wars and discrimination, 
uneconomic overconstruction of 
service stations, tire-battery-acces- 
sory pressure and supplier inter- 
ference with retailers’ margins.” 

He concluded: “The oppressions 
which we seek to redress are real 
and entrenched otherwise our 
efforts to restore economic freedom 
and opportunity would not be so 
harshly opposed. But there is 
satisfaction in the united effort 
which we are making which en- 
ables us to continue against these 
obstacles and see victory ahead.” 


Greer Names Kendall 


In Research Division 


Greer Hydraulics, Inc., has es- 
tablished a new research and de- 
velopment division, which will be 
headed by Jules Kendall, with the 
title of vice-president in charge of 
research and development. 

Staffed with engineers and estab- 
lished in its own separate location, 
the division will have complete 
freedom of thought and action, 
Greer said. 
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At Non-Governmental Level... 


Statistics Users Unite _ | 


i 


WASHINGTON.—Plans to estab- 
lish a continuing Federal Statistics 
Users’ Conference have been an- 
nounced by an organizing committee 
representing business, labor, agri- 
culture and professional research 
and educational groups. 

Purpose of the conference will 
be to work with Governmental 
agencies and Congress in devel- 
oping and utilizing a long-range 
program of statistical information 
for mutual use, according to act- 
ing chairman Ralph J. Watkins, 
Dun & Bradstreet, Inc. 

The conference is planned as non- 
profit and non-Governmental. It 
will have headquarters in Washing- 
ton and will employ a director and 
minimum staff to serve as a co- 
ordinating and service group. 

According to the 30-member 
organizing committee, the confer- 
ence will provide a research, educa- 
tional and service organization 
participated in by all non-Govern- 
mental users of Federal statistics. 
It will seek to coordinate the needs 


of these users for developing figure- 
gathering programs “of optimum 
usefulness at minimum expense.” 

The committee has drafted a} 
certificate of incorporation and by-| 
laws. An elected board of trustees) 
will formulate policy and manage 
the group. 

“We feel that such a Statistics 





Users’ Conference will fill a long-| 


standing need,’ Watkins said. 
“Heretofore, various groups have 
been asking Congress and Federal 
agencies for ‘figures vital to their 
specific needs, without much atten- 
tion to common problems of all 
interested groups. 

“We know that in many cases 
the need for improved statisties 
transcends the boundaries that 
traditionally divided business, 
labor agriculture and the profes- 
sional groups,” he added. “The 
Conference will not duplicate but 
rather will supplement existing 
groups in the statistical field.” 

Among the members of the 
group’s organizing committee are 











tat 
AMC Holds Dealer Driveaway in Canada— 


Biggest mass dealer driveaway in the Canadian history of Nash and Hudson took 
place following the first showing of the 1957 models to dealers. Shown are some of 
the 100 Ramblers, Hudson Hornets and Nash Ambassadors driven away from the 
American Motors plant in Toronto. 





Rodney W. Markley jr., Ford Motor Seattle Gets S-P Deal 

Co.; Peter ,Henle and Stanley H.| University Auto Center, Inc. 
Ruttenberg, AFL-CIO; Douglas) (Studebaker-Packard), has opened 
Greenwald and Dexter M. Keezer,| at 4546 Roosevelt Way, Seattle. It 
McGraw-Hill Publishing Co.; Virgil] is the city’s only Studebaker-Pack- 
Reed, J. Walter Thompson Co., and| ard dealership. Owners of the firm 
Horace C. Stringfield, U. S. Steel! are C. F. Scott and Dr. H. M. Lonc- 
Corp. | tot. 





high style... 


The top of automotive fashion is genuine leather upholstery. 


| genuine 


Rote 


Bratt 





Both men and women, young and old, know that the smartest upholstery 


for their cars is genuine leather. Its colors are more beautiful, 


its texture more luxurious—and it feels so good! 


It's easy to sell the advantages of genuine leather! 


Only genuine leather wears as well as it looks 
THE UPHOLSTERY LEATHER GROUP, INC. ¢ Fisher Building, Detroit 2, Mich. ¢ 14] E. 44th St., New York 17, N. Y. 





a my daughter, Jane, to the 
Stork Club a few nights ago, I 
wont drop any illustrious names 
just now—because I got too inter. 
ested in Janie’s course in economics, 

I got to remembering Janie’s 
notion of economics in her early 
teens. She announced at home in 
Cleveland one night that she’d 
saved $150 that afternoon. Even 
in the roaring ’20s, that wasn’t 
hay for a teenager. It seemed 
Janie had been bowled over that 
afternoon by an evening dress, 
But she came home without 
charging it. 

A week later, she appeared at 
dinner in a creation of white 
chiffon. lt had that Je ne scis qua 
that makes a dress devastating. A 
little questioning brought her 
triumphant answer: 

“Oh—I bought it with that $150 I 
saved you last week.” 

Seems that bit of economy never 
quite made sense to Janie, either. 
So—her course now in economics. 
Only now she tells me the course 
never quite gets down to dresses. 
She’s learning about monopolies, 
oligopolies, monopsonies and oligop- 
sonies. 

* + 7 


A Question of Research 


A= here I've been going around 
thinking that the automotive 
industry was at least considered a 
monopoly, what with all this hulla- 
baloo about antitrusts. But Janie 
says no. It’s an oligopoly, she ex- 
plained to me at the Stork Club. 

“Oh?” said L 

Janie also told me that the auto- 
motive indsutry is the second big- 
gest after steel. And she said, more- 
over, that her teachers impiy that 
the automobile industry should be 
in the very forefront of research. 
She recailed—from her course— 
that “until recently the railroads 
and the auto industry have devoted 
very little of their gross income 
to research.” 

Evidently the teacher’s statistics 
kinda’ vetered out at that point. 
Janie told me, too, that business 
can deduct taxwise for research. 
All in ali, she had me practically 
huddled up in a corner of the Stork 
Club where even Sherman Billings- 
ley couldn’t find me. 

Then there came to mind—in 
spite of Janie’s economics course 
—what Charley Kettering said 
about research: “Research is an 
organized method for keeping you 
reasonably dissatisfied with what 
you have.” 

Henry Ford was laughed at, I 
told Janie, when he built a “gaso- 
line buggy” in the mid-’90s, Later 
came a lot of research ... or dis- 
satisfaction with what we already 
had ... and by 1920 about nine 
million automobiles were on our 
not very good roads. 

* * > 


From Luxury to Necessity 


B* 1930, we had nearly 30 million 
automobiles. And not only were 
the cars, largely through research, 
a lot better, but the automotive 
industry had broken down much 
of our regional isolation, quickened 
our life, uncovered new ways for 
leisure and built up new industries 
—with new work for millions of 
people. 

Recently, historians Allen Nevins 
and Henry Steele Commager said 
outright that: 

“The automobile soon ceased to 
be a luxury. It became a necessity 
Perhaps THE necessity.” 

P. S. Well, as I timidly told Janie, 
fresh into her course in economics, 
a good deal of research and know- 
how and industrial enterprise have 
gone into that estimate by Columbia 
University’s two American histo- 
rians—that the automobile has be- 
come the essential industry of our 
time. Of course, the automobile’s 
achievement of becoming what the 
historians say is, itself, a practical 
result of research. 





Talbert Leigh Opens Dodge 


Talbert Leigh has opened a 
Dodge car and truck dealership at 
1313 28th Ave., Gulfport, Miss. 
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Ommercial Car News. 


{4 Monthly Section for those who make, sell and service America’s Trucks, 


TRO 








— 


Chevrolet Heavyweight— 


Brawniest of the 21 heavy-duty models in Chevrolet's 1957 truck fleet is this chassis 


| over to the display of trucks. 





and cab with optional tandem-axle equipment boosting the GVW rating up to 32,000 
pounds. Engines available pack up to 210 horsepower. 







Diamond T's Til#-Cab Diesel. 


Diamond T presents its ‘‘Tilt-Cab" furbodiesel, model 723CJT, as a versatile and 
economical tractor for trailer payloads in the range of 18 to 20 tons. The vehicle is 
powered by 175 horsepower Cummins JT6B turbo-supercharged diesel engine. It has 
a GVW rating of 29,500 pounds and carries a GCW rating of 60,000 pounds. 








The Dodge Lineup— 


Here are six of the leading workhorses of the 1957 “K" series of Dodge trucks. 
From left are the 100 pickup, the 100 Town Panel, the 300 pickup, the 600 stake, 
the 900 with special dump body, and the 700 cab-over-engine with a 35-foot trailer. 





Ford Courier Panel— 

Ford's Courier panel for 1957 is six inches longer than its predecessor. The new 
truck also features increased load area, a larger wheelbase, and a rear door that 
lifts upword. 


T HAS been 30 years lacking one 
month since an entire floor of 
the National Automobile Show, 
sponsored by the Automobile Manu- 
facturers Assn., has been given 


According to the authority of 
the day, Alfred Reeves, advisory 
vice-president of the association, 
the manufacturers of 19 truck 
lines and three taxicabs took over 
the entire third floor of Grand 
Central Palace in 1927, showing 
mainly light trucks and delivery 
models. 





At this year’s show, perhaps in-| 
dicating the increased prestige and| 
importance of the truck in the} 
overall automotive picture, 11 truck 
makers will show their wares on 
the first floor of the New York 
Coliseum. And with the greatest) 
engineering project the world ever 
has seen—the Federal highway pro-| 
gram—about to burst wide open,| 
heavy duty trucks will be empha-| 
sized by many of the exhibitors. | 


While 14 makers exhibited 70 
trucks in a truck section in 1928) 
and in various years to the 1940 
show there were scattered commer- 
cial- car exhibits, 1927 must be 
pegged as the last year in which 
trucks got the type of “play” in a 
national show that they are being 
given this year. 

> ” > i 
3 Times as Many Trucks | 

NDICATIONS of the tremendous| 

growth of the truck and of the| 
industry since that time can be| 
seen by the fact that registrations 
for the first nine months of this 
year were more than double the 
entire output of the industry for| 
domestic sale in 1927. | 


This year 685.662 units were reg-| 
istered in the first three quarters, 
while in 1927 the entire output of} 
trucks for the domestic market was | 
330,455. A total of 464,793 trucks 
and commercial vehicles were pro- 
duced. 


Trucks on the road have more 
than tripled. In 1927, only 2,969,- 
730 trucks were in use, and few 
men in the industry were rash 
enough to risk an estimate that 
the industry could possibly grow | 
to the estimated more than 10 
million vehicles in use today. 


With the national highway pro- 
gram getting underway in many 
states early next year, most truck 
companies showing in this year’s 
show will put considerable empha- 
sis on heavy-duty models equipped 
with dump bodies and transit 
mixers. 


Of course Chevrolet, Dodge, Stu- 
debaker and Willys will show their 
1957 models, and GMC will center 
attention on its newly announced 
air suspension jobs. Ford, caught 
in a time squeeze (it won’t an- 
nounce or show the new truck line 
until about Feb. 1), will show two 
light trucks built up on passenger- 
ear chassis and a 1957 heavy-duty 
job in stripped chassis but with 
Ford’s new “tilt cab.” 

* * * 


At the Chevrolet Exhibit 


HE New York show is the first 

major exhibit of 1957 truck 
models for Chevrolet, which will 
spotlight full-sized cutaway models 
of the huskiest power train ever 
built by the company. 

Featured in this power train is 
the 210-horsepower engine offered 
as optional equipment on the com- 
pany’s larger heavy-duty models. 
Outfitted with a four-barrel car- 
buretor, the cutaway of this high- 


| 





torque 322-cubic-inch V-8 is shown 
in action with Chevrolet’s Power- 
matic truck transmission and a rear 
axle of 18,000 pounds capacity. 

Other units in the display in- 
clude an operating power steer- 

ing and front-suspension display, 

a separate Powermatic automatic 

transmission cutaway and a 
unique exhibit featuring a cross 
section of the broad array of 
truck power-train options offered 
in the 1957 line. This latter ex- 
hibit is mounted on one of the 
company’s tandem-axle heavy - 
duty trucks. 

It offers full-size cutaways of 
four engines, eight transmissions 
and as many rear axles. An electric 
motor animates the engines and 
rotates the axles to create a kalei- 
doscope of power in motion. 

Also in the exhibit are eight of 
the basic 88 production models 


offered in the 1957 line including) 


the Cameo Carrier, a half-ton 
pickup with extra-long body, a 
three-quarter-ton forward - control 


|model with an aluminum bakery- 


type body, a one-ton panel, a 2%- 


ton low cab forward model and two} 
One of these! 
* 


tandem-axle models. 


” + 


iN. Y. Show Gives Trucks 
| Biggest Play in 30 Years 


will carry a cement mixer and the 
other a dump body. 


* + * 


Ford to Show Ranchero 
IAMOND T MOTOR CAR CO. 
is showing four models includ- 

ing a six wheeler, a tilt cab turbo- 

diesel model and a heavy-duty tan- 
dem-axle tractor. 

Ford, as stated, is caught between 
dates of the full 1957 line. The 
passenger-car line already has been 
announced and is in dealer show- 
rooms, while the new truck line 
will not be shown until after the 
first of the year. Thus Ford's dis- 
play is limited to units that will 
not take the bloom off the full 
truck line announcement. 

Setting the style trend is the new 
Ranchero that is unique to the 
truck field. It combines passenger- 
car styling in a three-quarter-ton 
pickup. 

This unit, with a cab and body 
styled along passenger-car lines, 
has a wide body that comes out 
to the fender line. The entire 
body and cab is an integral unit 
with a completely welded body 


(Continued on Page 71, Col, 1) 
* * * 





|GMC Air-Suspension Tractor— 


Besides having air-filled bellows instead of steel springs, the GMC 300 tractor also 
features a new lightweight cab, turbocharged diesel engine and hydraulic engine fan. 
The vehicle is one of 16 basic air-suspension models included in the new line of heavy- 


duty GMC trucks. 
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International Light-Duty Rescue Truck— 


International's latest truck entry is this four-wheel-drive Civil Defense rescue vehicle, 
the model S-120 (4x4) with a special panel body. The light-duty unit carries a crew 
of four, plus the FCDA-specified rescue tools and equipment displayed. Front-mounted 


winch is standard. 
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Mack's "Bus of Tomorrow'— 


A new concept in transit-type bus design, unveiled by Mack Trucks, Inc., Plainfield, 
N. J., offers the bus rider a murallied rear lounge, air-conditioning, radio telephone 
and special interior crash padding. Designed for mass transit or local service use, 
the bus features escape-type picture side windows with standee visibility, fluorescent 


lighting and floor lighting. 


Tandem Dump by Reo— 

Reo'’s cab-over-engine tandem dump, model AC-536, features power steering, a 
170-horsepower engine and a 10-cubic yard body. Built especially for Brown Bros., 
Lansing, the truck has a GVW rating of 47,000 pounds. An extra 6,000 pounds has 
been added to the payload as a result of the location of the front axle. 


* * 





* 


N. Y. Show Gives Trucks 


Biggest Play in 


30 Years 


(Continued from Page 70) 


and a double steel floor for added 
strength and rigidity. 

As another “first” feature in 
truck design, the Ranchero has 
space for luggage and a spare tire 
behind the seat in the cab. 

In addition to the Ranchero, Ford 
is showing the Courier, another 
passenger-car styled commercial 
vehicle that is very similar to the 
conventional half-ton panel deliv- 
ery; a taxicab and the Amble- 
wagon. 

This unit is an ambulance body 
on a nine-passenger chassis. The 
heavy-duty end of the Ford truck 
line is a stripped chassis F-900 on 
which is mounted the new Ford tilt 
cab. 

* + = 
Photos in Dodge Display 
Toe Dodge truck exhibit has as 

a background for the seven 
models that will represent the 1957 
line 32 on-the-job color photos 
showing the new “K” series trucks 
at work. 

Central point of interest 
C-500 chassis and cab, 
18,000 pounds GVW maximum and 
32,000 pounds gross combination 
weight. This job is painted glacier 
white. 

Along with this glamorized unit 
are a D-700 farm pickup dairy 
tank job, a T-900 tandem axle 
unit, a D-100 Town Wagon which 
is a station wagon mounted on a 
truck chassis, a D-100 panel, a 
D-200 pickup and a D-300 stake. 
A cutaway engine also is being 
shown. 

Among the eight trucks that 
make up the GMC exhibit is the 
recently announced air-suspension 
tractor that is being heralded as 
the first in a new era in motor 
freight transportation. The exhibit 
ranges from multipurpose pickups 


is a 


to huge highway tractors. More! 


rated at/; 


than half of the units are 1957 
“Blue Chip” models. 

Highlighting the exhibit is the 
DRA-802 tractor with the air-sus- 
pension system. It is one of 16 basic 
air-suspension models that will be 
included in GMC’s 1957 line of 
heavy-duty trucks. 


* * * 


GMC Shows Blue-Chip Line 


E 1957 “Blue-Chip” trucks in 

the exhibit include a 102-8 pick- 
up, a 101 four-wheel-drive pickup, 
a 373-8 conventional tractor and an 
F-353 dual-purpose tractor. Heavy- 
duty vehicles include a F-452-A, a 
DW-665 and a DF -862. 


An entirely new 347-cubic-inch 
V-8 engine developing 206 gross 
horsepower is featured in the 102-8 
pickup and 373-8 tractor. 

In addition to the trucks, the 
GMC exhibit includes several ani- 
mated educational units includ- 
ing how the new turbocharged 
diesels utilize exhaust gases to 
increase engine horsepower and 
operating efficiency and another 

* * + 
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that illustrates the principles of 
the air-suspension system. 
* * oa 

NTERNATIONAL Harvester is 

displaying nine representative 
models from its complete line in 
the show. They will include four 
and six-wheel models for highway 
and off-highway service of conven- 
tional, forward control and cab- 
over-engine design, 4x4 and 6x6 
models, six cylinder and V-8 gaso- 
line and diesel powered trucks. 

The units include a light duty 
pickup truck, rescue truck, refrig- 
erated milk delivery truck, extra 
capacity retail delivery unit, low- 
frame model, highway tractor 
with sleeper cab, transit mix unit 
and an off-highway model with a 
rock dump body. 

Prominent among the models that 
will be shown by Mack will be its 
bus-of-tomorrow considered to be a 
new concept in transit-type bus 
design. It is different inside and 
out. Painted metallic bronze with 
white trim, it features a “plunging 
waist line” with center dip wrap- 
around windshield. 

The exhibit includes a six-wheeled 
concrete mixer, aconventional 


stake truck and a triple combina- 
tion fire pumper in addition to cab-|, 


over-engine and conventional truck- 


tractors. 
* * * 


HE Mack exhibit also includes 

display models of exploded oper- 
ating engines in both gasoline and 
diesel, transmissions of eight and 
twenty speeds, the Mack nonspin 
power divider differential and both 
bus and off-highway type torque 
converters. 


Although Reo, like some other 


=|truck makers, does not bring out 


yearly models as such but adds 
engineering improvements as they 
are approved, the three Reo models 
on display will be known as 1957 
models. 

Here again the road building 
flavor is expressed in a 48,000 
GVW C.O.E, tandem dump job, a 
60,000 Ib. GCW tractor with a 175 
h.p. Cummins diesel engine and a 
42,000 pound GVW 6x6 carrying a 
six-cubic-yard mixer. 

The exhibit centers around a 
special display demonstrating the 
wide variety of engines available in 
the 50 or more truck and school 
bus models that make up the Reo 
line. 

Three models also make up the 
showing of 1957 Studebaker trucks 
that will be on exhibit. Included 
are a half-ton with 9-foot pickup 
body, a one-ton stake truck and a 
two-ton heavy dump. 

* o ~ 
Massive Grille 

EATURES noted in the Stude- 

baker Transtar line for 1957 

will be the massive-appearing new 


| grille of fiber glass designed to pro- 


vide greater air intake for improved 
engine cooling, fender mounted 
parking lights and two-toned paint 
jobs. 

Willys is the only truck company 
springing a completely new line for 
the New York Show. Its radically 
new design “forward control” four- 
wheel-drive trucks are an addition 
to the company’s expanded line of 
Jeep utility vehicles. 

The “forward control” models 
feature a wide cab, placed well 
forward that allows maximum 
usage of the compact 81-inch 
wheelbase for payloads and places 
the driver in position for all- 
direction visibility and control. 

Powered by the Willys F-head 
Hurricane engine, the same as used 
in both military and civilian models, 
it is engineered with four-wheel 

(See TRUCK anew. Page 72, Col, 1) 





Studebaker's Transtar Pickup— 


Studebaker’s 1957 half-ton Transtar pickup has a 170-horsepower, 259-cubic-inch 


V-8 engine for the first time. Bodies are featured in 6% and 8-foot lengths.. Spring- 
loaded safety tail lights, which retract when struck, are standard on all Transtar pick- 
ups. The new nonslip, power-dividing differential is offered as optional equipment in 
all half-ton models. 








White's New Highway Tractor— 


White's cab-forward tractor—the 3000 diesel—is said to permit a 35-foot trailer to 
be accommodated within 45 feet, or a 40-foot trailer within 50 feet overall length, 


even with a sleeper cab. 


Featuring a cab four inches higher than previous 3000 


models, the tractor is provided with either the White Mustang gasoline or Cummins 


turbodiesel engine. 


a 


"Forward Control’ Jeep— 





The “Forward Control" Jeep FC-150 is an all-new addition to the expanding line 


of Willys Jeep four-wheel-drive vehicles. 


Location of the cab forward of the engine 


allows maximum useage of the vehicle's compact 81-inch wheelbase for cargo, and 
places the driver in the best position for all-direction visibility and vehicle control. 
The FC-150 is powered by the Willys F-head “Hurricane” engine. 


Truckin’ 


... by Jack Weed 


NE doesn’t realize how fast 

time flies and how quickly the 
faces change in this truck industry 
of ours until one tries to fill in a 
void of some 30 years. 

I well remember at least three 
so-called national truck shows that 
were held in New York City in the 
thirties and early forties—but my 
memory is weak—and so are the 
memories of nearly a dozen old- 
timers who remember some of the 
shows that were held in New York 
during these years. 

George Muma, president of the 
Diveo Corp., and Harry Slater, 
of the Her Thornway Corp., 
helped me peg the dates of both 
the Newark Show and the show 
held in the Port of Authority 
Building. 

The Newark truck show was held 
in the Newark Centre Market 
Building in Newark Nov. 6-12 in- 
clusive and was preceded by a big 
truck parade that wound its way 
all through the downtown section 
of Newark the night before the 
show opened. 

* * + 


Set the Stage 


S I remember it, this show was 

considered quite a success as 
truck shows go and really set the 
stage for the big show held in New 
York the next year. 

I don’t remember much of the 
details of the Newark show except 
that every exhibitor was complain- 
ing bitterly about the lack of hotel 
accommodations, that Dodge Broth- 
ers had a truck that had started 
in Alaska, finish its trip at» the 
show and that the truck was loaded 
with Alaskan grown potatoes and 
it also carried a goodly number of 
miniature totem poles — one of 





which I am sure I still have out at 
my summer place. 


The show was put on by the 
National Motor Truck Show Com- 
mittee sponsored by the New 
Jersey Motor Truck Assn., of 
which Jack Winchester, manager 
of transportation of the Standard 
Oil Co. of New Jersey, was the 
driving force. This show was 
termed the annual motor truck 
show. 

The three preceding shows I re- 
member were more or less local in 
scope, but, for the purpose of bal- 
looning interest, Jack Winchester 
gave them the status of national 
shows, 

~ * * 


Top Truck: Exhibit 


To following year the National 
Motor Truck Assn. staged the 
top show of all metropolitan truck 
exhibits in Commerce Hall, Port of 
Authority Building, 8th Ave, at 15th 
St. in downtown New York. More 
than 100 exhibitors of trucks, trail- 
ers, truck equipment and truck 
assemblies were in attendance. 

The show floor encompassed some 
160,000 square feet. In fact the 
show floor was so large and the 
exhibits scattered around so widely 
that messenger girls on roller 
skates were used to carry informa- 
tion to the various booths. 

It is interesting to note that in 
our Automotive News issue of 
Nov. 12 there appeared an edi- 
torial asking the same question 
that some of the truck exhibitors 
in this year’s show are still ask- 
ing: “Does a truck show in New 
York City pay off?” 

The editorial says: “As the doors 
of the Port of Authority Building 

(Continued on Page 73, Col. 1) 
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MIAMI, — “Trailershipping has 
opened new avenues of trade for 
exports and imports,” according to 
Eric Rath, president, TMT Trailer 
Ferry, Inc., here. 

In a talk to a group of interna- 
tional trade executives, Rath said 
that trailership transport creates 
opportunities to establish new 
and diversified industries as well 
as enlargement of existing manu- 
facturing facilities in overseas 
areas previously restricted to raw 
material production only. 

“It also aids in equalizing trade 
opportunities for inland industries 
with industries favored by a sea- 
board location,” said Rath. 

Rath attributed the success of 
off-shore trailershipping to the 
creation of a new medium of trans- 
port. He said prior attempts to de- 
velop trailershipping as an im- 
provement or substitute for 
conventional methods of cargo han- 


Black Ridicules 
Truck Vs. Rail 
‘Death Struggle’ 


NEW YORK. — Robert F. Black, 
board chairman, White Motor Co., 
in The Exchange, publication of the 
New York Stock 
Exchange, has 
ridiculed the idea 
that trucks and 
railroads are in a 
struggle to the 
death. 

“The ancient 
canard that the 
trucking industry 
and the railroads 
are gripped in a 
life - and - death 
struggle,” he 
wrote, “seems ridiculous in the face 
of a few facts.” 

He noted that about 130,000 trucks 
are owned by railroads and the 
total is climbing every year. Black 
also mentioned the “piggyback” 
truck-rail operation as an indica- 
tion of “at least the engagement— 
if not the wedding” of truck and 
rails. 

Black also said that only about 
5 percent of all trucks in use are 
railroad competitors. 


Truck Show 


(Continued from Page 71) 
drive for off-road service over all 
types of terrain. 

Featured is the placement of the 
brake hydraulic fluid filler access 
cover on the instrument panel, to 
the right of the instrument cluster, 
for easy servicing, a high curved 
windshield of almost 1,200 square 
inches, easy accessibility to engine 
with the removal of access cover 
and heater designed so as to be 
mounted or removed by four bolts. 

> > > 










R. F. Black 


ir THE showing of seven White 
and Autocar models, White is ex- 
hibiting its most diversified line of 
highway tractors in the 58-year 
history of the firm. Colorful show 
models of the husky highway trac- 
tors will be featured by White since 
these over-the-road tractors com- 
prise the largest single share of the 
company’s product line. In the 
showing, White attempts to empha- 
size custom engineering of the trac- 
tor to the requirements of each 
major state highway law pattern. 

Included in the exhibit will be a 
model 3000 with new cab. This 
model comes in both White Mus- 
tang gasoline or turbodiesel power. 
The model 9000, with 11,500-pound 
capacity front axle, enables advan- 
tageous front-axle loading and 
better axle spacing for maximum 
payloads, especially when used with 
the 90-inch dimension from front of 
bumper to back of cab introduced 
in this model, White said. 

White also unveils its newest of 
all highway models, the 4000 
series as well as one of the new 
lightweight Autocars, the smallest 
diesel used, 

The range of models exhibited 
range from 14,000 to 100,000 pounds 
GVW. Horsepower, from 100 to 300. 
The exhibit also includes a premiere 
showing of the new White plane- 
tary axle of 75,000-pound capacity 
and a “singing truck” with tilt cab. 





‘Fishyback’ Advantages Told 


Rath Sees Profitable Transatlantic Service; 
Says Trailerships Aid Industry 
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dling failed, primarily, because the 
economic benefits of the improved 
service were not passed on to the 
shipper. 

He said innovations in handling 
and facilitation of freight move- 
ments were introduced by TMT to 
attract new trade through modern 
application of cargo handling sys- 
tems to overseas water carriage. 

These methods he said, “had 
proven successful with other 
forms of transport, including rail, 
highway, air and pipeline sys- 
tems. Utilizing new methods, 

TMT has been able to establish 
cargo services where shipping 

lines using old-fashioned berth- 
type cargo vessels had failed in 
the past.” 

Rath explained that, while there 
is some loss of cubic space through 
the use of trailers as a cargo 
handling device, this loss is more 
than compensated for if a trailer- 
ship line concentrates on a two-port 
service. This procedure enables 






/ 
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WHEEL CYLINDER REPAIR KIT 


All parts necessary to put wheel cylinder 
in normal operating condition. 





MASTER CYLINDER REPAIR KIT 


All parts needed to put master cylinder 
in normal operating condition. 


trailerships to substantially in- 
crease cargo capacity through its 
ability to load rapidly and make 
fast turn-arounds. 

By utilizing trailers and im- 
proved materials handling systems, 
he said, “a trailership, equivalent in 
size and speed to a conventional 
cargo vessel, can handle much more 
cargo in a year on a given trade 
route.” To complete the service, he 
added, “off-line, interline and in- 
land routes must be established to 
attract cargoes to a single loading 
port at the origin of a shipment, in- 
stead of requiring the vessel to 
peddle and collect cargoes at vari- 
ous ports during a considerable 
portion of the voyage.” 

Rath forecast that, “trans- 
Atlantic trailershipping would be 
feasible and profitable for the 
operator and shipper.” 

He added that, “trailership serv- 
ice between populated overseas 
countries and islands requiring 
short sea runs, such as those in the 
Caribbean, Mediterranean and Bal-| 
tic Seas and similar geographical 
areas, has a far better chance of! 
success than a service along the 





Ford Tilt-Cab Truck at N. Y. Shoow— 


Providing a “sneak” preview of the 1957 Ford truck line will be this 900 series 
heavy-duty model equipped with the all-new tilt cab. Destined to eliminate the C.O.E, 


United States coast, Coastal trailer-| designs from the line, the unit permits heavier legal loads, enables shorter wheelbases 
shipping must compete with a net-/| for comparable weight vehicles and permits shorter turning radius. When the cab 
work of fast, highly efficient inland | is tilted forward on its spring-pressured mechanism, the entire engine compartment 


| 


rail and motor transport systems.” | 


DELCO LINED BRAKE SHOES 


Made and assembled to original 
equipment specifications. 


Delco Su 
ment in 


fluid. Do yourself and 
11 improved with HT 
from pint cans to 54-gallon drums. Available everywhere through 


is exposed for rapid maintenance work. This model will be shown at New York. 


11 brake fluid improved with HTD—original equip- 
eneral Motors cars and trucks—is efficient at 50° higher 
temperatures, improves braking at all temperatures, under all 
operating conditions. Chemically stable, compatible with the rubber 
and metal parts in the brake system—and with greater resistance 
to corrosion and evaporation— Delco Super 11 exceeds the S. A. E. 
and government specifications for heavy-duty hydraulic brake 


our customers a favor—order Delco Super 
today! Packed in convenient containers, 


the United Motors System or your General Motors car or truck dealer. 


General Motors Values from 





Moral 


ne Products 


Division of General Motors, Dayton, Ohio 
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(Continued from Page 71) 


opened Friday on the first National 
Truck Show ever staged in down- 
town New York, the answer to a 
pertinent question, often asked dur- 
ing the past few weeks, began to 
unfold.” 

Part of the answer is seen in an- 
other paragraph in this same edi- 
torial: “But if this show kindles 
dealer interest in good truck sell- 
ing and provides the spark that 
sets off the 1930 sales efforts of 
dealers and salesmen, if it is the| 
eause for newspapers printing the 
basic facts about trucks and their 
economic status in the transporta- 
tion world; if it brings some high 
state and national politicians to 
realize that the truck business is a 
vital business to the welfare of 
America, then the event has been 
worthwhile.” 

* o > 


Wanted More Room 





eS. to our accounting 
the Newark show with 25 truck 


ever made. 


M-100 BEARINGS— 


excellent fatigue resistance and longer 


life expectancy. 





MORAINE BI-METAL BEARINGS— 
precision built to original equipment 


specifications. 


MORAINE-400 BEARINGS— 
\ toughest automotive engine bearings 
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makers exhibiting was so success- 
ful that “it has bulged right cut of 
Newark’s hands.” The show area 
was insufficient and many makers 
said they would never exhibit there} 
again as they didn’t have room to| 
do their line justice. 

The show did move to New York) 
as stated and was considered a 
success but two things happened| 
to break the string. The space in 
the Port of Authority Building was 
leased to a commercial firm and a 
World’s Fair was held in New York 
the following year. 

Thus the 1939 National Motor 
Truck show moved to Navy Pier, 
Chicago. This sixth annual show 
had 75 exhibitors showing trucks, 
trailers and truck equipment. 

Meeting at the same time in 
Chicago were the American Pe- 
troleum Institute, National Truck 
Tank Assn. and the Tri-State 
Conference on Transportation. 





According to our reporting of 
this Chicago show, attendance was 








Autocar Features Lightweight Construction— 


This is one of the new lightweight Autocars designed for extra heavy hauling jobs. 
The “small” Autocars offer lightweight turbodiesel engines and many features using 
rugged light metals strategically to save weight and add strength. The White-Autocar 
exhibit at the National Show will include this model. 





that it could be repeated the next 
year, but in 1940 the Chicago Auto- 
mobile Show devoted practically 
the entire first floor of the Amphi- 
theatre to truck display and as the 


light in the first days of the show 
but picked up some as the show 
went along. At least the attendance 
and number of fleet owners attend- 
ing gave the show sponsors hope 





A complete line of Moraine Service bearings for all cars 
and trucks. The new, complete Moraine bearing line 
gives you the bearings you need for all bearing replace- 
ment jobs—conveniently available from a single source. 
Remember— Moraine bearings are original equipment 
in General Motors cars and trucks. So—replace with 
Moraine in General Motors applications; sell and use 


Moraine bearings for other bearing pegpcemant jobs. 


Moraine service bearings are availa 
through the United Motors System or your 
Motors car or truck dealer. 


General Motors Values from 





le everywhere 
eneral 


MORAINE GAS FILTERS! 


Glass-bowl and pancake all- 
metal types assure dirt free, 


lint free fuel under all oper- 
ating conditions. 





») Moraine Products 


Division of General Motors, Dayton, Ohio 
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years have rolled along, this show, 
together with a truck show held in 
Los Angeles have become the only 
truck shows with more than just a 
local flavor. 

The National Truck Show as put 
on by Jack Winchester and his as- 
sociates died with the Navy Pier 
exhibition. 


Few with National Flavor 


.__ only truck shows with a 
national flavor that have been 
held since with the one exception 
of a promotional effort in New 
York of a few years back pegged 
on maintenance have been the 
truck equipment exhibits that were 
staged immediately following World 
War II by Ford, Chevrolet and 
Dodge. 

The Ford and Chevrolet shows 
in which the trucks displayed 
were limited to the maker’s own 
product did have however a very 
wide range of bodies and equip- 
ment which fitted them to vari- 
ous vocational lines. Both of these 
shows were held on Navy Pier 
Chicago. 


Later Dodge followed up with a 
similar show at the Fair Grounds 
in Detroit where, in addition to the 
static vocational exhibits, it had 
action shows and demonstrations of 
various Dodge trucks. One of these 
was held in a soft mud pit spe- 
cially prepared for the occasion in 
which Frenchy Reese took the 
press and potential customers for 
a daredevil ride in and out of the 
pit. 

I tried to go back to a couple of 
colossal “flops” in national truck 
showings that were held in Armor- 
ies in New York but even such 
doughy collaborators as Clayt Far- 
ris, of Trucktor; Don Myer, of 
Truckstell; Dave Fenner, formerly 
of Mack; Al Reeves, of the AMA; 
Neil Lincoln, of Timken Axle, and 
Karl Richards, of AMA, I find, have 
memories that are no better than 
mine. 


Somebody should gather together 
the loose ends of the truck indus- 
try’s endeavor to establish a na- 
tional truck show. It will take a lot 
of digging into almost obscure rec- 
ords, private papers such as those 
saved by Ed Muma, of Divco, and 
prying into minds that are really 
hazy on past events to get the his- 
tory in chronological order, but 
now that the truck industry has 
reached a definite place in the auto- 
motive sun, I feel that it should be 
done. 


Me? 


I’m too busy, which means I'm 
too lazy. 










Tokheim Builds 
Pump to Operate 
Inside Fuel Tank 


FT. WAYNE. — Development of 
an in-tank electric fuel pump has 
been announced by Tokheim Corp. 
here, which added that it has re- 
ceived a contract for the device 


jfrom a leading automotive manu- 


facturer. 


The new fuel pump will be used 
initially in trucks, President Edwin 
S. Higginbotham said, but may be 
installed later on cars and other 
vehicles. 


He said the pump is adaptable to 
fuel-injection systems. 

The Tokheim fuel pump has a 
sealed motor which never comes in 
contact with the fuel. The motor 
shaft is equipped with a circular 
magnet, which operates through a 
stainless-steel diaphragm with a 
similar magnet on the drive shaft 
of the pumping unit. There is no 
physical connection between motor 
and pumping unit. 


N. Y. a to Get 


Stricter Driver Tests 


ALBANY. — New York Gov. 
Averell Harriman has instructed 
the commissioner of motor vehicles 
to proceed with the development 
of stricter licensing requirements 
for drivers of trailer trucks. 

Harriman has also pointed out 
that New York has embarked on a 
pioneering study of the human 
factors involved in traffic accidents, 
and that a driver research and 
testing center is being set up in 
Albany. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 
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3 Quarters—685,662 vs. 700,466 . . . 


56 Truck Sales 2% Below °55 


By W. C. Lockwood 
Staff Writer 

DETROIT. — Truck registrations 
in September, 1956, dropped 19.47 
percent below the total for Septem- 
ber, 1955, to bring a loss of 2.11 per- 
cent for the first nine months of 
1956 as compared with the similar 
period of 1955, according to figures 
compiled by R. L. Polk & Co. 

This was the first time that | 
total registrations dipped under | 

1955, although monthly losses 

have been registered for June, 
July and August. 

Total for the first nine months of | 
1956 was 685,662, as compared with | 
700,466 for the first three quarters | 
of 1955. 

September's total was 72,420 for | 
1956 and 89,924 for 1955. The suc-| 
cessive drops for four months in a| 
row pretty well crushed hopes for 
a million registration year. Last} 
year’s total was 957,001. The last 
million year was 1951 with 1,003,- 
850. 

Chevrolet held first place for the 





nine 1956 months with 229,592 regi- 
strations, or 33.48 percent of the 
market. Ford was second with 204,- 
324, or 29.80 percent, and Inter- 
national was third with 83,418, or 
12.17 percent. 

GMC was fourth with 64,174 
registrations, or 9.36 percent of 





Montana Votes to Keep 
Road Tax for Highways 


HELENA, Mont. — Montana 
voters have approved a constitu- 
tional amendment prohibiting di- 
version of highway-user taxes to 
non-highway purposes. 

It covers all proceeds except 


fees and charges paid by motor | 


carriers to the Board of Railroad 
Commissioners and the Public 
Service Commission. Such pro- 
ceeds are dedicated to usual high- 
way purposes but expenditure 
also is permitted for publishing 


the market; Dodge, fifth, 44,098, 
or 643 percent; Willys, sixth, 

16,462, or 2.40 percent; White, 
seventh, 11,818, or 1.73 percent, 
and Mack, eighth, 10,023, or 1.46 
percent. 

Studebaker, ninth, 7,189, or 1.05 
percent; Diamond T, 10th, 3,048, or 
0.44 percent; Reo, 11th, 2,261, or 0.33 
percent; Brockway, 12th, 711, or 
0.10 percent. Miscellaneous makes 
accounted for 5,520 registrations, or | 
1.25 percent of the market. 

Chevrolet showed a gain of 0.17| 





|of a percentage point in its portion 


|}of the market; 


Ford lost 1.99 per- 
centage points, and International 


| gained 1.04 percentage points. 


| 


GMC was up 0.99 of a percentage 
point; Dodge, down 0.76; Willys, | 
down 0.33; White, up 0.24; Mack, | 


| up 0.35; Studebaker, down 0.17; Dia- 


|mond T, up 0.06; Reo, up 0.01, and | 


information relating to highways | 


-and their use. 





Brockway, down 0.01. Miscellaneous | 
makes rose 0.40 of a point. 

The Chevrolet-Ford race in 
September saw Chevrolet leading | 
in 39 states and the District of | 


How They Fared... 


Commercial Car Registrations 
First Nine Months, 1955-1956 


Ist 9 Mos. 
Regis., 


Chevrolet 
Ford 
International 


Dodge 

Willys . 
White* ... 
Mack ae 
Studebaker 
Diamond T . 
Reo .... 
Brockway . 
Miscellaneous** 


Percent 
Share of 
Market 


Ist 9 Mos. 
Rezis., 
1955 
233,299 
222,673 
77,992 
58,609 
50,376 
19,101 
10,443 
7,761 
8,550 
2,680 38 
2,228 32 
776 ll 
5,978 35 


100.00 


Percent 
Share of 
Market 
33.31 

31.79 
11.13 
8.37 

7.19 
2.73 
1.49 
1.11 
1.22 


33.48 
29.30 
12.17 
9.36 
6.43 
2.40 
1.73 
1.46 
1.05 


+ 9 
4 2 
+ 3 
Si 
+. 
Ai 


700,466 


*White includes Autocar, Freightliner and Sterling 
**Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, etc 


Columbia, Ford in nine. Only five 
states showed a registration gain 
over September of 1955 — Arkan- 
sas, Massachusetts, Nevada, Ver- 
mont and Washington. 

Leaders, both in September an a| 





2-SPEED AXLES 


= YG 


FRONT AXLES 


TANDEM DRIVE AXLES 


DOUBLE-REDUCTION 
AXLES 














at lower cost per mile. 


interchangeable. 


CLEVELAND, OHIO 


AXLE DIVISION 
MANUFACTURING COMPANY 


EATON 
AXLES 


Outstanding 
Performance Cuts 
Hauling Costs, Assures 
Longer Vehicle Life 


Strict adherence to exacting quality standards, 
the most modern of production procedures, 
and important design advancements devel- 
oped through Eaton’s years of axle experi- 
ence, combine to offer the truck operator axles 
with many worthwhile benefits. Eaton Axles, 
engineered for rugged stamina, keep trucks 
on the job, hold down operating and main- 
tenance costs, and deliver more vehicle miles 





This rugged housing, used in famous Eaton 2-Speeds, 
is also used for Eaton single-reduction and double- 
reduction axles. The three types of heads are 





PRODUCTS: Sodium Cooled, Poppet, and Free Valves » Tappets » Hydraulic Valve Lifters « Valve Seat Inserts « Jet 
S Parts « Rotor Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings « Heater-Defroster Units » Snap Rings 
Springtites «Spring Washers «Cold Drawn Steel «Stampings eLeaf and Coil Springs «Dynamatic Drives, Brakes, Dynamometers 


| 
| 
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—Compiled from R. L. Polk & Co. data 





for the first nine months, were Cali- 
fornia, Texas and New York in one, 
two, three order. 

Top 10 states for September were: 


1956 1955 
1. California . 6,801 9,165 
2. Texas ........ 6,681 6,386 
3. New York . 3,769 4,434 
4. Pennsylvania 3,445 3,456 
5. Michigan 3,238 4,265 
6. Ohio 2,789 3,685 
7. Illinois me yy 3,364 
8. Georgia ..... 2,097 2,530 
9. North Carolina 2,014 2,915 
10. Indiana . 1,902 2,833 


Top ten states for the first nine 
months were: 


1956 1955 
1. California ...69,749 65,307 
SE 53,872 56,821 
3. New York ..... ..37,200 36,624 
4. Pennsylvania .33,868 33,195 
5. Ohio ....... si 30,405 31,913 
6. Hineis .............. 28,660 29,882 
7. Michigan ...26,460 29,828 
8. Georgia .... ....20,496 21,161 
9. Indiana ..... 20,395 21,602 
10. Florida ............. 20,147 19,941 
. 
Mack Appoints 
o . 
14 Distributors 
PLAINFIELD, N. J. — Mack 


Trucks, Inc., has announced ap- 
pointments of 14 new domestic dis- 
tributors. 

The new distributors include 
Chidester Motor Co., Kingwood, W. 
Va.; Ohio Mack Sales & Service, 
Dayton, O.; Otting Motors, Cascade, 
Ia.; Valley-Cascade Truck & Parts, 
Inc., Salem, Ore.; AAA Truck Sales 
& Service, Trenton, Tex.; Wilson 
Mack Sales, Tyler, Tex.; Southern 
Idaho Equipment Co,, Boise, Ida; 
Southwestern Truck Sales, North 
Little Rock, Ark.; Roy J. Keller, 
Inc., Idaho Falls, Ida.; Erickson 
Motor Corp., Coon Valley, Wis.; 
Asheville Mack Distributors, Ashe- 
ville, N. C.; Reed-Stump Motors, 
Inc., Princeton, W. Va.; Farland 
Truck & Trailer Service, Cedar 
Rapids, Ia., and Orlando Mack 
Sales, Inc., Orlando, Fla. 


Store Awheel 


New Merchandising Idea 


Uses Trucks 


AMARILLO, Tex. — Mobil Drugs, 
Inc., has opened here and puts 
complete reliance on quick delivery 
by light truck. It will deliver drugs, 
stationary and small toys direct to 
the home. 

There is a centrally located store 
and four outlying units. All are 
equipped with two-way radio. 
Phone orders are called to the 
central store and then the nearest 
branch is advised by radio and 
delivery is made from there. 

Prescriptions are compounded at 
the central store and then dis- 
patched to the proper branch by 
special truck. Large catalogs have 
been sent to homes in the city. 


AC Appoints Milner 


At Milwaukee Plants 


Warren E. Milner has been ap- 
pointed to the newly-created posi- 
tion of manager of the Milwaukee 
plants of AC Spark Plug, engaged 
in guided missile and other defense 
projects. 

Milner has been works manager 
of AC’s Flint plants since Nov. 1, 
1953. His successor as works mana- 
ger will be announced later. Roy 
E. McCullough will continue as 
resident plant manager of AC- 
Milwaukee. 
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Telephone Rings the Bell... 
How Talos Sells Trucks 


MOUNT CLEMENS, Mich.—Tele- 
phone calls are given much credit 
by Louis C. Talos, Stewart Sales 
Service Co. (Dodge-Plymouth), here 
for his sale of 46 new trucks during 
the first seven months of this year. 
Most were heavies with special 
bodies or equipment. 

The telephone also helped him 
sell 11 new Dodges, 13 new Plym- 
ouths and four used trucks for a 
total of 74 vehicles. 

Lou said he spends so much time 
on the telephone that he turns over 
floor business to other salesmen— 


except Wednesday night, his recog- | 


nized regular turn. 
Forty-six new trucks 


population city represents good 
volume, but gross profit tells the 
big story. During the last year 
Stewart's 
has averaged $350 each. 


Trucks are Talos’ first love, and| 


he said he spends more time on 


them as they earn him more money. | 


Truck purchasers have been so 


pleased with performance and) 


service which Lou gives that they 
have sent him considerable new-car 
business. 

“Let me know where I can sell 
a car or a truck,” he asks all his 
customers and friends, “Many 
salesmen never ask for leads and 


so they never get them,” he 


pointed out. 

Although Lou spends a large part 
of his time on the telephone seek- 
ing sales and checking performance 
of vehicles he has sold, he does 
other things to retain his volume. 

He aims at selling a single Dodge 
truck to break into a large fleet of 
competitive trucks. He said that if 
he can place one Dodge in the fleet 
he will have a chance to sell others 
and perhaps replace the entire fleet. 

Before he makes a call to sell a 
truck, Lou makes a careful study 
of the work that truck will have 
to perform, He talks with drivers 
and others. Armed with informa- 
tion, he makes an appointment by 
telephone. His truck sales pitch 
includes low hauling costs, longer 
life, dependability and service. 

Talos’ truck customers have 
learned to depend on service, Lou 
gets some telephone calls after mid- 
night. He said he likes to hear from 
truck owners in trouble. They are 
happy when he helps them and give 
him additional business. They also 
tell friends and associates. 

Leads for car sales are obtained 
from Talos’ truck customers. He is 
building up school bus sales, since 
such contacts help him sell cars to 
school board members and teach- 
ers. He has found that churches are 
good customers for used school 
buses. 

Talos always makes personal de- 
livery of a new truck. He feels an 
investment in 4 truck is large 
enough for the buyer to appreciate 
Personal delivery and he insists on 
Showing the driver every feature 
and control. 


Some drivers, even experienced | 
ones, do not catch on to the uses | 
* * * 


Person to Person— 


Louis C. Talos, standing in the door, is 
shown giving personal delivery and ex- 
Plaining various controls of the truck to 
@ customer. Talos said he has found 
that such personal contact helps drivers 
understand the truck and helps get addi- 
tional new-car and truck business through 
leads, 


in seven) 
months by one salesman in a 17,027-| 


new-truck gross profit 





of some controls unless they are 
explained and pointed out, Talos 
said. A few minutes’ lesson often 
prevents misuse and complaints. 

After a new truck has been in 
use for several days, Talos drops 
around and talks with owner and 
driver to see if they are satisfied 
and point out service available from 
the dealership. 

It is then that he tries to sell an- 
other truck. “You would be sur- 
prised how many give me some 
names or telephone me later to 
give me a lead,” Talos said. 





Nebraska Voters 
Reject Ton-Mile Tax 


LINCOLN, Neb.—In the Novem- 
ber election, Nebraska voters 
rejected a proposed ton-mile tax 
on heavy trucks. 

Revenue, estimated at $6 million 
a year, would have been used for 
street and highway construction. 












ALUMNA 





eee 





AUTOMOTIVE NEWS, DECEMBER 3, 1956 





Trailer Cooling Test— 


A refrigeration test has been held in Edgewater, Miss., and all trailers were found 
to be able to be cooled to zero temperature while parked in an open lot. Among the 
trailer and refrigeration engineers attending were (left to right): Harry O. Kirkpatrick, 
Coldmobiler; William K. Greenleaf, Dow Chemical Co.; Melvin A. Price, Coldmobiler; 


75 





Parked Trailers 
Cooled to Zero 


In Test Series 


EDGEWATER, Miss. — A refrig- 
eration test involving seven makes 
of trailers and four mechanical 
cooling systems has been conducted 
here, according to the Truck Trailer 
Manufacturers Assn. 


“All the trailers reached the ob- 
jective established for this test, that 
of maintaining zero degree tem- 
perature in an empty trailer parked 
in an open lot,” said C. W. Phillips, 
chief refrigeration test engineer, 
National Bureau of Standards. 

The test was divided into three 
parts, Phillips said. First, a con- 
ventional heat loss test was run; 
second, the trailers were cooled to 
outside air temperature and then 
refrigeration units reduced temper- 
atures to zero, and, third, the units 
were turned off and temperatures 
were read as the heat gradually 
penetrated into the trailers. 

All the trailers were found able 
to reach and maintain zero tem- 


Walter L. Brooks, Transicold Corp.; C. E. Thorney jr., Revere Copper & Brass, Inc.;| peratures while parked, without 
Henry R. Bucciero, Fruehauf Trailer Co.; William Snyder, U. S. Thermo Controls, Inc.;| commodity load, at outside tem- 
Frank Bresnahan, U. S. Thermo Controls Co., and J. A. Griner, Great Dane Trailer Co. | peratures ranging near 90 degrees. 
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Mobiloil 
Special 


Best for older cars ...a‘‘must” for new cars! 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM Co., 


with this 
great new 


motor oll! 


Give your new car owners 
this powertul performance story! 


INTE WY 


life. . 
of gasoline... 


spark plug fouling... . 


GENERAL PETROLEUM CORP. 


@ New Mobiloil Special can double engine 
. in summer heat, sub-zero cold! 


e In effect, increases the octane rating 


@ Controls engine knock, pre-ignition ping, 


e Increases gas mileage, engine power... 


e Makes a difference you feel at the wheel. 
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Trend... 


More Aluminum in Trucks 


DETROIT. — Expanding use of 
aluminum in manufacture of trucks 
and trailers is resulting in increased 
payloads and lowered maintenance 


costs, according to the Aluminum | 


Assn. 

Truckers have quadrupled the 
amount of freight carried by their 
vehicles in the past decade, the 
association said. 


In some instances, lightweight | 


aluminum trailers are carrying as 
much as 35 percent extra payloads 
above the average while still con- 
forming to state laws governing 
size and weight of commercial 
carriers, it was reported. 


In addition, the report said,| 


truckers are counting increased 
profits due to lower upkeep costs 
on aluminum units, and accident- 
damaged trailer bodies can be re- 
paired faster and at less cost. Lower 
fuel and tire costs when the lighter 
units are running empty or partially 
loaded further reduce operating ex- 
pense, it was said. 

Truck and trailer manufacturers 





PACKARD 
ELECTRIC 


were said to have found aluminum 
to be one of their most important 
allies in the battle against weight or 
| “deadload.” 


One California manufacturer 
said it has engineered aluminum 
into a refrigerated trailer unit 
that saves 2,200 pounds over pre- 
vious models. A producer of auto- 
mobile haulaway trailers said it 
is turning out units weighing be- 
tween 6,000 and 7,000 pounds as 
| compared to those of heavier 
metal weighing up to 10,000 
pounds. 

Payload increases up to 3,000 

| pounds are now possible with alumi- 
num dump truck bodies without ex- 
ceeding legal loading limits. A 20- 
foot aluminum body weighs 5,500 
pounds as compared to an equal- 
sized body of heavier material 
weighing 8,500 pounds, the associa- 
tion said. 





Aluminum tank trailers were said | 


to have been widely adopted by the 
chemical industry. One trailer with 
a 6,450 gallon capacity was said to 





weigh 8,000 pounds. A similar tank 
of heavier metal weighs 13,000 
pounds. The National Tank Truck 
Carriers Assn. has estimated that 
some manufacturers are running up 
to one-half of capacity in aluminum 
tank production. 


Substantial weight reductions in 
truck tractors that haul the trailers 
have been reported by new alumi- 
num applications. One manufacturer 
said that an auxiliary transmission 
with aluminum housing eliminated 
100 pounds of “deadload.” 


To slash weight, aluminum com- 
ponents are more extensively used 
in diesel-powered trucks. Such 
aluminum parts as oil cooler hous- 
ings, radiator shells, flywheel 
housings, manifold castings, 
timing gear and balance wheel 
covers save as much as 135 pounds 
in some engines, the association 
said. 


When the Detroit Arsenal was) 


seeking a lightweight truck for air- 
borne operations that would carry 
the same load as a standard two- 








China's First Truck— 


The first truck produced by China's new 
motor vehicle manufacturing plant in the 
northern province of Kirin is shown. The 
Chinese call it the “Liberation’’ model. 
It is modelled after the Soviet Zis 150, 
the Chinese said. 


and-a-half-ton vehicle, cab-ahead- 
of-engine two-and-a-half-ton truck 
was developed that weighed only 
9,000 pounds, compared with the 
15,000-pound weight of similar 


Army trucks, it was reported. Cab, | 


body, wheels and axles were con- 
structed of aluminum. 
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CABLE 


better without costly spot suppressors ! 


Here’s how it’s done—Packard Elec- 
tric’s exclusive T.V.R.S. cable does 
two jobs simultaneously. Its non- 
metallic conductor carries the cur- 
rent that makes the ignition spark. 
And it controls current intensity 
without help from suppressor 
gadgets. 


Because the distributed resistance in 
Packard T.V.R.S. cable has proved 
superior to ordinary spot suppress- 
ing devices, there is a minimum of 
“broadcast” ignition interference to 
interrupt the operation of car radios 


or neighboring T'V sets. 


T.V.R.S. cable makes spark plugs 
last longer, too. That’s because 
electrical oscillations are reduced 
within the ignition system. As a 
result, there is less erosion of the 
spark plug points. 


A Packard Electric terminal- 
attaching process makes T.V.R.S. 
cable easy to use on any ignition 
system. And packaged replacement 
kits are available for your service 
organizations. Get the facts now. 
T.V.R.S. cables can eliminate a 


troublesome problem for you. And 
they can actually save money in the 
process! For your convenience, 
Packard Electric maintains branch 
offices in Detroit, Chicago, and 
Oakland, California. 


Warren, Ohio 


“Live Wire” division of General Motors 


aoe Electric 


Eastern Dealer 
Cites Opportunity 


In Construction 


EAST PATTERSON, N, J. — 
“With building and road construc- 
tion in high gear throughout the 
country, truck dealers have a better 
opportunity than ever before to tie 
in with this booming industry,” 
says Ray Decker, Decker Motors 
(Dodge-Plymouth). 


Decker backs up his opinion by 
citing his recent sale of five four- 
ton Dodge XY 192s as chassis for 
heavy-duty cement mixers. 

The purchaser, Construction En- 
terprises Co., never had used a 
Dodge truck before. When Decker 
heard the firm was looking for a 
truck to carry huge seven-cubic- 
| yard Worthington mixers, he con- 
| vinced them the YX 192 would do 
the job. 

The company bought five — and 
is planning to add other Dodge 
trucks to its fleet. 

Decker doesn’t intend to limit his 
truck sales activity to the construc- 
tion field, although he does plan 
to increase his efforts in that direc- 
tion. 

Decker, who sells about 50 new 
trucks a year, tracks down most of 
his new prospects by keeping a 
sharp eye on very business in the 
surrounding communities. He fol- 
lows every rumor about a company 
expanding or seeking replacement 
equipment. Truck registrations are 
another source for contacts. 





| 


21 Leasing Firms 


Unite on Trucks 


CLEVFLAND. — Twenty-one 
truck leasing firms throughout the 
country have been affiliated to form 
Universal Leaseway System, Inc., 
William J. O'Neill, president, has 
announced, 

The company maintains truck 
fleets leased through nationwide 
affiliates with headquarters here. 
O’Neill said Universal is set up to 
lease a single panel truck for a day 
or a fleet of tractor-trailers on a 
long term contract, depending on 
the requirements of the customer. 

Universal provides maintenance 
and retains responsibility for the 
trucks. The company conducts sur- 
veys to determine and establish 
transportation systems geared to 
needs of individual firms. 


Traec-Tra Claims 
Freedom of ICC 


MILWAUKEE. — Trac-Tra Rent- 
als division of Wisconsin A. & L. 
Co., has started an action before 
the Interstate Commerce Commis- 
sion to clarify status of truck 
rental companies. 

The division claims that the ICC 
has no jurisdiction over firms that 
lease over-the-road equipment to 
manufacturers and others. Trac- 
Tra said it had written regulatory 
bodies in other states and said few 
claimed jurisdiction over rental 
companies. 


Distributor in Northwest 


Appointed by Mack 


PLAINFIELD, N. J. — Mack 
Trucks, Inc, has appointed 
Howard-Cooper Corp., Portland, 
Ore., as distributor for its line of 
fire apparatus in Washington, 
Oregon and Northern California. 

Approximately 40 salesmen of 
Howard-Cooper will service the 
Northwest with Mack’s four and 
six-wheeled aerial trucks, pumpers, 
and squad cars or combination lad- 
der trucks. 


Illinois Judge Enjoins 
State on Mudguard Law 


SPRINGFIELD, IlL—Judge Clem 
Smith has issued a temporary in- 
junction barring the state from en- 
forcing a 1955 law which requires 
Illinois trucks to be equipped with 
rear wheel splash guards. 


It was issued at the request of 
Hoagland Transfer Co., Lincoln, IIL, 
which claimed that, in order to 
conform to the requirements of the 
law, the guards would have to be 
made of rigid material which would 
break or be damaged when trucks 
back into loading docks. 
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PONTIAC, — A program to 
familiarize mechanics with engi- 
neering advances in GMC trucks 
and school them on the servicing 
techniques has turned out 8,000 
skilled truck maintenance special- 
ists since its inception three years 
ago, according to GMC. 

The mechanics attended free 
courses ranging from engine 
tune-up to servicing Hydra-Matic 
transmissions in GMC shop class- 
rooms in 30 General Motors 
Training Centers across the 
nation. 

More than 2,000 of the trainees 
represented truck operators said to 
be seeking to exploit, through cor- 
rect maintenance, the full profit 
opportunities of their trucks. The 
remainder were primarily dealer 
personnel, some home office and 
field service personnel, govern- 
mental and military men and for- 
eign distributors. 

Reaction is said to have been so 
favorable that GMC officials expect 
greater future participation when 
truck users become more aware of 
the value of such a training pro- 
gram. 

The training courses are 
designed, GMC said, to take the 
guess work out of truck mainte- 
nance so the operator will enjoy 
top operating efficiency and peak 
profits. Personnel attending courses 
are journeyman mechanics, who 
learn swifty under factory instruc- 
tors. 

Some benefits of proper main- 
tenance include better over-all 
truck performance, decreased 
operating and upkeep expenses, 
less downtime, and fewer hazard- 
ous and costly road failures, GMC 
said. 

All the operator must pay is sub- 
sistence of employes he sends to 


Ford Tractor Ups 


3 Officers; Plans 
New Parts Depot 


BIRMINGHAM, Mich. — Ford 
Motor Co.’s Tractor and Implement 
division has realigned its parts and 
accessories department. An assist- 
ant manager has been given 
broader duties, two depot managers 
have been appointed and a new 
parts depot has been established in 
Des Moines. 

R. W. Flickinger has been named 
assistant manager of the depart- 
ment in charge of depots and mer- 
chandising. J. E. Martin has been 
appointed manager of the Lincoln 
Park (Mich.) depot, and D. H. Hen- 
sick will manage the new Des 
Moines facility. 

The Des Moines depot will begin 
operations early in 1957. It will 
serve as the national distribution 
point for Ford implement parts and 
also will distribute certain tractor 
parts to central and western states. 

Flickinger, who joined Ford in 
1953, formerly managed the Lincoln 
Park depot and was assistant de- 
partment manager in charge of 
depot operations. 

Martin has been assistant man- 
ager at Lincoln Park. He joined 
Ford in 1947. Hensick, with Ford 
since 1946, has been assistant de- 
partment manager in charge of 
merchandising. 


McLean Trucking 
Buys GMC Fleet 


PONTIAC. — After 185-million 
miles of operating experience with 
GMC trucks, McLean Trucking Co., 
Winston-Salem, N. C., has ordered 
85 more heavy-duty GMC highway 
tractors, according to R. C. Wood- 
house, GMC truck sales manager. 

The new order will bring to 205 
the number of heavy and medium- 
duty GMCs obtained by the con- 
cern this year, he said. It previ- 
ously bought 50 diesel tractors and 
70 medium-duty tractors, Wood- 
house said. 

The company has ordered 85 
sleeper-cab ‘tractors powered by 
172-horsepower, six-cylinder diesel 
engines, to replace a similar num- 
ber of GMCs, Woodhouse said. 
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$,000 Mechanics Trained 


Truck Operators Use GMC School Facilities; 
Results of Program Told 


the courses. GMC does not charge 
any tuition. 

Trainees learn maintenance and 
servicing operations under guidance 
of instructors using latest tools and 
teaching aids to translate subjects 
into understandable terms. 


Depending on the subject matter, 
courses last from one day to two 
weeks. They include such studies 
as diesel tune-up, truck Hydra- 
Matic, carburetion, diesel overhaul, 
Twin Hydra-Matic, rear axles, 
sta ndard transmissions and V-8 
engine tune-up. Other courses are 
added as demand warrants them. 


Classes are conducted on a 
“learn by doing” basis and partic- 
ipants receive practical 
and actual experience on “live” 
equipment. 


Courses are held periodically 
throughout the year and are not 
controlled by rigid schedules. They 
are under the supervision of GMC’s 
zone offices and full particulars 
may be obtained from zone per- 
sonnel or GMC dealers. 


57's finest finishes feature 
Bonderite under the paint 


Sleek new bodies. Longer, lower. Dra- 
matic new colors. New features by the 
dozen on every 1957 line. 


There’s one fine feature, on many of 
the great cars offered by the industry 
this year, that is a carry-over. That’s 
the surface treatment for metal used to 
anchor the paint and preserve showroom 
appearance through years of service. 


Bonderite! 


PAR KE: 


BONDERITE 
Corrosion resistant 
paint base 





BONDERITE and BONDERLUBE PARCO COMPOUND 


aids in cold forming 





Preview White Advertising Plan— 


Officials of the trucking industry look over a special ATA Foundation advertisement 
planned by White Motor Co. as part of a campaign to publicize the advantages of 
truck transportation. From left are Warren King, Life automotive merchandising man- 
ager; P. E. Tobin, White sales vice-president; Walter Carey, president, ATA Founda- 
tion; C. V. Williams, retiring president, American Trucking Assns., Inc.; Robert F. 
Black, White board chairman; and J. N. Bauman, White president. The two-page ad- 


vertisement appeared in Life magazine. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


, DECEMBER 3, 1956 





automotive industry, every week throughout the year. 









rust resistant 
of metals 


PARCO LUBRITE 
wear resistant for friction 


surfaces 





Bonderite— 


RUST PROOF COMPANY 
2164 E. MILWAUKEE, DETROIT 11, MICHIGAN 


TROPICAL 


heavy duty maintenance 


paints since 1883 


77 


Construction Cost 


For Highways 
Edges Up Again 


WASHINGTON. — The price 
level for Federal-aid highway con- 
struction was 3.8 percent higher 
during the third quarter of 1956 
than in the preceding quarter, ac- 
cording to the Bureau of Public 
Roads. 

The bureau’s figure is based on 
contract prices for Federal-aid con- 
struction awarded by state highway 
departments, 

With 1946 as the base year, the 
index for the third quarter was 
140.5, compared with 135.4 for the 
previous quarter. 

For five consecutive quarters, the 
bureau said, highway construction 
prices have shown an upward trend. 
Component items of the index have 
increased in price from the second 
to the third quarter of this year 
as follows: Excavation, up 1.3 per- 
cent; surfacing, 4.7 percent; struc- 
tural reinforcement, 4.8 percent; 
structural steel, 4.1 percent; struc- 
tural concrete, 4.2 percent, and com- 
posite for structures, 4.4 percent. 


Since 1929, Parker Rust Proof’s Bond- 
erite has contributed to the pride and 
satisfaction of car owners by helping to 
build more durable, longer-lasting fin- 
ishes. Bonderite anchors the paint, re- 
sists corrosion, keeps finish failure from 
spreading around nicks and scratches. 
Most automobiles made in 1957 will 
look better longer because of Bonderite 
under the paint. 


Reg. U.S. Pat. Off. 
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Payload Goes Up— 


Perfection Steel Body Co., Galion, O., 
has reported that it has departed from its 
traditional steel construction to build its 
first aluminum dump trailer body. It is 
shown above and use of aluminum was 
said to have cut 2,000 pounds of “dead 
weight" from the body. 


Goodrich Plant 
Ready in Peru 


AKRON.—Production will begin 
early in 1957 in a new tire plant of 
Lima Rubber Co., Lima, Peru, a 
company associated with B, F. 
Goodrich, it has been announced 
by Willard C. Gulick, president, In- | 
ternational B. F. Goodrich Co. 

Peruvian interests own the major 
share of stock in the new company, 
with B. F. Goodrich holding a 
minority interest and supplying 
technical assistance, Rubber from 
Eastern Peru will be used in the 
company’s products, Gulick said. 

Gulick said Vincent Griffin, with 
B. F. Goodrich Ltd., since 1946, has 
been named factory manager of the 
new Peruvian plant. 
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Across the Nation... 


Auto Dealer Changes 


Murray Pontiac-Cadillac has 
opened at First and Spring streets, 
New Albany, Ind. The firm is 
headed by Verne L. Murray jr. 


Norfolk in New Home 


Norfolk Motor Co. (Oldsmobile) 
has opened in its new quarters at 
1500 Monticello, Norfolk, Va. 

i = * 


Casa Linda Takes Ford 


Ken Imus is president and gen- 
eral manager of Casa Linda Ford 
Co. which has opened in Dallas. 
Imus formerly was assistant mana- 
ger of a dealership in California. 

* + * 


Kilborns Buy Bopp 

John A. and William D. Kil- 
born have purchased Bopp Mo- 
tors, Inc. (Nash), 240-260 W. 
Wood, Decatur, Ill, and will oper- 
ate it as Midwest Nash Corp. 
The Kilborns also own Kilborn’s 
Dodge-Plymouth, Inc., 201-237 W. 
Wood. C. Dan Bopp, former owner 
of the Nash dealership, is retiring 
after 41 years in the auto busi- 
ness in Decatur. 

+ 


. > 


British Ford Deal 


Thomas E, Wartendyke and Wil- 
liam C. Moak have opened Pacific 
Car Sales Co., Portland, Ore. The 
firm handles British-built Fords 
and used cars. 

* - > 


Elsner Adds Borgsward 


Elsner Motor Co. (Packard- 
Willys), Salem, Ore., has added a 
franchise for the German-made 
Borgsward in the Willamette Val- 
ley area. 


= *. * 
Hope-Luxem Buys Site 
Hope-Luxem Co. (Ford), Logans- 
port, Ind., has moved from leased 
quarters to buildings on a three 
and a half acre site purchased at 
718 Burlington Ave. It was bought 


from the Wickersham family, who 
once operated an automobile deal- 
ership there. 

= = * 


Grubbs Starts Dodge 


O. H. Grubbs, 15 years in the 
auto business in Dallas, has 
opened Grubbs Dodge-Plymouth 
at 700 W. Garland Ave., Garland, 
Tex. His son, George Grubbs, will 
be sales manager. 


* * * 


Colonial Moves in Vermont 


Colonial Motors, Inc. (Chrysler- 
Plymouth), Montpelier, Vt. has 
moved from the corner of Main St. 
and 8S. Winooski Ave. to 811 Willis- 
ton Rd., the former property of 
Penrose Garage. 

* * + 


Fox Opens DeSoto-Plymouth 


Clarence Fox has opened a De- 
Soto-Plymouth dealership in 
Shaker Heights, O. The firm re- 
places the Render - Boast - King 
firm that closed. 

= 


+ * 


James Replaces Father 


William James has succeeded his 
father, J. Rush James sr., as owner 
of James Chevrolet, Inc., St. Louis. 
The name has been changed to Bill 
James Chevrolet, Inc. 

> = * 


Wellston Changes Names 
Wellston Motor Co., Wellston, O., 
has changed its name to Starr Ford, 
Inc. R. B. Starr is president, Mrs. 
Jenny Beasley, vice-president, and 
Arlen B. Starr, secretary-treasurer. 
© 7 


Smith Heads Hyde Park; 


Sanders, Hengel Retire 

Ray Smith has taken over as 
owner and president of Hyde 
Park Sales and Service (Hudson- 
Rambler), 3439 Michigan Ave., 
Cincinnati. 

Smith has been with the firm 


About the ‘57 Auto Selling Guide 
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MODELS. 
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TO INSURE DELIVERY. NO CHARGE ORDERS, PLEASE. 
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for 11 years, starting as a sales- 
man. Joe Sanders and Hank Hen- 
gel, formerly associated with the 
firm have retired in Florida. 

+ * * 


S-P Names First Avenue 


First Avenue Garage, 320 S. First 
Ave., Sioux Falls, S. D., has signed 
a Studebaker - Packard franchise. 
Arthur J. Hansen heads the firm. 


* * * 


South East Takes S-P 


South East Motor Service, Inc., 
Brainerd, Minn., has been named 
a Studebaker-Packard dealership. 
Arnold J. Pflepsen is president, Lyle 
Sandburg is secretary-treasurer. 

* * * 


Division Chevrolet Moves 


Division Chevrolet has moved to 
new quarters at 1801 W. Chicago 
Ave., Chicago. Max Cohen is presi- 
dent. 


* * s 


Johnson Opens Doors 


James R. Johnson has signed 
Chrysler, Imperial and Plymouth 
franchises for the Hartford area 
and will do business as J. R. John- 
son, Inc. 

+ > * 


Schuth Splits Service 


Harold Schuth’s new Buick deal- 
ership in Fullerton, Calif., has three 
separate buildings connected by a 
single canopy roof. Two of the 
buildings are for service—one for 
new-car make-ready and the other 
for regular customer service. 

* > . 


Dealer Bankrupt 


Ohio River Valley Motors, 
(Studebaker - Packard), 


Inc. 
Louisville, 


has filed bankruptcy proceedings in| 


Federal Court. The suit listed assets 
of $198,645 and liabilities of $226,295. 
Largest creditor is Universal C.I.T. 
Credit Corp., which holds mort- 
gages on automobiles totalling 
$85,000 

> > * 


Nash Deal Opens 


Dubowy-Stein (Nash) has 
opened at 1401 Truman Rd., Kan- 
sas City. The firm is headed by 
Marty Dubowy and Harry Stein. 

> * - 


Forman Takes Goliath 
Forman Motor Co., Berkeley, 


Calif., has been appointed Northern| 


California distributor of Goliath 
cars. The firm 


is owned by Bill 
Forman. 


* x * 


Haugen Buys into Deal 
Elder Haugen, Mandan, N. D., 


has bought the interest held by 


Hans Halverson in a Ford deal- 

ership in Mayville, N. D. The 

firm is being operated as Haugen 

Ford, Inc. Fred Carter has re- 

tained his interest in the firm 

and is associated with Haugen. 
+ 7 * 


5 L. A. Chrysler Deals 


Five new Chrysler dealerships 
have opened in Los Angeles. They 
are Harry Apple, Inc.; Danny Mc- 
Groo Motors; Dave Fair Motors; 
Harger Haldeman, and San Val 
Motors. 

- * * 


Turner-Harper Plymouth 


Dr. Lewis C. Turner and Harry 
Harper have opened Turner-Harper 
Plymouth, Inc., 7703 San Pedro 
Ave., San Antonio. 


* * * 


Jacksons Open Dodge 
Orville B. and Leonard E. Jack- 
son have opened Jackson Motor 
Sales (Dodge - Plymouth), Lowell, 
Mich. Orville Jackson was service 


Sutter and Sims 


On Utah Agenda 


SALT LAKE CITY.— Featured 
speakers at the Utah Auto Dealers 
Assn. convention to be held here 
next week include Frederick M. 
Sutter, Columbus, NADA first vice- 
president, Elson Sims, (Ford), Vin- 
cennes, who will speak on “Your 
Profits and Mine,” and Stanley 
Pressler, Indianapolis, whose sub- 
ject is 
System Will Make You Money.” 


Other speakers will be Clark D.| 


Moody, Washington D. C. and Pat- 
rick J, Crowley, Detroit, assistant 
to General Motors’ executive vice- 
president in charge of dealer re- 
lations. Crowley will address the 
luncheon session always attended 
by civic officials and members of 
the Chamber of Commerce. 


“A Proper Accounting | 


— 


and sales manager of R, & C. C. 
Bollinger Motors, Lakeview, Mich. 
Leonard was saies 
manager of Speerstra Motor Sales, 
Lowell, for two years. The new firm 


for 20 years. 


succeeds Speerstra. 
* * * 


Kemwel Mercury Opens 


Kemwel Mercury has opened at 
Sixth Ave. and 16th St., New York. 
ok * + 


ABC Solos With DeSoto 


ABC Motors, Inc., Wichita, has 
been named an exclusive DeSoto 
dealership. Robert Riggs is presi- 
dent and Darrell Prunty is vice- 
president. 

+ * + 


Judd Moves Firm 


William Judd has moved his 
Chrysler- Plymouth dealership to 
Forestville, O., where he has erected 


a new building. 
* * > 


Fey Buys Out Brother 
Russell Fey has purchased the 
interest of his brother, Leroy Fey, 
in Fey Brothers (Dodge- 
Plymouth) at Edgerton, Minn. 
Russell became a partner of his 
brother, Ervin Fey, who started 


the business in 1938. 
* . * 


Nomland Purchased 


Nomland Motor Co. (Chrysler- 
Plymouth) in Grand Forks, N. D,, 
has become the Martinson-Bergman 
Co. The firm was purchased by 
Adolpi Martinson and Cari A. 
Bergman. 


Megarry Buick Sold 
Vernon Pearson has purchased 
Megarry Buick Co. in St. Cloud, 
Minn., and has renamed it Vernon 
Pearson Buick, Inc. He formerly 
| was general manager of Zenith 
City Buick in Duluth, Minn. 
* 


* * 


Employes Buy Vandehey 
Vandehey Motors (Ford) at An- 
|tigo, Wis., has been purchased by 
| Foreway Motors, a company owned 
|\by four former employes of Van- 
dehey. The new owners are James 
D. Vanehey, Gilbert H. Powell, Ray- 
mond R. Lietdke and Lawrence 
| Schetter. The firm was founded in 
1941 by Daniel H. and Gerald W. 
Vandehey. 


* * * 
Capitol Nash Opens 
Capitol Nash Co. has opened for 
business at 3333 Florida St., Baton 
Rouge, La. 
> * * 
Fairfax Switches to Olds 
Fairfax Motor Sales Inc., which 
became a Lincoln-Mercury dealer- 
ship in Fairfax, Va., in March, 1955, 
has switched to Oldsmobile. John 
C. Kasun is president and Bill Rich- 


ter is secretary-treasurer. 
7 * = 


| 


Williams Implement Sold 


| Oliver M. Settingsgard and 
Camille Sevrigney have purchased 
Williams Implement Co. (Buick) 
at Grafton, N. D. The firm has 
been renamed S, & S. Buick. 

* * 


* 


Grimes Motor Moves 


| Grimes Motor Co. (Lincoln- 
Mercury) of Eau Claire, Wis., has 
moved to a new location at 425 
Gibson St., Charles Grimes is the 
owner. 


* . * 
Torpey Buys Lawson 
Lawson Motors Moscow, Id., has 
been sold to Carl Torpey, according 
to Mrs. Jack Lawson, widow of the 
former owner. The firm will be 
known as Torpey Motors, Inc. 
* * 7 


Enyart Adds Outlet 
Enyart Motor Co. has opened as 
a Studebaker dealership in Albu- 
querque, N. Mex. The owner Dale 
Enyart, also operates Southwestern 
Motor Co. (Studebaker) in Durango, 
Colo. 


* * * 


Shortman Organized 
Shortman Motors (Dodge) is a 
new dealership at 7911 Metcalf, 
Overland Park, Kans. 
+. ” * 


Murphy Takes Oldsmobile; 


Finds Franchise a ‘Must’ 


Andrew Murphy & Son, Inc. 
Omaha, 80 years in business, last 
spring said it was going out of the 
new-car business (Chrysler- 
Plymouth.) 

Norbert R. Wolke, president, has 
announced that the firm will be- 

(Continued on Page 79, Col. 1) 
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Across the Nation ... 





Auto Dealer Changes 


(Continued from Page 78) 


come an Oldsmobile dealership. 
“We found that to hold our service 
business we needed a new-car fran- 
chise,” said Wolke. Burt Murphy, 
son of the founder, is chairman of 
the board. 


* + * 


MacVan Motors Opens 
MacVan Motors (Ford-Mercury) 
has opened in Stevenson, Wash. 
Ray MacKinnon and Duane Van 
Camp are partners in the dealer- 
ship. 


* * x 


L-M for McClure 


McClure Motors is a new Lincoln- 
Mercury dealership at 994 S. Broad- | 
way, Coos Bay, Ore. 

* * t 


LaPorte Dealers Move 


Wilbert Cross has purchased the | 
interest of his partner, J. B. Shaver, 
in Shaver-Cross Pontiac, LaPorte, 
Ind., and will operate the firm as 
Cross Pontiac, Inc., at 315 Lincoln 
Way. The Shaver-Cross building, 
150 Pine Lake Ave., has been pur- 
chased by Soetje Motor Sales, Inc. | 
(Ford). Soetje formerly occupied | 
the Lincoln Way site. 

> +” * 


Blenke Mercury Builds 
Blenke Bros., Inc., (Mercury), 747 
S. Michigan, South Bend, is con- 
structing a new dealership building | 
at 4033 S. Michigan. 
» 


* * 


Covey Buys Buick Deal | 
Roland Covey has bought a Buick | 
dealership in Fowler, Ind., from} 
Andy Waibel. Covey has been serv- | 
ice manager of Frankfort Sales &| 
Service, Frankfort, Ind., for 10 | 
years. 





* * . 


Freeman-Spicer Opens 
Vic Freeman and Eli Spicer are 
operating Freeman-Spicer (Stude- 
baker), South Bend. The firm 
formerly was Scherman-Schaus- 
Freeman Co. 
. 


New Montreal Dealer 


City Buick has opened at 1888 
Papineau St., Montreal, and has 
been franchised to handle Buick} 
and Vauxhall. 

> a7 * 


P & P Motors Moves 
P & P Motors has moved into a) 
new building at 1417 Broad St., 
Augusta, Ga. Bill Peiffer is the 
owner. 
> = : 


Mansfield Organized 


Jack Spriesterbach, Fay Strome| 
and Howard Hartman have organ- 


| 





ized a dealership in Mansfield, O., 
which will be known as Mansfield 
DeSoto-Plymouth, Inc. 

. * > 


Chrysler Names Lightcap 


Lightcap Motors, 908 E. Lincoln- 
way, Valparaiso, Ind. has been 
named a Chrysler-Plymouth dealer- 
ship, A three-day promotion was 
held to introduce the 1957 models. 

* * * 


Ostendorf Takes DeSoto; 


Drops Studebaker-Packard 


Ostendorf Motor Car Corp., 
1325 Main St., Buffalo, has been 
appointed a DeSoto - Plymouth 
dealer. George C. Ostendorf is 
president and Renwick A. Osten- 
dorf is vice-president. 

The firm formerly handled 
Studebaker - Packard. Ostendorf 
will continue in its three-story 
building, and maintain: its used- 
car lot at 13383 Main. 


Koch Buys Out Nygren 
_ Gordon Koch has purchased the 
interest of Everett Nygren in 
Colosky-Nygren Motors, Inc. (Wil- 
lys), Hopkins, Minn. The firm now 
is known as Colosky-Koch Motors, 


Inc. 
* o ” 


Hedgecoke Names Payton 

Vv. D. Payton, with 18 years ex- 
Perience in automobile sales and 
Service, has been appointed mana- 
ger of Hedgecoke Motor Co. 
(Dodge-Plymouth), Amarillo, Tex. 
He succeeds J.. E. Brock, who is 
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tors. Hanson now is owner of the 
Mahnomen concern. 
+ * * 


Oakley Gets Chrysler 


Fred Oakley Motors, former 
Studebaker-Packard dealership in 
Dallas, has been granted a Chrys- 
ler-Plymouth franchise. Elmer J. 
Jensen, a former dealer, has been 
named general manager. 


* * * 


Firm Name Changed 


The name of Packard Shreveport 
in Shreveport, La. has been 
changed to Tom McClellan Motors. 

* * + 
Hutton-Tufty Opens 
Certain assets of Dickson Mo- 
tor Co., Sioux City, Ia., have been 
acquired by Hutton-Tufty Co., 
newly appointed Dodge-Plymouth 
dealership. 


* * + 


Wood Adds AMC Cars 


Wood Motor Co. (DeSoto-Plym- 
outh), Marshall, Tex., has added 
American Motors automobiles. 

. + + 


Crescent City Duals 


* * * Crescent City Motors, 2001 St. 
Henry. Hansen Pare have dissolved their partnership in|become sole owner of the Elbow) Charles Ave., New Orleans, has 
¥> sO r Ford dealerships at Elbow Lake|Lake Ford-Mercury dealership and| added a Packard franchise, The 

John Henry and Elby Hanson'and Mahnomen, Minn. Henry has|is operating it as John Henry Mo-| (Continued on Page 80, Col. 3) 


retiring. Payton came to Amarillo 
in 1938 as district manager for 
Dodge. 


* * + 


Devers Opens Mercury 

Vincent E. Devers has announced 
the opening of Vin Devers, Inc., 
(Mercury), 5758 N. Main St., Syl- 
vania, O., near Toledo. It is using 
showroom and service quarters 
formerly occupied by Schaber 
Motor Sales (DeSoto-Plymouth), 
which was bought by Devers. 


* * * 


Nutt Adds Studebaker 


Clifford T. Nutt, long-time Pack- 
ard dealer in Monrovia, Calif., and 
‘ater a dealer in imported cars also 
1as added Studebaker. 





National Truck Driving Champions— 


Crowned truck driving champions in three divisions of the American Trucking Assn.'s 
|} annual National Truck Roadeo are, from left, Leland H. Hellestad (international- 
| Harvester), Milwaukee, in the straight truck division; William Metsch (White), Chicago, 
|in the single-axle, semi-trailer class; and Everal E. Kirby (Mack), Peninsula, O., in the 
| tendem-axle class. At right is John V. Lawrence, ATA managing director. Kirby also 
’| received the Roadeo Trophy for outstanding sportsmanship. 








Stopping the Stars of the Show 


5 years! 


for over 


The reason is simple—no other braking system can 
offer safer, more dependable performance. Recognition 
of this fact by manufacturers and fleet operators, the 
country over, is the reason more and more trucks of all 
sizes are being equipped with Bendix- Westinghouse Air 
Brakes . . . truly the world’s safest power to stop under 
every operating condition! 


a AIR BRAKES 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY « General offices and factory—Elyria, Ohio. Branches—Berkeley, Callf. and Okiahome City, Okle. 


Though you probably haven’t seen them Bendix- 
Westinghouse Air Brakes have been coming to truck 
shows for more than a quarter century. 

During this span, the use of these mighty brakes has 
grown by leaps and bounds. Proudly we can state that 
more trucks travel more miles with Bendix- Westinghouse 
than with all other makes of air brakes combined! 
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Across the Nation ... 


Auto Dealer Changes 


firm has been a Studebaker dealer-| 
ship for 15 years. Roy Beydler, for-| 
merly a Packard dealer, has been 
appointed new-car sales manager 
by Oliver Cinnater, president. 


* * + 


Borgward Outlet Added 


Foreign Motors, Inc., Vancouver, 
Wash., has been appointed a Borg- 
ward dealership. 

* * aa 


Moore-Turner Opens 


Moore-Turner Chevrolet formally 
opened at its new Houston location| 


at North Loop and the Eastex Free-| 


way on Oct. 19. 
* * > 





Truck Salesman's Right-Hand Man— 





During a sales meeting at Universal Motors (Ford), Bismark, N. D., Orv Lowitz, 
standing, a salesman for an equipment distributor, gets into the finer points of 
specifying truck hoists. Lowitz, like all representatives of his firm, Smith, Inc., con- 
siders his work at dealer sales meetings just as important as his field calls. Smith | Tampa, Fla., has opened as the first 


Hawke Signs with Plymouth | 
Hawke Plymouth Sales, Inc.,| 


|family who will organize Liechty 





has offices in Fargo, N. D., and Minneapolis. exclusive Plymouth dealership in 








(Continued from Page 79) 


the Atlanta zone. It is owned by 
Hubert S. Hawke, formerly a Willys 
dealer. 

+o + + 


Ford Deal Transferred 
The John Luft Ford dealership in 


| LaCrosse, Kans., has been trans- 


ferred to a new firm, Schultz-An- 
chutz Motors, Inc., Russell, Kans. 
Luft will retain his dealership 
building and his Ford tractor fran- 
chise. 

a * + 


Liechty Sells to Family 


J. C. Liechty has sold his auto- 
mobile business to members of his 


| 
| 


Motor Sales, Inc., in Archbold, O. 
Liechty said he will remain with 
the dealership but relinquish many 
responsibilities he has been carry- 


ing. He has been in the auto busi- 
ness for 25 years. 
~ * + 


Deinema Buys Findley 
Ralph Deinema has purchased 
Findley Ford Sales, Canton, S. D., 
from W. B. Findley and will operate 
it with his son, Jim. The firm will 
be renamed Deinema Ford Sales. 
af + + 


Hale-Phipps Opens 
Hale-Phipps Motors (Dodge- 
Plymouth) is a new dealership in 
Britt, Ia. Manager of the new 
firm is Cal Packard. Bob Brad- 
well is service manager. 
* * = 
Robinson Takes Snell 
F. T. Robinson (Dodge-Plymouth), 
Philadelphia, has taken over the 
Frank D. Snell dealership, 20 Ches- 
ter Pike, Darby, Pa. 


* * * 


Harris Buys Out Gue 
Purchase of the interest held by 
his partner, Frank R. Gue, in Gue- 
Harris Motor Co. at Hot Springs, 
S. D., has been announced by Bob 
Harris. As sole owner, Harris is 
doing business as Harris Ford 


Center. 
* . * 


Gil Weber Ford Opens 

Gil Weber Motor Co. (Ford) has 
opened at 225 W. Seventy-fourth 
Terrace, Kansas City. Gil Weber 
is president of the firm. 


” * + 
Freeman-Edminston Quits 
Freeman - Edminston Motor Co. 

(Oldsmobile), Fort Scott, Kans., has 
discontinued business. Parts, shop 
equipment and office equipment 
were sold at auction. 

+ * * 

Park Pontiac Moves 
Park Motors Pontiac, Huntington 








Midland’s New Emergency Relay 
Valve Is Best For You Because— 


Li gives you 100% protection 
against “bleed-back”. 


2. i goes beyond ICC require- 
ments—gives you many PLUS 
features like these: 


—Midland valve can be quickly, 
easily serviced. You can re- 
move and replace cartridge 
in a matter of minutes, with- 
out disconnecting any lines or 

fittings. (See photo.) 
—Operation of Midland 
valve is automatic, yet grad- 
ual, (Automatic application 
of trailer brakes is smstanta- 
neous, of course, if trailer sep- 
arates from tractor.) Valve's 
dual compensating feature 
provides automatic, gradual 
application of trailer brakes if 
pressure in the system drops be- 

low 45 p.s.i. 


—Midland valve is designed to re- 
duce application and release time, 


—Midland valve safeguards against 
vehicle driveaway without suffici- 
ent air in the system. 


3. In addition to the actual operating ad- 
vantages of Midland’s emergency relay 
valve, there’s the protection and dollar 
value of Midland’s nation-wide service 

and parts facilities—hundreds of Midland 
ae in the United States, Canada, and 
abroad. 


Be safe, be satisfied—specify Midland Emergency 
Relay Valves on all orders of new equipment. 
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THE MIDLAND STEEL PRODUCTS COMPANY 


Owosso Division - Owosso, Michigan 
Export Department: 38 Pearl Street, New York, N. Y. 


STEEL PRODUCTS CO. 


| Park, Calif., has acquired a Pontiac 
franchise in Alhambra, Calif. Offi- 
| cers of the firm are Jack H, Hahne, 
president, and Jack N. Hahne, vice- 
president and general manager. The 
Huntington Park franchise has been 
taken over by Owen J. Masters, 
Pontiac dealer in Long Beach, Calif. 


* = * 
White Names Economy 


Economy Truck Sales & Serv- 
ice, 1020 Elizabeth St., Waukegan, 
Ti, has been named distributors 

for White and Autocar trucks. 
Service facilities for all makes of 
trucks have been opened. Stanley 
| Dembinsky jr. is owner, and Mel 
| Mullins is manager. 


* = > 


Hopp Pontiac Sold 
Hopp Pontiac, Inc., Ravenna, O., 
has been sold to Frank Van Eiszner, 
Cleveland. The new owner was for- 
merly with Hudson. 
* * = 


Rhodes Takes DeSoto 


Rhodes Garage, Kenton, O., has 
taken over the DeSoto-Plymouth 
dealership which has been handled 
by Spearman Motor Sales for 22 
years. 





7 7 > 
| Johnson Sells to Partners 
| Milton E. Johnson has sold his 
interest in White & Callicoat Motor 
Sales to O. W. White and Arthur 
B. Harmon who have been: associ- 
ated with him in the firm. 


* * * 


Willoughby Nash Opens 


Willoughby Nash, Inc., has 
opened in Willoughby, O., with 
Henry Osborn as president and 
J. J. Nowell as general manager. 

* * * 
Andra Moves in Kansas 


| Wineent J. Andra (Dodge), at 
| Meade, Kans., has moved his G.N.A. 
Motors to 800 West Chestnut St., 
| Dodge City, Kans., and will operate 
as Andra Motors. McPheter Pon- 
tiac will take over Andra’s Meade 
| location. LeRoy and Leo McPheter 
| are owners. 
* - * 


| Chrysler Appoints Davis 

C. K. Davis jr. has announced 

|that Davis Motor Co., Sherman, 
Tex., has been appointed a Chrys- 
ler-Imperial dealership. The firm 
is located at 301 S.-Travis St. Jim 
Larcom will head the Chrysler sales 
staff. 

* - * 


Schuth Opens Calif. Buick 


Harold L. Schuth, a former Buick 
dealer for 10 years, has opened 
Schuth Buick Co. in.a new building 
at Fullerton, Calif. He will act as 
general manager. 
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Nylon Cord Tires 


STRONG SELLING 
FEATURE! 


TODAY’S NEW-CAR BUYERS ARE SAFETY- 


CONSCIOUS. They are looking for safety 
features in the cars they buy. That’s why 
nylon cord tires have such a strong sales 
appeal. They offer the customer extra 
safety . . . surest protection against tire 
failure. 


TESTS PROVE that thefourthingsatirecord must 


do, nylon does best! Nylon gives superior 
resistance to bruise damage, moisture, 
heat and flex fatigue. And nylon tires 
have proved their superiority on military 
and commercial planes and on heavy- 
duty trucks. Today, the people whose 
lives and livelihood depend on car per- 
formance rely on nylon tires—turnpike 
police, professional auto racers, and high- 
speed test-car drivers, for example. 


NOW SOME OF AMERICA’S finest cars have 


nylon cord tires, and Du Pont is prepared 
to supply nylon tire yarn to meet the 
needs of the automotive industry. 


Du Pont produces the nylon fiber. Tire manufacturers 
make nylon cord tires~in tubeless or conventional types. 


REG.U.S. PAT.OFR 


BETTER THINGS FOR BETTER LIVING 
e+ THROUGH CHEMISTRY 


ALL NYLON CORD TIRES ARE 
AN IMPORTANT SELLING FEATURE 
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New Oilfield Giant— 


Ten of these unusual pumping units mounted on Mack trucks have been delivered 
to Western Co., Midland, Tex., for oil well fracturing work. Built to specifications, each 
Fracmaster 600 unit consists of an elongated eight-wheel Mack chassis with four-wheel 
drive. Two diesel engines mounted side by side behind the cab furnish power for 
both the vehicle and pumping unit, eliminating a need for an engine in the cab. The 
vehicle weighs approximately 46,000 pounds and is capable of traveling up to 50 
m.p.h. 
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Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: Can an automo- 
bile manufacturer without liability 
cancel a dealer’s agency contract, 
although state law prohibits such 
cancellation? 

Last month a higher court an- 
swered this question in the affirma- 
tive. 

First it is important to know 
that the Supreme 
Court of the U.S. 
has many times 
in the past held 
that the right of 
free contract is 
one of the inher- 
ent rights guar- 
anteed to the citi- 
zens by state 
constitutions as 
well as by the U. 
S. Constitution. 

In other 





words, the right to contract is a 
property right protected by both 
state and federal constitutions. 

For example, in Kuhl Motor Co. 
v. Ford Motor Co., 71 N. W. (2d) 
420, the testimony showed facts, as 
follows: A law in the state of Wis- 
consin provides that it is unlawful 
for a manufacturer, without due 
regard to the equities of a dealer 
and without just provocation, to 
cancel the franchise of any motor 
vehicle dealer. 


Further testimony showed that 
the state laws of Wisconsin pro- 


vide heavy penalty for violation of| 
this law by an automobile manu-| 


facturer. 
* * * 


Termination Notice 


UHL MOTOR COMPANY was 
engaged in the business of sell- 
ing and servicing motor vehicles. 
On Dec. 12, 1938, Kuhl Motor Co. 
and Ford Motor Co, entered into a 
written “Ford Sales Agreement,” 








“extra” employee at no extra cost? 


work bottlenecks, make “beating the rate” a 
cinch. It’s like having an extra man on the payroll 


Chances are you’ve seen a Snap-on man during 
the past few weeks. If you’ve been in the shop 
during one of his regular visits, you’ve watched 
him in action. More than likely you’ve heard 
some of the kidding he takes from your mechan- 
ics. But, you’ve seen them buy Snap-on tools. 


A mechanic doesn’t kid about the tools he 
uses — he depends on them for a living. That’s 
why he welcomes the Snap-on man whenever this 
tool expert calls. The tools he sells, his wide ex- 
perience, and his training in tool use often break 







*Snap-on is the trademark of Snap-on Tools Corporation. 


SNAP-ON TOOLS CORPORATION 


8082-L 28th Avenue, Kenosha, Wisconsin 





. at no extra cost to you. 


The more timesaving, money-making Snap- 
on tools there are in your shop, the easier 
it is for your mechanics to turn out the kind 
of work that means more customers, more 
profits. The next time your Snap-on man calls, 
ask him about the plan by which you can help 
more of your employees own and use Snap-on 


tools. 


| Sup ono 


THE CHOICE OF BETTER MECHANICS 


which provided that it could be 
terminated at any time at the will 
of either party by 60 day’s written 
notice. On Apr. 17, 1954, Kuhl Mo- 
tor Co. received from Ford Motor 
Co. a notice of its intention to ter. 
minate the agreement. 

Kuhl Motor Co. filed suit and 
asked the court to grant an in- 
junction to prevent Ford Motor 
Co. from cancelling its franchise 
or agency contract. 

The higher court refused to issue 
the injunction, quoting: 

“The agreement in this case was 
not for a fixed period but was ter- 
minable at any time at defendant's 
(manufacturer’s) will upon compli- 
ance with the requirement as to 
notice. It is beyond the power of 
the judiciary to engraft conditions 
upon the exercise of such a con- 
tractual right. 


| “This is a business contract for 

the sale of motor vehicles, its pur- 
pose the mutual economic benefit 
of both dealer and manufacturer. 
An inequality of bargaining power 
is present in many contractual re- 
lationships, but the law does not 
attempt to equalize it by impairing 
the basic right to contract.” 

+ * * 


| Punitive Damages 


A LEGAL question often asked 
by automobile dealers is: “T 
have read the cases you have 
written up on punitive damages. 
My question is whether an automo- 
bile dealer who acts in good faith 
is liable in punitive damages for a 
mistake or error made in good 
faith.” 


According to a late higher court 
decision, the answer is yes, if 
the mistake or error embarrasses 
the automobile owner, and the 
jury may presume a malice and 
guilty intent from the deliberate 
commission of an unlawful act 
for the purpose of injuring the 
automobile owner. 

For illustration, in Daly v. Wol- 
fard Brothers, 282 Pac. (2d) 627, 





the testimony showed facts, as fol- 
lows: Wolford Brothers is engaged 
in the sale of new and used auto- 
mobiles and in general car repair 
work. One Daly purchased from 
Wolfard Brothers a used 1951 Mer- 
cury convertible automobile, which 
had theretofore been driven approx- 
imately 4,500 miles. 

The automobile in question «was 
equipped with an old “hot rod” 
motor rather than the power plant 
originally installed therein, which 
fact was disclosed to Daly. How- 
ever, with the exception of the 
motor, Wolfard Brothers warranted 
the car as a new car; that is, it 
warranted it for 4,000 miles or 90 
days, whichever should first occur, 
that being the customary new-car 
factory warranty. 


After Daly took possession of the 
automobile he found that certain 
repairs were required. One item 
was $249.95 to repair damage done 
to the rear end of the car when the 
rear wheels locked for no apparent 
reason. As to this item of $249.95, 
inasmuch as the automobile had 
been operated several thousand 
miles in excess of its new-car war- 
ranty when the damage occurred, 

(Continued on Page 83, Col. 1) 


Sales Training 
Must Be Local, 
Official Says 


NEW YORK. — Sales training 
cannot be successful unless it deals 
with local situations, according to 
John R, Hickman, director of field 
sales personnel for B. F. Goodrich 
Tire Co. 

Addressing the fourth marketing 
conference of the National Indus- 
trial Conference Board in New 
York, Hickman said, “Local sales 
managers or sales supervisors 
should have the opportunity to train 
their local salesmen. 

“The men who train new sales- 
men must be acquainted with the 
job assignment and match the 
training with customer needs.” 

Hickman said that if the new 
salesman doesn’t understand how 
to meet customers on a common 
ground and understand their prob- 
lems, even the best sales training 
materials will fail to do their job. 

He added that it'is more im- 
portant that a new salesman be- 
come thoroughly acquainted with 
the job rather than with a product 
or process, 
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not immediately report the accident 
to the insurance company and also 
because he failed to appear at the 
trial as a witness. 

The higher court approved the 
verdict. ; 


'l Work Here’ 


Chicago Police Almost 









Lawsuits Affecting Dealers ... 
Court Decisions 


(Continued from Page 82) 





Ford Motor Co, refused to acknowl-| retain any ownership in the auto- 


» the claim. mobile. If the thief has increased 
_ 2s the value of the automobile by in- Solve Car ‘Theft’ 
Possession Refused corporating new mechanism, tires, CHICAGO. — Thefts of auto 


accessories have been plaguing 
Chicagoans, and recently police 
thought they had captured one of 
the culprits. 

A few nights after tires and 
wheels had been stolen from new 
cars parked at Fergus Ford, Inc., 
police visited the lot and removed 
the keys from three cars. A short 
while later, they noticed one of 
the cars was missing and a 1951 
model was parked in front of the 


UBSEQUENTLY, Wolfard parts and other accessories, the 

ee iginal owner may recover posses- 

Brothers refused to give Daly | 0™8'n4! ov : ; 
possession of the automobile until aS his automobile and retain 
this $249.95 bill was paid. This was absolute ownership without any 
so although it was proper, according payments to the thief or innocent 


persons who subsequently pur- 
ro =. Oy on naan Oe ye oo chased and improved the automo- 


bile in its possession until the va- bile. ce eo 


ity of the lien was adjudicated. 
Ss However, instead of Wolfard Owner Must Comply 

Brothers strictly complying with ACCORDING to a late higher 
these state laws, it Pag ye ne court decision failure of an in- Giant Trecter-Treit let 

ive u ssession 0 e ; : * heies ° 

oebile until Daly paid the $249.95 ae automobile owner or driver ian rac oe re or ; , , s es They searched the car and 

o comply with the terms of an in- This huge tractor-trailer, said to be the world’s largest, is being used in coal min nabbed the driver when he 

bill. surance policy relieves the insur-| ing operations in Nicholas County, W. Va. The trailer was manufactured by Marion | poturned 


nase thik Dade Gan cae to ance company from all liability. Metal Products Co., Marion, O.; the tractor by Kenworth Motor Truck Co., Seattle. Wrong man, The driver was 
recover punitive damages because For example, in Howell v. | tected him, and all persons who |jured a pedestrian named Howell) Bob Creedon, dealership manager, 


the court gave instructions, as fol- Frost, 128 N. E. (2d) 189, it was | drove them, against loss if a car | who sued both Frost and the auto-|who had taken the car and for- 
lows: “You may presume a mali-| Shown that a dealer held a lia- | was damaged or wrecked. mobile dealer for damages. gotten to tell anyone. The ’51 
cious and guilty intent from the bility insurance policy which cov- One day a man named Frost took| The lower court awarded Howell| model belonged to a friend who 
deliverate commission of an unlaw-| ered all his automobiles and pro- | an automobile out and seriously in-| $25,000 damages because Frost did| was visiting from out of town. 


ful act for the purpose of injuring 
another. Exemplary or punitive or} 


vindictive damages involves the 
blending of the interests of society _, Sanett Sage: 


in general with those of the ag- 


; 
grieved individual in particular. ; : bo 
Such damages are awarded by ‘ y the BeA 
\ 








KTER /nsures Full P 
Relines 


way of punishment to the offender 
and as a warning to others or by | Br ke 
way of example. ots : on a e 


Dealer Liable 


T IS interesting to observe that 
the jury awarded Daly the ver- 
dict, saying: 
“It is manifest from the fore- so semi 
going that Wolfard Brothers was Positively eliminates 
holding plaintiff's (Daly’s) automo- . a 
bile upon the theory that he had 
the right to do so because of the time osses in 
lien notice that had been filed. In a f 
this case it is obvious that there 
were aggravating circumstances. correcting or 
Defendant (Wolfard Brothers) had 
no right to hold plaintiff's (Daly’s) 


car.” ® 

Hence, in this case Wolfard V Brake Noises 
Brothers was held liable in ordi- 
nary and also punitive damages os 
for holding in its possession v Diving 
Daly’s automobile as security for 
valid repair bills. - 

Moreover, since Wolfard Brothers Vv Side Pull 
did not strictly comply with state 
laws in this respect the higher 
court held that Wolfard Brothers i 
must pay Daly the ordinary dam- v Erratic Brake 
ages of $1,279 he sustained, as a 
result of the illegal and unlawful 
retention of his automobile, plus 
$2,500 punitive damages as an ex- 
ample and warning to other auto- 
mobile dealers that automobiles, on 
which repair bills are due, cannot 
be retained as security for overdue 
repair bills, except by strict compli- 
ance with the state’s lien laws. Model 


> a > 
No Legal Title é B-105C 
ANEW legal question is: If an Tt] lustrated 
automobile thief installs parts 
and other accessories, can an inno- 
cent buyer retain possession of the 
revised automobile? According to 
a late higher court decision the 
answer is no, once a stolen auto- 
Mobile always a stolen automobile. 
For example, in Beauchamp v. 
Nichols, 278 S. W. (2d) 535, the tes- 
timony showed facts, as follows: A 
1950 maroon automobile was stolen 
from the garage of an automobile 
dealer. 

After considerable investigation 
and detective work it was learned 
that an innocent serviceman had 
Painted the car a gray color and 
removed the motor and transmis- 
sion from the 1950 automobile of 
&8 maroon color and installed 
therein another motor and trans- 
sion, Later this revised automo- 
bile was sold to one Beauchamp. 

In subsequent litigation, the 
higher court held that Beauchamp 
must give up possession of the re- 


vised automobile to the automobile 
dealer from which it was originally The Brake Dokter is Handles all popular brakes Vlad Coupon gor 
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ftep 3 centralize, adjust and remove high 
spots from lining. Install drum. 


Detatts 


Step 1 Measure Drum Diameter. Step 2 Set Grinder for Drum Diameter. 
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nan bared bape — i aia a combination Bendix Stationary Anchor pococccocccccneeereee 
Ont a@ purchaser of an automobile e Brake Drum Gauge — —— Anchor ; ay . - ange ertoed 6, Mo. 
rom one who has acquired posses- e Ssees e rysier Center-riane Please send [) literature [) Brake School 
Sion thereof by theft, acquires no Beake Shoo Adjusting Gong Lockheed and Huck 1 Bulletin # 183 on Brake Doktering late 
title thereto, and it is well settled e Precision Lining Grinder 1 —s model cars. 
that one in rightful possession of producing positive shoe Fast and easy to use... i e 
an , automobile may maintain an ° PF e ve ° ‘ j Ce ~cce ct asain Loeb teteséeenrs Soe 
ear for its recovery against a centralization No special training required! Wibtbeah toc cinause tance tetetenca ha +s0css 
lef or one holding under him.” ; 
This higher court also explained 33 A f°] fe 4 | T a Qo Tt t PM a Lv] i Cc re] i sd aieee sna numehebaned BU bass ccccsee 
igned Cee eee reer seeesesesesesseees eee 


that under no circumstances may 
the buyer of a stolen automobile 
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NEW YORK, — International 
Harvester Co. has purchased the 
buildings and site located between 
West Forty-seventh and West 
Forty-eighth Streets and facing 
Twelfth Ave. for a new truck sales 
and service location. 


De Rosa Adds Springs 


BELLEVILLE, N. J. — De Rosa 
& Sons, manufacturer of vehicle 
bodies, is now also manufacturing 
the Air-Spring’s suspension system. 

e 


90 Aluminum Trailers 
Added by Inland Motor 


SPOKANE.—An order for 90 
aluminum trailers from Brown 
Trailers, Inc., and 27 tractors from 
International has been signed by G. 
H, Nieman, president, Inland Mo- 
tor Freight, here. Total value is | 
approximately $1 million. 


The trailer order included 12 


Drive-in Bank Accommodates Trucks— 


At the wheel of his heavy-duty International truck-tractor, with a load of tall timber, 
Oliver O. Jenkins, partner in J & C Transportation Co., Springfield, Ore., was the first 
depositor at the First National Bank of Portland's new branch in West Eugene, Ore. 
Bank officials were pleased to find out that their new facility accommodated this 
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Truck News in Brief 





and 66 double trailers. The equip- 
ment will be placed in operation 
by Inland and its subsidiary, Pacific 
Highway Transport, Seattle. 


* * * 
Du Mont Rep Named 
CLEVELAND. — Automotive 


Marketing, Cleveland, has been 
appointed a territorial selling 
agent for Ohio to handle the Du 
Mont EnginScope. 
* * * 
Montana Transport Assn. 


Names Capps President 
BUTTE, Mont. — (UTPS) — Floyd 
H. Capps, Anaconda, general man- 
ager of Intermountain Transporta- 
tion Co., has been elected president 


|}of the Montana Motor Transport 


Assn. He succeeds B. A. Fisher, 
Billings, who becomes board chair- 
| man. 

Group chairmen elected were 
Jack Beckwith, Great Falls, petro- 
leum carriers; H. D. Lundberg, 


jumbo rig with ease. 





refrigerated units, 12 flatbed trailers | Great Falis, common carriers, and 





Scene in restoration shop 
of Thompson Products’ 
Auto Museum, Cleveland. 








EXPERIENCED IN THE PAST... 
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( 
Over three-quarters of a billion Thompson engine valves have 

been made by the Valve Division since 1904 for internal combustion 

engines ...that’s our wealth of experience which is available 


to you now on valves, rotators, and tappets. 





We draw on this vast experience every day to anticipate and 
solve problems of engine service requirements and valve-train component 
design. Your own valve-train problems can be solved promptly 
by bringing them to the Valve Division. 


At your disposal are our design and production facilities, 
and our half century of experience to meet your valve-train engineering 
and production requirements. 






alve Division 
Thompson Products, Inc. 


04666 GAGT ie0tnm BTREET CLEVELANO 10 OM'0 
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William King, Billings, Transfer 
and Warehousemens Assn. T hig 
group named James Kitto, Butte 
vice chairman, and Howard Nelson, 
Billings, secretary- -treasurer, 

a + a 


Firm Orders 60 Buses; 
45 from Mack, 15 from GM 


BUFFALO, N. Y. — Directors of 
Niagara Frontier Transit System 
have approved the purchase of 60 
new buses at a cost of about $1,- 
400,000. 

Of the total, 45 will be purchased 
from Mack and 15 from General 
Motors. 

- * = 


Mahoney to Build 


RAPID CITY, S. D.—Plans are 
being completed for a new build- 
ing for Mahoney Equipment Co., 
White - Autocar distributor here, 
Partners in the distributorship are 
S. F. Mahoney, G. V. Anderson and 
N. P. Brown. 


x + x 


Willett Buys Chicago Site 


For Maintenance Center 


CHICAGO.—Willett Co., Chicago 
freight and truck and bus-leasing 
firm, has purchased a site for a new 
$750,000 truck and bus maintenance 
center. 

The property, comprising 4.91 
acres, was bought from Dealers’ 
Terminal Co., auto transport firm, 
for $250,000. It includes a two-story 
office building and a garage. Wil- 
lett will add a third structure, a 
40,000-square-foot garage and office 
building. 


* * * 


Tractor Seat Developed 


LAFAYETTE, Ind. — A tractor 
seat which protects farmers from 
health hazards: of rough ride has 
been described here by Bostrom 
Mfg. Co., Milwaukee, at Purdue 








University’s presentation of the lat- 
est advances in agricultural equip- 
ment design to representatives of 
eight European nations. Arthur O. 
Radke, Bostrom chief engineer, 
said development of the seat was 
based upon assuring maximum effi- 
ciency of operation in the man- 
machine relationship. 

+ * : 


Snoderly Joins Hutchens; 


Will Be Chief Engineer 


SPRINGFIELD, Mo. — Lewis G. 
Hutchens, vice-president and sales 
director of Hutchens & Son Metal 
Products Co. here has announced 
that Kenneth F. Snoderly would 
become associated with Hutchens 
as chief engineer. 

Snoderly formerly was general 
manager of R. & R. Equipment 
Mfg. Co. and will assume direction 
of plant operations here, head the 
research department and supervise 
the departmerit of general engi- 
neering. 

> > * 
Wigwag Signals Ordered 
On All Illinois Buses 

CHICAGO. — A safety device, 
known as a “wigwag,” has been 
ordered installed by Apr. 1, 1957, 
on all buses under Illinois Com- 
merce Commission jurisdiction. 

The “wigwag” is a signal arm 
which lowers in front of the 
driver’s line of vision when there 
is a loss or lack of brake air pres- 
sure. The commission also or- 
dered air pressure gauges in- 
stalled within clear view of the 
bus operator and frequent in- 
aa of the air pressure sig- 


a . os 
Radio Trucks for Emery 
NEW YORK. — Emery Air 
Freight Corp. announces the in- 
stallation Dec. 1 of two-way mobile 
radio equipment in its trucks in the 
metropolitan New York area. 


Brown Sesunde Plant 


Wins $500,000 Order 


SPOKANE.—A $35,000 addition to 
the local plant of Brown Trailers, 
Inc., is scheduled to be completed 
by the first of the year. 

Brown also announced that it has 
received a $500,000 order for alumi- 
num truck-trailers including 37 dry 
freight units, 17 refrigerated 
trailers and 12 insulated trailers. 

” 


* > 
Atlantic Expands 

BALTIMORE.—Because it is ex- 
panding from the production of 
field office trailers to mobile homes, 
Atlantic Trailer Corp. has moved 
into larger quarters at 719 North 
Point Rd, Baltimore. 


TT. to 
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Profit Opportunity for Dealers . . . 
How to Sell Tire Changeovers 


“4 NY new-car buyer who buys 

insurance can be persuaded to 
change over to premium tires when 
he buys his car.” 

This is the message being given 
to new-car dealers by the tire 
manufacturers who point out that 
the additional profits accruing 
from selling premium tires can be 
very important to dealers in the 
current low-profit market, 

While the 14-inch tires on some 
57 cars present dealers with the 
problem of what to do with the 
original tires, the manufacturers 
have several solutions. 

Explaining how he makes his 
premium-tire pitch, a tire salesman 
at Economy Motor Sales (Cadillac- 
Oldsmobile), an Elyri (O.) dealer- 
ship which has installed a Seiberling 
tire department, said: 

* * 2 
“T'S like insurance. As we talk to 
a new-car owner, we make that 
comparison. When he buys insur- 
ance that for a few extra dollars he 
can increase his coverage several 
thousand dollars. 

“The same applies to premium 
tires, So why take a chance? In- 
vestment in a new car is too big 
to pass up the additional protec- 
tion.” 

The entire sales staff at Economy 
Motor has been promoting Seiber- 
ling Sealed-Aire tires on a “change- 
over” basis most of this year. In 
the first nine months they have sold 
more than $12,000 in Seiberling 
tires. 

When the dealership decided to 


establish a tire department, Seiber- | 


ling sent two sales instructors to 
teach the sales manager and his 
salesmen how to use the company’s 
sales material, including a “suit- 
case” movie projector with a built- 
in screen. 
* * * 
NE of the films shown is an 
eight-minute film spotlighting 
the puncture-sealing abilities of the 
Sealed-Aire tire. In it the tire with- 
stands a brutal attack of piercing 
knives and arrows, plus harpoons 
fired from underwater sharp guns— 
all without loss of air. 

Kenneth Gower, general manager 
of Economy Motor, said, “We alsuo 
use cross-sections of the Sealed- 
Aire tire to show our customers the 
tire’s inner layer of soft sealing 
gum that clings to nails and other 
puncturing objects.” 

He added that once the motor- 
ists see these features and realize 
how little extra they spend to 
protect their investment com- 
pared with the total car cost, the 
sale is easy. 

Seiberling officials said the “take- 
off” tires also present an oppor- 
tunity for profit. 

The firm’s sales people said there 
are various ways of disposing of 
the take-offs, including selling them 
to discount dealers, to local dealers 
who sell the same brand of tires 
on their new cars or to used-car 
lots. 

> * . 

EIBERLING officials admit that 

the new 14-inch tires present a 
problem to dealers, but they add 
that the situation will improve in 
a@ year or so when there is a de- 
mand for the 14-inchers on»the re- 
placement market. 

Meanwhile, they suggest whole- 
saling the 14-inch take-offs, or if 
capital and warehouse space per- 
mit, storing them for a while. 
“For the dealer willing to pro- 

mote the idea aggressively,” Seiber- 
ling said, “there is extra profit to be 
made in selling a combination 
changeover package—a 14-inch 
wheel and the newer, fatter, softer- 
riding tire, for the customer who 
wants to modernize his car with the 
ultimate in sleek appearance and 
riding comfort.” 

At present the company is work- 
ing with wheel manufacturers on a 
program to wholesale the wheels 
for a merchandising program of 
this type, which would open up the 
market to many cars of 1951-56 vin- 
tage. 

2 n * 

EIBERLING also has an alter- 

nate plan in which the auto 

dealers work directly with the in- 
dependent Seiberling dealers. All 
tirewarranties and service are 
handled by the tire dealers and both 
the tire and auto dealer share the 











tire profits. Both dealers cooperate 
in disposing of the take-offs. 

Commenting on auto dealers in 
the tire field, C. Herman Behrle, 
manager of passenger tire sales 
for B. F. Goodrich, said, “It is in 
the changeover field that the car 
dealer has by far the largest ad- 
vantage. Every year hundreds of 
thousands of car buyers replace 
the tires that came on their cars 
with some other tires. 

“They do this in order to get 
either a different color—to change 
from black to white—to obtain spe- 


cial tire features or for both of | 


these reasons.” 

He said that if the auto dealer 
does not make this changeover for 
them, they will go to some other 
merchant—perhaps a tire dealer or 
even the service station where they 
ordinarily buy gas and oil. 

“If the purchaser of an automo- 
bile has good reasons for changing 
over,” Behrle asserted, “the car 
dealer has even more good reasons, 
Basically, he makes his car more 





Now 


as standard or optional equipment 
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desirable and more serviceable by 
putting on the absolute tops in tire 
equipment. 
* + * 
¥ A TIRE that offers substantially 
different features from the 
original equipment tire is clearly an 
advantage in stimulating change- 
over business. Such a tire is B. F. 
Goodrich Life-Saver tubeless tire.” 
Behrle said the Life-Saver has 
a custom grip-block tread which 
seals punctures automatically and 
permanently, providing more 
puncture and skid protection, 
He continued, “The choice that a 


| tire dealer has to make in picking 


a tire for sale as a changeover item 
is a choice of high volume plus 
customer satisfaction against low 
volume and customer dissatisfac- 
tion. 


“A few individual sales at ab- 


|normally high profit will never 


equal the net income resulting from 

many sales at a normal margin, 

and the difference in customer 
(Continued on Page 88, Col. 1) 
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KELSEY-HAYES POWER BRAKES 


Offered 


by America’s Leading 


Producers of Motor Cars 


Power braking systems are just one of many diversified 





Dealership Employes Hear Tire Lecture— 
Instructor Duane Johnson of Seiberling Rubber Co. lectures the sales force of Econ- 


omy Motor Sales, Elyria, O., on the essentials of tire construction. 











The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 









products manufactured by Kelsey-Hayes for the 
automotive industry—one of several major industries 
served by Kelsey-Hayes Wheel Co., Detroit 32, Mich. 


KELSEY-HAYES 


Kelsey-Hayes Wheel Co., Detroit 32, Mich. « Major Supplier to the Automotive, Aviation and Agricultural industries 


14 PLANTS | Automotive: Detroit and Jackson, Michigan; McKeesport, Pa.; Los Angeles, Calif.; Windsor, Ontario, Canada « Aviation: 
Jackson, Michigan; Springfield, Ohio (SPECO Aviation, Electronics and Machine Tool Division); Utica, New York—4 plante—(Utica 


Drop Forge and Tool Corporation, a subsidiary) 





e Agricultural: Davenport, Iowa (French & Hecht Farm Implement and Wheel Division) 
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TORSION-AIRE ... the best ride on the road today! 





SMOOTHS the roughest roads CORNERS without “lean” STOPS without “dive” 


Fresh evidence of 
Leadership from 


THE FORWARD LOOK 


On the page opposite, are five cars that dramatically illustrate the kind of leadership 








inherent in the 1957 cars of The Forward Look. The reception these cars have received 


has exceeded our most optimistic expectations. 


In the new models of other manufacturers, you can see ideas borrowed from 
The Forward Look cars of 1955 and 1956. But our cars for 1957 are totally new. For the 
first time, an automobile manufacturer has accomplished an across-the-board, top to bottom 


re-tooling. The result is the most significant advance in car ride and car design in 20 years. 


In the few weeks since these cars first appeared, it has become crystal-clear that 
the public has taken to The New Shape of Motion styling as the most exciting look— and 


the only new look— in cars today. 


It is clear that the new Torsion-Aire suspension system re-defines riding comfort for 
every motorist who tries it out. It is clear that new TorqueF lite pushbutton transmission 
impresses drivers with its unmatched smoothness and swiftness — its versatility in 


every driving situation. 


Because of all this—and more —it’s clear to Chrysler Corporation dealers that a greater 
margin of superiority extends between the cars they sell and competitive makes than 


has ever been enjoyed by the cars of any manufacturer before. 


Also ...to provide our dealers with even deeper penetration of the market this year, 
the De Soto, Chrysler and Imperial lines have been broadened to include three distinct 
car names and price ranges in each division. And in Plymouth, dealers have a low-priced 


car that is able to compete with any car regardless of price! 


When you consider the cars... when you consider Chrysler Corporation’s firm policy 
of continued progress . . ..it’s easy to understand why America’s smartest dealers say 


The Forward Look offers the brightest long-range view. 


PLYMOUTH - DODGE - DE SOTO: CHRYSLER : IMPERIAL 





1957 PLYMOUTH 


1957 DODGE 


1957 DE SOTO 
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1957 CHRYSLER 


1957 IMPERIAL 


CHRYSLER CORPORATION 


See the New York Auto Show! All the cars are there... COMPARE 
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How to Sell Tire Changeovers 


(Continued from Page 85) 


satisfaction is the all-important fac- 
tor.” 

To assist auto dealers, Goodrich 
makes available display material, 
point-of-sale information, selling 
ideas and promotions and a pocket 
price card showing the suggested 
net cost of the changeover to the 
car buyer. 

* . * 

OMMENTING that there are 

several ways a car dealer can 
handle changeover business, Behrle 
said the most profitable way is to 
stock the Life Savers, which gives 


‘the dealer the added advantage of 


having the take-offs to sell. 

“On the other hand, he con- 
tinued, “he can have a working 
agreement with a B, F. Goodrich 
retailer, so that no stock is re- 
quired, Under this arrangement, 
the B. F. Goodrich retailer will 
supply the Life-Savers and take 
back the original equipment tires. 
The car dealer and the B. F. 
Goodrich retailer simply share 








Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
---Can now gain extra profits from 
selling STEWART Mobile Homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere... are accepted as 


one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 


the amount collected from the car 
buyer for the changeover.” 

He suggested two compensation 
plans for this system. If the dealer 
changes over the tires, he usually 
retains 35 percent of the amount 
collected and remits 65 percent to 
the tire dealer, But if the retailer 
does the service work, the car 
dealer only retains 30 percent. 

Goodrich suggested nine change- 
over selling helps: 

1, Have premium whitewalls 
mounted on showroom cars. 

2. Install a Life-Saver identifica- 
tion card on each display car. 

3. List the premium tire change- 
over costs on the new-car price 
lists. 

* * - 
4, PUT premium tires on the com- 
® pany cars. 

5. Give a special commission of 
$10 or so to salesmen who sell a set 
of premium tires. 

6. Set up premium tire displays. 

7, Have premium tire information 
material in the showroom. 


8. Display a premium tire in the 
shop because many car buyers 
look upon the service manager 
as a tire expert. 

9. Be sure salesmen tell new-car 
prospects why they should change 
over to premium tires. 

O. K. Ames, manager of trade re- 
lations for Goodyear Tire & Rubber 
Co., said “Goodyear encourages 
dealers to solicit changeovers of 
premium tires. Dealers suggest 
their own prices and develop their 
own market.” 

* * = 

OODYEAR officials said that 

dealers and their salesmen can 
| effectively merchandise Goodyear’s 
|Captive-Air safety tire, the tire 
with the “built-in” spare, by calling 
attention to the great increase in 
driving areas where a flat tire is 
disastrous. 

This was a reference to the free- 
ways and turnpikes that have been 
built and will be built in the next 
five years. 

The American Automobile Assn. 





resale value, and 


I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 


established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 





backing by a well 





Knifing a Tire— 


A young lady holds a knife that has 
been jabbed into a Goodyear Captive-Aire 
safety tire which can keep going for 100 
miles or more even though punctured. 





reported that 24.9 percent of the 
roadside delays in 1955 were 
caused by flat tires. 


Noting that a recent survey re- 
vealed that only 6 percent of the 
country’s tire sales are made by 
auto dealers, a Seiberling official 
said, “That leaves considerable 


_ room for others.” 





“There’s no slack season for me!” 


VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. in 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





For details, write, 
wire or call today. 


STEWART COACH INDUSTRIES, INC. 


Department AN 


e Bristol, Indiana 




































































China Produces 


First Truck 


New Plant Builds 
Soviet Zis Model 


PEKING, China. — China’s first 
motor vehicle plant was completed 
in July, 1956, and since then the 
first trucks have been produced, 
according to the Chinese govern. 
ment. 

The government said that the 
project took three years to com- 
plete. When in full operation it 
was estimated that the plant will 
turn out 30,000 motor vehicles 
per year. 

It is located in Changchun, capi- 
tal of Kirin Province in Northern 
China. The plant is built on a 260- 
hectare (about 642 acres) site and 
comprises nine workshops and a 
power station. 

The government said the work- 
shops include non-ferrous metal, 
forging, foundry, woodworking, en- 
gine, chassis, stamping, pattern and 
tool. 

Most of the machines were re- 
ported to be of Russian make but 
some are from East Germany, 
Czechoslovakia and Hungary. 

Automatic machine tools com- 
prise 25 percent of all used, the 
government said. The others are 
either semi-automatic or ma- 
chines used in what the Chinese 
call series production. 

The truck produced at the plant 
was described by the government 
as being modelled after the Soviet 
Zis 150 with some modifications to 
suit Chinese road conditions. 

The six-wheeled vehicle is pow- 
ered with a six-cylinder, 90 horse- 
power gasoline engine with a load 
carrying capacity of four tons, the 
government said. 

Maximum speed is 65 kilome- 
ters (40.60 miles) per hour. The 
Chinese say it can be converted 
into a bus, dump truck or “crane 
automobile.” 

The government said that 17,000 
were employed at the plant with 80 
percent being young men and 2 
percent young women. A technical 
school with 1,000 students is oper- 
ated in conjunction with the plant, 
according to the government. 


Alcoa to Build 


Aluminum Office 


DETROIT.—An aluminum office 
building, featuring many new uses 
of the light metal, will be erected 
by Aluminum Co. of America at the 
northwest corner of West Grand 
Blvd. and Third Ave., according 
to George B. D. Peterson, Alcoa 
Detroit district sales manager. 

The site, 40,000 square feet in 
area, lies two blocks from the 
General Motors and Fisher Build- 
ings. Peterson said Alcoa’s sales 








office will occupy the proposed two- 
story aluminum building. Construc- 
tion is expected to start next spring, 
with the building ready for occu- 
pancy approximately 18 months 
later. 









Clinging Sealant— 
Sealant clings to three nails which hove 


punctured a segment of Goodrich Life- 
Saver tire. 
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Even if your product is not represented in this special issue of MOTOR 


TREND, there’s no cause for alarm. Your advertisement in any issue 
* of MOTOR TREND will reach . 


. » and influence . . . more brand- 
“A Petersen Publication” 


conscious ‘auto-motivated” readers than it will in any other publication 
in print. Send today for a sample copy and complete details on 

MOTOR TREND, the nation’s No. 1 automotive consumer magazine. 

M 0 T 0 R T R E N D M A G A L | N E @ 5959 HOLLYWOOD BLVD., LOS ANGELES 28, CALIF. | HOllywood 22-3261 
BRANCH NEW YORK 


NEW YORK 36, N. Y. 
WOodward 3-8660 


Circle 6-1365 


DETROIT 1514 BOOK BLDG. 550 FIFTH AVENUE 
DETROIT 26, MICH. 
OFFICES: | 


360 N. MICHIGAN AVE. 
MIDWEST REP. CHICAGO 1, ILLINOIS 


ANdover 3-6929 
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Piper Opposes Stunts in Small Towns. . . 





‘Win Reputation, Not Attention’ 


FRANKLIN, N. H.— Winning a|tions and noisy sales stunts are| reputation is something you and 


reputation is a lot more important) 


out,” Piper insisted. “Folks up this 


than winning attention in a small) W8Y re suspicious of that kind of | 


town, according to Donald Piper, 
president of Piper Motors (Dodge- 
Plymouth) here. 

Piper’s words are worth listen- 
ing to because his operation— | 
now in its 25th year—has more 
than quadrupled its sales which 
are expected to reach $600,000 
this year. 

Piper’s sales are impressive be- 
cause the’ population of Franklin 
is only 7,500 and that of the total 
market area is only 25,000. | 

“Attention - getting trick promo-| 


Chicago Offices Move 


CHICAGO. — Space in the Palm- 
olive Building has been leased for 
the Chicago sales divisions of Olds- 
mobile and Pontiac. Also moving 
to the Palmolive Building is the 
Edsel division of Ford Motor Co. 


ae 








operation. 

“In a small town, winning at- 
tention is not nearly so important 
as winning a reputation — and 


Happier Days? 
Miamians Pay Up Faster, 


Meet Swankier 


MIAMI, Fla. — Signs of better 
times for automobile dealers: 


Members of the Miami Automo-| 
bile Dealers Assn. are paying their} 


dues more promptly than in sev- 


eral years past, according to Tom) 


McGahey, treasurer. And several 
dealers who had let their member- 
ship lapse have rejoined. 

The Miami Independent Automo- 
bile Dealers Assn, has shifted its 
meeting place from a dance hall to 
the swank Miami Springs Villas 
Playhouse. 





your product have to earn.” 


A review of the 1956 model year 
reveals that the firm’s three man 
staff, consisting of the senior Piper, 
his 22-year-old son, Kurt, and Sales 
Manager Cyprien Roy, sold 56 
Dodges, 46 Plymouths and 10 


| trucks, They were also backed up 


by a crew of hard-working bird 
dogs. 

Piper’s market penetration for 
Dodge was especially good, running 
close to 15 percent, against seven 
competitors. 

Next to conversation, Piper be- 
lieves direct mail is the best way 
to produce leads and sales. He 
makes two mailings a month to 
700-800 customers and prospects. 

Except for new model an- 
nouncements, he advertises spar- 
ingly in the newspapers and on 
radio, 

Firmly convinced that a deal is 


I. 


Piper Checks a New Model— 





Donald Piper (in car), president of Piper Motors of Franklin, N. H., looks over the 
first 1957 Dodge to arrive at his dealership. Right: Cyprien Roy, sales manager. 


* * * 


| heavily in equipment in an effort 
|to provide “the best service in a 


only as good as the service that| 100-mile area.” 


backs it up, Piper has invested 


The Piper service department 








with about every brand of motor oil that ever hit the 
market, and in my opinion there’s nothing that does 
the job like Union’s Royal Triton.” 

“We start all our new cars off on Royal Triton and 
almost without exception the owners are so pleased 
with the performance that they stay with Royal Triton 
and bring their cars back to us for regular servicing. 
Right now we’re averaging 1,100 cars per month 
through our service department. We’ve used Union 
Oil lubricants 100% for the past two years and know 
that we can attribute much of our service customers’ 
satisfaction to our policy of using only the finest.” 


Ray Downing, Service Manager, Hollywood Ford, Hollywood, California. 


*.. nothing does the job like 
ROYAL TRITON” 


“In my 35 years in the business I’ve had experience 


Ray Downing’s experience is similar to those of 
service managers all over the country who report that 
Royal Triton makes and keeps satisfied service cus- 
tomers. Feature Royal Triton in your shop and watch 
your repeat service business grow. 


UNION OIL 





COMPANY 


OF CALIFORNIA 


Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 
1612 Bankers Bldg. * Philadelphia: Eastwick Ave. & Edgewood St. 
Dallas : 313 Fidelity Union Life Bldg. * Kansas City, Mo.: 612 W. 47th St. 
New Orleans: 644 Nat'l Bank of Commerce Bldg. * Boston: 214 Harvard Ave. 





* * * 


can tackle any repair or renovation 
job, including trucks. It’s headed 
by Norman Whitcher, service man- 
ager, and Kenneth Green, shop 
foreman. 

Piper said that in renovating cars 
alone, his investment has already 
paid for itself. If he can’t put a car 
in condition to sell, then he junks 
it. 

“I’ve never wholesaled a used 
car in my life,” he declared. 

He continued, “Probably the best 
investment in service I ever made 
was the incentive plan I put in 
operation in my service department 
seven months ago. Based on a per- 
centage of parts and labor as sug- 
gested by the factory, it has worked 
wonders. 

“My volume is way up. I don’t 
worry about ‘forgotten charges,’ 
and service absorption is now run- 
ning 80 to 85 percent.” 

For city dealers who think all 
that’s necessary in a small town is 
neighborliness, Piper recalled a re- 
cent crisis. 

“In early August,” he explained, 
“I found myself with 45 used cars 
—way above quota for me. Really 
worried, I called an emergency 
staff meeting and told them we 
had to sell those cars if we had 
to press every doorbell in Frank- 
lin. For the. next three weeks we 
did just about that. By Septem- 
ber, I got rid of every car. And 
every deal was an honest deal, a 
profit deal.” 

Piper concluded with his house 
rules, “Make every deal an honest 
deal—make every deal a profit deal 
—otherwise make no deal at all.” 


YEX Conference 
Opens Tuesday 
For Southeast 


ATLANTA, — The NADA Young 
Executives opens a workshop sem- 
inar at the Dinkler-Plaza Hotel 
here tomorrow (Dec. 4). “Tighten- 
ing Control of the Used-Car Busi- 
ness” is the theme. 

William Mitchell jr. (Chevrolet), 
Waltham, Mass., will speak on “The 
Used-Car’s Place in Dealerships 
Today.” He will bring out such 
points as the used car being the 
basis of the business, making the 
used car a real asset, depreciation, 
inventory adjustment and taxes. 

Step by step pointers on how to 
run a used-car business will be dis- 
cussed by N. L. Watlington (Ford), 
Roanoke, Va. Watlington will show 
the importance of appraisal, repair 
and reconditioning, location and 
display, advertising, price setting, 
closing and delivery. 

A panel discussion on all aspects 
of selling the used car, from first 
look to delivery, will be led by Paul 
R. Lauritzen (Nash), Richmond, 
Va. 

Others on the panel include: John 
Lander (Dodge-Plymouth), Atlanta; 
R. D. Stewart (Buick), Arlington, 
Va.; William Frame (Chevrolet), 
Mineola, N. Y., and Allan Mims 
(Ford), Rocky Mount, N. C. 

The meeting was planned by 
Lander, Georgia NADA director, 
with cooperation of Lew Austin, 
executive vice-president, Georgia 
Automobile Dealers Assn. 


Dealers Fete Halleck 


LAFAYETTE, Ind, — Congress- 
man Charles A. Halleck, Indiana 
Republican, was honored at 4 
luncheon by NADA members here. 
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| COMPLETELY NEW FROM 
| POWER TO PERSONALITY! @F 
i 


— IT’S THE SURPRISE PACKAGE OF '57! And a very pleasant one it is for Pontiac 
wa dealers and buyers alike. Right now Pontiac dealers are the happiest men in town 
—<— because Pontiac is bringing people what they want. Here’s a car that captures 
the best of the newest styling trends and wraps them up in the low, sleek lines 
of functional beauty that’s designed in, not hung on. There’s a great new ride that's => 
nothing short of magic. And Pontiac's all-new pedigreed Strato-Streak power is backed 
by a predecessor that broke more than 50 stock car marks and led all “eights” 
in miles per gallon. Pontiac for ‘57 has been proved as no other car in history— 
by a 100,000-Mile Marathon Test Run. Add it up and it’s easy to see why no Pontiac 


in history ever caught on so fast. Don't you wish you were a Pontiac dealer? 
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(Continued from Page 49) 


Bradley University, Peoria, Ill. 
Metzel received his bachelor of sci- 
ence degree in mathematics and 
science from Bradley in 1926, In 
1928, he joined Oldsmobile as an 
experimental tester. 

* + > 


Yale Appoints Kramer 


Christian G. Kramer has been 
appointed industrial lift truck sales 
and service representative in the 
Erie (Pa.) area by Yale materials 
handling division, Yale & Towne 
Mfg. Co., Philadelphia. 


Wagner Appoints Gibbs 


Cincinnati Office Manager 


John A, Gibbs has been appointed 
Cincinnati branch office manager 
for the automotive division, Wag- 
ner Electric Corp., St. Louis. 

In this new position, Gibbs will 
supervise sales and service of Wag- 
ner Lockheed brake products, and 
Wagner air brakes and tacho- 
graphs. 

> * * 
Norris Succeeds Deeter 


As Pontiac Comptroller 


Russell L. Norris has been ap-| 


pointed divisional comptroller for 
Pontiac. 

Formerly divisional 
for AC Spark Plug, Norris suc- 
ceeds Howard A. Deeter, who re- 
tired under provisions of the Gen- 
eral Motors retirement program. 

* - 7 


Raybestos-Manhattan Names 


Regional, District Managers 


Creation of an Eastern sales 
region, with a regional manager 
and three district managers, has 
been announced by the Man- 
hattan rubber division, Raybestos- 
Manhattan, Inc., Passaic, N. J. 

R. F. Teeling has been appointed 
regional manager with headquar- 
ters in New York. District mana- 
gers include J. T. M. Frey, North 
Jersey; Stewart Monroe, New York, 
and Frank McBrearity, Philadel- 
phia. 

> * * 
General Tire Promotes 


Moran to Sales Position 


Robert Moran has been promoted 
to defense and new products sales 
manager by General Tire & Rubber 
Co., Akron. He succeeds R. H. Mal- 
lory who has been named general 
manager of General Tire & Rubber 
Co. of Canada, Ltd., Toronto. 

Since 1953, Moran has served as 
manager of General's air springs 
division. He will continue to handle 
this assignment as a function of 
the new products operation. 

* > * 


Wettlaufer Names Ulrich 


Theodore E. Ulrich has been ap- 
pointed consultant to the executive 
staff of Wettlaufer Engineering 
Corp., Detroit. He will be available 
as an engineering consultant to 


both Wettlaufer and its customers. 
* * ~ 


Mulhern Is Appointed 


Douglas J. Mulhern has been ap- 
pointed sales manager for the auto- 
motive division of Electro- 
Mechanical Products Co., Garden 
City, Mich. 


Nixon Heads Controllers 


Robert J. Nixon, president, Motor 
Products Corp., has been elected 


comptroller | 


president of the Detroit Control of | 
the Controllers Institute of | 


America. Others elected to serve 
with him include: Joseph H. Carey, 
treasurer of Kelsey-Hayes Wheel 
Co., secretary, and Harold F. Die- 
gel, controller of Chrysler Corp., 
and Edmund B. Rickard, divisional 
controller of Ford division, direc- 
tors. 
* * ” 


Gar Wood Picks Davis 


In Machinery Sales 


Reorganization of Gar Wood 
industries contruction machinery 
sales department has been an- 
nounced by Milton G. Peck, di- 
rector of sales. 

David J. Davis is now general 
sales manager, construction ma- 
chinery. Davis, former sales man- 
ager for Gar Wood tractor equip- 
ment sales, will be in Findlay, O., 


AUTOMOTIVE NEWS, DECEMBER 3, 1956 


| announced. Former assistant man-| 
ager of battery product sales Pau-| 
lus succeeds James G. McGreevy, | 


who retired. 
* + * 


| Mack Names Madison 


Appointment of James J. Madi- 


lson as merchandising manager of 
home of Gar Wood’s construction g g 


machinery division. 
* * + 


Reo Names Isenhart 


| Corp. and Packard. 
Reo has announced appointment | “ae 
of E. V. Andrews jr. as manager of |Oster Mfg. Co. Promotes 
its factory-owned branch in Den- | 
ver. Andrews replaces N. W. Isen- | Tewksbury and Bonnema 
hart, who died following a heart at- 


tack. named board chairman, and T. S. 


Bonnema president and general 
|manager of Oster Mfg. Co., Cleve- 
| land. 

Tewksbury has been president of 
the company since 1937. Bonnema, 
a vice-president and general man- 
|ager, has been associated with Os- 
ter since 1922. 

* 


+ * * 


Hoover Appoints Snow 


Hoover Ball and Bearing Co.,| 
Ann Arbor, Mich., has announced 
appointment of Byron Snow as| 
manager of original equipment 
sales, ball and bearing division. 

Snow previously was with Aero- 
quip Corp. for 14 years. 

* * ° 


Pittsburgh Names Barby 


Pittsburgh Picks Paulus _|In Automotive Sales 


Appointment of Harry J. Paulus Charles E. Barby has been ap- 
as manager of battery product! pointed manager of automotive 
sales for Pittsburgh Plate Glass sales for Pittsburgh Plate Glass 
Co.’s fiber glass division has been Co.’s fiber glass division. He also 


| the parts division of Mack Trucks, | 
|Ine. has been announced. Madison | 
|formerly was with Chrysler Sales | 


Roger Tewksbury has been| 


“I followed your suggestion of 
first selling myself and then the 
dealership to the prospect — how 
much do you want for it?” 


will serve as divisional sales man- 
ager in the Detroit area. He joined 
the firm in 1939. 

In another appointment, Richard 
P. Bell was named assistant to the 
president of the firm. He joined the 
company in 1938 and has been as- 
sistant general manager of paint 
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sales for the merchandising divis 
sion. 
* +. * 


Leece Names Young 


J. M. Young has been appointed 
a sales representative for the 
southeast territory, by Lecce 
Neville Co., Cleveland. He will work 
with company franchise dealers in 
Florida, North Carolina, South 
Carolina, Georgia, Tennessee, Ala. 
|bama and Mississippi. 
| * * a 
Dingley and Reams Named 
| Appointments of H. M. Dingley, 
Tujunga, Calif., as West Coast zone 
manager of Lubri-Loy Co. St 
|Louis and H. S. Reams as north 
west district manager in Seattle 
| have been announced. 
+. = - 


Goodrich Manager Retires 


Benton Thompson, Springfield, 

Ill., has retired as North Central 

| zone manager of the associated tire 

and accessories division, B. F, 

Goodrich Co., after 40 years serv- 
ice with the company. 
. + * 


LaSalle Promotes Kelly 


Thomas A. Kelly has been elected 


executive vice-president of LaSalle 
(Continued on Page 93, Col. 3) 
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Steel Co.. Hammond, Ind. Prior to; and Emil Wells as its sales-service 
this new assignment, Kelly was/| representative in the Indiana-Ken- 


vice-president and treasurer. tucky territory. 
* * * 







* * 





Voit Names Loughridge | Fruehauf Promotes Two 
J. W. Loughridge has been added| Roy Hawkins has been promoted 
to W. J. Voit Rubber Corp.’s sales|to the sales department of Frue- 
force. | hauf Trailer Co.”’s Los Angeles 
Loughridge will represent the | sales branch. Julian Wight has 
firm’s automotive division in the| been named to succeed Hawkins as 
south. Loughridge formerly served | office manager. 
as district manager with Gates >. ¢ 8 
Rubber Co. and Dayton Rubber Co. Permatex Picks West 


Saas i » Earl H. West jr., has been ap- 
MacDonald Appointed |pointed district sales manager of 


Allan C. MacDonald has been ap- | Permatex Co., Inc. West has been 
pointed executive 

















vice-president, |" the sales staff of a Houston 
Canadian Car & Foundry Co., Ltd., | #utomobile dealership for six years. 
Ottawa, Canada. a eee a 

Set oe Mathieson Picks Kleiber 







Oldsmobile Signs Oscar Again— 


Jock F. Wolfram, second from right, Oldsmobile general manager, goes over plans 
for sponsorship of the annual Oscar awards on television and radio with officials of Gumout Names 2 Reps | W. L. Kleiber has been named 
the Academy of Motion Picture Arts and Sciences in Hollywood. With Wolfram ore | Gumout division of Pennsylvania| manager of the Rochester (N, Y.) 
George Seaton, left, academy president; Claire Trevor, member of the academy board,| Refining Co. has appointed O. L.| plant of the industrial chemicals 
ond John West, NBC vice-president. Oldsmobile will sponsor the ceremonies for the | Alexander as its sales-service repre-| division of Olin Mathieson Chemi- 
fourth time next March. sentative in the St. Louis territory | cal Corp. Kleiber joined the former 








NEW DELCO-REMY 
ENCLOSED SHIFT LEVER 
CRANKING MOTOR ON 
ALL GM CARS IN 1957 


Delco-Remy’s newly developed Enclosed Shift Lever cranking motor 
provides effective shielding from road splash, ice and dirt—assures 
greater starting dependability in all weather—requires no periodic 
lubrication. 


The unique drive end housing completely encloses the entire shift 
mechanism, including solenoid plunger, lever, lever shaft, and over- 
running clutch drive. Specially designed, the new built-in solenoid 
has a seamless drawn steel case, an improved gasket between case and 
switch cover, a longer bearing surface for the plunger, and an improved 
contact assembly with molded insulator actuating rod. The solenoid 
case is flange mounted tightly to the protective drive end housing, 
and the switch is electrically connected directly to the motor by 
extensions of the field coils which pass through an elastic grommet 
in the frame. 


A special compressed assist spring on the armature shaft aids the 
solenoid during initial movement to provide more positive shift action 
on engagement. A strong, smooth-acting, compression-type shift 
lever return spring—located inside the solenoid case—assures quick, 
unhesitating disengagement from the flywheel. 


The new, more compact, smaller diameter overrunning clutch saves 
vital mounting space—reduces interference problems— makes possible 
a shorter overall motor length. 


This revolutionary new cranking motor—original equipment on all 
General Motors cars for *57—is another example of Delco-Remy 
leadership ‘‘Wherever Wheels Turn or Propellers Spin.” 


DELCO-REMY e DIVISION OF GENERAL MOTORS ¢ ANDERSON, INDIANA 









GENERAL 


GENERAL MOTORS LEADS THE WAY-—STARTING WITH 
Delco-Remy 
ELEGTRIGAL,) SYSTEMS 


A 
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| Genesee Research Corp. in 1947. 
Genesee and its parent company, 
Puritan Corp., joined Olin Mathie- 

}son in 1954. 

* * * 


Holley Names Sather 


Holley Carburetor Co., has an- 
nounced appointment of Ralph N. 
Sather to assistant treasurer. Prior 
to joining Holley in 1951, he was 
with a management consulting 
firm. 

* +. * 


U. S. Truck Appoints 


Carson in Port Huron 


U. S. Truck Co., Inc., Detroit, has 
announced appointment of Robert 
Y. Carson as Port Huron (Mich.) 
district manager. 

This district includes the indus- 
trial area northeast of Detroit, Car- 
son formerly was associated with 
U. S. Truck Co., Inc., from 1945 to 
1955 as a dispatcher, terminal man- 
ager and salesman. 

* * > 
Purolator Promotes 


Fort and McCarthy 


Purolator Products, Inc., Rahway, 
N. J., has promoted John Fort and 
Timothy McCarthy to zone sales 
managers. Fort will head the mid- 
central zone, McCarthy the Middle 
| Atlantic. 

Donald Burnes replaces Fort as 
Memphis district sales manager 
and Chet Lakomski has been named 
sales manager for the state of Ohio. 

* 


Miller Retirement Ends 


| 35-Year Tenure at PPG 


| Robert A. Miller has retired after 
|35 years’ service with Pittsburgh 
| Plate Glass Co. 
| Miller joined the firm in 1921 
and was associated in the develop- 
|ment of many of the company’s 
specialty products. He had served 
as technical sales engineer since 
1930. 
| * * * 


| Wright Tool & Forge Names 


Hermanson Sales Manager 


Ray W. Hermanson has been ap- 
pointed sales manager of Wright 
Tool & Forge Co., Barberton, O. 

Hermanson will be in charge of 
}all sales nationally and in Canada 
/and will supervise advertising. 

* 


| Black &-Decker Names Stone 


Black & Decker Mfg. Co. has an- 
nounced the appointment of Robert 
E. Stone jr., as Los Angeles indus- 
trial automotive division district 
manager. 





| Western Promotes Thomson 


| KR. W. Thomson has been named 
|western regional manager for 
| Western Auto Transport, Inc. 
| oe 
Hudson Appointed 
| IL. F. Hudson has been appointed 
|exclusive sales agent to the auto- 
|motive manufacturing industry for 
Massachusetts Mohair Plush Co., 
Inc., Lowell, Mass. His headquar- 
ters will be in Detroit. 
* * 7 


Norton Reorganizes; Names 
Jeppson, Fallon and Daly 


Norton Co. has created three new 
divisions: Abrasives, refractories 
and electro-chemical. 

New general managers are John 
Jeppson, abrasives; William G, Fal- 
lon, refractories, and Howard J. 
Daly, electro-chemical. Ralph M. 
Johnson, formerly sales vice-presi- 
dent in charge of abrasive and re- 
fractory products, becomes director 
of sales. Jeppson also becomes di- 
rector of manufacturing. 

x * * 


Dayton Rubber Appoints 


Keyes in Purchasing 


L. J. Keyes has been appointed 
director of purchases for Dayton 
Rubber Co. 

Keyes joined Dayton Rubber in 
1945 from General Motors. He suc- 
ceeds C. D. Bucher, who has re- 
signed. 

x - “ 
Carter Carburetor Names 


Heitman to Presidency 


Appointment of Charles E. 
Heitman jr. as president of the 
Carter Carburetor division of 
ACF Industries, Inc., has been 
announced by James F. Clark, 
ACF president. He succeeds Mag- 
nus F.. Peterson, who retires from 
the post after 40 years with the 
fuel system manufacturing divi- 
(Continued on Page 98, Col, 1) 
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Reader's D 
more than 168 m 


ion times 


illi 


Asingle issue of 


New survey shows that 32 million people 
read an average issue at least five different times 


Now advertisers can evaluate America’s leading maga- 
zines by an important new dimension .. . “exposure days.” 


A new nationwide study now reveals the number of 
days on which readers pick up and read a magazine—that 
is, the minimum number of exposures for an issue. 


The Reader’s Digest has an audience of 32 million 
people. They read it on 5.3 days apiece. That means each 
advertiser has more than 1/68 million opportunities for his 
sales message to be seen and read in the Digest. 


This is three times the opportunities found for any 
other magazine measured. 


The study, one of the most comprehensive ever, was con- 
ducted by Alfred Politz Research, Inc., and approved by 
the Advertising Research Foundation. Seven publications 
were studied: Reader’s Digest, Life, Saturday Evening 
Post, Look, Good Housekeeping, McCall’s, and This Week. 


The Digest has twice the circulation of any other maga- 
zine. It has a substantially larger audience. More people 
read the Digest, and read it more often than any other 
publication in America. 


Advertising to this audience—in the Digest’s atmos- 
phere of faith and confidence—can produce remarkable 
sales results . . . at amazingly low cost. 


The Politz study also provides other new market and 
reading facts of value to advertisers. It shows the latest 
comparative data, for instance, on magazine coverage 
by income, age, and family status . . . and ownership 
and recent purchase figures for major items by reader 
families. 


For a copy of the summary and highlights of “A Study 
of Seven Publications,” write Reader’s Digest, 230 Park 
Avenue, New York 17, N. Y. 


People have faith in 


| Readers Dige st 


The Nation’s Largest stagauive Audience 
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a Se Simplifies 
Approval Setup for 
Secondary Roads 


WASHINGTON.—John A. Volpe, 
Federal highway administrator, 
Bureau of Public Roads, has dele- 
gated to field offices the authority 
to approve programs proposed by 
the states for construction on the 
Federal-aid secondary system. 

“This step will further expedite 
Federal-aid projects on the 520,000- 
secondary system,” Volpe said, “and 
will relieve the Washington office 
of many detailed decisions.” 

A plan for simplified administra- 
tion of the Federal-aid secondary 
program, initiated under the high- 
way act of 1954, is operative in 39 
states. 

Under this plan, a state may re- 
quest and the Secretary of Com- 
merce may approve the transfer of 
much of the engineering and ad- 
ministrative responsibility for sec- 
ondary roads to the state highway 
department by blanket approval 
and acceptance of the state’s cer- 
tification that previously approved 
standards and procedures have 
been followed. 

The states not yet operating un- 
der the new plan are Arizona, Dela- 
ware, Idaho, Indiana, New Jersey,| 
New Mexico, North Dakota, Ohio 
and West Virginia. | 


Mason Heads Up 


Denver Group 


DENVER.—Roy L. Mason (Chev- 
rolet) has been elected president of 
the Metropolitan Denver Automo- 
bile Dealers Assn. Robert G. Stovall 
jr. (Ford) was elected vice- 
president. 

Directors named were: Ralph L. 
Rickenbaugh (Cadillac), Charles S. 
Hover sr. (Ford), Roy Keck, Wil- 
liam M. Marcus (Plymouth-DeSoto), 
Frank Kvacek, John Hyer jr. and 
Bernard M. Mahoney (Chevrolet). 














to carton. 


Fits Lock Ring Rim 





for aluminum rims. 


R. & S$. LOCK RING 
Fits Lock Ring Rim of %” inside 
contour. Light Rim. Sizes: 8, 
12, 16, 20, 24 ounce. 


T. V. LOCK RING 


inside contour. Heavy Rim. 
Sizes: 8, 12, 16, 20, 24 ounce. 


SPECIAL R. & S. 
REGULAR 
Same specifications as R. & S. 
Regular listed at top of next 
column, but with special clip 
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The last of 1,062 new Plymouths sold to the Commonwealth of Pennsylvania are 
turned over to John D. Adams, Pennsylvania state official, by H. V. Nelson of Plym- 


outh's Philadelphia regional office. Three 


Plymouth dealers, F. E. Bussard, Reynolds- 


ville; D. E. Stetler, Lancaster; and Al Appel Motors, Inc., Erie, took part in the sale. 


Bulletin Board... 


Accounting Textbook 


“Basic Accounting and Cost 
Accounting” — 377 pages, $6. 
McGraw-Hill Book Co., Inc., 330 W. 
42nd St., New York 36, N, Y. 


” * * 


High-Purity Water 

“Symposium on High-Purity 
Water Corrosion”—56 pages, $1.75. 
American Society for Testing Ma- 
terials, 1916 Race St., Philadelphia 
3, Pa. 

* > * 
Moly-Sulfide Additive 

“Moly - Sulfide Lubricant Addi- 
tive”’—12 pages, free. Bulletin LU-6, 
Climax Molybdenum Co., Dept. L, 
500 Fifth Ave., New York 36, N. Y. 


Alpha Press Data 


The Alpha 75-ton press—four 
pages, free. Alpha Press & Machine, 


For Tubeless or Conventional Tires 
K. H. TRUCK WEIGHT 


Fits 20” Rolled Rims. Sizes: 
4, 6, 8, 12 ounce. Packed 10 


-118. Using 6”, 





16 ounce. 


13”, 14” tires 
of 1%" 


32 ounce. 


maximum .39 





Rim. Sizes: 2, 4 
14, 16 ounce. 


tires which fit rims of %” inside 
contour. Light Rim. Sizes: 2, 3, 
4, 5, 6, 7, 8, 9, 10, 12, 14, 


T. V. EXTRA H 
. EAVY DUTY 


> For application to rim stock 
maximum .391 or minimum 
-328. Using 10”, 11”, 12”, 


of 1%” inside contour. Heavy 
Rim. Sizes: 8, 12, 16, 20, 24, 


T. V. HEAVY DUTY THIN 


For application to rim stock 


-328. Using 10”, 11”, 12”, 
13”, 14” tires which fit rims of 
1%" inside contour. Heavy 
, 6, 8, 10, 12, 





Inc., 9281 Freeland, Detroit 28, 
Mich. 
> * = 
Nonmetallic Materials 
“Symposium on Speed Testing of 


| Materials, 1916 Race St., Phila- 
| delphia 3, Pa. 


* * * 


Fork-Truck Folder 

Description of “Air Rights” 6,000- 
pound - capacity, electric - powered 
fork truck—four pages, free. El- 
well-Parker Electric Co., 4205 St. 
Clair Ave., Cleveland 3, O. 

> a2 > 
Hydrolubes for Safety 

“Ucon Hydrolubes Spell Safety”— 
16 pages, free. Booklet No. F-40134. 
Carbide & Carbon Chemicals Co., 





R. & S. REGULAR TRUCK 


For application to rim stock 
maximum .289 or minimum 


7”, 8", and 9” 








Non-Metallic Materials”—86 pages, | 


$2.50. American Society for Testing | 
. esting | (bulletin No. 561)—12 pages, free. 


|A. H. Emery Co., 
| Conn. 





FOR PASSENGER CARS 
Clears trim rings, leaves clear- 
ance when applied under plastic 
or metal walls; leaves clearance 
when applied with wheel covers 
on all rims. 


30 E. Forty-Second St., New York 
At; IN. Ze 
* - + 
Apprentice Training 

“Apprentice Training—An Invest- 
ment in Manpower”—32 pages, free. 
Publications Branch, Bureau of 
Apprenticeship; U. S. Department 
of Labor, Washington 25, D. C. 


* * * 


Fabric, Resin Technique 

How-to-do-it folder on glass 
fabric and epoxy resin technique 
—free. Taylor & Art, Inc., 1710 E. 
Twelfth St., Oakland 6. Calif. 


* * * 


Radial Draw Formers 
Radial draw former brochure — 
four pages, free. Cyril Bath Co., 

32400 Aurora Road, Solon, O. 


* > + 


Adhesive Manual 
“Mystik Manual of Pressure- 
Sensitive Products” — free. Mystik 
Adhesive Products, 2635 N. Kildare 
Ave., Chicago 39, Il. 


Wright Tool Catalog 


Hand tool catalog—free. Wright 
Tool & Forge Co., Barbeton, O. 
+ = oa 


Metal Joining Techniques 


“Techniques of Metal Joining— 
Production Brazing” (TIS-2635)— 
nine pages, free. Eutectic Welding 
Alloys Corp., Flushing 58, N. Y. 

. * * 


Bin Weighing System 


Tank and bin weighing systems 


New Canaan, 


* * * 


Rubber Glossary 
“Glossary of Terms Relating to 
Rubber and Rubber-Like Ma- 
terials’—121 pages, $3. American 
Society for Testing Materials, 1916 
Race St., Philadelphia 3, Pa. 


Bel-Park Robbed 
CHICAGO. — An estimated $5,000 
was stolen from Bel-Park Motors, 
Inc. (Oldsmobile), when burglars 
broken open a safe. 


Meeting Tackles b 
Atomic Problems 
Facing Industry 


NEW YORK, — Problems of 
adapting results of atomic research 
to commercial purposes will be the 
topic of a conference on nucleonics 
in industry to be conducted by the 
American Management Assn., Feb. 
7-8 here in Hotel Statler. 

Principal subjects were listed as 
present and prospective profitability 
of atomic investment, role of gov- 
ernment in industriai atomic devel- 
opment, hazards and insurance, 
technical and personnel problems. 

Sessions will cover such industrial 
applications, it was said, as use of 
nuclear energy for processing, 
development of auxiliary power and 
use of isotopes. 

Other conferences scheduled here 
by the association include foreign 
operations, Jan. 16-18, Hotel Roose- 
velt; product development commer- 
cialization, Jan. 10-11, Hotel Roose- 
velt, and Electronics, Feb, 25-27, 
Hotel Statler. The sixth West Coast 
general management conference 
will be held at the Los Angeles 
Hotel Statler, Jan. 28-31. 


White Leather 
Rohm & Haas Develops 


Tanning Agents 


PHILADELPHIA, — Two new 
chemicals for use in the production 
of white-tanned leather have been 
developed by leather chemists of 
Rohm & Haas Co. 

They are Zircotan S, a sodium 
zirconium silicate, and Leukanol C, 
a condensed phenolic syntan. Used 
in combination, they give a white 
leather that excels in plumpness, 
tightness and brightness. 

Interest in white leather has per- 
haps never been so high as it is 
now. The vogue for white leather 
upholstery and interior trim for 
automobiles is a major factor. 





AND THE FINEST 


SNUGL . 
SPRING 


EXCLUSIVE 
STEEL CLIP 


For Tubeless or Conventional Tires 


REGULAR 





Fits rims 13, 14, 15 and 16 inch 


which fit rims 


diameter. Sizes: ¥2, 1, 1%, 2, 
2%, 3, 3%, 4, 4%, 5, 5%, 
6 ounce. 


SPECIAL THIN 
FOR PASSENGER CARS 


For a snug fit under wheel covers, 
including Cadillac's, and as an all- 
purpose weight. Our Special Thin 
is the most popular of all wheel 
weights on the market. Fits rims 13, 
14,15 and 16 inch diameter. Sizes: 
‘, ’, %, 1 1%, 1%, 1%,2,2%, 
2%2,2%,3,3%,3'%,3%, 4 ounce. 


FITS 13”, 14”, 15” AND 16” RIMS 


SNUGL Wheel Balancing Weights are recognized as the "Standard of the Trade”... designed 
right and made right to assure More Safety, Better Fit, Better Balance, Finer Appearance and 
Easier Application. SNUGL's complete line, 9 types covering 80 sizes, gives you finer gradu- 
ations for better, more accurate balancing. Look for the name SNUGL (Registered Trade Mark) 


on every weight ... it's your guarantee of complete satisfaction. 


1 or minimum 
















WHEEL WEIGHT MFG. CO. 


Specify SNUGL to your jobber. Ask him for your FREE 42 SNUGL WEIGHT 
REMOVAL TOOL. Or write us direct for illustrated folder and free tool. 
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Roll Testing? 


















MANUFACTURING COMPANY 
PIONEERS AND LEADERS FOR 25 YEARS IN ENGINE AND CHASSIS 


DYNAMOMETER RESEARCH, DEVELOPMENT AND PRODUCTION 


announces the Claylon. 
Convertible “Dynaroll” 


COMPLETE WITH NEW AIRLIFT FEATURE 


Priced at °650. OO F.O.B. Factory 


AVAILABLE FROM YOUR EQUIPMENT JOBBER 
ON OR BEFORE JANUARY 1ST 





Exclusive Ist: The only set of Test Rolls 
that can subsequently be converted as de- 
sired without loss of investment. By adding 
a Power Absorption Unit and/or Inertia Fly- 
wheel any and all of the remaining phases of 
Dynamic or Dynamometer Testing can be 
accomplished for complete Quality Control. 


Exclusive 1st: The only Airlift with Air 
Operated Ram that lifts the car out of the <5 

Rolls and locks both Rolls and Ram in a flush, “DYNAROLL” 
closed well position. 


POWER ABSORPTION UNIT 


Flush or Top-Floor Models 





Equipment on display at 
Booths 121, 122 and 123 
NADA Convention in San Francisco 


NERTIA FLYWHEEL 









MANUFACTURING COMPAN 
EL MONTE, CALIFORNIA 
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sion to become & company con- 
sultant. 

Heitman formerly was assist- 
ant general manager of A. O. 
Smith Corp. and a member of its 
marketing board, president’s staff, 
manufacturing committee, inven- 
tory committee and other plan- 
ning groups. 

* * * 
Baker-Raulang Names 


Reinhart and Laws 

Ralph C. Reinhart has been 
named director of manufacturing 
of Baker-Raulang Co., Cleveland. 
He comes from Otis Elevator Co., 
Baker’s parent company, which he 
joined 25 years ago. 

Baker-Raulang also appointed 
Robert J. Laws assistant chief en- 
gineer. Laws joined the firm after 
15 years with the Marine Corp. 


* > > 
Gilmore Elevated 


W. W. Gilmore has been elected 
a vice-president of Minneapolis- 
Honeywell Regulator Co. He is 
president of the company’s Micro 
Switch division in Freeport, IIL, 
and will continue to hold that post. 

* * * 


McGill Appoints McGill 


James C. McGill has been named 
manager of distributor sales for 
the electrical division of McGill 
Mfg. Co., Inc., Valparaiso, Ind, Ac- 
tive in the company since 1950, Mc- 
Gill is a grandson of the founder. 
He had been a salesman. 

> * * 


Alger Shifts 2 Aides 


Oliver P. Swope jr. has been 
named executive vice-president of 
Geo. F. Alger Co., 3050 Lonyo Rd., 
Detroit. Swope, who joined the firm 
four years ago, moves up from 
operations vice-president. At the 
same time, the firm announced the 
appointment of Dow M. Mitchell 
as controller. Mitchell has been 
with the company six years. 

” * > 


Packard Renominated 


Norman A. Packard, Packard 
Mfg. Co., Manchester, N. H., has 
been renominated Republican can- 
didate for state senator. Packard 
has been senator since 1952 and is 
a member of the N. H. Automobile 
Dealers’ Assn., N. H. Truck Owners’ 
Assn. and N. H. Highway Users’ 
Conference. 

> o oa 
Ford Tractor Names 


Lynch and Roberts 


Ford Motor Co.’s tractor and 
implement division has established 
regional sales offices in Hartford, 
Conn., and Memphis. 

Heading the Hartford office 
is Richard F. Lynch, Lloyd G. 
Roberts is the Memphis manager. 
Lynch has been secretary of John 
Deere Plow Co., Baltimore, Roberts 
has been sales manager for a Ford 
tractor and implement distributor. 

> + * 


Diamond T Names Hayes 


Walter L. Hayes has been ap- 
pointed district sales manager in 
charge of Georgia and South Caro- 
lina for Diamond T, with headquar- 
ters in Atlanta. He formerly was 
associated with Federal Truck and 
International Harvester. 

7 7 


Hyster Names Kragrud 


To Eastern Parts Post 

Duane A. Kragrud, Hyster Co. 
has been appointed eastern division 
parts and service manager, accord- 
ing to Daniel J. Sheehan, manager, 
general parts and service depart- 
ment. 

Kragrud has served as a resident 
engineer in Hyster’s general parts 
and service department headquar- 
ters in Portland, Ore., since 1951. 
He was a district service manager 
for International Harvester Co. be- 
fore joining Hyster. 

* 


Automatic Transportation 


Names Ulinski and Orton 


B. L. Ulinski, who holds patents 
on several developments in the 
industrial lift truck field, has been 
appointed director of development 
and design at Automatic Trans- 
portation Co., Chicago, manufac- 


| 


turers of electric industrial lift 
trucks. Formerly, Ulinski split his 
time between product engineering 
and development of new models. 

It also was announced that Ray- 
mond E. Orton has resigned as 
general manager of Orton Crane 
& Shovel Co. to become manager 
of the product engineering depart- 
ment at Automatic Transportation 
Co. 


* * * 


Howe Appoints Pringle 
F. E. Pringle has been named 
sales manager for Howe Scale Co., 
Rutland, Vt. Pringle formerly was 
with Sperry Products, Inc, 


Gar Wood Appoints Hager 


To Top Manufacturing Post 

E. F. Fisher, president of Gar 
Wood Industries, Inc. Wayne, 
Mich., has announced the election 
of Joseph R. Hager jr. as vice- 


president and director of manu- 
facturing. 

Hager joined the company in 
January, 1956, as director of man- 
ufacturing. He formerly was as- 
sociated with the Baldwin-Lima- 
Hamilton Corp. at Eddystone, Pa. 


* 7 + 


Ammco Picks Hood 


Al Hood has been appointed car! 
factory liaison by Ammco Tools, 
Inc., manufacturer of brake service | 
and engine repair tools and equip- 
ment. He will headquarter in De- 
troit. 


* ® + 


Cross Picks Johns to Head 
Standard Product Sales 


Cross Co., Detroit, has named 
Chester S. Johns to the newly 
created position of sales manager 
for standard machines and prod- 
ucts. 

Johns was graduated from the 
Ford Apprentice and Engineering | 
schools and joined Cross in 1946| 
as a sales engineer. 

> * * 


Goodrich Tire Names Starr | 
Equipment Sales Aide 


Pe 


—————, — 


A bucket designed to prevent 
water spilling on the hood when 
filling the radiator was marketed 
in 1922. 


manager in Chicago for B. F’. Good- 
|rich Tire Co., a division of B. F. 
Goodrich Co. He succeeds J. T. Cal-| rector of premium and private label 
lahan, who recently was appointed| sales; M. H. Kimball, director of 

Maurice A. Starr has been ap-|equipment sales vice-president of| technical development, 
pointed equipment sales district! B. F. Goodrich Tire Co. Starr joined | 


—, 


|B. F. Goodrich in 1929, In 1945, hp 
|was named Chicago equipmey 
| sales district representative 
| position he held until his presen 
assignment, 

* * + 


Chevrolet Shifts Pike 


Joe Pike, former Chevrolet zom 
organization manager in Minneapo 
lis, has been transferred to the new 

| Rocky Mountain regional office @& 
Chevrolet in Denver as regional 
organizational manager. 
* * * 


Olson Appoints Bogle 
| Charles K. Bogle jr. has been ap. 
| Pointed southeastern regional map. 
ager of J. B. E. Olson Corp., with 
| headquarters at 3105 Roswell Rd, 
| N.E., Atlanta, Ga. Bogle is a for. 
|}mer district manager of United 
Motors Service. 

x * * 
| Viking Sloane Names 4 
|To Executive Sales Staff 


Viking Sloane Corp, has added 
|four sales executives to its staff, 


They are: Sam Coran, marketing | 


director; William Whitehorne, di. 


and Ray 
(Continued on Page 99, Col. 3) 
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executive 


Will Hab 
field jr., 


Angeles, 
Warren, 


























|manager in charge of department 
| store and jobber sales. 
| ; > . * 








American Airlines Names 


Dunlap Vice-President 


Samuel C. Dunlap has been 
elected cargo vice-president (mail- 








Inc. It is tl first time a vice- 
© | president has headed this depart- 
| ment. 

| A pioneer in airfreight operation, 
Dunlap was a founder of Slick Air- 
ways and served as executive vice- 
president of the company from 
1945 to 1947. 





RIPRESS 





Ford Dealers Name Ad Officers— 


New officers and members of the Ford Dealers Advertising Assn. of Southern Cali- 


fornia are, standing, from left, J. H. Wray, Van Nuys; Frank Thomas, Ford account a * + 


led aah 

executive, J. Walter Thompson Co.; Joseph Goetz, association legal counsel; Leland 3 
-. C. Johnson, Bellflower, first vice-president; Phil Johnston, Huntington Beach, president; Shell’s Burns Honored 
ng Will Haberfelde, Bakersfield; Dudley Faye, representative, Thompson Co.; Monte Mans- H. S. M. Burns, 56, president, 
di. Shell Oil Co., has received the 


field jr., Tucson, Ariz., second vice-president; Maurice E. Buerge, West Los Angeles; 
Charlies O. Swift, Gila Bend, Ariz.; William H. Klein, Ford district sales manager; and 
Ken Roggy, Puente. Seated: Edward M. Chaffee, Hawthorne; Hamlin W. Nerney, Los 
Angeles, secretary-treasurer; Glen Pierson jr., San Diego; Art Carey, San Diego; Clyde 
Warren, Riverside and Ira Escobar, El Segundo. 


honorary degree of Doctor of 
Laws from his alma mater, the 
University of Aberdeen in Scot- 
land. Burns graduated in 1922. 





| Mountain, assistant general sales | 


express-freight), American Airlines, | 
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Eleven were honored, but Burns 
was the only one from America. 
* * * 


Sun Oil Picks Crosby 


Fred G. Crosby, formerly assist- 
ant to the managing director, has 
| been appointed general sales man- 
j}ager of Sun Oil Co., Ltd. 


* * * 


Goodrich Picks Durkee 


B. F. Goodrich Tire Co. has an- 
nounced appointment of Max E. 
Durkee as safety director of Good- 
rich’s Los Angeles district. He will 
supervise the recently formed Safe 
Driver League, 

* 


* * 


| Dodge Names Cawthon, 
Jenkins and Vining 


William C. Cawthon, former gen- 
eral superintendent of car manu- 
|facturing for Dodge has been ap- 
| pointed works manager of Dodge 
|main plant in Detroit. 


Robert L. Jenkins, former meth- 


HOUDAILLE make? 





From the start more than a quarter century ago, Houdaille has 


specialized in large-scale production of automotive parts. 


Houdaille will enter 1957 with expanded and newly modernized 


facilities... better equipped than ever to meet volume requirements 


of motor car, motor truck and bus manufacturers. 


Take bumpers, for example. In three of its plants, Houdaille 


will produce millions of them during the coming months more 


efficiently than ever before... the result of important investments 


in new equipment and in improved plating processes. 


Other Houdaille plants have been similarly modernized for the 


production of torsional vibration dampers, bumper hangers and 


supports, fender panels, spare tire covers, air cleaners, variable 


capacity transmission pumps, forgings, special automotive service 


tools, body bumping tools and other products. 


Houdaille engineers and design and production specialists are 


at the service of the production and engineering executives of any 


automotive manufacturer. 


HOUDAILLE INDUSTRIES, Inc. 


* EXECUTIVE OFFICES: 1280 MAIN STREET, BUFFALO 9, N.Y. 


BUFFALO. N. Y., (4 locations) * DETROIT, MICH. * CHICAGO + NORTH CHICAGO 
HUNTINGTON, W. VA. « CLEVELAND, 0. * DECATUR, ILL., 
OSHAWA, ONT. * MORRISTOWN, N. J., (13 locations in New Jersey and Pennsylvania). 


PLANTS 
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ods manager, replaces Cawthon 

jand Richard A, Vining, master 
|mechanic, has been named produc- 
tion engineering manager, Cawthon 
| joined Chrysler Corp. in 1947, Jen- 
kins in 1951. 





* * * 


Willys Names Briggs 
Willys has announced the ap- 
| pointment of William E.. Briggs 
| as assistant California zone man- 
ager. 


* * 


Ford Picks Brandenburg 


Robert B. Brandenburg has been 
appointed manager of Ford divi- 
sion’s Chicago parts depot. Bran- 
denburg formerly was manager of 
the Seattle parts depot. He suc- 
ceeds Urban B. Miller, who has 
been transferred to Philadelphia as 
manager of a new parts depot, 

* a + 


* 


Ellenboro Names Senie 


Barney Senie, sales manager, 
will direct activities of the Nycar 
division sales office of Ellenboro 
Mills, Inc., which is now located 
at 991 Sixth Ave., New York 18, 
N, Y. 


* * 


Sealed Power of Canada Picks 


Gibbard as Sales Chief 


D. C. Gibbard has been elected 
sales manager of Sealed Power 
Corp. of Canada, Ltd., Stratford, 
Ont. 

Gibbard has been associated with 
the automotive industry for the 
last 18 years with Thompson Prod- 
ucts, Ltd. In his new capacity, 
Gibbard will assume the responsi- 
bility for the planning and de- 
velopment of sales of Sealed Power 
products. 


os 


= * * 


| Williams, Zidek Appointed 
To Top Russell Posts 


| Robert B. Williams has been 
appointed administrator and as- 

| sistant to the president of Russell 

| Mfg. Co.. makers of brake 
linings, Middletown, Conn, Anton 
J. Zidek was appointed comptrol- 
ler, 


Williams formerly was comp- 
troller and secretary of Hartford 
Steel Ball Co., West Hartford, 
Conn. Zidek was made assistant 
comptroller in 1955, having joined 
the Russell organization in 1951 
as supervisor of general account- 
ing. 


* * * 


AMC Names Saks 


Milton Saks has been appointed 
assistant director of industrial re- 
lations for the special products 
division of American Motors. 

* > = 


Porter Picks Harrelson 


Allen M. Harrelson has been 
named vice-president and treasurer 
of H. K. Porter Co., Inc. Harrelson 
will have offices in the company’s 
Pittsburgh headquarters. Before 
joining Porter, he was controller of 
Scaife & Cox, Pittsburgh. 


Willys Appoints Briggs 
| Assistant in Calif. Zone 


Willys Motors, Inc., has an- 
nounced appointment of William 
E, Briggs to fill the newly-estab- 
lished position of assistant Cali- 
fornia zone maneger, Los Angeles. 


Briggs formerly was divisional 
sales representative in the Pacific 
Northwest. Ken S. Moyer will con- 
tinue as California zone manager 
at Emeryville. 

- 


* * 


Irving Heads Tyre-X 


Tyre-X Products, Inc., Forest 
Hills, N. Y., has announced ap- 
pointment of Robert C, Irving as 
president and Walter McMorrow, 
general sales manager. 

* * * 


Clayton Appoints Moon 


Assistant in Sales 


Elwood N. Moon, assistant to the 
sales vice-president since 1950, has 
been promoted to sales promotion 
manager of Clayton Mfg. Co., El 
Monte, Calif, 


Moon joined Clayton in 1944 as 
a sales engineer in the dynamo- 
meter division. Moon will be re- 
spsonsible for development and co- 
ordination of sales programs for 
Clayton-Kerrick steam cleaning 
machines, engine and chassis dyna- 
mometers, steam generators and 
Summeraire space heaters. 
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Some 
things 
change, 
some 
things 
don’t 


Much has happened in the sixteen years since 
the National Automobile Show last played New York. 


Skirts are longer, cars are lower. Three-thread pure silk 
chiffon stockings have lost the battle to 60-15 nylons. 
Women’s shoes look like they've been removed from the box. 
The heels are slimmer. So are the models. 


New York has adopted the World Series. In 1940, 

it was Detroit and the Cincinnati Reds. Hank Greenberg 
was batting them out for the Tigers instead of 

sitting in the Cleveland front office. And Birdie Tebbetts, 
catching for Detroit as the Reds won in seven, 

has gone over to Cincinnati. 


Glenn Miller has been replaced by rock ’n’ roll. Errol Flynn 
is no longer king of the swashbucklers. Tom Mix has given 
way to cowboys who sing. Judy Garland and Mickey Rooney 
have split up and Ed Wynn is playing it straight. The kids 
who were in love, oh, so secretly, with Deanna Durbin 

and Princess Elizabeth have fought one— 


maybe two — wars. 


The atom has changed our world. So has TV. 

The New York World’s Fair grounds in Flushing are 
important now as parking space for Long Islanders 

who drive to the subway. And the people who were kids then 
are getting ready to say to their kids, “You'll 

understand when you grow up.” 


Much has changed since 1940 and the last 


National Automobile Show section published by 

The New York Times. But this has not: Now, as then, 
advertisers — including automobile manufacturers 
themselves—use The New York Times more than any 
other New York newspaper. Now, as then, The New York 
Times produces better results for advertisers — fast. 


In this day and age, in all our tomorrows, use 
The New York Times more yourself. The more you do, 
the more automobiles it sells for you. 


See The New York Times National Automobile 


Show section next Sunday, December 9 





PARKING GUIDE—A luminous parking 
guide designed to fit all cars has been 
marketed by Casco Products Corp., Bridge- 
port 2, Conn. Called Perfection Night- 
Glow, the rust-proof parking guide is 
made of Plexiglas and is available for left 
or right fenders. Stainless-steel mounting 
is fully adjustable, allowing clearance for 
the overhanging headlight hoods found 
on most cars. Unique serrations reflect 
glow from the headlights all along the 





guide's entire length. 
* * 


Auto Key Ejector Case 


An automatic car key case has| 
been announced by Walter B. 
Bowers Co., 4209 Michigan Ave., 
Kansas City. The case is said to 
eject keys with pushbutton ease. It 
holds two keys and is made of 
plastic. 


* 





COLORED FANS — Casco auto fans 
are available in color to harmonize with 
any cor or cor interior. Said to keep 
full windshield or rear windows clear 
throughout the rough seasons, the fans are 
designed for six and 12-volt systems. The 
fans feature six-inch flexible rubber blades 
and are equipped with special bracket 
for header board, dash board and rear 
window mounting. Casco Products Corp., 
Bridgeport 2, Conn. 

7 > > 


Low-Lift Trucks 


A bulletin giving specifications | 
and drawings of the Model LO-2 
low-lift, platform, electric-driven, 
industrial truck—four pages, free. 
Automatic Transportation Co., 149 
W. Eighty-seventh St.; Chicago 20, 
Til. 


a 


LATCHING MECHANISM — A quick- 
opening, lever-operated tailgate latching 
mechanism for Hydro E-Z Pack refuse col- 
lection bodies has been announced by 
Hydro E-Z Pack Co., Galion, O. The 
patented mechanism is controlled by a 
folding hand lever which releases six 
“heavy-duty toggle locking latches at the 
tailgate and frees it for discharge of the 
load. The tailgate is said to close com- 
pletely when the body is emptied. The 
mechanism maintains positive, watertight 
sealing of the tailgate at test packing pres- 
sures up to 25 percent over factory- 
recommended maximum pressure of 82,500 


pounds, it is clamed. 
* 


Four-Ton Electric Truck 


Added to Clark Line 


A battery-powered fork-lift truck 
of four-ton capacity is the latest 
model of Clark Equipment Co., 
Battle Creek, Mich. 

The truck, Model EUT-8024, had 
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dual drive wheels and a turning 

radius of 85 inches, With four 

speeds forward and four reverse, it 

will travel loaded at 5% m.p.h. and 

climb a 10 percent grade, Clark says. 
* * + 


THIRD HORN — The Delco-Remy third | 
horn, the Klaxon K-3, is optional equip- 
ment on all 1957 General Motors cars. | 
The unit is used in conjunction with the 
standard N-R matched pair of horns. The 
third tone is said to result in a blended 
signal which makes the horn sound more | 
distinctive, pleasing, and yet gives the 
additional ‘penetration’ needed for safety 
as cars become more soundproof, traffic | 
noises increase, and road speeds become | 
higher. The horn is also available in both | 
six and 12-volt types for installation on 
all past model cars using Delco-Remy | 
horns. Delco-Remy Division, General Mo- 
tors Corp., Anderson, Ind. 


RECLINING SEAT — Designed for the | 
1957 models, the Coachcraft reclining seat 
can be adjusted to five different positions | 
rearward ond one forward. The seat is 
available with a head rest that is said 
to protect against neck injuries on sudden | 
stops, when bumped from behind, and in | 
case of accidents. The head rest is also} 
available as a separate item. Coachcraft | 
Sales Corp., 9015 Santa Monica Bivd., 
Hollywood 46, Calif. ‘ 


Hinged Poles for Lights 


Steber Mfg. Co., Broadview, IIL, 
has announced the addition of a 
group of hinged poles for service 
station floodlight mounting. They 
are available in 20 and 24-foot 
heights with or without dual and 
triple mounting brackets, Steber 
said. 





AIR BRAKE DIAPHRAGMS—A series of 
neoprene-nylon air brake diaphragms, 
available in five popular sizes, have been 
marketed for clamp-type air brake cham- 
bers, The diaphragm is manufactured to 
take full advantage of the superior wear- 
ing qualities of neoprene and nylon, it is 
claimed. The materials and special con- 
struction features are said to prevent oil 
deterioration and reduce the possibility of 
fatigue cracks and other failures. Ther- 
moid Co., 400 Whitehead Rd., Trenton 6, 
N. J. 


‘PIGGY-BACK’ GENERATOR — A “piggy- 
back"" generator system as a low-cost 
method of cbtaining extra electrical power 
on all 1957 General Motors cars and 
trucks has been announced by Delco- 
| Remy Division, General Motors Corp., 
| Anderson, Ind. The equipment is said to 
| be especiaily useful for vehicles where 





| Mar-Tite 





| charging at low speed is desirable. Any 
combination of 12-volt and/or § six-volt | 
generators can be used. 


| moved 


| ity. An exclusive cushioned coupling 


BREAKAWAY VALVE A single-unit 
breakaway valve, said to meet the truck- | 
tractor provisions of |1.C.C. Regulation 
193.43, has been developed by Circle Seal 
Products Co., Inc., 2181 E. Foothill Bivd., 
Pasadena 8, Calif. The unit's open port- 
‘ng insures no interruption of air flow 
and assures no delay in brake actuation, 
it is claimed. Completely in control of 
the driver, the unit may be manually con- 
trolled, however, in the-event of loss of 
air pressure in the range of 20-45 psi, 
it will automatically close off. When manu- 
ally closing the valve, the driver permits 
the valve to isolate the tractor and actu- 
ate the trailer relay emergency valve. 

a 


Oakite Detergent 


Development of a liquid deter- 
gent, called Oakite Luqui-Det, has 
been announced by Oakite Prod-| 
ucts, Inc., 157 Rector St., New York. | 
The detergent, which contains no} 
soap, is said to go into solution | 
instantly and to develop copious | 
suds, in hard or soft water, hot or} 
cold, and to penetrate and loosen | 
the most common soils in a very| 
short time. 


| ment. 
| sintered bronze filter, 


ENGINE HEATERS — TP! engine pre- 
heaters have been adapted to protect the 
cooling system of C41 Mack buses from 
freezing when exposed to cold weather 
without the protection of anti-freeze. The 
heating installation involves one 2,500- 
watt heater in the line to supply heat to 
the overhead reservoir tank and radiator, 
and one 1,000-watt heater installed into 
the water pipe leading into the engine 
block. The combination of the two 
heaters is said to have functioned per- 
fectly, and the buses were protected from 
freezing in even unseasonably cold tem- 
peratures of 18 degrees below zero. Tech 
Products, Inc., 615 Pennsylvania Ave., 
Elizabeth, N. J. 

ee 


Epexy Solder for Bodies 


Can Be Cured 3 Ways 

An epoxy solder for body repairs, 
which is applied like putty and can 
be cured by torch, heat lamp or air, 


has been marketed by Marson 
Corp., 115 Mill St., Revere 51, Mass. 

Marson says that one quart of 
is the equivalent of 20 
pounds of lead solder, and claims 
that there is no shrinkage in curing. 
Adhesion strength is rated at 1,800 
pounds p. s. i. 


RETRIEVER—Conversion of a _ pickup 
into a low-cost automobile towing vehicle 
is said to be possible with the Watson 
Towboy retriever. Easily mounted or re- 
from a pickup, the Towboy is 
hand winch operated, with a 2-ton capac- 
is 
said to prevent damage to towed vehicles, 
and assures straight tracking. The unit 
hos an extension boom for portable 
crone use. H. S. Watson Co., 1316 Sixty- 
seventh St., Emeryville, Calif. 

« > > 


Tool-Display Unit 
A new tool-display unit has been 
announced by Vaco Products Co., 


317 E. Ontario St., Chicago 11, IIl.| 
It is furnished with a basic assort-| 


ment of tools, containing 405 indi- 
vidual pieces. 


LUB-AIR-ATOR—A combination air filter, 


regulator ond lubricator, the Lub-air-ator | 


is said to offer low-cost protection of air- 
operated wrenches, drills, tools and equip- 
The filter unit has a large area 
baffle plate and 
drain cock for blowing out water and ac- 
cumulation of foreign matter. The regu- 
lator adjusts the air flow from 250 psi 
inlet pressures down to 5 to 125 psi. The 
lubricator has a vibration-proof adjust- 
ment thumb wheel which regulates oil 
flow from a steady flow down to intermit- 
tent drops as needed. A. Schrader's Son 
Division, Scovill Mfg. Co., 470 Vanderbilt 
Ave., Brooklyn 38, N. Y. 
* 


* * 


SEAT CUSHION—Ventilated seat cush- 
ions have been added to the line of Kool 
Kooshions for 1957. Called “Frosty 
Tweeds,” they are available in four 
colors, styled to complement the interiors 
of the new model cars. The cushions. are 
available in three sizes: Regular size, king 
size, and the new “‘Klear-a-Kross," cover- 
ing the entire width of the seat. Kool 
Kooshion Mfg. Co., 101 W. Alamo, Little- 
ton, Colo. 


SPARE WHEEL ASSEMBLY — The Coach 
craft spare wheel assembly for the 1957 
Lincoln is said to be the forerunner of 
the firm's complete line of spare wheel 
assemblies for 1957. The unit is engi- 
|meered to “guarantee customer satisfac 
| tion’’ against squeaks, rattles and rugf 
| for the life of the car, it is claimed. Coach 
| craft Sales Corp., 9015 Santa Monicg 
| Bivd., Hollywood 46, Calif. 
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ARC WELDER — A triple rated AC 
transformer-type arc welder for operation 
on single phase, 60 cycles, 230 volts input 
is being announced by Hobart Bros. Co., 
Troy, O. Output of the welder at 30 
volts is 298 amps on 20 percent duty 
cycle, 250 amps on 30 percent duty cycle, 
and 200 amps on 50 percent cycle. Con- 
trols provide for five main steps of coarse 
adjustment for use in all conventional AC 
welding, as well as for certain inert gos 
welding applications. The stationary unit 
is 34% inches high, 19 inches wide, 18% 
inches deep, and weight is 215 pounds. 


LATHE — The Wade Standard Preci- 
sion Lathe, model No. 73, is built with a 
hardened and ground bed, totally enclosed 
headstock of one-inch collet capacity and 
7-inch swing. The lathe headstock spindle 
is equipped with preloaded anti-friction 
staggered cylindrical roller and ball bear-~ 
ings. Standard equipment consists of draw- 
in bar, offset-type tail stock with hardened 
and ground full bearing spindle, hand rest, 
dog face plate, centers, and center collet. 
A variable speed drive is said to give an 
infinite range of spindle speeds from 100 
to 3,500 r.p.m., in overall ratio of 35 to 1. 
Wade Tool Co., Waltham, Mass. 

i = "6 


Pittsburgh Plate Glass Offers 
Acrylic Resin Coatings 
A family of coatings, based on & 
new series of thermosetting acrylic 
resins, has been developed by Pitts- 
(Continued from Page 104, Col. 1) 











THE BEST DEALERS 
SELECT THE BEST 


efficiency . .. positive air-power actu- 
ation plus automatic retraction helps men do 
faster, neater, better work. 


styling... clean, functional design com- 
mands customer confidence . . . transforms any 
lube room into a “‘service showcase.” 


dependebility ... maintenance is 
the lowest ever recorded for similar equipment 
... installation is simple and easy. 


When you are ready to make your lubritorium a 
proven “Invitation to New Business,” contact 
your Lincoln Sales and Service Wholesaler. He 
will consider it a privilege to serve you. 


*Registered Trade Name 


-.- Says Service Manager Harry M. Bohn 
MALLORY BUICK COMPANY, ST. LOUIS, MISSOURI 


“Lincoln Equipment styling blends with our ultra-modern 
lubrication department. The handsome ‘showroom’ appear- 
ance attracts more customers. The space-saving, time- 
saving efficiency pays-off in customer satisfaction.” 


, Una Engineers and Manufacturers . 
AUTOMATIC LUBRICATING Le i 
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burgh Plate Glass Co., 632 Fort; superior baking enamel is desir- 
Duquesne Blvd., Pittsburgh 22, Pa. | able. 
Pittsburgh Plate said the coat-| eee ae ae 
ings, called Duracron, are particu-' Timing Control 
larly suitable for finishing where a@| A spark control with a scale on 
eee Te ee ae pe control head to show the -~ 
* : . egree of advance or retard is 
Oldsmobile Picks Belts; | offered by Engine Accessories Mfg. 
Tompkins Replaces Him |Co., 5801 E. Beverly Blvd. Los 
John B. Beltz has been appointed | Angeles 22, Calif. 
assistant chief engineer in charge} ae | kee 
of body and — metal costes and Convertible Extension 
engineering standards at Oldsmo-| 4 device to convert a flexible 
bile. He formerly was experimental drill extension to a rigid drill exten- 
engineer. | sion without shutting off the power 
T. R. Tompkins, former senior| has been marketed by Beaver Tool 
project engineer, has been ad-|Co, Box 256, Huntington Station, 
vanced to the position of experi-| Long Island, N. Y. 
mental engineer. In 1947 Beltz . « & 


joined Oldsmobile as a senior clerk. | ° ° 
Tompkins worked for the national| Cleaning Machine 
advisory committee for aeronautics| Storm-Vulcan, Inc., 2225 Burbank 
in Cleveland before joining Olds-|St., Dallas, Tex., has marketed a 
mobile in 1947 as a project engineer.! machine for cleaning parts and 





motor blocks. It has four motor- | ment, replace the old screw and 
driven impeller agitators mounted) lug type connectors with pull-apart, 


on the sides of the tank. 


* * * 





POLISHING SET—A complete polishing 
set in a mobile steel cabinet, called the 
Sioux-Venir Servicer, has been announced 
by Albertson .& Co., Inc., Sioux City, la. 
The cabinet, 24 by 14 by 16 inches in 
size, is supplied with the purchase of the 
polishing set. The set includes a portable 
electric polisher, polishing pads, rubbing 
pads, polish, wax, a pad cleaning tool, 
wash mitt, and rubbing compound. 

i, a 


UMS Offers ‘Snap Fast’ 


Terminal Connectors 

United Motors Service is offering 
a Packard 4004 “snap fast” electri- 
cal terminal assortment. 

The new terminals, in the assort- 
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Mona Wetting Agent 
Mona Industries, Inc., has an- 
nounced that its wetting agent— 
“Monawet Mo-70%”—is available in 





Quebec Role as Supplier 


Lauded by Chrysler Chief 

MONTREAL. — “Although Mont- 
real is not generally regarded as 
part of the automotive industry, the 
city last year sold Chrysler Corp. 
of Canada goods and materials 
amounting to several million dol- 
lars,” R. W. Todgham, Chrysler of 
Canada president, said on a visit 
here. 

Other Quebec cities which pro- 
duce more than $200,000 worth of 
goods for Chrysler, he said, are 
Farnham, Granby, St. Hyacinthe, 
Sherbrooke and Waterville. 
Todgham said Chrysler of Canada 
plans to increase production in the 
coming year and thus would step 
up the volume of purchases from 
suppliers. 


LOSS 45,971 


Evening & Sunday 
BULLETIN 


Morning & Sunday 
INQUIRER 


Retailers do not advertise for sales next week or next 
month . . . or for good will. They advertise for “action— 
right now—at cash register level.”” Doesn’t the fact that 
they are swinging more and more linage to us—while 
our competitors suffer heavy losses in retail linage— 


prove a point? 


retail advertising 


The Point is this: the Philadelphia Daily NEws is red- 
hot. It is moving merchandise for scores of old and new 
advertisers—making sales at a profit. If you want to 
make your sales come alive in this rich market, the 
reborn Philadelphia Daily NEws is a must! 





PHILADELPHIA DAILY 


* Los Angeles + SanFrancisco + 


NEwsSs 


United | Industries, Paterson 17, N. J. 
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SOLDERING GUN — The Weller solder. 
ing gun is shown being used to resolder 
a loose drive rod to the speed cup of o 
speedometer. Because of its low operat. 
ing heat, the gun is said to be well suited 
for speedometer work, such as repairing 
face retaining brackets, repairing tiny 
bridge retaining pins and soldering broken 
speedometer-odometer gears back to their 
shafts. The thin electrode of the gun is 
especially adaptable to sweating the drive 
cable into the speedometer drive socket, 
it is claimed. Weller Electric Corp., 
Easton, Pa. 
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VALVE LIFTER REMOVER — A Universal 
hydraulic valve lifter remover has been 
announced by Herbrand Tools, Fremont, 
©. The remover is said to operate on a 
straight line pull, to eliminate twisting, 
turning, prying and damage to the lifters. 
It removes stubborn lifters from the top 
of the engine. An inverted collet locks 
in a snap-ring groove for a straight line 
pull. There is no necessity for pulling 
the camshaft, it is claimed. 























SPOTLIGHT — A portable “Spot and 
Trouble Light,” designed to match the 
styling of the modern car, has been an- 
nounced by Sta-Dri Products Co., 147-47 
Sixth Ave., Whitestone 57, Long Island, 
N. Y. The unit features a chromium-plated 
brass body and reflector, a pistol grip 
molded of Lustrex styrene plastic, and a 
lucite lens. The light is for use in the 
cigarette lighter outlet on the car dash- 
board. 
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finder license frame 





LICENSE PLATE FRAME — The Path- 
is available in a 
choice of gold or heavy chrome plate 





finish. Both finishes can be obtained with 


or without a plastic plate window which 
Protects the license plate from rain, snow 


and splashing. The license plate is secured 
by four clips 


built into the frame. Each 
frame comes equipped with mounting 
screws. Auto Lamp Mfg. Co., 2909 S. 
Indiana Ave., Chicago 15, Ill. 































The stylish new Bel Air 2-Door Sedan with Body by Fisher—one of 20 beautifully new Chevies. 


Chevy shows its 
|  sales-winning charms 


at the New York Auto Show! 


Sales leader at the last show (1940) and 
sales leader since! With brilliant new 
models and animated displays of advanced 
engineering features, Chevrolet shows 

the “stuff” sales leadership is made of! 


mf Chevy has its charm turned on full blast for ’*57—you’ll 

t ‘ Sen : a 

= see that in detail if you plan to take in the New York 

= Auto Show. (By all means see Chevrolet’s fascinating 

. and educational cutaway displays.) Actually, the whole 

n . . . . 

'@ exhibit is a good example of the quality and appeal that has 

the ~ ° 9 ° ° ‘ 

> made Chevrolet America’s first-choice car for a period of 
over 20) years. . . . Chevrolet Division of General Motors, 


Detroit 2, Michigan. 


VISIT THE CHEVROLET saapieso | 

EXHIBIT AT THE 42nd - CHEVROLET 

NATIONAL AUTOMOBILE 
SHOW 


NEW YORK COLISEUM | abe 


DEC. 8 — 16 ‘57 CHEVROLET 








Largest Exhibit Ever .. . 
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British Truck Show 
Reflects Rising Cost — 


By F. C. Livingstone 
Special Correspondent 

LONDON. — With 441 stands, the 
British Commercial Motor Show at 
Earl’s Court, was the biggest ex- 
hibition ever presented by the So- 
ciety of Motor Manufacturers and 
Traders, and also was called the 
world’s largest “one-building” ex- 
hibition of commercial vehicles and 
equipment. 

Sound engineering and no non- 
sense, with few innovations, is 
the shortest way to sum up the 
show. Production costs in Bri- 
tain are too high to encourage 
auto makers to sink capital in 
untried novelties just for the sake 
of showing something different. 


As Sir William Rootes, chairman|made possible by changes in the similar step-up in width and exten- 
of the Rootes Group, told a pre-|law last year 
“All other| width from 90 to 108 
difficulties facing the British motor|also raised maximum 


show press conference: 


industry fade into insignificance 


Las 


at bole t tS at 


THE 


WORLD'S 
LARGEST 
INDEPENDENT 
PRODUCER 

OF STATION WAGON 
BODIES 


Copyrght 1956 —The Mitcheli-Bentiey Corporotion 





aia er 


compared with the major issue of 
rising costs. There is no sacrifice 
we can make too great to hold our 
overseas trade” 


Then he wenx on to say that Bri- 
tish commercial vehicles could not 
be sold on proved quality alone, 
“we must have costs not only held, 
but if possible reduced.” | 


In the few cases in which an 
unusual approach has been made} 
to vehicle design, the new ideas | 
only have been introduced because | 
they have been proved to give 
greater overall economy and be- 
cause of the larger sizes now per- 
mitted for vehicles in the British 
home market. 

The increased carrying capacity, 
which increased 
inches and| 
loads, was) 
visible on all “heavies,” while the| 





The Sleek Look from Italy. 


The Leyland 40-seat ‘Worldmaster” with Italian body work is shown above. 
vehicle attracted considerable attention at the British truck show in Earl's Court. 


Thi 


Turin. 


* * * 


pearance this year for the first 
time on freight vehicles and was 
a development that drivers gen- 
erally welcomed. The simplifica- 
tion of gear-changing greatly 


sion of length of buses from 324 to 
360 inches is plain on many new 
passenger vehicles. 

Two-pedal control made its ap- 
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e happens every day! 


CARLOADS OF STATION WAGON 
LEAVE IONIA HEADED 


BODIES 
COAST TO COAST 


lrainloads and truckloads of sleek station wagon bodies leave the plant of Ionia 
5 


Manufacturing Company every day bound for automobile assembly plants in the 


Central West. m the South West and on both the Atlantic and Pacific seaboards. At 


lonia and throughout the Mitchell-Bentley organization there is pride in this achieve- 
ment. It is a continuing pride and a growing pride in the ability of The Mitchell- 
Bentley Corporation to meet a challenge . . . to assume a role of increasing importance 
in the automobile industry as a manufacturer of station wagon bodies, interior trim 
and seats. [f you have a production or manufacturing problem, why not check with us: 


you'll be in mighty good company. 


THE MITCHELL-BENTLEY CORPORATION 


IONIA, MICHIGAN 


IONIA MANUFACTURING DIVISION e IONIA, MICHIGAN 
OWOSSO MANUFACTURING DIVISION e OWOSSO, MICHIGAN 








The 

body was styled by Gia and built by Soc. P. Az Autocostruzioni Cesaro, both in 

Some were critical of a narrow passageway but others believed the extra seat 

| width compensated for this fault. 
* * * 


eases the driver’s work and will 
probably be an important factor 
in promoting road safety. 

The “Standrive” (which use 
Newton patents) is a compromise 
between the normal gearbox anj 
fully automatic transmission and jg 
likely to grow increasingly popular 
in the next few years. 

Power steering was anothe 
popular innovation from the 
drivers’ viewpoint. It was on 4 
number of vehicles. 


Another interesting development 
was the widening of the range of 
small diesel engines, which bring; 
the economy of diesel fuel to 4 
greater number of smaller truck 
users, 

Third among the newer thing 
which brought favorable comment 
was the much greater use of plas. 
tics this year. Glass fiber was to be 
seen on every hand, in chassis com. 
ponents, as well as in bodywork, 

Another outstanding point this 
year was the showing of “sleeping 
cars.” This has been made possible 
because these are built on essen- 
tially private auto chassis (the 
Vauxhall Velox, in the case of the 
“Grosvenor” estate car, and the 
Standard Ten). Both vehicles con- 
tain adjustable seats which can be 
altered to form double beds in four 
or five seconds. 

The Standard Ten “Dormobile” 
is a particularly wide vehicle and 
I imagine that three normal-sized 
people could sleep in it with com- 
plete comfort. 

Among the wide variety of 
double-decker buses, the one which 
attracted the greatest attention, be- 
cause of its complete breakaway 
from normal design, was the Ley- 
land “Atlantean,” which has seat- 
ing capacity for 78 passengers and, 
in spite of its low overall height, 
both the upper and lower saloons 
are of full height. 

This has been made possible by 
giving it a transversely mounted 
motor at the rear, which permits a 
very low floor height (fully laden 
the gangway is only 17% inches 
above the ground) with greatly in- 
creased passenger seating. 

The rear positioning of the motor 
allows a front entrance of which 
the driver has an unobstructed 
view, aimed at reducing platform 
accidents. 

He is thus able to control the 
loading and unloading of pas- 
sengers, leaving the conductor to 
concentrate on fare collection. 
Only seven steps lead from the 
large entrance to the spacious 
landing on the upper deck, and 
there is room for 11% cubic feet 
of baggage adjacent to the stair- 
way. 

There was another Leyland pas- 
senger vehicle of unusal design, 
probably because it introduced 
ultra-modern Italian bodywork 
among the “bread-and-butter” 
work-horses. 

It is a 40-seater luxury coach on 
a Royal Tiger “Worldmaster” chas- 
sis. The body was styled by Ghia, 
of Turin, and was built by Soc. P. 
Az Autocostruzioni Casaro, also of 
Turin. 

The one criticism to be heard 
against this luxurious vehicle was 
levelled at the extreme narrowness 
of its center gangway, which is 
hardly sufficient for a slim person 
to negotiate. The wider seating, of 
course, is said to compensate for 
this inconvenience. 

Various vehicles embodying Rolls- 
Royce motors were shown. Har- 


ringtons, of Hove, were showing & 
(Continued on Page 108, Col. 3) 
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Two-Pedal Compromise— 


This Standard Motors version of a two- 
pedal drive, called a compromise between 
the conventional and automatic transmis- 
sions, was introduced at the British truck 
show in Earl's Court. It was said that 
simplification of gear shifting eases the 
driver's work. 
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Oldsmobile’s new Golden Rocket 88 Series presents seven 
models, including two Fiestas and a new Convertible. All 
are powered by the 277-horsepower Rocket T-400 Engine. 


». ANOTHER YEAR OF GOLDEN OPPORTUNITY 
FOR OLDSMOBILE’S QUALITY DEALERS! 


They’re off to a rocketing start with the most 
exciting new line in Oldsmobile history! An 
all-new, full-powered Golden Rocket 88 Series 
for the big-volume trade! New Super 88s geared 
for super-performance! Lavish new Starfire 98s 
for the luxury market! But that’s only half the 
story about the golden opportunity ahead with 
Oldsmobile. 


Super 88 Fiesta gives Oldsmobile 
dealers a total of three glamorous 


. Oldsmobile dealers, themselves, have built a 
new models for the station wagon set. 


solid foundation for continued success. Through 
quality in their customer relations to match the 
quality in their product, they have amassed a 
priceless asset in customer loyalty. They face 
1957 with the greatest roster of Rocket-minded 
owners on record. They face the future with a 
value-packed product and a preferred standing 
in their markets. 


That’s an unbeatable combination that spells 
quality leadership for every Olds dealership! 





The luxurious Starfire 98 Series now has Jet- 
away Hydra-Matic, Power Steering, and 
Power Brakes as standard equipment. 


A QUALITY PRODUCT SOLD BY OLDSMOBILE QUALITY DEALERS! 


OLOSMO.BILE 


DiviSton F GENERAL mMmoTORS CORPORATION ° LANSING. MICHIGAN 











Chemical Future | 
Bright, Thomas | 
Tells Bankers 


NEW YORK, Charles A.) 
Thomas, president, Monsanto) 
Chemical Co., in a talk before a 
bankers group, has traced the 
growth of the chemical industry 
and outlined some of the things 
the future holds. 

He saéd the industry’s sales have 
increased five times since 1939 and 
in 1955 they totalled $23 billion. 


Thomas foresees a successful eco- 
nomic process for demineralization 
of sea water into fresh “to make 
the sea a reservoir capable of turn- 
ing deserts into fertile fields.” 

He said the chemical industry is 
looking forward to discovery of 
synthetic inorganic polymers. “It 
seems reasonable .. . that out of 
this research will come new types 
of cement which can be hardened | 
into artificial stones rivaling the 
beauty and durability of ... pol- | 
oy granites and marbles,” he 
said. 


For the lowdown 
react’ John O 
on Page 3. 


on dealer thinking, 
Munn’s column each week 


Congratulations to the Automotive Industry 





“I’m not sure I like having a 
saleslady in our organization. She 
pulls that ‘ladies first’ every 
time a prospect walks in!” 





$3,250 to Blood Bank 
BURLINGTON, Vt. — (UTPS) — 
The newly organized Automotive 
Wholesalers of Vermont has do- 


nated $3,250 to the Vermont-N ew 


Hampshire Red Cross blood pro- 
gram, it was announced by G. Nor- 
man Herbert, association chairman. 
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Largest Exhibit Ever .. . 





British Truck Show 
Reflects Rising Cost 


(Continued from Page 106) 


“Contender” 35-seater integral- 
construction coach, fitted with a 
Rolls B60 six-cylinder underfloor- 
mounted gas motor. This vehicle, 
the first of a number being built 
for British Overseas Airways, has 
the motor mounted vertically amid- 
ships in the chassis in unit with the 
Meadows five-speed constant-mesh 
gearbox. 

Another example of Harrington- 
Rolls-Royce cooperation was avail- 
able for test runs outside the show. 
This coach embodies the larger 
Rolls-Royce B80 eight-cylinder 
motor. 

The demonstration coach was a 
luxury version, fitted with 26 seats 
(for ordinary purposes it can be a 
41-seater) and, during my run in it, 
it was able to cruise smoothly at 
65 m.p.h. The motor is normally 
fitted with a governor which gives 
a& maximum speed of 48 m.p.h. 





for its co-operative efforts 


in resuming the National Automobile Show. 


Now, as at the last show 16 years ago, 


Motor Wheel is a leading supplier 


of wheels, hubs and drums 


for cars, trucks, and trailers. 


mainly with the view of effecting 
fuel economy. 

With its present gearbox, the 
coach, with a full load, was able to 
start on a one in five gradient, and 
it was claimed that with an im- 
proved gearbox an easy start from 
stop can be made on one in three- 
and-a-half gradients. With its al- 
most silent motor and fully auto- 
matic transmission, this coach was 
the “honey” of the whole show. 

The Crossley “Bridgemaster,” 
developed by the ACV Group 
from the two years’ tests with the 
“Routemaster” for London Trans- 
port, is yet another bus of un- 


usual construction. It is a 72- | “Atlantean,” a double-deck bus. 


seater and embodies independent 
front-wheel suspension, with coil 
springs at the rear. It is likely to 
prove very popular in areas 
where there is heavy traffic. 


The wide variety of trucks and 


MOTOR WHEEL 
Corporation 


LANSING, 


MICHIGAN 


Serving the Automotive Industry Since 1906 








| U. 












Rear Engine Mount— 


Above is shown the transversely 
mounted engine of the Leyland 78-seq 








| * * * 


vans in many cases showed the 
|}great influence of overseas de- 
|mands (nearly half of Britain's 
|total commercial vehicles are ex- 
| ported) and many have been re 
| designed to take full advantage of 
the increased size permitted under 
| the new law. 

I found it impossible to detect, 
among the hundreds of vehicles on 
show, a single one which was not 
immediately fitted or could be 
quickly adapted to the exact re- 
quirements of any trade or industry, 
| There were specialized vehicles de- 
| signed for bulk handling of a wide 

variety of goods, from meat to 
super-high-pressure gases, from fer- 
| tilizers to timber. 

Then there were some 400 body- 
makers, accessory and equipment 
makers represented. 

There were also seven non- 
British motor vehicle makers in 
the show. Willys represented the 
S. with two versions of its 
Jeep. Despite the handicaps of 
dollar exchange, Steel Griffiths 
& Co., the British concessionaires, 
are confident that there is a big 
market for the Jeep in Britain. 

Germany was represented by two 
of her best-known auto makers: 
Volkswagen and Magirus-Deutz. 
Volkswagen has given British auto 





makers a wide variety of head- 
aches both in commercial and pas- 
senger auto fields at home and 
overseas. The popularity of these 
vehicles at the show proved that 
the headaches are likely to con- 
tinue. 


Magirus-Deutz had only one 


| vehicle on show, an air-cooled oil- 


engined tipper. The motor is an 
eight-cylinder job and each cylin- 
der is complete in itself and can 
be removed as such without dis- 
turbing the other cylinders. 

Volvo was Sweden's representa- 
tive and was appearing for the 
first time in Britain. Four exhibits 
included a six-wheeled tipper with 
double-drive rubber-suspended 
bogie and turbo-charged oil engine. 
The smallest Volvo was a four- 
wheel-drive all-teel three-way tip- 
per, with a 161-inch wheelbase. The 
interest aroused by the Volvo ex- 
hibits indicated that Sweden has 
come to stays as a world auto pro- 
ducer. 

The family-controlled DAF firm 
of Holland had three vehicles 
which offered an interesting com- 
parison with equivalent British 
vehicles. All were powered with 
British motors. An outstanding 
point about the DAF vehicles 
was the comfort of the driving 
compartment. 

There were also two Czech firms 
in the show, Tatra and Skoda. The 
Tatra six-wheeler tipper had a dis- 
tinct continental air, All the wheels 
are driven and independently 
sprung. The chassis is extremely 
unconventional, consisting of a cen- 
tral tubular backbone, from which 
the wheel-support units and other 
members are outrigged. 

All in all, it was an interesting 
show—no frills, no fireworks, just 
simply a parade of vehicles ready 
for any type of job anywhere in the 
world. 


Plymouth Names Colonial 


Colonial Plymouth, an exclusive 
Plymouth dealership, has been 
opened at 416 W. Southmore Ave. 
Pasadena, Tex. E. G. Borchers is 
general manager. 











We know how to think BIG... 


Think BIG in outdoor and you think of 
General Outdoor Advertising cut-outs. Dra- 
matic, oversize, GOA cut-outs have enlarged 
the effectiveness of painted bulletins. 

And cut-outs are a GOA specialty. Our 
skilled craftsmen, working under carefully 
controlled studio conditions, bring true color, 
deep brilliance, amazing realism to outdoor 
painted bulletins! And your selling message 
is delivered with dynamic simplicity of de- 
sign, gigantic dominance of product. 

We know how to think BIG about cut-out 
use, too. GOA cut-outs can circulate in a 


é 


whole series of markets! You can rotate one 
set of cut-outs—or several—as often as every 
thirty days on a series of choice locations 
within one city. Then you can rotate by 
shipping the same cut-outs—or others—to 
any of the other cities in the GOA network! 
Here’s ‘“‘mileage’”’ that means economy! As 
you increase your cut-out use, you decrease 
your cut-out cost per bulletin! 

This rotary network is typical of GOA’s 
outstanding service in more than 1300 mar- 
kets. Let us think big for you. Call your local 
GOA office, or write us in Chicago. 


‘Groowe Teneer ose Ady crusing 


S15 South Loomis Street, Chicago 7, Illinois 
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$943* $915 
$880 8=—s- ¢873 
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Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week remained un- 
changed from the previous week 
—$1,044, according to Automotive 
News’ index. 


The price of ’57s went up $14 to 
reach the highest level since they 
were first added to index at the 
beginning of November. 

Other gains last week included 
$7 on 52s, $5 on ’54s and $2 on 
"53s. 

Losses were $4 on ’55s, $4 on 
50s, $8 on ’5is and $15 on ’56s. A 
new low for the year was reached 
by the reduction in the price of 
"55s. 

At a group of representative 
auctions last week, an average 
67.5 percent of offerings was sold, 





CALIFORNIA 





SAN DIEGO—San Diego Auto Auc- 
tion, 4744 Federal Blvd. Ph. 
CO. 4-0157. Thursday 1 p.m. 





SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 





COLORADO 








COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 


Phone Denver, SUnset 1-7821 
Wire Colerade Auto Auction FAX 


Colonels Johnny 
All cars ae for by our own check through 
the First National Bank of Englewood. 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 





MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Crump-Dudley-Caswell 
To serve you best 
Phone Sherman 4-3263 








* Prices of ‘568 added; '48s dropped. 
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IOWA 








TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa’s Oldest Auto Auction 
In the Heart of the Ciean Car Country 
4701 S.E. 14th 
Phone ATiantic 2-8353 
Sale Every Thursday — |2 Noon 
Guaranteed Titles and Checks 


Des Moines 15, lowa 





March 
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$873 $874 


$852 














Apr. May June 





with the average consignment be- 
ing 152.1 units. Not since last 
March had consignments been 
that scanty, while the sales ratio 
was the lowest recorded since 
mid-October. A week earlier, the 
sales ratio was 75.5 percent and 
consignments averaged 1624 
units. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) denotes power steering. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov. 20.) 
(Sold 280 cars out of 421 offerings.) 
BUICK—’56 Super Riviera, $2,400* (ps); 
Century conv., $2,300* (ps); Special 2- 
dr., $1,990° (ps). '55 Super Riviera, $1,- 
825* (ps), $1,750* (ps); 4-dr., $1,785* 
(ps); Special Riviera, $1,555*; Century 


duly 


Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 








** Prices of ‘57s added; 49s dropped. 


CADILLAC—'56 (62) 4-dr., $3,600* 


CHEVROLET 







$1,044* * 


















Aug. Sept. 






455° (ps); Special Riviera, $1,205*, $975°*; 


Super Riviera, $1,150*. '53 Special Rivi- 
era, $875*. '52 Super Riviera, $325*. "51 
RM Riviera, $420*, $325*; Special Rivi- 
era, $410°. 


(ps). 
’55 (62) coupe de Ville, $3,175* (ps); 
conv., $3,090* (ps); coupe, $2,900* (ps); 
4-dr., $2,825* (ps). ‘54 (62) coupe de 
Ville, $2,700* (ps); 4-dr., $2,190* (ps).| 
‘53 (60) Special 4-dr., $1,330* (ps). '49 
(62) 4-dr., $405°*, 

- "57 Two-ten 
wagon, $2,340*. 56 Bel Air (8) Sport 
coupe, $1,995*; 4-dr., $1,840*, $1,795*; 
Bel Air (6) Hardtop, $1,915* (ps); Two- | 
ten (6) 2-dr., $1,480. "55 Two-ten (8) 4- 
dr., $1,455, $1,040; Bel Air (8) conv., | 
$1,450*; Hardtop, $1,420*, $1,350*, $1,- | 
255°; 2-dr., $875; Bel Air (6) Hardtop, | 
$1,395*; 2-dr., $1,250; Two-ten (6) 4- 
dr., $1,045, $910; 2-dr., $970, $920. ‘54 
Bel Air 4-dr., $1,010*, $950* (ps), $925; 
2-dr., $945*, $935*; Two-ten 4-dr., $930* 
(ps), $895*, $830; 2-dr., $745; Delray, | 
$845. 53 Bel Air Hardtop, $825, $720; | 
4-dr., $795, $580; Two-ten 4-dr., $700, 
$600*, $595°; 2-dr.. $620, $605*. "52 SL | 
Deluxe Carryall, $385; 4-dr., $250. °51/ 
SL Deluxe 4-dr., $265. } 


(8) station 





Riviera, $1,300*. "54 RM Riviera, $1,-| CHRYSLER—’'52 Windsor 4-dr., $335*. 


MASSACHUSETTS 





PEABODY AUTO AUCTION, 
INC. 


For Declers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at 11 A.M. 
Newburyport Turnpike, U. S. Rt. 1 
West Peabody, Mass. Jefferson 1-7500 
Joseph Herbert Phillip Glick 








MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ae west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





NEW YORK 








NEW YORK CiTY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8B. Spielman 
John W. Becker 








MICHIGAN 





Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 
MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Oaly! 
Operating Since 1946 














Phone Dunkirk 3-0150 
NEW YORK 


NEW YORK STATE'S OLDEST 
‘NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 

NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


| 
| 
| 
j 


| 
| 
| 
| 


| All Checks Insured by Fidelity Ins. Co. of Tenn. 


| 
| 
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DeSOTO—’55 Firedome (8) Hardtop, $1,- 
715* (ps). '53 Firedome 4-dr., $755*, 
DODGE—’55 Royal Lancer Hardtop, $1,- 
540° (ps); 4-dr., $1,425*; Royal (8) 4- 
dr., $1,290* (ps). ’53 Coronet (8) 2-dr., 
$780*; Meadowbrook station wagon, 
$650*; 4-dr., $445*. °52 Coronet 4-dr., 
$325*, $285*; Diplomat, $210*. ’51 Coro- 

‘net Hardtop, $305*. 


FORD—'56 Fairlane (8) Victoria, $2,065* 
(ps), $2,000*, $1,950*, $1,825*; 4-dr., 
$1,685*; Country Squire, $2,000* (ps); 


Custom (8) 2-dr., $1,520*, $1,475; 4-dr., 
$1,445*. °55 Country sedan. $1,725* (ps); 
Fairlane (8) Victoria, $1,400*; 4-dr., $1,- 
300*; conv., $1,250*; 2-dr., $1,200*; Cus- 
tom (8) 2-dr., $1,120, $1,095, $950*; 
Custom (6) 4-dr., $965; Main (6) 4-dr., 
$880. ‘53 Crest (8) Crown Victoria, 
$840*; Country Squire, $830; 4-dr., $650; 
Custom (8) 2-dr., $730, $475; 4-dr., 
$690*, $590, $570, $550; Main (6) 2-dr., 
$335. °52 Custom (8) 2-dr., $375; conv., 
$350*. '51 Custom (8) 2-dr., $205; Coun- 
try Squire, $205°*. 

HUDSON—’53 Jet 4-dr., $395*. 

LINCOLN —'53 Capri 2-dr., $1,120*. 

MERCURY—’55 Monterey Hardtop, §$1,- 
640° (ps), $1,505*; 2-dr., $1,125; Mont- 
clair 4-dr., $1,350*; Custom 2-dr., $1,- 
295*. '54 Monterey Hardtop, $1,425* (ps), 
$1,100*, $995*; conv., $930*; Custom 2- 
dr., $1,055*. °53 Monterey 4-dr., $735*, 
$705, $700. '52 Monterey Hardtop, $600*; 
2-dr., $455*°. °51 2-dr., $230, $210; 4- 
dr., $210, $200. 

NASH—'55 Rambler 4-dr., 
Rambler 4-dr., $1,005; Statesman 4-dr., 
$925*, $650. '53 Rambler Hardtop, $735. 
‘52 Statesman Hardtop, $455; 4-dr., 
$385*. 

OLDSMOBILE—'56 (98) Holiday, $2,755* 
(ps), $2,700* (ps); (88) Holiday, $2,395* 


$1,245. ‘54 


(ps), $2,175*, $2,095*, $2,090* (ps); 4- 
dr., $2,110*. °55 (88) Holiday, $1,855*, 
$1,780*; 4-dr., $1,705* (ps), $1,540* (ps). 
‘54 (98) Holiday, $1,740* (ps), $1,650° 
(ps), $1,545* (ps); (88) Holiday, $1,710* 
(ps), $1,690° (ps); 4-dr., $1,495* (ps), 
$1,400* (ps) $1,155*. °53 (88) Holiday, 
$1,105* (ps); 4-dr., $900*, $820*, $655° 
(ps). °52 (88) 4-dr., $475*; Holiday, 
$245*; (98) 4-dr., $500*. "51 (98) Holi- 
day. $425°. ‘50 4-dr.. $380°*. 

PACKARD — ‘55 Clipper 4-dr., $1,520* 
(ps). '54 Clipper 2-dr., $895*, $860*. °51 
Clipper 4-dr., $305*, $295*. 


PLYMOUTH—’'55 Belvedere (8) 2-dr., $1,- 
050°. “54 Belvedere Hardtop, $805. ‘53 
Cranbrook Belvedere, $845*; 2-dr., $580; 
Cambridge 4-dr., $400. "52 Cranbrook 4- 
dr., $400, $225; Cambridge 4-dr., 2 at 
$220. '51 Cranbrook 4-dr., $260. 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sele Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuabie Asset 
On U. 5S. Rovte 20A Phone 5-9535 








PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 

im, Penn. 

On Route No. 72 

5 miles South of Pennsylvania Turnpike 

Sale Every Friday—i0:00 A.M. 

Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON — Emlenton Auto Auc- 
tion. Every Tuesday, 12 Noon. 





TENNESSEE 





MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





JOHNSON AUTO 
AUCTIONS 


‘Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





Crossroads 


+ « « where they meet... buyers 
and sellers . . . new and used-car 


dealers. They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Automotive News. 
You will reach both groups through 


an ad in Automotive News. 








eee 


— 





Model Breakdown 
Of Auction Averages 








Nov., Oct., Sept, 

Model 1956 1956 1956 
ee envmdbeenness $2,422 T + 
$1,975 2 050 

1417 1,522 

1,027 1,064 

677 10 

463 163 

312 322 

233 227 

167 1% 

$1,044 $ 784 $ 85 


+t Not computed. 
ee 


PONTIAC—'55 Star Chief (8) Catalina 
$1,695* (ps); conv., $1,585* (ps). "h 
Star Chief (8) conv., $1,025*, $895 
Catalina, $1,015*; Chieftain (8) 4-dr 
$895. °53 Chieftain (8) Catalina, $855" 
$790* (ps); 4-dr., $720*, $710*. '52 Chieg. 
tain (8) Catalina, $455*. °51 Silver 
Streak (8) 4-dr., $265. 

STUDEBAKER—’'53 Champion 2-dr., $515; 
Commander 4-dr., $235*. 

WILLYS—’52 Willys 2-dr., $240. °46 Jeep. 
ster, $295. 

MISCELLANEOUS—’'56 Volkswagen 2-dr., 
$1,535, $1,520. '53 Chevrolet %-ton panel, 
$200. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Nov. 16.) 
BUICK—'57 Century Riviera, $3,350* (ps). 


‘56 Super Riviera, §2,575* (ps). °5§ 
Special Riviera, $1,725*, $1,680*. ‘52 Ru 
4-dr., $355°. ‘51 Super 4-dr., $375*, 


$305*. '50 Special 2-dr., $280*. '49 Super 
4-dr., $120, $115. 

CADILLAC—'56 (62) 4-dr., $4,430*° (ps); 
sedan de Ville, $4,400° (ps), $4,300* 
(ps). "52 (60) Special 4-dr., $1,180* (ps). 
"51 (62) 4-dr., $760*. 

CHEVROLET——'57 Bel Air (8) Sport coupe, 
$2,625*; Sport sedan, §2,600°; 4-dr,, 
$2,520°; Two-ten (6) 4-dr., $2,015. ‘6 
Two-ten (8) station wagon, $2,095*; Bel 
Air (8) Sport coupe, $2,025*. ‘55 Two- 
ten (8) station wagon, $1,585, $1,450; 
Two-ten (6) 4-dr., $1,150. °54 Two-ten 
2-dr., $825, $800. ‘53 Bel Air conv., 
$600*; Two-ten 2-dr., §575. "52 SL De 
luxe 4-dr., $440. °51 SL Deluxe 4-dr., 
$280*. "50 FL Deluxe 2-dr., $355. 

CHRYSLER—'56 NY St. Regis, $2,.775* 
(ps). "55 Windsor 4-dr., $1,550* (ps). ‘53 
Windsor 4-dr., $650*. 

DeSOTO—'55 Fireflite 4-dr., $1,895* (ps). 

DODGE—'56 Royal Lancer coupe, $1,935*. 
"51 4-dr., $210°*. 

FORD—'57 Custom (8) 300 2-dr., $2,125*, 
$2,090°. °56 Fairlane (8) Victoria, §2,- 
125* (ps), $1,930*°, $1,900*, $1,830*; 4- 
dr., 2 at $1,780*, 3 at $1,740°, $1,710°, 
$1,575*, $1,525*; Main (6) 2-dr., $1,440. 
‘55 Fairlane (8) 2-dr., $1,285; Custom (8) 
4-dr., $1,175*. ‘54 Ranch Wagon, $1,150; 


Crest (8) Victoria, $1,140; Main (8) 2- 
dr., $655, $650. ‘53 Crest (8) conv., 
$675; Main (8) 2-dr., $605. °51 Custom 
2-dr., $425. 


HUDSON—’'52 Hornet 4-dr., $305*, $290. 

LINCOLN—'54 Cosmopolitan Sport coupe, 
$1,370°. 

MERCURY—’'55 Montclair Sport coupe, $1,- 
605°. "53 Monterey 4-dr., $660*. ‘50 2-dr., 
$120. 

OLDSMOBILE—'57 (88) Holiday, $3,225*. 
"56 (88) Super Holiday, $2,450* ps). 
"55 (98) Holiday, $2,400* (ps), $2,100° 
(ps); 4-dr., $1,840° (ps). "53 (S88) 4-dr., 
$810°; (98) 4-dr., $800°. "51 (88) Holi- 
day, $485°. 

PLYMOUTH—'57 Belvedere (8) club coupe, 
$2,565*; Savoy (8) 4-dr., $2,390*, $2,- 
290, $2,100. '56 Plaza (8) 4-dr., $1,650°, 
$1,640°; Savoy (8) 2-dr., $1,625*. ‘53 
Cranbrook club coupe, $470*, $450*. ‘52 
Cranbrook 4-dr., $275. ‘50 4-dr., $200. 

PONTIAC—'57 Chieftain (8) Catalina, §2,- 
835*, $2,800*, $2,725*; 2-dr., $2,410. '56 
Chieftain (8) Catalina, $2,000°; 2-dr., 
$1,930°, $1,690*. ‘55 Chieftain (8) Cata- 
lina, $1,500*. '53 Chieftain (8) 4-dr., 2 
at $760°. 

STUDEBAKER ‘56 Powerhawk sport 
coupe, $1,900*. '53 Champion 4-dr., $355. 

WILLYS-——'55 Jeep, $975. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 
Tuesday. Prices are for sale of Nov. 20.) 
(Prices good but we didn’t have 
enough good cars. Sold 30 out of 55.) 
BUICK—’56 Super station wagon, $2,565* 
(ps). °55 Special 2-dr., $1,635*°. °54 Spe- 
cial 4-dr., $1,075. °53 Super Riviera, 
$850°; 2-dr., $745* (ps); Special 4-dr., 
$700*. ‘52 Super conv., $320*. °51 Spe- 
cial 4-dr., $280*. ‘50 Super 4-dr., $280*. 
CHEVROLET—’57 Bel Air (8) 2-dr., $2,- 
375*; Two-ten (8) 4-dr., $2,100. ’56 Bel 
Air (8) 4-dr., $1,910*, $1,875*. '55 Bel 
Air (8) 2-dr., $1,500*; conv., $1,450*. 
’53 Two-ten 2-dr., $655; conv., $520°*. 
"52 SL Deluxe 4-dr., $450. '51 SL De- 
luxe 4-dr., $380, $250. 
CHRYSLER—’54 NY 2-dr., $935* (ps). '52 
Windsor 2-dr., $390*. 
DODGE—’50 Coronet 4-dr., $150. 
FORD—’'56 Fairlane (8) Victoria, 2 at $1,- 
840*; Custom (8) 2-dr., $1,550* (ps). '55 
Fairlane (8) conv., $1,430; 2-dr., $1,230; 
Custom (8) 2-dr., $1,150. '54 Custom (8) 
2-dr., $790. 52 Custom (8) 2-dr., $520, 
$500, $410, $380. '50 Custom (8) 2-dr., 
$145. 
MERCURY—’52 Monterey 2-dr., $530. 


OLDSMOBILE — '56 (88) 4-dr., $2,075* 
(ps). °53 (88) 2-dr., $670*, ’51 (98) 2- 
dr., $100*. 


PACKARD—’53 Clipper 2-dr., $670*. ‘51 
Clipper 2-dr., $220. 

PLYMOUTH—’ 57 Savoy (8) 2-dr., $2,450*. 
’55 Belvedere (8) 4-dr., $1,270*. '53 Cran- 
brook Belvedere, $640; 4-dr., $520*, $330. 
'52 Cranbrook 4-dr., $300. 

PONTIAC—’57 Super Chieftain (8) 2-dr., 


$2,835*. '56 Star Chief (8) conv., $2,- 
155* (ps). '55 Star Chief (8) 4-dr., $1,- 
205*. '53 Chieftain (8) Catalina, $700*. 
STUDEBAKER — ’'50 Commander 2-dr., 
$150*. 
MISCELLANEOUS—’'49 Ford %-ton pick- 
up, $230. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Tues- 
day. Prices are for sale of Nov. 20.) 


(Continued on Page 111, Col. 1) 
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750*; conv., $1,895*; Victoria, $1,700*; $485, $480*, $440, $405. "52 Cranbrook | CHEVROLET — '56 Bel Air (8) 4-dr., $1,- 


































































































































° « 
Custom (8) 4-dr., $1,530, $1,370*. '55| 4-dr., $260; Cambridge 4-dr., $185. we, $1,353°, $1,825", $1, ne > r. aie 
Fairlane (8) Crown Victoria, $1,370*, $1,-| PONTIAC — ’56 Star Chief (8) Catalina, 863*, $1,815; = vane & - tus es ae 
265*; Custom (8) 4-dr., $1,150*, $1,150; $2,200* (ps). '55 Chieftain (8) Catalina, $1, 855, $1, 650 s1,815°" $1.600°: ae 
$1,075*, $1,035. $1,355*; 4-dr., $1,075*. '54 Chieftain (8) (8), Sport coupe, oe ee 
$ HUDSON — ’55 Hornet 4-dr., $1,000, 4-dr., $995*. °52 Chieftain (8) Catalina,| $1,280;. Two-ten an Se 
KAISER — ‘52 Deluxe 4-dr., $360°. $5250; 2dr.» $4900, 00", St Silver) eae, $1,950, $1,105, $1,033, "54 Bel Air 
sf MERCURY — '57 Montclair coupe, $3,415*| Streak (8) 2-dr., $400*, $175°. +.| coupe, $1,153°; 2-dr., $870; Two-ten 2- 
(ps). °56 Montclair Phaeton, $2,160* (ps); | STUDEBAKER—’ 52 Champion 2-dr., $170*; dr $730 
t (Continued from Page 110) Custom coupe, $1,935", '55 Montelair | Commander 4-dr., $165*. °51 Commander CHRYSLER — ‘5S Windsor 4-ar., §1,745°. 
056 - 4-4 1.465*: coupe, $1,655* (ps); conv., $1,525* (ps) Bi dr., $125*. °50 "Champion 2-dr., $175 ° '53 Windsor 4-dr., $730* (ps), $725* (ps). 
(Today’s sale was not as active as 080, $1,050; Bel Air (8) 2 ae Monterey coupe, $1,585*. °54 Monterey WILLYS — °53 Aero 4-dr., $300*, °52 Nhe Ae i a EL 
522 anticipated. Sale dates too close together | Sport coupe, $1.305*; Bel Air (6) 4-dr| station wagon, $1,210". * Lark 2-dr., $255°. $175°. ‘51 A-dr., $265°, "50 A-dr., $220°. 
for this area, Sold 31 cars out of 83 $1,110*; One-fifty (6) 4-dr., $905. NASH — °'53 Statesman 2-dr. $475". 52 "150 “Stude. %-ton pickup, $150. eee a a eee ‘ta aae., guia? 
N64 offerings.) Bel Air Sport coupe, $1,030°. Rambler Country club, $295*, '51 Ram- | club coupe, §203; 2-dr., §148°. 
100 BUICK——'54 Special Riviera, $1,165. | CHRYSLER — '56 Windsor 4-dr., $2,385 bler station wagon, $200° ; Ambassador | ST LOUIS | wom "of Gountey sedan, §2,018°; Cus 
CHEV ROLET—’ 55 Two-ten 4-dr., $1,185; (ps). °55 Windsor Newport, $1,955* (ps). 4-dr., $185. . tom (8) 300 2-dr. $2,016, °56 Fairlane 
163 9-dr., $1,100. "54 Two-ten station wagon, '53 NY 4-dr., §695*. °50 Windsor 4-dr., OLDSMOBILE — '56 (98) Holiday, $2,700*| (St. Louis Auto Auction. Sales every (8) conv., $1,758: 4-dr., $1,748*; 2-dr., 
$910; 2-dr., $760, $740. '53 Two-ten 2- $170. (ps); (88) Holiday, $2,530* (ps), $2,-| Tuesday and Friday. Prices are for sales $1,763: Custom (8) 4-dr., $1,518, $1,- 
dr., $675, $625. ‘51 SL Deluxe 4-dr.,| DeSOTO — '55 Fire Dome (8) 4-dr., $1,- 405° (ps), $2,340* (ps); 2-dr., $2,435*| of Nov. 13-16.) 315; 2-dr., $1,482, $1,443; Country Squire, 
027 $315° 515* (ps), $1,395* (ps). 51 Custom club (ps). ‘55 (88) Super Holiday, $1,735* (Consignment remained large as we $1.725°. "5S Fairlane (8) 4-dr., $1,500° 
peSOTO—'51 Custom 4-dr., $260°. | coupe, $275. (ps); (98) 4-dr., $1,900* (ps). '53 (88)| sold 203 cars out of 307 for an excellent (ps): Custom (8) 4-dr., $1,267*, $1,263*, 
15 DODGE—’50 Coronet 4-dr., $200; Meadow- | DODGE — ‘56 Coronet 2-dr., $1,920*. ‘54 4-dr., $470*. °51 (88) Holiday, $585*; | percentage. Lots of buyers attended and $1,243*. $1,235, $1,105, $875; Main (8) 
brook 4-dr., $140. j Coronet 4-dr., $775* (ps); Meadowbrook| (98) 4-dr., $140°. | _we had plenty of activity on tate models. > | Sar, $900. 
5 | FORD — ‘56 Custom 4-dr., $1,610. 55) UMC et: es Coronet 4-dr., $550°,| PACKARD _— '52 Clipper 4-dr., $270. '50| BUICK — °56 Super Riviera, $ . locmemeter —— gy matte enon OLeeb. 
ae (0) O ee, SS ae Cee ch se Oe Clipper 4-dr., $135°. | °55 Super Riviera, $1,650*; Special Rivi- | HUDSON -— '50 station 
$790; 4-dr., $660°. | °53 Custom (8) 2-| eORD'’ — ‘57 Fairlane (8) 500 Victoria,| PLYMOUTH — '56 Savoy (8) 2-dr., $1,-| era, $1,460. 'S4 Super 2-dr., $1,195°; 4-| KAISER -— ‘5? 4-dr.. $380, 
a dr. $765°, $750; Main (6) 2-dr., $635, |" ‘go soq* (ps); 4-dr., $2,320°; Custom (8)| 650°; Savoy (6) 4-dr., $1,660°. '55 Savoy| dr., §$1,105*. "53 Super Riviera, gs8o*;| LINCOLN — "D8 2oae, SEIS) oo aoe, 
ina, $575 . 300 2-dr., $2,035; Custom (8) 2-dr., $2,-| (8) 4-dr., $1,100, $1,095, $1,070, $1,050,| 4-dr., $525°. ‘51 RM 4-dr., 2 at §255°. | Stes, G2.018': Custom. oatee 
‘4 BB ~MERCURY—’53 Monterey Hardtop, $825°.| Oo9 ‘g1 640: Custom (6) 4-dr., $1,880. '56| $1,025. '54 Belvedere Sport coupe, $915;| CADILLAC — '51 (62) 4-dr., $855*. "4 Bee ae peg Segond ng! 
a OL MOLE S06 (98) Holiday, $2,675*| Fairlane (8) 4-dr., $2,050*, $1,795*, $1,-| Plaga 2-dr., $525. '53 Cranbrook 4-dr.,| 4-dr., $220°, $185°. (Continue a , Col. 1 
OLDSMO —" ° y, , , 
ae, (ps). °53 (88) 4-dr., $900°. 
ie. = PLYMOUTH—'54 Savoy 4-dr., $685. '53 
iver Cranbrook Suburban, $725. '52 Cranbrook 


coupe, $220. 
15 PONTIAC—’'51 coupe, $200*. 
: STUDEBAKER—'51 Champion coupe, $120. 
MISCELLAN EOUS—’53 Stude. %-ton pick- 








> up, $200. '52 Ford %-ton pickup, $240. 
d 
i. ALBANY 
(Tim Anspach Auto Auction. Sale every : : cm 
Monday. Prices are for sale of Nov. 19.) . ; yg 
(We were able to sell in our new $50,- Fa oe ge ruc engi 


000 auction building today although it 





ri. is by no means completed. After we get 
tidied up and all equipment installed, s 
8). we will again be functioning at a normal 
35 pace. Prices on cars remained about the fo use new y- esign 
aM same as last week — in some instances, 
5°, perhaps a bit higher. ’55s led in year 
per model offerings and may have declined * e 
slightly under last week due to the large f r 
a supply. Sold 132 cars out of 170 offer- Ga ey Ss ri u 
ings.) 
s). BUICK — '56 RM conv., $2,750* (ps); Cen- 
tury Riviera, $2,480* (ps). '55 RM 4-dr., 
pe, $1,700* (ps); Century 4-dr., $1,425* (ps). 
r., 54 Century Estate Wagon, $1,385°; 
56 Super Riviera, $1,320* (ps). °53 Super 
Bel Riviera, $800*; 4-dr., $820. ‘51 Super 
+a Riviera, $320°. "50 RM Riviera, $225°; 
50; conv., $185*; Special 4-dr., $230°; 2-dr., 
en $190°. 
CADILLAC — '56 (62) coupe, $3,910* (ps). 
ogg 55 (62) 4-dr., $2,975* (ps). '54 (62) 4- 


dr., $2,475* (ps). '53 (62) 4-dr., $1,500°, 
$1,440* (ps). "52 (62) coupe de Ville, 


53 $1,180°. "51 (62) coupe de Ville, $950° 
(ps); (60) Special 4-dr., $800*. ‘50 (61) 
4-dr., $610*. 

. CHEVROLET — ‘57 Bel Air (8) coupe, 

: $2,400*; Two-ten (6) 4-dr., $2,270*, $2,- 

Le 050. "56 Bel Air (8) 2-dr., $1,940*; Two- 

2: ten (6) 2-dr., $1,575. °55 Two-ten (8) 

a 2-dr., $1,250°, $1,155* (ps), $1,070; Bel 

\e Air (6) 2-dr., $1,230°, $1,150. '54 Bel 

0. Air 4-dr., $1,050°, $910; conv., $1,000*. 

8) 63 Bel Air Sport coupe, $875*: Two-ten 

0 2-dr., 2 at $560; One-fifty 2-dr., $500. "52 

2. SL Deluxe 2- dr., $410*, $340°,' $330; FL 


Deluxe 4-dr., $285. '51 FL Deluxe 4-dr., 
$360°; SL Deluxe 4-dr., $380°, $285°; 
SL Special 2-dr., $250. ‘50 SL Deluxe 
club coupe, $230°*. 
CHRYSLER — ‘51 Windsor 4-dr., $250°. 
DesOTO — '57 Firesweep 4-dr., $2,400. '56 
" Fireflite 4-dr., $2,200* (ps). °51 Sports- 
c mans coupe, $250°; Custom 4-dr., $190°*. 
. DODGE — ‘53 Meadowbrook 2-dr. $500. 
‘ "51 Coronet 4-dr., $270*, $130; Meadow- 
brook 4-dr., $120°. 
a FORD — '57 Fairlane (8) 500 coupe, §2,- 
360°; Ranch Wagon, $2,220. ‘56 Ranch 
i. Wagon, $1,850; Fairlane (8) Victoria, 
$1,810*; Custom (6) 2-dr., $1,500. ‘55 
e Country sedan, $1,750, $1,590°, $1,200; 
P Fairlane (8) coupe, $1,370*; Custom (8) 
° 4-dr., $1,080; Main (8) 2-dr., $785. '54 
3 Custom (6) 2-dr., $840*°; Custom (8) 4- 
2 dr., $580. "53 Custom (8) 2-dr., $550*; 
Custom (6) 2-dr., $510. '52 Ranch 
- Wagon, $650; Custom (8) 4-dr., $580; 2- 
6 dr., $510. ‘51 Custom (6) 4-dr., $220, 
| $200; Deluxe (6) 2-dr., $215, $140; De- 
“ luxe (8) 2-dr., $185. 
2 KAISER — ‘53 Deluxe 4-dr., §285*. ’51 
Deluxe 4-dr., $170°*. 
“t LINCOLN — ’54 Cosmopolitan coupe, $1,- 
. 275°. '52 Capri 4-dr., $580. 
MERCURY — 55 Monterey coupe, $1,600°. 
‘54 Monterey coupe, $1,020, $840*. ‘52 
Monterey Sport coupe, $580; Custom 4- 
dr., $490*. ‘51 Custom 4-dr., $290, $240, 
y $190; 2-dr., $250. '49 Custom 4-dr., $150, 
) NASH — °52 Ambassador 4- dr., $240*. 
OLDSMOBILE — ‘54 (88) Super 4-dr., 
$1,375* (ps). '51 (88) 4-dr., $360*. °50 
. (98) 4-dr., $150°. 
. PACKARD — '53 Clipper 4-dr., $590* (ps). 
PLYMOUTH — ‘56 Belvedere (8) Sport 


coupe, $1,625*. '55 Belvedere (8) 4-dr., First installation of the Rotovance Distributor (above) and 
> $1,170*; Plaza (8) 4-dr., $920. "54 Savoy 


§ oo oe Holley Governor (at right) will be on 1957 Dodge heme 
-dr., $640*. ‘53 Cranbroo elvedere, 
: 300. ’ models equipped with 354 engines. Two governors are use 
; ; 4-dr. . “SA Del - 
1 ag Me a when the 354 engine is equipped with dual carburetion. 
1 PONTIAC — ’54 Chieftain (8) 4-dr., $860*. 
k *53 Chieftain (8) 4-dr., $785* (ps); 2- 
dr., $680*. ’51 Silver Streak (8) 2-dr., 
. $320; Silver Streak (6) 2-dr., $275. '50 
elver Streak (8) 4-dr., $100. 
2 JDEBAKER — ’53 Commander coupe, ° ° ° ° " * ° 
ae The first basic distributor design on all Dodge Trucks equipped with 
WILLYS — ’52 Aero Lark 2-dr. $210. J ’ Oil ‘ i 
MISC. — '53 Ford %-ton pickup, $390. '51 change in over two decades — Holley’s Rotovance Distributors: Holley Venti- 
Stude, %-ton pickup, $130. ‘50 Ford %- a a “ : Ms 
ton pickup, $120. ‘48 Chevrolet %-ton new Rotovance Distributor and sand- lated Contact Sets. These unique center: 


ae or wich governor assembly —is standard vent points have proven in the labora- 
SEER, NED. equipment on the 354 cu. in. Dodge tory and field alike to have a service 


(Dyer Auto Auction. Sale every Friday. 








7 Peincs aso Ser anle of Mov. 14.) i is distribu- life expectancy several times that of 
| wiv’ Sad tadlentions @tc wath of. the Truck engine for 1957. This ae life e . y 

estern market opening up again as a i sent contact sets. 

deer Wneteeis Hawele aise Gmeame fer tor-governor combination is the first prese 

Gest timo in Sve weeks. Tho mashes was to locate control valve and advance See the new Holley Rotovance 

strong as we sold 220 cars out of 312 : : a : ; : . 

aa os 6 $2,600° (ps) mechanisms in a single housing. Distributor with sandwich governor 
J ® uper conv., bs ° . : 

ae ene tense teres nee tae The Rotovance Distributor and gov- at your nearby Dodge Truck dealer. 
-dr., $810*° (ps); viera, * (ps); ah p 2 

Super Riviera, $760*; 4-dr., $705* (ps). ernor systems provide positive, con- It’s one of the many advanced-design 

dr., $200", $230;' Super ‘Riviera’ $290". : d |—without features which help give new “K” 11955 E. NINE MILE ROAD 
ie 00*, ; Super viera, ?, $ — ¢ 4 

5A. (62) coupe de Ville, $8,025" (ps). oi ae a. vith at t he Seri Dodge Trucks " greater power ee eae 
"54 (62) coupe de Ville, $2,625* (ps). ’ aa etter regu- eries Oo 
(62) 4-dr., $850". "50 (62) coupe de Vile, oor sales valeiggt S : i f FOR MORE THAN. HALF-A-CENTURY— 
—. lation than ordinary governors, from and increased engine performance = apicnial EquipMENT .MANUFACTURERS 

wagon, $2450; ‘Tworten (0) 2dr $l ff load point. Al tandard for 1957 FOR THE AUTOMOTIVE INDUSTRY 
wagon, $2,450; Two-ten ) 2-dr., 7 : standar y 

990° "56 Two-ten (6) Delray, $1,755*; 1-6 cut 0 to loa poin SO a a F 


Two-ten (8) 2-dr., $1,750*, $1,665*, $1,- 
650°; Bel Air (8) 4-dr., 2 at $1,700*. ’55 
Two-ten (6) station wagon, $1,610* (ps); 
Delray coupe, $1,325*, $1,200*; 2-dr., $1,- 
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Used-Car Auction Prices 


(Continued from Page 111) 


wagon, $2,310*; 2-dr., $1,695. ’'55 Mont- 
clair 4-dr., $1,660, $1,600°; Monterey 
sedan, $1,493*. | 
NASH — '55 Rambler station wagon, $1,- 
218; 4-dr., $1,057. '53 Rambier sedan, 
$650°, $430. '52 Rambler 4-dr., $325*, '51 
Rambler sedan, $300, $265. 
OLDSMOBILE — ‘56 (88) 4-dr., $2,150*. 
’55 (88) 4-dr., $1,728*. '54 (88) Holiday, 
$1,463° (ps); 2-dr., $1,425*. ‘53 (88) 
4-dr., $930°. ‘52 (88) 2-dr., $473*°. '50 
2-dr., $225°*; 4-dr., 3178°*. | 
PLYMOUTH ‘55 Belvedere (8) 4-dr., 
$1,145; Plaza (8) 4-dr., $910. '54 Belve- 
dere Hardtop, $1,070* (ps); Savoy 4-dr., 
$758* (ps). ‘53 Cranbrook 4-dr., $285, 
$240. '52 Cranbrook 4-dr., $285. '51 Cran- 
brook 2-dr., $265, $223. 
PONTIAC ’56 Chieftain (8) 
$2,018*, $1,983*; 4-dr., $2,013*. '55 Star 
Chief (8) Catalina, $1,658* (ps); Chief- 
tain (8) 2-dr., $1,215*. '53 4-dr., $725°*. 
"52 Chieftain (8) 2-dr., $583*; Catalina, 
$500°. 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 
day. Prices are for sale of Nov. 20.) 
(Market quite steady. Buying is on a 
more selective basis as demand for 
shoddy cars is definitely off. Sold 100 
cars out of 176 offerings.) | 
BUICK—'56 Century Riviera, $2,335*; RM | 
Riviera, $2,275* (ps). ‘55 RM _ Riviera, | 
$1,705* (ps); Super conv., $1,570° (ps); | 


Catalina, 





BOTHERSOME CUSTOMERS—NO. 1 IN A SERIES 


Special 4-dr., $1,445*. 
$1,440* (ps); Special 2-dr., $1,030. ‘53 
RM Riviera, $930* (ps); Super Riviera, 
$765*, $510. '50 4-dr., $240*. 

CADILLAC—’48 (62) sedan, $115, 

CHEVROLET—’'56 Bel Air (8) club coupe, 
$2,175* (ps); 2-dr., $1,875*, $1,800*; 
Two-ten (8) 2-dr., $1,475*. '55 Bel Air 
(8) 2-dr., $1,395*; Two-ten (6) 2-dr., 
$1,155*, $1,095. °'54 Two-ten station 
wagon, $950; 4-dr., $800; Bel Air 4-dr., 
$895, $780; One-fifty 2-dr., $520. '53 Bel 
Air 2-dr., $800, $665, $580. '52 SL De- 
luxe 2-dr., $505. ‘51 SL Deluxe 2-dr., 
$265. ‘50 FL Deluxe 2-dr., $145, $140. 
’49 SL Deluxe 4-dr., $125. 

DODGE—’53 cony., $600. 

FORD—'56 Fairlane (8) Victoria, $1,975* 
(ps), $1,775, $1,710*; Crown Victoria, 
$1,875; 4-dr., $1,775, $1,769; Custom (8) 
2-dr., $1,565, $1,495, $1,385; Main (8) 
Ranch Wagon, $1,550*, $1,540. '55 Ranch 
wagon, $1,450°; Fairlane (8) sedan, $1,- 
130; Custom (8) 4-df., $1,340, $1,010, 
$930. °54 Ranch Wagon, $970*; 4-dr., 
$745; Custom (6) 2-dr., $815, $740. ‘53 
Custom (8) 2-dr., $935, $715, . $670; 
Station wagon, $625. '52 Main (8) 2-dr., 
$485; Custom (8) 2-dr., $400*. '51 Cus- 
tom (8) 4-dr., $315, $240. '50 Custom 
(8) 4-dr., $275, $250. '37 2-dr., $215. 

HUDSON—'54 Hornet sedan, $715. 

MERCURY—'56 Montclair 4-dr., $2,140* 
(ps); 2-dr., $2,100. '54 Custom station 
wagon, $1,825*. '50 club coupe, $275. 


’54 RM Riviera, 


NASH 
Rambler sedan, 
sedan, $215. 

OLDSMOBILE—’'56 
(ps). °54 (98) 4-dr., 
(88) Super 2-dr., $500*. 
2-dr., $430*, 

PACKARD—'52 Clipper 2-dr., $300*. 

PLYMOUTH—’'56 Savoy (8) 4-dr., $1,550*. 
‘55 Belvedere (8) 4-dr., $1,165. '54 Bel- 
vedere 2-dr., $655; 4-dr., $610*. '53 Cran- 
brook 4-dr., $400. ‘51 Cambridge club 
coupe, $170. '49 Deluxe 4-dr., $140. 

PONTIAC—’'56 Chieftain (8) Catalina, $1,- 
870*. °55 Chieftain (8) conv., $1,915* 
(ps); 2-dr., $1,265, $1,250*, $1,200; Star 
Chief (8) club coupe, $1,685*; 4-dr., $1,- 
515*. °'54 Chieftain (8) 2-dr., $1,055* 
(ps), $785. °'53 Chieftain (8) 
$785*; 4-dr., $685. '52 Chieftain (6) club 
coupe, $425, $400*. ’50 Silver Streak 
(8) conv., $240, 2-dr., $200, $115. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Nov. 19.) 
BUICK—’56 RM Riviera, $2,850* (ps), $2,- 

610* (ps);- Century Riviera, $2,440* (ps); 

Special Riviera, $2,235*, $1,785*. ‘55 

Super Riviera, $1,810" (ps), $1,400* (ps); 

RM Riviera, $1,710* 

$1,300. 

CADILLAC—’56 (62) 4-dr., $5,100* (ps); 
coupe de Ville, $4,200* (ps), $4,050* (ps). 
’55 (62) 4-dr., $3,225* (ps); coupe, §3,- 
075* (ps). °54 (62) coupe, $2,805* (ps), 
$2,500* (ps), $2,480* (ps). "52 (62) 4- 
dr., $1,170* (ps). 

CHEVROLET — '57 Bel Air (8) Sport 
coupe, $2,535*; Two-ten (6) 4-dr., $2,- 
405*, $2,340°. '56 Two-ten (8) station 
wagon, $2,195*, $1,880; Bel Air (8) 4- 
dr., $2,000*, 3 at $1,920°, $1,890°, $1,- 
880*; One-fifty 2-dr., $1,325. '55 Bel Air 
(8) conv., $1,555*. '54 Bel Air 4-dr., $1,- 


53 Rambler sedan, $545, ‘52 
$365. ‘51 Ambassador 


(98) Holiday, $2,650* 
$1,555* (ps). '50 
"52 (88) Super 


Catalina, | 


(ps); Special 2-dr., | 


| 


| 
| 





| OLDSMOBILE—'57 


010*, $980* (ps), $970. '53 Bel Air Sport 
coupe, $725; One-fifty 2-dr., $450. ’'52 SL | 


Deluxe 4-dr., $465. ’51 SL Deluxe Belt 


Air, $335*. 

CHRYSLER—’'57 Saratoga Hardtop, 
610* (ps). ’56 NY St. Regis, 
(ps). 

DeSOTO—’57 Firesweep 4-dr., $2,795*. 
Firedome 4-dr., $735*. 

DODGE—’57 Coronet (6) 2-dr., $2,325. ’56 
Royal Lancer coupe, $2,130*. '55 Royal 
Lancer coupe, $1,425. °53 Coronet (8) 
Hardtop, $790*. 


$3,- 
$2,895° 


"53 


| FORD—’57 Fairlane (8) Victoria, 4 at $2,- 


450*; 500 2-dr., $2,420*; Del Rio station 
wagon, $2,410; Custom (8) 300 4-dr., 
$2,320*, $2,185*; Custom (8) 2-dr., $2,- 
020*. '56 Fairlane (8) Victoria, $2,100*, 
$1,955* (ps); Country sedan, §$2,075*; 
Custom (8) 2-dr., $1,530*; Main (6) 2- 
dr,, $1,330. '55 Thunderbird, $2,350*; 
Fairlane (8) 4-dr., $1,265. '53 Custom 
(8) 2-dr., $695*. ‘52 Custom (8) 2-dr., 
$355. 
HUDSON—’55 Hornet 4-dr., $1,245*. 
KAISER—'53 Manhattan 4-dr., $535. 
LINCOLN—’55 Capri coupe, $2,000* (ps). 
MERCURY—’57 Montclair coupe, $3,370* 
(ps). °56 Custom Sport coupe, $2,095*; 
Monterey 4-dr., $2,020*. '55 Custom 2- 
dr., 2 at $1,030. 
NASH—'53 Super Statesman 4-dr., 
’51 Rambler station wagon, $300. 
(88) Holiday, $3,275* 
’56 (88) Super Holiday, 
$2,675* (ps); Deluxe Holiday, $2,500*. 
’55 (98) Holiday, $2,120* (ps); (88) 
Super 4-dr., $1,790* (ps). '51 (88) Holi- 
day, $575*. °50 (88) 2-dr., $235°. 
PACKARD—’55 Hardtop, $2,100* (ps). '51 
4-dr., $180*. °49 conv., $115. 
PLYMOUTH—’57 Belvedere (8) 4-dr., $2,- 
575*. °55 Savoy (8) 4-dr., $1,060*; Plaza 
(6) 2-dr., $985. °54 Savoy 4-dr., $720. 
’51 Cranbrook 4-dr., $215. 
PONTIAC—’57 Chieftain (8) Catalina, $2,- 


$650. 


(ps), $3,100*. 


its factory fresh? 


its 

ot 
to be... 
its a 


Dry Charge Delco 


Even the most skeptical customers are a cinch to 
convince with a Dry Charge Delco battery. 


First, show them that the battery is bone-dry. Then 
let them see you pour in the electrolyte from 
Delco’s convenient, disposable container. And be 
sure to explain that the battery doesn’t start 
“living” until the moment you add the fluid—so it's 
got to be factory-fresh! It's a sure-fire way to sell 
the best in batteries—let 'em sell themselves! 


With Dry Charge Delco batteries you can stock 
odd sizes and never miss a sale. Stack 'em right 
on top of each other; the sturdy new Delco carton 
will protect them. There’s a Dry Charge Delco 
made for every purse and purpose. And regard- 
less of how cantankerous a battery customer can 
get, you can make him happy with a fresh, new 
Dry Charge Delco battery that simply can't get 


old before it’s sold. 


General Motors leads the way— STARTING with Delco batteries 


ON TV... Spectacular "Wide Wide World” on NBC Network. 


TUNE IN 


ON RADIO... Lowell Thomas: Newscast on CBS Network. 


See your local listings for time and station. 


900*; $2,765*. '55 Chieftain (8) 4-dr.. $1. 
375*. ‘52 Chieftain (8) 4-dr., $3759, 
WILLYS—’54 station wagon, $1,075. ‘gg 
Jeep, $480. 
MISCELLANEOUS — '54 Chevrolet 
pickup, 2 at $675; Ford 
$695°. 


1 stem 
%-ton pickup, 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed. 
nesday. Prices are for sale of Nov. 21.) | 

(A very good sale today although 
threatening weather held back some clean | 
cars. Sold 133 out of 170 offerings.) 

BUICK—’56 Special Riviera, $2,145*. ‘557 
Special 2-dr., $1,200. '54 RM 4-dr., $1. 
350*, $1,175*. '52 RM _ Riviera, $555%% 
Special 2-dr., $295*. '51 Special 2-dr 
$200. '50 Super 2-dr., $235; Special 4-dr, 
$180. ’ 

CADILLAC—’52 (60) Special $1,< 
190*. '49 (62) 4-dr., $455*. 

CHEVROLET—’56 Bel Air (8) 4-dr., $1. 
850; Two-ten (8) 2-dr., $1,500*. "55 Two 
ten (8) 2-dr., $1,315; 4-dr., $1,165. "§¢” 
Bel Air 4-dr., $995*; Two-ten 2-dr., $950, 
$875, $775. '53 Two-ten Sport coupe, 
$795; 4-dr., $630, $595, $585; 2-dr., $595, 7 
$570; Bel Air 2-dr., $650. °52 SL Deluxe 
4-dr., $440, $385°; 2-dr., $315*. ‘51 
Deluxe 4-dr., $170; 2-dr., $495, $270%; 
coupe $275. '50 SL Deluxe 4-dr., $295, 
$280, $270; coupe, $275; 2-dr., $230. ‘49 
SL Deluxe 2-dr., $290, $220; coupe, $275, 
$195; club coupe, $260, '47 SM 4-dr,, 
$105, '39 Deluxe 2-dr., $205. 

DODGE—’53 Coronet 4-dr., $580*; Mead. 
owbrook 4-dr., $340. °51 Meadowbrook 
4-dr., $110. 

FORD—’ 57 Fairlane (8) 2-dr., $2,340*. '5§ 
Fairlane (8) 2-dr., $1,415; Fairlane (6) 
4-dr., $1,100; Main (8) 2-dr., $875. ‘54 
Custom (8) 4-dr., $930°, $845, $775*; 
2-dr., $885, $695; Main (8) 2-dr., $640, 
"53 Main (8) 2-dr., $510. '52 Custom (8) 
4-dr., $600, $560, $370*; 2-dr., $400*; 
Main (8) Business coupe, $400. 51 Cus- 
tom (8) 4-dr., $445, $400°, $395, $370, 
$320*, $300, $170*, $150; club coupe, 
$370, $330; Victoria, $410°; Custom (6) 
4-dr., $550; 2-dr., $355; Deluxe (8) 2-dr., 
$250, $225; Deluxe (6) 2-dr., $170. ‘50 
Custom (8) 4-dr., $455, $275, $215, $200, 
$175; coupe, $410; 2-dr., $395, $285, $250, 
$170, $120; Custom (6) 2-dr., $240; De 
luxe (8) 2-dr., $190. "49 Custom (8) 4 
dr., $250°; 2-dr., $145, $140. '47 Deluxe 
(8) coupe, $230; club coupe, $105. ‘37 
Deluxe 2-dr., $155. 

LINCOLN—’51 Cosmopolitan 2-dr., $240*, 

MERCURY—’51 Custom 4-dr., $280, $250°*, 
$235. '50 Custom 2-dr., $250. 

OLDSMOBILE—'53 (88) 4-dr., $680°. '52 
(88) 4-dr., $280°, ‘51 (88) 4-dr., $280, 
’50 (88) 4-dr., $200*, $170°; 2-dr., $370°*, 
$280°. °37 2-dr., $110. 

PACKARD—’'50 Clipper 4-dr., $185°. 

PLYMOUTH — '54 Savoy 4-dr., $800. ‘53 
Cranbrook 2-dr., $500. ‘52 Cranbrook 
4-dr., $400. 51 Cranbrook 2-dr., $315. 

PONTIAC — '55 Chieftain (8) 4-dr., $1,- 
300°. '52 Chieftain (8) 4-dr., $520°; 2- 
dr., $345°, °50 Silver Streak (8) 2-dr., 

'53 4-dr., 


$165°. 

WILLYS — $360°. 
wagon, $270. 

MISCELLANEOUS—’55 Ford %-ton pick- 
up, $855. °51 Ford %-ton pickup, $480; 


Dodge %-ton pickup, $250. "41 GMC 1%- 
ton stake, $140. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 

Wednesday. Prices are for sale of Nov. 21.) 
(Demand continuing very well on clean 
units. Not much change in prices from 
the past several weeks. Sold 70 cars out 
of 86 offerings.) 

BUICK—’55 Century Riviera, $1,630°. ‘54 
RM Riviera, $1,270* (ps); Special 4-dr., 
$1,015. '51 RM 4-dr., $380°; Special 4- 
dr., $400°; Super 4-dr., $320*. 

OCHEVROLET—’56 Bel Air (8) 4-dr., $1,- 

. "55 One-fifty (8) coupe, $1,190. 

., $785. ’53 Bel Air 4- 

dr., $740. '52 SL Deluxe 2-dr., $385°. ‘51 

SL Deluxe 4-dr., $475*, $375; 2-dr., 

$310* FL Deluxe 4-dr., $290. "50 SL De- 

luxe 2-dr., $300; 4-dr., $205*; FL Deluxe 
2-dr., $160. 

CHRYSLER—’50 Windsor conv., $195. 

DeSOTO—'52 Custom 4-dr., $360. 

DODGE—’55 Coronet (6) 4-dr., $1,100. "54 
Royal (8) 4-dr., $1,000*%. °53 Coronet 
Diplomat, $675*. '52 Coronet conv., $310. 
"51 Coronet Diplomat, $360°*. 

FORD —.'55 Thunderbird, $2,195*; Ranch 
Wagon, $1,275; Fairlane (8) 2-dr., $1,- 
275; Custom (8) 4-dr., $1,240°; 2-dr., 
$1,200*. '54 Ranch Wagon, $900; Custom 
(8) 4-dr., $850; Custom (6) 4-dr., $650. 
"53 Main (6) 2-dr., $630; Custom (8) 
2-dr., $540°. '52 Main (8) 4-dr., $340°*. 
’51 Custom (8) Victoria, $400, $375°*; 
station wagon, $380; 2-dr., $300, $125; 
Deluxe (8) 2-dr., $300, $225. '49 Custom 
(8) 2-dr., $125; Custom (6) club coupe, 
$115; 4-dr., $105. 

HUDSON—’52 Hornet 4-dr., $190*. 

MERCURY — ’55 Monterey Hardtop, $1,- 
675*, $1,440°; 4-dr., $1,175. ‘51 2-dr., 
$375°*. 

NASH—'51 Statesman 4-dr., $110. 

OLDSMOBILE — '56 (88) Super Holiday, 
$1,975* (ps). °54 (88) 2-dr., $1,290*, ‘51 
(88) 4-dr., $425°. 

PLYMOUTH—’55 Plaza (6) 4-dr., $900. '54 
Belvedere Hardtop, $950*%; Plaza 2-dr., 
$560. °53 Cambridge 4-dr., $370. '52 Cam- 
bridge 2-dr., $280. '51 Cranbrook 2-dr., 
$250. '49 Deluxe 4-dr., $175. ’47 station 
wagon, $155. 

PONTIAC — '56 Chieftain (8) 4-dr., 
800*. '53 Chieftain (8) 4-dr., $700*. 

WILLYS—’47 Jeepster, $320. 

MISCELLANEOUS — ’55 Chevrolet %-ton 
pickup, $790; Ford %-ton pickup, $925. 
‘53 Chevrolet %-ton pickup, $640. 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov. 21.) 

(Due to the holiday the consignment 
was very low, but prices in general were 
very good, Sold 50 cars out of 81 offer- 


ings.) 

BUICK — '55 Super 4-dr., $1,775* (ps); 
Special 2-dr., $1,575*. °54 Super 2-dr., 
$1,275*; Special 2-dr., $1,220* (ps), $1,- 
010; Century 4-dr., $1,175*. °53 Special 
4-dr., $710*; 4-dr., $610. '50 RM 2-dr., 
$230*; Special 4-dr., $115*. 

CADILLAC—'56 (62) 4-dr., (ps). 
’53 (62) 4-dr., $1,150*. 

CHEVROLET—’'55 BelAir (8) 4-dr., $1,- 
315*; 2-dr., $1,140*, $1,135; Two-ten (8) 
2-dr., $1,225*%; Two-ten (6) 4-dr., $1,- 
090; One-fifty (6) 2-dr., $845. °53 Bel 
Air 2-dr., $635; Two-ten 4-dr., $635, °52 
SL Deluxe club coupe, $400. ’°51 SL De- 
luxe 2-dr., $230, $165. 

DODGE—’'50 Meadowbrook 4-dr., $125. 

FORD—'57 Fairlane (8) 500 2-dr., $2,325; 
Custom (8) 300 4-dr., $2,175*. ’55 Country 
sedan, $1,605; Custom (6) 2-dr., $1,000. 


(Continued on Page 118, Col. 1) 


4-dr., 


"52 station 


$1,- 


$3,965* 





“YOU BET IT’S A GOOD DEAL... 


having ethylene glycol antifreeze installed at the factory!’’ 


“Our factory sure is saving us a lot of headaches by installing glycol 
antifreeze right on the assembly line. It pays off all the way around. 


“First, it’s the kind of antifreeze our customers want. They know 
glycol antifreeze permits efficient operation of a car’s cooling 
system. They want all the heat they can get from the heater. They 
want sure protection all winter long without worrying about 
sudden weather changes. 


“Now look at it from our side. Add up the time and labor, the mess 
and bother of draining a cooling system completely. Factory 
installation saves us all that . . . so our glycol antifreeze profit is 


pure profit on every car, instead of the marginal profit we get 
when we have to install it ourselves. 


“And there’s no more danger of cars being delivered with insuf- 
ficient protection! Besides, when engineering-approved glycol 
antifreeze is factory installed, it gives us another selling point on 
quality. Customers know it must be best for their car. And it’s 
this kind of quality service that kéeps customers coming back— 
for service .. . for parts and accessories . . . for another new car!” 


The Dow Chemical Company formulates ethylene glycol antifreeze 
to meet the specifications of individual automobile manufacturers. 


The Dow Chemical Company, Midiand, Michigan 
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LOS ANGELES.—Smog could be 
largely eliminated within a year in 
Southern California if the auto- 


exhaust problem could be solved 
and if incineration of refuse were 
outlawed, according to Dr. W. L. 
Faith, vice-president of the Air Pol- 
lution Foundation, 





Not included are 
on to the retail 
buyer, such as State and local taxes, 

charges and optional 
equipment. 


BUICK — Special —4-dr. sed., $2,609; 
2-dr. sed., $2,545; 4-dr. hardtop, $2,729; 
2-dr. hardtop, $2,653; conv., $2,936; 4-dr. 
2-seat stat. wag., $2,996; 4-dr. 2-seat hard- 
top stat. wag., $3,116. Century—4-dr. hard- 
top, $3,296; 2-dr. hardtop, $3,212; conv., 
$3,540; 4-dr. 2-seat hardtop stat. wag., 
$3,648. Super—4-dr. hardtop, $3,623; 2-dr. 
hardtop, $3,478; conv., $3,843. Roadmaster 
—4-dr. . hardtop, $3,981; 2-dr, hardtop, $3,- 
872; conv., $3,994. (Dynafiow standard: on 
Century, Super and Roadmaster. Power 
steering standard on Super and Roadmas- 
ter.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,713; 2-dr. hardtop, $4,609; 4-dr. Sedan 
deVille hardtop, $5,188; 2-dr. Coupe deVille 
hardtop, $5,048; conv., $5,225; Eldorado 
Seville. 2-dr. hardtop, $7,218; Eldorado 
Biarritz conv., $7,218. Sixty Special—4-dr. 
hardtop, $5,539. Series 75—S8-pass. sed., 
$7,348; Imperial limousine, $7,586. (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-Fifty— 
4-dr. sed., $2,020; 2-dr. sed., $1,968; 


utility sed., $1,857; 2-dr. 2-seat stat. wag., 
$2,279. Two-Ten—4-dr. sed., $2,146; 2-dr. 
sed., $2,094; club cpe., $2,134; 4-dr. hard- 
top, $2,242; 2-dr. hardtop, $2,176; 2-dr. 
2-seat stat. wag., $2,374; 4-dr. 2-seat 
stat. wag., $2,428; 4-dr. 3-seat stat. wag., 


$2,535. Bel Air—4-dr. sed., $2,262; 2-dr. 
gsed., $2,210; 4-dr. hardtop, $2,336; 2-dr. 
hardtop, $2,271; conv., $2,483; 4-dr. 2- 


seat stat. wag., $2,552; 2-dr. 2-seat Nomad 
stat. wag., $2,729. Corvette—Hardtop cpe. 
or conv. (V-8 only), $3,437. 


CHRYSLER—Windsor—4-dr. sed., $3,030; 
4-dr. hardtop, °$3,159; 2-dr. hardtop, $3,- 
095. Saratega—4-dr. sed., $3,660; 4-dr. 
hardtop, $3,774; 2-dr. hardtop, $3,696. New 
VYorker—4-dr. sed., $4,108; 4-dr. hardtop, 
$4,194; 2-dr. hardtop, $4,137; conv., $4,- 
573.50. Station wagon prices not available. 
(Torque-Flite, power steering standard on 
Saratoga and New Yorker.) 


. CLIPPER—(Prices are for 1956 models.) 
—Deluxe—4-dr. sed., $2,731. Super—4-dr. 
sed., $2,866; 2-dr., hardtop, $2,916. Custom 
—4-dr. sed., $3,069; 2-dr. hardtop, $3,164. 

CONTINENTAL — 2-dr. hardtop, $9,- 
695. (Turbo-Drive, power steering, power 
brakes standard.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
723.50; 4-dr. hardtop, $2,858; 2-dr. hard- 
top, $2,782. Firedome—4-dr. sed., $2,897.50; 
4-dr. hardtop, $3,081.50; 2-dr. hardtop, 
4 $3,301. Firefiite — 4-dr. 
sed., $3,426.50; 4-dr. hardtop, $3,610.50; 
2-dr. hardtop, $3,553.50; conv., $3,830. 
Station wagon prices not available. (Torque- 
Fiite standard on Fireflite.) 

DODGE—Coronet 6—4-dr. sed., $2,410; 
2-dr. sed., $2,329.25. Coronet V-8—4-dr. 
gsed., $2,517.50; 2-dr. sed., $2,437; 4-dr. 
hardtop, $2,624; 2-dr. hardtop, $2,539; 
conv., $2,800.50. Royal V-8—4-dr. sed., 
$2,656.50; 4-dr. hardtop, $2,763; 2-dr. hard- 
top, $2,713.50. Custom Royal V-8—4-<r. 
sed., $2,826; 4-dr. hardtop, $2,935; 2-dr. 
hardtop, $2,865; conv., $3,091. Station 
wagon prices not available. 

FORD—(Prices are for 6-cyl. 
For V-8e, add $99.98). _Custem-— 


models. 
-4- ear. sed., 


How to End Smog 


Solve Auto Exhaust Problem and Ban 
Incinerators, Expert Says 


AUTOMOTIVE NEWS, DECEMBER 3, 1956 


Faith held out little hope for 
solution. of the exhaust problem, 
saying that the amount of ex- 
haust which must be controlled in 
order to end smog is still un- 
known. 


“For example,” he said, 


auto exhaust will reduce the fre- 
quency and severity of smog at- 
tacks by 50 percent, It may not 
reduce it at all. It may help. It 
may do the job completely.” 

Faith was one of the key panel- 
ists at the Second Conference on 
the Elimination of Air Pollution, 
held here. 


Faith emphasized there is ade- 
quate data to show that auto ex- 


haust is a major smog former in|. 


the Los Angeles atmosphere, Tests 
in large chambers, he said, demon- 


“no one| Strate that auto exhaust (in quan- 


can say that 50 percent control of! tities similar to those in the Los 


Current Prices on New Cars 


$2,004.18; 2-dr. sed., $1,952.90; business 2- 
dr., $1,840.94. Custom 300—4-dr. sed., 
$2,118.86; 2-dr., sed., $2,067.58. Fairlane— 
$2,248.66; 2-dr. sed., $2,197.38; 


4-dr, sed., 
4-dr. hardtop, $2,319.74; 2-dr. hardtop, 
$2,255.10. Fairlane 500—4-dr. sed., $2,- 


294.98; 2-dr. sed., $2,243.70; 4-dr. *hard- 
top, $2,366.06; 2-dr. hardtop, $2,301.42; 
conv., $2,467. 62. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,263.02; 2-dr, 2- 
seat Del Rio Ranch Wagon, $2,359.62; 4- 
dr, 2-seat Country Sedan, $2,413.62; 4-dr. 
3-seat Country Sedan, $2,518.38; 4-dr. 3- 
seat Country Squire, $2,645.94. Thunder- 
bird—Hardtop cpe. (V-8 only), $3,367.32. 


HUDSON—Hornet Super V-8—4-dr. sed., 
$2,750; 2-dr. hardtop, $2,840. Hornet Cus- 
tom V-8—4-dr. sed., $2,940; 2-dr. hardtop, 
$3,030. (Power brakes standard on Cus- 
tom.) 


IMPERIAL — Imperial — 4-dr. sed., $4, 
763.50; 4-dr. hardtop, $4,763.50; 2-dr, hard- 
top, $4,661. Crown—4-dr. sed., $5,324.50; 
4-dr, hardtop, $5,324.50; 2-dr. hardtop, $5,- 
187; conv., $5,516. LeBaron—4-dr. sed., 
$5,646. Limousine prices not available. 
(Torque-Flite, power steering, power brakes 
standard.) 


LINCOLN—Capri—4-dr. sed., $4,722; 4- 
dr, hardtop, $4,722; 2-dr. hardtop, $4,576. 
Premiere—4-dr. sed., $5,221.50; 4-dr, hard- 
top, $5,221.50; 2-dr. hardtop, $5,075.50; 
conv., $5,308.50. (Turbo-Drive, power steer- 
ing, power brakes standard.) 


MERCURY—Monterey — 4-dr. sed., $2,- 
605; 2-dr. sed., $2,536; 4-dr. hardtop, $2,- 
723; 2-dr, hardtop, $2,653; conv., $2,965. 
Montclair—4-dr. sed., $3,148; 4-dr, hardtop, 
$3,277; 2-dr. hardtop, $3,196; conv., $3,390. 
Station wagons—Commuter — 2-dr. 2-seat, 
$2,863; 4-dr. 2-seat, $2,933; 4-dr. 3-seat, 
$3,030. Voyager—2-dr. 2-seat, $3,363;. 4-dr. 
3-seat, $3,530. Colony Park—4-dr. 3-seat, 
$3,637. (Mere-O-Matic standard on Mont- 
clair; Voyager and Colony Park.) 

METROPOLITAN — z-dr. hardtop, $1,- 
527; conv., $1,551. 

NASH — Ambassador Super V-8 — 4-<dr. 
sed., $2,750; 2-dr. hardtop, $2,840. Ambas- 
sador Custom V-8—4-dr. sed., $2,940; 2-dr. 
hardtop, $3,030. (Power brakes standard 
on Custom.) 


OLDSMOBILE—Series 88 — 4-dr. 
$2,756; 2-dr. sed., $2,691; 4-dr. hardtop, 
$2,890; 2-dr. hardtop, $2, 812; conv., $3,- 
140; 4-dr. 2-seat stat. wag., $3,160; 4-dr. 
2-seat hardtop stat. wag., $3,271. Super 88 
—4-dr. sed., $2,988; 2-dr. sed., $2,926; 4- 
dr, hardtop, $3,215; 2-dr. hardtop, $3,138; 
conv., $3,405; 4-dr. 2-seat hardtop stat. 
wag., $3,499. Series 98—4-dr. sed., $3,691; 
4-dr. hardtop, $3,963; 2-dr. hardtop, $3,- 
887; conv., $4,167. (Jetaway Hydra-Matic, 
power brakes, power steering standard on 
Series 98.) 


PACKARD — (Prices are for 1956 mod- 
els) — Executive—4-dr. sed., $3,465; 2-dr., 
hardtop, $3,560. Patricilan—4-dr. sed., $4,- 
160. 400—2-dr, hardtop, $4,190. Caribbean— 
2-dr. hardtop, $5,495; conv., $5,995. (Ulitra- 
matic standard on all models. Power steer- 
ing and power brakes’ standard on Carrib- 
bean.) 

PLYMOUTH—( Prices are for 6-cyl. mod- 
els. For V-Ss, add $100.) Plaza—4-dr. sed., 
$2,024.75; 2-dr. sed., $1,978.25; bus. cpe., 
$1,868.75. Savoy—4-dr. sed., $2,163.50; 2- 
dr. sed., $2,117.25; 2-dr. hardtop, $2,199. 
Belvedere—4-dr. sed., $2,279.75; 2-dr. sed., 
2,233.25; 4-dr. hardtop, $2,388.25; 2-dr. 
hardtop, $2,318.25; conv, (V-8 only), $2,- 
607.75. Station wagon prices not available. 


PONTIAC—Chieftain—4-dr. sed., $2,492; 
2-dr. sed., ‘$2, 428; 4-dr, hardtop, $2, 579: 


sed., 








2-dr. hardtop, $2,494; 2-dr. 


2-seat stat. 
wag., $2,806; 4-dr. 3-seat stat. wag., $2,- 
863. Super Chiet—4- dr. sed., $2,629; 4-dr. 


hardtop, $2,758; 2-dr. hardtop, $2,700; 4- 
dr. 2-seat stat. wag., $2,986. Star Chief— 
4-dr. deluxe sed., $2,804; 4-dr. custom 
sed., $2,861; 4-dr. hardtop, $2,940; 2-dr. 
hardtop, $2,866; conv., $3,070; 2-dr. 2-seat 
Safari stat. wag., $3,446. 


RAMBLER—Deluxe Six—4-dr. sed., $1,- 
925. Super Six—4-dr. sed., $2,065; 4-dr. 
hardtop, $2,150; 4-dr. 2-seat stat. wag., 


$2,352. Custom Six—4-dr. sed., $2,155; 4- 
dr. 2-seat stat. wag., $2,442. Super V-8— 
4-dr. sed., $2,195; 4-dr, 2-seat stat. wag., 
$2,482. Custom V-8—4-dr. sed., $2,285; 4- 
dr. hardtop, $2,370; 4-dr. 2-seat stat. wag., 
$2,572; 4-dr. 2-seat hardtop stat. wag., 
$2,657. 

STU DEBAKER—Champion 6—4-dr. cus- 
tom sed., $2,048.89; 4-dr. deluxe sed., $2,- 
170.79; 2-dr. custom sed., $2,000.59; 2-dr. 
deluxe sed., $2,122.99. Commander V-8— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,242.09. President V-8 
-4-dr. sed., $2,407; 2-dr. sed., $2,357.99. 
President Classic 4-dr. sed., $2,538. 
Station wagons—2-dr. 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,- 
504.69; 4-dr. 2-seat Provincial V-8, $2,- 
560.72; 4-dr. 2-seat Broadmoor V-8, $2,- 
665.97. Hawks—Silver Hawk 6 cpe., $2,- 
141.59; Silver Hawk V-8 cpe., $2,263.17; 
Golden Hawk V-8 2-dr. hardtop, $3,181.82. 
(Overdrive standard on Golden Hawk.) 


Angeles atmosphere) will produce 
typical oxidant and eye irritation 
when subjected to sunlight. 

He said also that a study of wind 
paths in the Los Angeles Basin 
show that air masses of high ozone 
value and noticeable eye irritation 
nearly always pass over heavy traf- 
fic areas. In many cases, he said, 
these wind paths have not passed 


over any other major pollution: 


sources, 

In answering the question, 
“What scientific evidence do we 
have that auto exhaust is a major 
smog former?” Faith said this 
evidence falls into four categories: 
The nature of the smog-forming 
reaction, the amount of exhaust 
emission, the type of exhaust 
emission and the high concentra- 
tion of exhaust emissions in 
smoggy areas. 

Faith said that the basic needs, 
as he sees them now, are: 

1. A firm estimate of the amount 
of hydrocarbons that can be elim- 
inated by the use of an induction 
device. 

“We look to the auto industry 
and to the Air Pollution Control 
District to make this determination 
and to come to a mutual agree- 
ment,” he said. 

2. Determine the smog - forming 
potential of individual hydrocar- 
bons or classes of hydrocarbons 
present in auto exhaust. He said 
this study is necessary before an 
adequate analytical method can be 
devised. The Foundation currently 
has projects at Stanford Research 
Institute and Midwest Research In- 
stitute aimed at answering this 
question. 

3. Identify specifically the ex- 
tremely complex role of oxides of 
nitrogen in the smog-forming reac- 
tion. He said this involves deter- 





mination of the type and amount 
of oxides of nitrogen in the exhaust 
of an average automobile. The pri. 
mary problem, he pointed out, is to 
determine if nitrogen oxides dimin. 
ish or decrease in importance ag 
hydrocarbons are reduced. The Con. 
trol District, the Foundation ang 
the Coordinating Research Coungij 
each have projects aimed at an. 
swering this question. 


4. Continue the development 
and testing work on induction 
devices because it’s too early to 
assume that an induction device 
in combination with some other 
device—say, a nitrogen oxide re- 
ducer—will not contribute greatly 
to smog elimination. Faith said 
the current disappointment in this 
field may be based on unsuitable 
analytical methods, so develop- 
ment werk must continue. He 
said this development must come 
from the industry in conjunction 
with test work by the Control 
District. 

5. Study exhaust-system devices 
at a much increased rate of effort, 
He said that the most important 
facet of this is the fundamental 
work on the requirements of any 
oxidation system and the building 
of catalysts that will operate effec- 
tively in the presence of lead com- 
pounds. In the meantime, he said, 
studies of afterburner design can 
well be pushed. The chemical and 
automotive industries, he said, are 
best equipped to carry on this type 
of work. 

6. Reduce 
nitrogen. 

The Foundation has one project 
aimed at the solution of this prob- 
| lem, but this is inadequate, he said. 


amount of oxides of 


It looks to the chemical industry 
as a copartner, he said. 


New Commercial Car Registrations, 
23 States for October, 1956-55 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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13 States Previously *56) 5| 3380) 74) 529| 2872) 904; = 1289) 163) 32) 8! 195 415) 150} 10089? 
Reported for October “55 3} 4150) 84| 685; 2736| 124) 1120} __ 191! | 42] 1B ee 440; 76 Ee 10925 
Kansas "56 344 i 48 378 | 155 . 5| 10) |)C«S 13 1065 
‘55 647 7 53) 477 148 131) 4) 13} 10} 33 3) 1526 
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‘55 ee 4|_ 112} 255) bt] 105) 5| ae) 6) 8 

Montana "56 | 159) 47)| 149 él 82 —_— ta 2| 6 4) 62) 9 Bd 
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‘55 | | __ 140) | 34; 43] 8| ' 4) 2| 24 3) 465 

South Dakota *56) | 18 2] 23) 101} 7 113) ! | 12) 2 413 
55) | _ 126 29| 124) —S 30 59 » 2} | @ 

Tennessee "56 mol 2) 59 345) 165 205} | 5 4 19) 4) #4 122 
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To Date *55/ 797| 241512 2797; 51745) 228511; 60815) 813% 2303 8770; 10902) 19930) 6124 722648 








“The information contained in this report has been compiled from official state a! Every reasonable precaution has bees 
exercised to insure accuracy of this report to the extent of the registrations received and a ~ at fe time the report is published. 


R. L. Polk & Co. cannot assume any liability 


by reason of inaccuracies or omissions.""—R. 


New Passenger Car Registrations, 22 States for October, 
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are released here weekly, as 
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Delaware "56 3 7 2) 24 YS] CMa) ta 387 7 8 | “5 7 14; 300,—=—«<‘Y 3 7 2-2 10) 1247 
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‘The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 


Polk & Co. 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R. L. 
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Automotive designers who keep an eye on angles know the 
value of Sharon Stainless Steel. 
There are plenty of angles to the rakish appearance ofa 
modern motor car and more of them are being accentuated 
with trim and accessory pieces of bright, ever new Sharon 

Stainless Steel. 

It has the rich, luxurious appearance that spells quality. It defies 
fiying stones, grit and everyday road abrasions; will not peel, 
flake, corrode or wear away. A damp cloth will restore its natural 

beauty in seconds. 

You will see much more of this enduring 
metal on cars, appliances, buildings— where 
ever beauty and long wear are essential. 


SHARON > 
“Sa oe 


ho 
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Brings Year’s Total to 241... 





DeSoto Signs 92 New Dealers 


DETROIT. — DeSoto has an- 
nounced that it has signed seven 
new exclusive DeSoto dealers and 
85 dual dealerships during the two- 
month period ending Nov, 14. 

This brings to 241 the number 
of new dealer agreements signed 
since Jan. 1, 1956, according to 
J. B. Wagstaff, sales vice-presi- 
dent. 

DeSoto officials believe this is the 
largest dealer sign-up since DeSoto 
was introduced in 1928. 

The exclusive dealerships are 
ABC Motors, Inc., Wichita; Nesbitt 
Truck & Tractor Co., Gadsden, Ala.; 
Glover Motors, Inc., Asheville, N. C.; 
Elie Lam Motor Co., Wichita Falls, 
Tex.; Oneto Bros. Garage, Inc., Sut- 
ter Creek, Calif.; Glenn Walker'| 
Grosse Pointe, Inc., Grosse Pointe) 
Woods, Mich., and Jones Co., Hu- 
ron, S. D. 

Dealers in the east include: La- 
conia Garage Co., Inc., Laconia, 
N. H.; Buskist Motors, Jamestown, | 
N. Y.; Anderson Motors, Attleboro, | 
Mass.; Dennisport Motors, Inc.,| 
Dennisport, Mass.; Doylestown Mo- 



















Watch 
“WIDE WIDE WORLD” 
Sundays on NBC-TV 


wow 


Compressor 


by 
Frigidaire 


tor Co., Doylestown, Pa.; 
Bros. Motor Sales, Hudson, N. Y.; 
Harris Auto Sales, Providence; 
Schuman-Goren Motors Corp., 
Brooklyn, N, Y.; Balard Motors, 
Inc., Hicksville, N. Y.; Fairway 
Jamaica Corp., Jamaica, N. Y.; Al- 
fred Goodman, Inc., New York; 
Long Island Motors, Inc., Woodside, 
N. Y.; Ostendorf Motor Car Corp., 


Buffalo; Walden Motors, Inc., Buf-| 
falo; Furnans Auto Sales, Inc., New | 
Bedford, Mass.; Dale Motors, Inc.,| 


Freeport, N. Y.; McClain Motors, 
Inc., Malone, N. Y.; Milton Motor 
Mart, Inc., Dorchester, Mass., and 
Herbert Faris, Inc., New York. 
Central area: Cliff Howard Mo- 
tors, Newport, Ky.; Hamrick Mo- 


Albuquerque Moves 

ALBUQUERQUE, N. M. — Two 
used-car dealers here have moved 
to downtown locations. El Rancho 
Auto Sales is now at Mountain Rd. 
and 4th St. Lovelady-McKee’s used- 
car lot has opened at 4th and Sil- 
ver Sts. 


THE 


Harrison 


Harrison 


Cadillac, 


Canape | 


3, 1956 


tor Co., Mobile, Ala.; Victor Mo- 
tors, Bristol, Va.; Vernon M. Ball, 

Inc., Dowagiac, Mich.; Louis Rose 
| Highland Park Co., Highland 
| Park, Mich.; Gor-Dell, Inc., Ypsi- 
lanti, Mich.; Bedford Service, Inc., 
Bedford, Pa.; Painter & Wood, 
Elkins, W. Va.; Bell Motor Sales, 
Sharon, Pa.; Westcott Motors, 
Inc., Fort Myers, Fla. 

Central Motor Sales, Inc., Hick- 
| ory, N. C.; Genthe Motor Sales, Inc., 
| Lincoln Park, Mich.; Husak’s Dear- 
|}born DeSoto-Plymouth, Dearborn; 
|Jim Kelly, Inc. Roseville, Mich.;| Plymouths Only_— 

)Lorren Hadley Motors, South! joe Schwab, left, of Joe Schwab Mo- 
| Haven, Mich.; Hoffman Bros. of tors, Inc., receives his exclusive Plymouth 

Huntingburg, Inc. Huntingburg, ) franchise from Hugh Cochran, Plymouth 
| Ind.; Thompson Motors, Charleston, | seattie regional manager. First Seattle 
| W. Va.; Cheviot Auto Sales, Inc.,| dealer awarded an exclusive Plymouth 

Pipmeth, the, Mansfield. ©; Seven! dealership, Schawb has been in the auto- 

Leo Adler, Inc., Detroit; Eckard 
|Sales & Service, Eaton Rapids, 








motive business for 20 years. © 





| Sales & Service, North Manchester, 
|Mich.; Rohn’s Sales & Service,|Ind.; Roti Motors, Inc., St. Joseph, 

Frankfort, Mich.; Max A. Jenks,| Mich.; Herscher- Tyner, Warsaw, 
| Ludington, Mich.; Manchester Auto| Ind.; Costlow Motor Sales, Johns- 





HARRISON 
AIR- 


CONDITIONS 
FAMOUS 


GM FIVE! 


Cool air by the carload 
for Cadillac, Buick, 
Oldsmobile, Pontiac 
and Chevrolet 





Again this year .. . Harrison adds a new degree of comfort to 
the world’s finest cars! Through blistering heat or wilting 
humidity, passengers can enjoy the cool, fresh-air comfort of 
Harrison’ 
and highly efficient, Harrison Air Conditioning makes 
warm-weather driving a cool breeze. For over 46 years, 


s new, improved, 1957 air conditioning. Compact 


has supplied leading automotive manufacturers with 


top-quality heat-control products. That’s why you'll find 


Air Conditioners specified on the new 
Buick, Oldsmobile, Pontiac and Chevrolet. 


. TEMPERATURES 
WSO aie 
TO 
; RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 
ORDER 


town, Pa., and Carbon City Motorn 
St. Marys, Pa. 

Midwest: Bill Hawley, Inc., Ma. 
son City, Ia.; Cunningham Motors 
Waynesville, Mo.; Gulfport DeSoto. 
Plymouth, Inc., Gulfport, Miss, 
Threadgill - Rumage Motors, Hum. 
boldt, Tenn.; A. J. Thomas, Ine, 
West Memphis, Ark; Sharkey @ 
Mann, Windom, Minn.; Main Street 
Motors, Inc., Belleville, Ill.; Beyer 
Motors, Inc., St. Louis; Funderburg 
Garage, Calhoun City, Miss.; Bled. 
soe Motor Co., Shreveport, La. 

Jenson Auto Sales, Inc., Chi- 
cago Heights, Ill.; Standard Sales, 
Chetopa, Kans.; Rhodes Motors, 
Inc.; Lafayette, La.; Rhodes Mo- 
tors, New Iberia, La.; Jefferson 
Motor Co., Pine Bluff, Ark.; Bar. 
nard-Johnston Motors, Springhill, 
La.; Mallory & Sons, Mattoon, 
Ill.; City Service Co., Inc., Evans- 
ton, Wyo.; Tri-Motors, Inc., Fort 
Atkinson, Wis.; Tri County Motor 
Co., Manhattan, Kans.; Marquette 
Implement Co., Marquette, Kans.; 
Noble Motor Co., Weeping Water, 
Neb., and Olds Motor Co., Wil- 
son, Kans. 

Western: Tim Carter DeSoto, Ft, 
Worth; Oscar G. Yaegar, Covina, 
Calif.; Art Frost-La Brea, Los An- 
geles; Atlantic Motors Co., Los An- 
geles; Swanson Motor Co., Ana- 
cortes, Wash.; Riverside Motor Co, 
Mount Vernon, Wash.; Shannon 
Motors, Lockhart, Tex.; Krumm 
Motors, Inc., Sherman, Tex.; Byron- 
Wood Motors, Fullerton, Calif.; E. 
L. Thornton Motor Sales, Abilene, 
Tex.; Simmons Motor Co., Austin, 
Tex.; Bryant Motors, Stamford, 
Tex.; Sandy Neill, San Pedro, Calif.; 
Studio Motors, Inc., North Holly- 
wood, Calif.. and Verdugo Motors, 
Tujunga, Calif. 


Ford Is First 
In NASCAR 
Grand National 


DAYTONA BEACH, Fia.—Ford 
has been announced as the high 
point car in the 1956 NASCAR 
grand national championship cir- 
cuit final standings, winning 14 
races and collecting 912 points. 


Chrysler, ranking fourth in total 
number of points with 431, won 
more races, 22 against three for 
second-place Chevrolet and 11 for 
third-place Dodge. Mercury won 
five events and Oldsmobile, one. 
Chevrolet got 598 points and Dodge, 
536. . 


Chrysler also attained the best 
racing average, based on the num- 
ber of cars in competition, hitting 
the .507 mark. 


There were 14 makes of cars 
listed in the 56 grand national 
championship races in the U. S. and 
Canada. There were 1,499 cars com- 
peting, 7,258 miles of racing and @ 
total of 160,453 car miles. Prize 
money totalled $381,225. 

Buck Baker, of Charlotte, N. C., 
the new national champion, achieved 
most of his success during the sea- 
son in a Chrysler, winning nine of 
his 14 victories in that make and 
the remaining five in a Dodge. He 
also drove a Ford and a Plymouth 
Fury. 

More than half of Baker’s points 
were earned in a Chrysler. His total 
of 9,272 was short of Tim Flock’s 
1955 record high of 9,596. Baker 
earned $29,790, plus additional sums 
from endorsements, his share of 
the point fund and special awards. 


Divco to Increase 
Production 33 Pct. 


ATLANTIC CITY. — Favorable 
response to two newly engineered 
Divco trucks at the 20th annual 
National Dairy Industries Exposi- 
tion has led Diveo Truck division, 
Divco-Wayne Corp., to increase its 
overall production schedules by 33% 
percent. 

The announcement by G., E. 
Muma, president, emphasized the 
optimism expressed at a dealer con- 
ference held at the convention. The 
conference was conducted by Roy 
H. Sjoberg, sales vice-president. 

The two new vehicles are a 130- 
inch- wheelbase wholesale - delivery 
truck with a 12-foot cargo com- 
partment and a retail delivery truck 
with a wheelbase of 100 inches. 


For the 
read John 
on Page 3. 


lowdown on dealer thinking, 
O. Munn’s column each week 




















Meet our big, beautiful showoff 


= at the New York Auto Show 
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. We could tell you how exciting it is to have a De Soto franchise 
right about now, (but just ask any De Soto dealer). 
We could tell you that De Soto dealers are selling a totally new car instead 

, of a chromed up face-lift, (but that’s pretty evident). 

: We could also tell yo: that folks who buy new automobiles love 

: De Soto. (And we’ve got the orders to prove it.) 

? But, look . . . you can save yourself a lot of time. Visit the Coliseum. 

$ Drop by the DeSoto exhibit for just a few minutes. Cock your ear 


and listen to what Mr. and Mrs. America are saying about 
the 57 De Soto. Then you’ll know for sure why ... 


'or 


it pays to be a De Soto dealer! 
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Used-Car Auction Prices 


"53 Crest (8) Victoria, 


Custom (8) 2-dr., § 


"82 Ranch Wagon, $650. '51 Custom 


2-dr., S175. "50 Custo 


HUDSON--'53 Jet 4-dr., 
KAISER—’'53 Custom 4-dr., $135. 
MERCURY—’'55 Monterey club coupe, $1,-| FORD—’'55 


555* (ps). 
OLDSMOBILE—'51 (98 
(88) 4-dr., $160°*. 
PACKARD—'53 Clipper 





(Continued from Page 112) 


$815* (ps), $700; 
650*; 4-dr., $650.| $325, 
(8); $255. 
m (8) 2-dr., $180. 
$150. 765* (ps). 


DODGE 


) 4-dr., $130. °50} on, $800, $720; 


sedan, $450, 


'50 4-dr., $125. 
Custom (8) 
dr., $1,080. '53 Custom (8) station wag- 
’52 Custom 
(8) 2-dr., $500; 4-dr., $455; Custom (6) 
2-dr., $255*. '49 4-dr,, $115. 


2-dr., 


4-dr., 
$600. 


$470. 


PLYMOUTH ’51 Cranbrook club coupe, | UEINCOLN—'56 Capri 2-dr., 
$225, $120. ‘50 Cranbrook club coupe,| MERCURY "52 4-dr., 
$145, | $295*. 50 2-dr., $175. 

PONTIAC—'52 Chieftain (8) 2-dr., $240,| NASH 


$235*. 

‘50 Silver Streak (8) 
MISCELLANEOUS 

panel, $540 


SYRACUSE 


(Syracuse Auto Aucti 
Wednesday. Prices are fc 
(Hottest holiday sale 


"51 Silver Streak (8) 


2-dr., $165. 
4-dr., $160", 


$170. 
OLDSMOBILE.. 


of the year, There $425. 


were plenty of clean cars and plenty of 


good buyers. The sale was alive I , 
fast and furious activity.) MANHEIM, PA. 
BUICK—’'53 Super 2-dr., $630* (ps). ‘51! 
Super 2-dr., $205. ‘50 Special station| day. Prices are for sale of Nov. 23.) 
wagon, $410*; 4-dr., $170*. 
CADILLAC—'51 (62) conv., $795* | 343 cars, 
CHEVROLET—'55 Two-ten (6) 4-dr., $1,-| changing hands, 
020°. °53 Two-ten 2-dr., $615, $530. '52) very 
SL Deluxe 2-dr., $495, $430; 4-dr., $440,| mark, ‘‘a terrific sale.’’) 


with 


"50 4-dr., 


$125°*. 


$1,085; 





$340; Hardtop, $420, '51 SL Deluxe 2-dr., 
$205. '50 SL Deluxe Bel Air, $280, 
’49 SL Deluxe 2-dr., $125, 


CHRYSLER — '55 Windsor Newport, $1,- 


$2,845° 
’51 2-dr., 


"53 conv., $400. ’52 station wagon, 


$260, $170. 


(8) 4-dr., $310. 
$155. 
’48 Jeepster, 


- "54 Chevrolet 1%-ton! pacKkARD—'51 4-dr., $270*. 
PLYMOUTH—'52 2-dr., 
dr., $245, '50 2-dr., $110. °49 4-dr., $110. 
| PONTIAC—’52 Chieftain 
on, Sale every) STUDEBAKER—'51 4-dr., 
or sale of Nov. 21.)| WILLYS "52 2-dr., $130. 


(Manheim Auto Auction, Sale every Fri-| 


(Today we enjoyed a consignment of 
with better than 80 percent 
The market was very, 
strong. Someone was heard to re- 


CADILLAC—’ 56 


'56 RM Riviera, $2,625* (ps); Super 4- 
dr., $2,360*; Special Hardtop, $2,330*, 
$2,250*; Riviera, $2,090%, $2,000*. ‘55 
Century Riviera, $2,020* (ps), $1,900* 
(ps); conv., $1,875*, $1,710*; coupe, $1,- 
850*; Super Hardtop, $1,970* (ps), $1,- 
835*, $1,750*; Special Hardtop, 3$1,810*, 
$1,635*; conv., $1,710*. ’'54 Century Rivi- 
era, $1,480*; RM Riviera, $1,260* (ps); 
Special 4-dr., $1,255, $1,160*. '53 Super 
4-dr., $835*; Special 2-dr., $800, $640, 
$590; Hardtop, $730; RM 4-dr., $760*, 
$695*, $600*, ’52 Super Hardtop, $570*, 
$525*; 4-dr., $450*; Special 4-dr., $340*. 
'51 RM 4-dr., $380*; Special 4-dr., $260. 
’50 Super 4-dr., $315*, $180*; Special 
4-dr., $100. '49 Super 2-dr., $175*. 


(62) 4-dr., $4,000* (ps); 
coupe, $4,000* (ps), $3,975* (ps), $3,910* 
(ps), $3,840* (ps). '55 (60) Special 4-dr., 
$3.160* (ps), $3,100* (ps), $2,725* (ps); 
(62) coupe, $3,015* (ps). ’54 (62) 4-dr., 
$2,540* (ps) '53 (62) 4-dr., $1,610* (ps). 


’52 (62) coupe, $1,220*; 4-dr., $1,120*. 
51 (62) 4-dr., $800. °50 (62) conv., 
$790*; 4-dr., $570*, $540*; coupe, $490*, 


$440*. '49 (62) 4-dr., $355; 2-dr., $280*, 


$255°*. 


CHEVROLET — '57 Bel Air (8) Hardtop, 
$2,450* (ps); Bel Air (6) Hardtop, $2,- 
350*; station wagon, $2,375*; Two-ten 
(8) 4-dr., $2,100, $2,020. '56 Bel Air (8) 
4-dr., $1,925*, $1,905*, $1,870*; Two-ten 
(6) 2-dr., $1,530. ’'55 Bel Air (8) 4-dr., 
$1,560*, $1,450*, 2 at $1,400*, $1,300, 
$1,210; conv., $1,200; Bel Air (6) 4-dr., 
$1,360*, $1,350*, $1,199; Two-ten (8) 


station wagon, $1,450*; 2-dr., $1,050. '54 


Two-ten station wagon, $1,050; 4-dr.,| 
$810; Bel Air 4-dr., $960*%; 2-dr., $905, 
$895; One-fifty 2-dr., $665. | 
CHRYSLER—’56 NY sedan, $2.970* (ps). 
’55 Imperial 4-dr., $2,120* (ps); Windsor 


Nassau, $1,710* (ps). '54 NY 4-dr., $1,- 
275* (ps). '52 Windsor 4-dr., $390 (ps). 


~ 
a 


xR 





’51 Windsor 4-dr., 
$160*, '49 NY 4-dr., $215". 
DeSOTO — '57 Firedome Hardtop, 


(ps) 


dome conv., 

$690*. 
DODGE 

(ps). 
Royal 
$1,450*. 
$475. 


"5S 


dr., 


“This is really a dre-a-m c-a-r 
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BUICK—’57 Century Riviera, $3,190* (ps). 


ices 
J > 
Hn = 
{f- 





” 


$260*,. '50 NY 4-dr., 
$3,260* 
(ps), °54 Fire- 
Firedome 4-dr., 


Sportsman, $3,225* 
$850*. °53 


'57 Coronet (8) Hardtop, $2,755* 
’56 Coronet (8) club coupe, $1,710*. | 
Lancer, $1,775* (ps), 





$1,560, | 
’53 Coronet Hardtop, $635*; 4- 
’52 Meadowbrook 4-dr., $330; 


Wayfarer 2-dr., $270. °49 Wayfarer 2-dr.,| 


$150. 


FORD 


(S) 


conv., 
430*, 





’47 4-dr., $105, '31 4-dr., $220. 

‘57 Thunderbird, $3,475*; Fairlane 
500 Victoria, 2 at §$2,550* (ps); 
$2,460; Fairlane (8) Victoria, $2,- 
$2,270; 4-dr., $2,350*%; Custom (8) 


| 
| 
| 
j 
| 
| 


| 
| 
| 
| 
} 


| 
| 





CARTER s CARBURETERS 


One of the most profitable steps in tuning 
cars to top smoothness is genuine Carter 
Power Center recarburetion. For full details 
call your Carter supplier ... right away. 


Most car owners want all the horsepower 
their cars were built to deliver. If you can 
restore like-new power and performance, 


they'll flock to your shop. 


CARTER 


I 


I 


HY 


CARBURETOR 


INDUSTRIES 


ORPORATED 


LOUIS 7, MISSOURI 





| WILLYS—'55 4-dr., $780. "52 


OLDSMOBILE—'55 


BUICK—’'56 Super Riviera, 


CADILLAC—’'56 
CHEVROLET—'56 Bel Air (8) 


——, 


300 2-dr., $2,300*, $1,970; Country sedan 
$2,290; Custom (8) 4-dr., $2,260; Custom 
(6) 2-dr., $1,930. '56 Fairlane (8) Vig. 
toria, $2,100*, $2,060*, $1,950*, $1,900. 
Country sedan, 2 at $2,050*, $2,000", $1,. 
900, $1,550; 4-dr., $1,780*; club sedan 
$1,775*, $1,550, $1,510*; Ranch Wagon 


$1,735*, $1,635; Custom (8) Vi toria, 
$1,720*; 4-dr.,, $1,530*, $1,310; 2-dr, 
$1,430, $1,425, $1,400, $1,330, $1,279. 


Main (8) 2-dr., $1,210. '55 Thunc erbird, 


$2,060*; Fairlane (8) Victoria, %1,709* 
(ps), $1,540*, $1,510*, $1,375, 1,326, 
$1,275; Crown Victoria, $1,680*, $1 625¢, 
Country sedan, $1,650*, $1,450, $1,449. 
4-dr., $1,350*, $1,300*, $1,290*; 2-dr, 
$1,240; Custom (8) 2-dr., $1,090, 1,075, 


$670. '54 Crest (8) Victoria, $1,205", $1. 
050*; Custom (8) 4-dr., $835*, $809, 
$640; 2-dr., $770, $760, $600; Main (a) 


2-dr., S775. $630; Custom (6) 2-dr, 
$760*, $700*; 4-dr., $560; Main (6) 2-dr, 
$600, $500; Custom (6) 2-dr., S760*, 


$700*; 4-dr., $560. '53 Crest (8) Victoria, 








$785; 4-dr., $700*; conv., $640*; Custom 
(8) 4-dr., $750; 2-dr., $625, $590 $529: 
Main (8) 2-dr., $495. 
LINCOLN—'54 Capri 4-dr., $1,350. 
MERCURY — '57 Monterey 4-dr., £2,900* 


(ps). '56 Custom Hardtop, $1,950*, $1,. 
910. '55 Montclair Hardtop, $1,760", §$1,. 
710*; Phaeton, $1,740*; Monterey conv, 
$1,635*; Hardtop, $1,620*; 4-dr., $1,470*; 
Custom 4-dr., $1,470* $1,410*, $1,350; 
2-dr., $1,360*%, $1,310*. °54 Monterey 
Hardtop, $1,220*; station wagon, $1,180*, 
"53 Monterey 4-dr., $840; Hardtop, $750; 
2-dr., $665. '52 Monterey Hardtop, $530*; 





4-dr., $330*; Custom 4-dr., $310. ‘51 2. 
dr., $430, $375, $290, $245. °'49 2-dr,, 
$125 

NASH ’56 Rambler station wagon, $1,- 
800*, $1,670. '53 Statesman 4-dr., $380, 
$350. '50 4-dr., $140 

OLDSMOBILE—-'57 (98) Holiday, $3,625* 
(ps). °56 (98) Holiday, $2,300* (ps); 
(S8) Super 4-dr., $2,200*, °55 (98) Holi- 
day, $2,100* (ps); 4-dr. $1,800* (R88) 
Holiday, $1,950*, $1,900* (ps), %31,750*, 
"54 (98) sedan, $1,630*; Hardtop, $1,525*, 
"53 (S88) Super 4-dr., 8$1,060* $910°, 
$790*, $720*; Deluxe 2-dr.. $575 

PACKARD—'54 Carribbean conv., $1.575* 
(ps). '53 Carribbean conv., $1,080*; Clip- 
per 2-dr., S370 

PLYMOUTH—'57 Belvedere (8) 4-dr., $2,- 
480* (ps), $2.450* (ps), $2,340*; Savoy 
(8) 4-dr., $2,260*. '56 Plaza (8) station 
wagon, $1,870*, $1,780; Belvedere (8) 
Suburban, 81.705; 4-dr., $1,700*; Savoy 
(8) 4-dr., $1,640*; 2-dr., $1,325. '55 Bel- 
vedere Hardtop, $1,595* (ps) $1,250; 
Belvedere Hardtop, $1.250; Savoy (8) 
4-dr.. $1,060, $910. °54 Belvedere 4-dr., 
$850; Plaza 4-dr., S650. °53 Cambridge 


2-dr., $480, 8455, S275. °51 Savoy station 


wagon $510; Suburban, $505; 2-dr., 
$315; 4-dr., $305, S285 

PONTIAC —'57 Chieftain (8) Catalina, 82,- 
930° (ps). '55 Star Chief (8) 2-dr., $1,- 
735* <«ps); Catalina, S$1,650*; 4-<r., 
$1,490*; Chieftain (8) conv $1,600°; 
2-dr., $1,365*, $1,350*. '54 Chieftain (8) 
station wagon $1,365; 4-cr $1,100 
$750; 2-dr., $725; Star Chief (8) $1,060°; 
conv SS40 53 Chieftair es) t-<ir 
8$620*, Sé600* Catalina S605 Chieftain 
(6) 4-dr.. S480. ‘51 Silver Streak (8) 
2-dr $195. ‘50 station wagon, S460); 4- 
dr., $145 

STUDEBAKER—'55 President 4-dr S1,- 
330, $1,295*. ‘53 Champion 4-dr $425°; 
coupe, $420; 2-dr.. $400; Regal Hardtop, 
$400, $390. "51 Commander 4-dr., $155; 
Champion 4-dr., $125. "50 Champion 4- 
dr., $150. 


2-dr., $210. 
"46 Jeepster, S470. 


MISCELLANEOUS—'55 Dodge ‘%-ton pick- 


up, $800. '53 GMC %-ton pickup, $620. 
"51 Ford ‘%-ton panel, $350, ‘49 Ford 
wrecker, $320; %\-ton pickup, $245; GMC 
%-ton pickup, $165; Chevrolet ‘*4-ton 


pickup, $255. 


BEL AIR, MD. 


(Bel Air Auto Auction. Sale every Thurs- 
day. Prices are for sale of Nov. 21.) 

(The volume today was smaller than 
usual due to Thanksgiving. Prices were 
strong and most of the cars entered were 
sold. We had a good selection of 55 and 
"56 models on hand.) 


BUICK—'54 Super Riviera, $1,350* (ps). 
"50 Special 4-dr., $293; RM _ Riviera, 
$225°, $210°. 

| CADILLAC—'56 (62) coupe de Ville, $3,- 


950° (ps). 


| CHEVROLET—'57 Two-ten (6) 4-dr., $2,- 


040. "56 Two-ten (8) 4-dr., $1,430; 2-dr., 
$1,400. '55 Bel Air (8) Sport coupe, $1,- 
525°, $1,500°, $1,490°; Two-ten (8) 2-dr., 
$1,200°. ‘54 Carryall, $500. "53 Bel Air 
conv., $675*; Two-ten 4-dr., $600*°, ‘52 
SL Deluxe 4-dr., $440, $405, $305; club 
coupe, $320. '51 SL Deluxe Bel Air, $310; 


4-dr., $250. ‘50 SL Deluxe 2-dr., $253. 
"49 SL Deluxe 2-dr., $135. 
DeSOTO—'53 Firedome 4-dr., $690, °52 2- 


dr., $210. 


DODGE—'57 Coronet (8) Hardtop, $2,760° 


(ps); 4-dr., $2,470*. '50 conv., $100 


FORD—’57 Fairlane (8) 500 Hardtop, $2,- 


420°, $2,420. '56 Country sedan, $1,740. 
‘55 Fairlane (8) Victoria, $1,440*, $1,- 
335°; Custom (8) 2-dr., $1,095, $1,055; 
4-dr., $1,070. "54 Custom (8) 2-dr., $610; 
Main (6) 2-dr.. $575. '53 Custom (8) 
2-dr,. $680, $665, $620; Main (8) 2-dr., 
$560; Main (6) 2-dr., $280. '52 Crest (8) 
Victoria, $715*. '51 Custom (8) 2-dr., 
$275, $180*; 4-dr., $260*; Country Squire, 
a "50 Custom (6) 2-dr., $260; 4-dr., 
155. 


MERCURY—'56 Hardtop, $1,850, 55 Mon- 


terey Hardtop, $1,710* (ps), $1,570; Cus- 


tom 2-dr., $1,160. '51 2-dr., $225; 4-<r., 
$215. "50 2-dr., $100. 
NASH—'55 Ambassador Hardtop, $1,253*. 


(98) 
"50 (88) 2-dr., $110*. 
PLYMOUTH—'55 Belvedere (8) conv., $1,- 

250*. '52 Cranbrook 4-dr., $240. 


Hardtop, $1,975°. 


STUDEBAKER—’50 Champion 4-dr., $120. 
WILLYS—’53 2-dr., $300. 
MISCELLANEOUS—-’49 Ford %-ton stake, 


$195. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of Nov. 21.) 
(The holiday and a snowstorm cut 
down buyers. Prices sliding. Sold 59 cars 
out of 81 offerings.) 
$2,310* 
$1,705* 


(ps). 
(ps), ‘52 


’55 Century Riviera, 
Super Riviera, $535*. 
(62) sedan de Ville, $4,- 
(ps). '51 (62) 4-dr., $775*. 

4-dr., $1,- 
605. '55 Two-ten (8) 2-dr., $1,060, $1,- 
050. '54 Two-ten 4-dr., $790. '53 Bel Air 
2-dr., $735; Two-ten 4-dr., $590*, $560. 
"52 SL Deluxe 4-dr., $470*, $440, $435. 
‘51 SL Deluxe 4-dr., $240*, $210, $155. 


(Continued on Page 119, Col. 1) 
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150 SL Deluxe 4-dr., $185*, $160. '49 SL| 
ce 4-dr., $160*, $120. 
Deluxe $1,010°, 53 


o—'54 Firedome 4-dr., 
ae me 4-dr., $705*. , 
pODGE—'53 Coronet 4-dr., $535*, '51 De- 
juxe 4-dr., $290*, $160. ‘ 
57 Countr sedan, $2,640*° (ps); | 
arene (8) 500. conv., $2,560*; 4-dr.,| 
$2,390*. "56 Ranch Wagon, $1,650*; Cus-/ 
tom (8) 4-dr., $1,620*, "55 Custom (8)| 
4-dr., $1,160. "54 Custom (8) 4-dr., $810. 


53 Custom (8) 4-dr., $705*. ’52 Custom | 


(8) 4-dr., $430*°, °51 Deluxe (8) 4-dr., 
$200*. ‘50 Deluxe (8) 2-dr., $145. 
KAISER-—’52 Custom 4-dr., $325°. 
MERCURY — '55 Montclair Hardtop, $1,- 
665°. 

NASH—’51 Statesman 4-dr., $105. 
OLDSMOBILE—’56 (88) Holiday, $2,340°*. 
55 (88) Holiday, $1,810* (ps). ’54 (88) 
Holiday, $1,605* (ps). ‘53 (88) 4-dr., 
$860*. '52 (98) 4-dr., $665". 

pLYMOUTH— ‘56 Belvedere (8) 4-dr., $1,- 
605*. ‘55 Belvedere (8) 4-dr., $1,300°, 
$1,105. "54 Cranbrook 4-dr., $705*. °53 
Cranbrook 4-dr., $475*. °51 Cranbrook 


4-dr., $195. °50 Deluxe 4-dr., $150, $100. 
PONTIAC—'55 Chieftain (8) 4-dr., $1,- 
405*. '53 Chieftain (8) 4-dr., $760*. ’52 
Chieftain (8) 4-dr., $450°, $290°. ‘51 
Silver Streak (8) 4-dr., $195*. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov. 20.) 

(Market off slightly as dealers bid a 
little cautiously here this week. Market 
still very strong on good, clean, late- 





model cars. Sold 108 cars out of 147 
offerings.) | 
BUICK—’55 Special Riviera, $1,400°. °54/ 
Special 4-dr., $1,260°. ‘53 RM _ 2-dr.,| 
710* (ps); Super conv., $640*. '52 RM} 
4-dr., $430° (ps), $405* (ps), $400*;) 
Super 4-dr., $425°. ‘51 Special 2-dr.,/ 
$135. | 
CADILLAC—’'55 (60) Special 4-dr., $2,-) 
860° (ps). "52 (62) 4-dr., $850*°; (60) 
Special 4-dr., $875*. ‘51 (62) coupe de 
Ville, $940°; 4-dr., $625°. 
CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
710°, $1,705* (ps); 2-dr., $1,700; Two- 
ten (8) 4-dr., $1,660* (ps), $1,640*, $1,- 
480; 2-dr., $1,660°, $1,600°, $1,380. ‘55 
Bel Air (8) 4-dr.. $1,270*, $1,255*; Two- 
ten 4-dr., $1,180*, $1,165*, $1,150°, $1,- 
055, $1,040, $1,030, 2 at $1,005; 2-dr., 
$1,130, $1,050, $1,030, $1,025, $1,015;/ 
One-fifty (8) 2-dr., $900, $895; station 
wagon, $825. 54 Bel Air conv., $910*; 
Two-ten 4-dr., $775; 2-dr., $740; One- 
fifty 4-dr., $575. ‘52 SL Deluxe 2-dr., 
$405. "51 SL Deluxe 4-dr., $320, $300*, 
$285*. ‘50 SL Deluxe conv., $105; 2-dr., 
$100. "49 SL Deluxe club coupe, $120. 
DeSOTO "53 Powermaster 4-dr., $540* 
(ps). | 
DODGE—'54 Coronet 4-dr., $750*°. 52 Cor- 
onet conv., $300°. °50 Coronet 4-dr.,| 
$110° j 
FORD—'55 Fairlane (8) Victoria, $1,335°;/| 


4-dr., "4 


Crest 


$1,090*; Main (8) 2-dr., $920. 

(8) 4-dr., $775°; Main (8) 2-dr., 
$500. "53 Crest (8) Victoria, $860°; Main 
(8) station wagon, $665. ‘52 Crest (8) 
conv., $460°; Ranch Wagon, $470. ‘51 
Custom (8) Victoria, $400; conv., $265°; 
2-dr.. $115°; Main (6) 2-dr., $275. 

HUDSON ‘55 Rambler 4-dr., $900. ‘54 
Hornet 4-dr., $625°. '52 Wasp 4-dr., $165. 

KAISER—'52 Manhattan 4-dr., $140°*. 

MERCURY—'55 Custom 2-dr., $1,075. °52 
Monterey Hardtop, $610°, $460°. "51 2- 
dr., $200, "50 2-dr., $110. 

OLDSMOBILE "51 (98) 
$260°, $225°. 

PACKARD—'53 4-dr., 

PLYMOUTH—'57 Plaza 
"56 Savoy (8) 2-dr., 
‘6) 4-dr. $810. °'53 Cranbrook 4-dr., 
$430; 2-dr., $380. ‘52 Cranbrook conv., 
$340; 4-dr., $290, $275. ‘51 Cranbrook 
4-dr.. $140. 

PONTIAC—'55 Chieftain (8) Catalina, 
550°; 4-dr., $1,440° (ps), $1,125; 
$1,270*. ‘54 Chieftain (8) 4-dr., 
"52 Chieftain (8) conv., $550°:; station 
Wagon, 8500; 4-dr., $380 ‘51 Silver 
Streak (8) 2-dr.. $185*. '50 Silver Streak 
(8) 2-dr., $225°. 

STUDEBAKER—'50 Champion 4-dr. 

MISCELLANEOUS ‘53 Chevrolet 


4-dr., $305°, 
$4s0° 

(8) 4-dr., $1,870. 
$1,475°. ‘55 Plaza 


$1,- 
2-dr., 
$900°. 


$105. 
14-ton 





New Ford Plant 
Rises in Ohio 
In Output Push 


LORAIN, O. — Ford division, 

which said it has increased produc- | 
tion capacity almost 20 percent in 
the last 18 months and has been 
operating its 15 assembly plants on | 
Overtime schedules, has broken| 
ground here for another assembly 
plant. 
_ Ford also announced plans to 
Mcrease overtime during Decem-| 
ber. The overtime—up to 35 per-| 
cent above normal work week—is 
another move to meet demand for | 
1957 Fords, J. O. Wright, assistant | 
general manager, said as he broke | 
ground for the 1,750,000-square-foot 
plant. 
; Ford sales during a 10-day period 
in November were 20.4 percent 
above sales during a comparable 
Period in October, Wright said. 

W. A. Folsom, general manufac- 
turing manager, said December 
Production, with the overtime in- 
Crease, “represents just about the 
highest practical capacity that 
could be expected from our present 
facilities.” 

Ford announced earlier that its 
hew assembly plant near Kansas 
City would be rushed into produc- | 
tion shortly after Jan. 10. 





pickup, $135. ‘52 Ford ‘%-ton pickup, 
$110. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of Nov. 23.) 

(Prices were up on clean ’55 and ’56 
models, while average autos held steady 
and older units were off. Consignments 
down following the holiday. We had a 
good percentage sold, 103 out of 189, and 
a big demand for clean cars.) 





Kentucky Troopers 


To Check Unsafe Cars 


FRANKFORT, Ky. — Paul M. 
Smith, State Police director, an- 
nounced that troopers will stop 
cars that appear to be in unsafe 
condition. Owners of defective 
vehicles will be given written 
notice to have them repaired 
within 48 hours. 

Under terms of a 1956 law, per- 
sons who fail to comply with the 
notices will be liable to a maxi- 
mum penalty of $200 fine and 20 
days in jail. 
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BUICK—’56 Super Riviera, $2,200* (ps). 
’54 Special Riviera, $1,450*. '53 RM 4- 


dr., $805* (ps); Special 2-dr., $650. ’50 
4-dr., $105*. 
CADILLAC—’50 (62) 4-dr., $615°. 
CHEVROLET—'56 Bel Air (8) Sport sedan, 
$2,100* (ps); Sport coupe, $1,900*; 4-dr., 
$1,850", '55 Bel Air (8) 4-dr., $1,350*. 


’53 Bel Air 4-dr., $685*. '51 SL Deluxe 

2-dr., $280, $160. °50 SL Deluxe 4-dr., 

| $280; FL Deluxe 4-dr., $110, '49 SL De- 
luxe 2-dr., $225. 

FORD—’'57 Fairlane (8) 500 Victoria, $2,- 
425*; 2-dr., $2,250*; Fairlane (8) 4-dr., 
$2,550* (ps); Custom (8) 300 2-dr., $2,- 
040. '56 Fairlane (8) Victoria, $1,985*, 
$1,945°; 4-dr., $1,670°; 2-dr., $1,275. °55 
Fairlane (8) 4-dr., $1,325*, $1,100; Cus- 
tom (8) 4-dr., $1,170, $1,150*; 2-dr., 
$1,095, 2 at $1,060, $1,000. 54 Crest (8) 
Victoria, $930; Main (8) 4-dr., $675; 

|} Custom (8) 2-dr., $625, ’°53 Custom (8) 

| 4-dr., $760*; station wagon, $550*; 2-dr., 


$520; Main (8) club coupe, $525. ‘51 
Custom (8) 2-dr., $285. ’50 Custom (8) 
2-dr., $360*. 

LINCOLN—’52 Cosmopolitan coupe, $475, 
$390. 


| MERCURY—'54 4-dr., $960*. '53 Monterey 





Sport coupe, $910*. '52 coupe, $560. '50 
4-dr., $150. 
NASH—'56 Rambler 4-dr., $1,600. 


OLDSMOBILE—’53 (98) 4-dr., $810* (ps). 
"52 (88) 4-dr., $340*. 

STUDEBAKER — ’53 Commander coupe, 
$535*. °52 Commander club coupe, $400, 

| $310. 

MISCELLANEOUS—’56 Ford %-ton pickup, 

$900, $840. '55 Ford %-ton pickup, $825. 

| * * * 


— Auctions in Brief — 
MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday (Nov. 21). Blizzard conditions 
limited consignments this week for the 
smallest sale of the year. 


Model 7E for pick-ups 














UMS Merchandising Council Meets— 


Members of the 1957 United Motors Service Merchandising Council are shown in 
their first meeting with UMS officials in Detroit. The group discussed 1957 merchan- 
dising plans and sought ways to develop new automotive parts markets. Members 
of the eight-man council, seated at the table, are Frank Norfleet, Memphis; John Yell- 
man, Lexington, Ky.; H. H. Gerke, Los Angeles; Fred Furth, Chicago; Richard Lyman, 
Cedar Rapids, la.; E. F. Novis, Great Falls, Mont.; R. E. Wildermuth, Brooklyn, and 
Robert Smith, Pittsburgh. 


MINUTE MAN 


Perfection Power gate 


? 


perfected power gate” 


— 


says ]. C. Work 
Work Hoist & Body Corp. 
Berkeley, California 


“We are mighty pleased with the new 1957 
MINUTE MAN power gate as perfected by 
Perfection. It’s a real improvement over earlier 
model tail gates in the field because:— 


1. 


Unit assembly at the factory makes the 


MINUTE MAN easy to install, with an 
absolute minimum of plumbing to run. 


2. 


High ground clearance, accessibility of 


all operating parts, and simple gate adjust- 
ments make the MINUTE MAN easy to 
maintain and keep on the road. 


3. 


New valve control and cycle lock pre- 


vent damage to the mechanism from care- 
less or improper operation. 


We can build real business on the new 1957 
Perfection MINUTE MAN power gate. It’s a 
dependable piece of machinery, made by a de- 
pendable manufacturer.” 





THE PERFECTION STEEL BODY CO. 
GALION, 








OHIO 





The Saturday Evening 


LAST CRUISE OF THE 
PO ‘ay a | AIRSHIP HINDENBURG: 


December 








THE SHOW 
52 WEEKS 
A YEAR! 


What is it that makes a National Auto 
Show so important to the Industry? Is 
it the size of the crowds? The talk it 
stirs up about the latest models? The 
chance to show them off in a way that’s 
hard to resist? 

All three are vital. And the Industry 
has found the mostefficient and effective 
way to keep this Auto Show excitement 
going all year long is by advertising in 
The Saturday Evening Post. 

For the Post reaches an even bigger 


crowd — over five million families a 


week. It arouses interest and causes 
talk among all members of the family. 
(And the whole family has a say on 
the new car!) And the colorful way 
the Post can show off a car is the next- 
best thing to a showroom close-up! 
As a result, again this year, the In- 
dustry is placing more pages of new 
car advertising in the Post than in 
any other magazine. They’ve found it’s 
America’s Auto Show in print — and 
this show goes on 52 weeks a year! 


It gets to the heart of America. 


SUI ae hme Acti 


POST 


— gets to the heart of America 
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Used-Car Notes... 





N. C. Independents 
Seek Tighter Laws 


CHARLOTTE, N. C. — A three- 
point legislative program has been 
adopted by directors of the North 
Carolina Independent Auto Dealers 
Assn., President E. M. Stafford, 
Charlotte, announced. 

It will be presented to the 1957 
General Assembly, subject to the 
approval of the association’s annual 





New York BBB to Probe 
Financing; Price Ads Hit 


UTICA, N. Y.—The Better Busi- | 


ness Bureau of New York State 
has voted to investigate reports 
of excessive finance charges on 
sales of new and used automo- 
biles, and to campaign against use 
of comparitive prices in advertis- 
ing. 
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meeting, which will be held Jan, 17 
at the Sir Walter Hotel, Raleigh. 

The program approved by the 
directors would ask the Legislature 
to: 

1Adopt a “reasonable” 
mechanical inspection law to 
cover all autos and trucks. 

2. Require each licensed automo- 
bile dealer to post a bond with the 
state to protect vehicle purchasers | 
who sustain a loss because of a 
defective title, as, for example, in 
the case of a stolen vehicle. 

3. Eliminate the present require- 
ment that vehicle liens be recorded 
in the county of residence of the 
owner, and substitute therefor a} 
requirement that the lien be| 
recorded on the title. This would 
make such liens known wherever 








For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 


| counsel for the association, told the 


| Indiana Independents 


| vice-president, 
| Schaefer, Ken Schaefer Auto Auc- 
| tion here, secretary-treasurer. 





the title becomes involved, instead 
of being known only in a single! 
county. 

In addition to Stafford, officers 
of the association are J. N. Oak- 
ley, Durham, vice-president, and | 
Ralph L. Johnston, Fayetteville, | 
secretary-treasurer. 


James C. Little, Raleigh, general | 


directors that, in his opinion, the | 
time has come for closer coopera- 
tion between the franchised and in- 
dependent auto dealers in order to 
stablize the industry and improve 
relations between its various seg- 
ments. 


* * * 


Organize, Elect Murphy . 


INDIANAPOLIS. Pat Murphy, | : 
president of Murphy Auto Sales,}| { 


“I don’t know when I’ve 
such enthusiasm for a new model. 


Inc., Indianapolis was elected presi- | 
dent of the Indiana Independent | 
Automobile Dealers Assn. at an| 
organization meeting here. 

Other officers are Samuel J. Wolf, | 
General Auto Sales, Indianapolis, 
and Eleanor 


Bitte» 
seen 


hour they 
and parade 


Every hour on the 
pour out of there 
around the block.” 





The organization meeting was/|Irv Rubin, Cleveland, president of 
attended by more than 180 inde-|the National Independent Automo- 


MORE FOR THE TRUCK BUYER - MORE FOR YOU 


when you specify HE 
bodies and hoists 


MORE FOR YOUR CUSTOMER 


Here’s what you sell when you specify Heil— 









; la 
L Heil offers either telescopic or twin arm hoists. 


Unique body design provides great structural strength 


to prevent costly sagging, bulging and distortion—and there’s 


no dead weight to rob pay load. 


Heil fast-acting hoists reduce dumping time and offer 
features you find nowhere else. The independently-mounted 
Perma Pump lines up directly with the power take-off for a 
short, straight shaft with less friction loss, less wear on uni- 
versal joint. Maintenance is easy, too. Readily accessible lube 
fittings lead to all bearing points. The cylinder head can be 
unscrewed to get at piston, packing and other cylinder parts. 


THE HEIL co. "= 





MORE PROFITS FOR YOU 


When you specify Heil, you’re adding 
profit to the truck sale and giving your 
customer a better hauling unit for his 
truck. Your Heil distributor will provide 
expert mounting, prompt and efficient 
parts and maintenance service. He’ll 
work with you to keep your customer 
satsified and help you earn a profit. 





pendent used-car dealers who heard | 


bile Dealers Assn., outline the bene. 
fits of such a state association. 

Wolf, Indiana NIADA director, 
said the state group was organize 
to give “better service to the buying 
public.” 


Study of Humans 


Aids Salesmen, 
Colo. Parley Told 
DENVER. American socicty jg 


in the midst of a change that comes 
to the world every 2,500 years, ae. 
cording to Byron Lopp, head of 
public relations for Central Bank @ 
Trust Co. here. 

He told the Independent Automo. 
bile Dealers Assn. of Colorado that 
rapid change is responsible for most 
anxieties and frustrations of the 
atomic age. 

The momentous changes in s0- 
ciety, that history shows come 
every 2,500 years, make it hard for 
persons to make personal adjust- 
ments necessary to live happily, 
Lopp said. 

Lopp said that after 175 years of 
| developing machines we have now 
started to study man. By so doing 
“everything from our financial set- 
up to our standard of living is 
being completely revolutionized,” he 
said. 

This study of man will aid in ad- 
justment to new problems and also 
will be of use in industry and com- 
meree, Lopp pointed out. By study 
of personality types a salesman will 
know which points will appeal to 
each person, he said. By being able 


| to stress those points, the salesman 


1915 


will best be able to satisfy both the 
customer and himself, he added. 


Akron Dealers Elect 


Geller 1957 President 

AKRON.—-The Akron U sed-Car 
Dealers Assn. has elected Louis A. 
Geller president and Donald L. 
Keener secretary 

Lester Royer was reelected vice- 
president, and Robert F. Schultz 
was reelected treasurer. Homer 
Swisher, S. D. Keener, Frank Dun- 
can, Jack Podlish and Paul Bolin 
were elected to the board of direc- 
tors. Graham Lythgoe was elected 
associate director. 


* 


Lee Opens 2nd Lot 
TOLEDO. Lee Motors has 
opened a second used-car lot at 
Montor St. with Lee Tank as 
sales manager. The property for- 
merly was occupied by Garnsey 
Motor Sales. 


Dealers Pledge 


‘Support of BBB’s 


|directors of the 





Pittsburgh Code 


PITTSBURGH. The board of 
Western Pennsyl- 
vania Independent Automobile 
Dealers Assn. has unanimously en- 
dorsed the Pittsburgh Advertising 


Code of the Better Business Bureau. 


Mel H. Cummings, president, in 


|a letter to the BBB, said the code 


of ethics of the national independ- 
ent association pledged to “employ 
truth and accuracy in advertising 
and selling.” 

He said that in the coming year, 
the local association will emphasize 
this principle “along with many 
other requirements in the public 
interest.” 

Cummings said that the associa- 
tion’s membership has been asked 
to comply fully with the BBB’s 10- 
point code. 


GM Enlarging 
N.Y. Shop Center 


BUFFALO. — Construction of a 
6,600-square-foot addition to Gen- 
eral Motors’ Training Center in 
Clarence, N. Y., has been started, 
less than two years after the cen- 
ter was opened. 

The expansion will give the cen- 
ter about 25 percent more floor 
space. It now has approximately 
26,000 square feet. The center is one 
of 30 throughout the country used 
to instruct mechanics with GM car 
and truck dealerships in servicing 
automotive equipment.. 

William F. Hufstader, GM dis- 
tribution vice-president, said the 
need for added space has developed 
in all centers because of “increased 
manufacturing activities on the 
part of some of our non-automotive 
divisions.” 
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20 Are Exclusives... 





Dodge Adds 


DETROIT. — Dodge has awarded 
63 new franchises, 20 of them ex- 
clusives. Ten of the others will be 
Dodge-Chrysler dealerships, two 
will be Dodge-DeSoto and 31 will 
be Dodge-Plymouth, 

New Dodge exclusives are: 
Cann Motor Sales, Cranston, R. L, 


Alfred H. Cann sr., Alfred H. 
Cann jr. and Donald C. Cann, 
partners; Hartwin Dodge, Inc., 


Greenfield, Mass., Benjamin B. 
Winer, president; Laurel Dodge 
Sales, Winsted, Conn., Richard M. 
DeGarmo, owner; Arterberry 
Dodge Sales, Pekin, Ill., E, E. Ar- 
terberry, owner; Harold Ash 
Dodge Sales, Shelbyville, Ind. 
Harold Ash, owner, 

Ed Brock Motors, Sulphur 
Springs, Tex., Robert Edwin Brock, 
owner; Frank Prentice, Pomona, 
Calif. Frank Prentice, president; 
Eastern Dodge, Washington, M, E. 
Harfield and Morris Blum, part- 


ners; Mayfair Dodge, Inc., Schenec- | ~ 


tady, N. Y.. George Mahdesian, 
president; Campman Motors, Wells- 
poro, pa. David J. Campman, 
owner; Gibson Motor Co., Dana, 
Ind., C. R. Gibson, owner; Chorches 
Motors, Manchester, Conn., Louis 
Chorches, owner; London Motors, 
Inc., Chicago, Bernard P. London, 
president. 

Talbert Leigh, Gulfport, Miss., 
J. Talbert Leigh, owner; Milt Nod- 
ler Motors, Meadville, Pa., Milt 
Nodler, owner; Widger-Goodwin 
Dodge, Inc., Bellflower, Calif., John 
A. Widger, president; Breitfeller 
Sales, Inc., Garden Grove, Calif., 
Stephen Breitfeller, president; Cen- | 
tral Motors, Inc., Middletown, N. Y., 
Barney Cohen, president; Cy-Ann 
Motors, Inc., Teaneck, N. J., Milton 
Grossberg, president; Adkins 
Motors, White Hall, Ill, B. L. Ad- 
kins, owner. 

New Dodge-Chrysler dealer- | 
ships are: Fryer Motor Co., Man- 
chester, Ga., R. C. Fryer jr., Rob- 
ert C. Fryer Ill, partners; Bob | 
McKee Sales & Service, Vassar, 
Mich., Robert J. McKee, owner; 
Cole Motor Co., Paris, Tenn., 
Robert E. Cole, owner; W. A. Mc- | 
Kee & Son, Auburn, Neb., Cari K. 
McKee, partner; Gertiser Motor | 
Sales, Lapeer, Mich., Robert D. 
Gertiser, owner; Berkland & Fox, 
Willows, Calif., W. L. Fox and C. 
W. Berkland, partners. 

Kinneer Motors, Athens, O., Max 
M. Kinneer, owner; Art Overhuel 
Motor Sales & Service, South 
Haven, Mich., Raymond Overhuel, 
partner; Jensen Motor Co., Good-| 
land, Kans. Wayne E. Jensen, 
owner; Rohrer Motor Sales Co., Mc- 
Alester, Okla, Harold J. Rohrer, 
owner. 

New Dodge-DeSoto dealerships 
are: Shimkat Motor Co., Fort 
Dodge, Ia, Edward and Harry 
Shimkat, partners, and Updyke 
Motor Co., Kirksville, Mo., C. R. 
Updyke, C. O. Updyke and J. W. 
Updyke, partners. 

New Dodge-Plymouth dealerships 
are: Roney Motors-Roseville, Rose- 
ville, Mich., Ed. C. Roney, presi- 
dent; Creel Motors, Inc., Fairfield, 
Conn.. George Creel, president; 
Hastings Motor Sales, Hastings, 
Neb., Everett Blackburn, Clinton 
Sahling and Ralph Blackburn, part- 
ners; F. T. Robinson Auto Co., 
Darby, Pa., F. T. Robinson, presi- 
dent; Sanford Motors, Inc., Am- 
bridge, .Pa., Jay C. Sanford, presi- 
dent; Sanford Motors, Inc., 
Monessen, Pa., J. C. Sanford, presi- 
dent. 

Stan Motors, Fairfield, Calif., 
Earl Ausemus and Roy Parks, 
partners; Vic Francis, Inc., Pom- 
Pano Beach, Fla., Victor Francis, 
president; Handler Motor Sales, 
Davenport, Ia., Joseph H. Han- 
dier vice-president and manager; 
Ed Kasper Dodge - Plymouth, 
Bloomfield, Ind., Edgar C. Kasper, 
owner; Purdy Motors, Madison- 
ville, Ky., Woodrow and Homer 
Purdy, partners; O. H. Grubbs 








Foreign Deal Moves 
A & R Imported Motorcars, Inc., 
has moved into a new sales and 
Service building at 4412 Reistertown 
Rd., Baltimore. The firm handles 
Austin, Austin-Healey, MG Mag- 
nette, Morris and Jaguar. 





63 Dealers 


Dodge & Plymouth, Garland, Tex., 
O. H, Grubbs, owner; Bill McIn- 
tyre Motors, Navasota, Tex., W. S. 
McIntyre, owner. 

Jackson Motor Sales, Lowell, 


N. J. Legislature Cool 
To Gas-Tax Increase 


TRENTON, N. J. — Reconven- 
ing after a recess, the State Leg- 
islature took no action on Gov. 
Robert Meyner’s proposal to boost 
the State gasoline tax from four 
to five cents a gallon to assure 
full participation in the Federal 
highway program. 

The Republican majority con- 
tinued to contend that sufficient | 
money is available from regular | 
funds, at least for the present. | 
The Assembly passed and sent to 
the Senate a resolution promising 
to “provide all funds necessary 
to activate the Federal-aid high- | 
way program in all respects.” 








Here's the Best Match for Cars 
Originally Finished in Black Lacquer! 


Ditzler’s DAL-9200 





Mich., Orville and Leonard Jack- 


son, partners; L & M Dodge- 
Plymouth Motors, Inc., Poncha- 
toula, La., Leslie Watts, manager; 
Andra Motors, Dodge City, Kans., 
V. J. Andra, partner; Hutton-Tufty 


Co., Sioux City, Ia., Iver O. Tufty, 


vice-president; Rush Auto Sales, 
Hermitage, Mo., V. A. Rush jr., 
owner; Lancer Motor Sales Co., 
Chicago, Ben Leventhal, president; 
Fohrman Dodge-Plymouth, Evans- 
ton, Ill., Benjamin Fohrman, presi- 
dent; Tisher Dodge-Plymouth, Mo- 
line, Ill., Stanley Tisher, owner. 


Jenks Motor Sales, Savanna, IIL, 
P. A. Jenks, owner; Rooks Bros. 
Motor Co., Kermit, Tex., Harvey 
and Joe Rooks, partners; Lumus 
Motor Sales, Lamesa, Tex., Jimmie 
W. Lumus, owner; Modern Motors, 
Midland, Tex., Truett Daniel, part- 
ner; Mutti Motor Sales, Bremen, 
Ind., A. J. Mutti, owner; Cooley 
Motors, Inc., Cleveland, Gordon 
Cooley, president; Ashton Motor 
Co., Ashton, Ia., George and Clar- 
ence Imhoff, partners. 

Ward & Van Motors, Fayette 
City, Pa.. Ward Huntley and Emil 
Van Kulich, partners; Washburn 
Sales & Service, Friendship, N. Y., 
Donald R. Washburn, owner; Doug 
Dicker, Concord, Calif. Doug 
Dicker, partner. 
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At Tire Dealers, Retreaders Convention— 


Members of the Inter-Industry Highway Safety Committee are shown in front of 
the Inter-Industry safety-activity booth at the recent National Tire Dealers and Re- 
treaders Assn. Convention in St. Louis. From left are Joseph A. Abel, Rutland, Vt., 
NTDRA president; H. D. Tompkins, vice-president, Firestone Tire and Rubber Co., 
and Inter-Industry committee chairman; Ben M. Wilbanks, Montgomery, Ala., immediate 
past-president, NTDRA, and M. R. Darlington jr., managing director of the committee. 
The booth was donated by major tire companies in exhibit space contributed by 
| NTDRA. 
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e Ditzler’s new DAL-9200 is the deepest, 
finest, most beautiful Black Lacquer you can 
buy. It is designed primarily for use on cars 
that need a durable high-lustre black lacquer 
to match their rich original finish. 


e This new high-quality Double-Deep Black 
Lacquer saves work for the painter. Because 


of its excellent 


film thickness and coverage, 


fewer coats are required. Less thinner is needed 
—equal parts of thinner and lacquer assure 
highly pleasing results. When used with 
Ditzler’s DTL-113 High Gloss Lacquer Thin- 
ner, no polishing is needed to produce a 
gleaming natural lustre on over-all jobs. It’s 
easy to polish when a rabbed finish is desired 
on spot work. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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LEADING MAKERS USE 


OUTDOOR 


TO INTRODUCE | 1 
















é 4 out of 5 people every month remember seeing specific a 
* OUTDOOR posters, according to Starch. And 82% of these 
people are in households which own an automobile. Q 


These are the latest figures from the Starch Continuing Study of ( 
Outdoor Advertising. And these figures show why leading 
automotive advertisers rely so heavily on OUTDOOR to sell 

their products. 


22 manufacturers of cars and trucks—21 makers of accessories 
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wonderful ! 
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Its a new kind of FORD for 57 








ADVERTISING 


1957 MODELS 





Put your advertising Outdoors 


and tires—and 46 marketers of gasoline and oil use Outdoor and watch the Customers go Buy! 
Advertising. Because OUTDOOR works every day, all hours, — 


all through the year. 


Clearly the facts and figures show that Outdoor Advertising 
belongs in your plans. 


OUTDOOR ADVERTISING INC. 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 





60 EAST 42ND STREET, NEW YORK 17, N. Y. + ATLANTA + BOSTON + CHICAGO + DALLAS «+ DETROIT + HOUSTON «+ LOS ANGELES + PHILADELPHIA + ST. LOUIS + SAN FRANCISCO «+ SEATTLE 
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Like Surprises? Fun-Test Rambler 









Commenememe big difference ! 
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SOME DEALERS HAVE 1007 ABSORPTION FIGURES! 


(National Average is 65°) 


We quarantee to increase your service absorption figures and fill your shop with customer- 
paid labor... climinate non-productive and unapplied time and increase 
your 

For as little as $70.00 up per month, we can install a complete service uction 
program that will do this-or I it costs you nothing. We will analyze your problems and 
tell you how to correct them . train the entire service personnel . free your 
service manager of details, so ‘that he can think . . . free service salesmen of doing 
follow-up, so they can have 8 hours a day to sell . . » eliminate duplicate handling 
of cars. and get away from single-item repair orders. 

if ir monthi service volume is $7,000 or more, and you do not have a service desk 
or Seer esate, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 


Flash-A-Call Service Contro 





Soon. South Canalport Avenue 
. AN-138, Chicago 8, Hil. 
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the most beautiful 
things in sight 


The Nelmor Corporation of Detroit and Cleveland 
is the largest manufacturer of outside mirrors 
and the leading supplier of original equipment to 
the automotive industry. Each Nelmor mirror is 
outstanding in appearance, in features, in value. 


NELMOR CORPORATION — 1410 Fisher Building, Detroit, Michigan 
In Canada — NELMOR CORPORATION LTD., 14th St., New Toronto, Ontario 
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Month’s Volume Down 6.5 Pet. ... 





Intercity Truck Tonnage Drops 


WASHINGTON. — Volume of in-| 


tercity general freight hauled by 
truck during September was down 
6.5 percent from that hauled in 
August, according to the American 
Trucking Assns, 

Tonnages hauled during the 
first nine months of 1956, how- 
ever, were up 4.3 percent over the 
same period of 1955. 

The ATA bases its data on a regu- 
lar survey of Class I intercity com- 
mon carriers of general freight, Un- 
adjusted monthly figures cover the 
operations of more than one-third 
of all carriers in this group. 

The 376 operators included in the 
survey transported 4,781,765 tons of 
intercity general freight during 
September, compared with 5,113,694 
tons in August and 5,120,551 in Sep- 
tember, 1955. 

During the first nine months of 
1956, the 376 carriers transported 
43,433,292 tons, compared with 41,- 
627,903 tons during the compa- 
rable period of 1955. 

Six of the nation’s nine geograph- 
ical regions showed decreases for 
September from the same month 
of 1955. Greatest losses were in the 
New England, Middle Atlantic and 
Central regions, 

The three regions experiencing 
gains in September were the South- 
western, Rocky Mountain and Pa- 
cific, 

September tonnage figures by re- 
gions were: 


New ENcLANp—30 carriers; 216,- 


Along With Savers... 





119 tons in 1956 vs. 262,704 tons in| 572 tons vs. 392,162 tons; down 8; 


1955; down 17.7 percent. 

Middle Atlantic — 71 carriers; 
830,834 tons vs. 933,374 tons; down 
11.0 percent, 

CeNTRAL — 120 carriers;: 1,618,973 
tons vs. 1,746,367 tons; 
percent. 

SouTHERN — 52 carriers; 734,758 | 


down 7.3 | 


percent. 

Midwestern—28 carriers; 318,617 
tons vs. 350,730 tons; down 92 
percent. 


tons vs. 750,537 tons; down 2.1 per-| percent. 


cent. 


NorRTHWESTERN — 23 carriers; 359,- | 






DETROIT. — The swing to the 
suburbs has been demonstrated 
strikingly in a population report is- 
sued by the Detroit Metropolitan 
Regional Planning Commission. 


It showed that the population 
of Wayne County increased 334,- 
675 from April, 1950, to July, 1956. 
But only 60,432 of the increase 
was in the City of Detroit itself. 

The county’s population gain was 
13.7 percent, and Detroit climbed 
3.3 percent. However, Wayne 
County exclusive of Detroit showed 
an increase of 46.8 percent. County 
population was put at 2,770,000 on 
July 1; city population was 1,910,- 
000 


The Detroit Metropolitan area, 





Trading Stamps Analyzed 


NEW YORK.—A consumer sur- 
vey on the pros and cons of trading 
stamps and premium credits has 
been released by Batten, Barton, 
Durstine & Osborn, Inc., adver- 
tising agency. 

It reveals that 24 percent of 
housewives who save trading 
stamps have switched patronage 
from one store to another to take 
advantage of a premium credit 
plan. Seventy-six percent said 
they did not switch. 

The study also indicated that 80 
percent of housewives interviewed 
said they saved either stamps or 
premium credits and 59 percent of 
the husbands save. 

Over half of the housewives save 
more than one type of premium 
credit plan, according to the study. 
Younger women tend to be more 
active in saving stamps and other 
premium credits. Eighty-five per- 
cent of women from 25 to 34 save 
stamps while only 62 percent of 
women over 65 save. 

The biggest reason for not saving 
stamps is that they are not offered 
at stores where the housewife 
trades. Forty-two percent of the 
nonsavers gave this reason; 14 per- 
cent cited the nuisance; 13 percent 
said too many stamps had to be 
accumulated for a worthwhile 
prize, and 12 percent believed that 


the cost of the stamps were passed| 


on to the consumer. 
Income has an affect on the 


No Gloves 


Heated Wheel Keeps 


Hands Warm 


OTTAWA, — A British auto- 
worker, Frank Fulham, of Kenil- 
worth, England, has patented a 
“warm - hands” steering - wheel for 
use on all types of vehicles from 
private cars to farm tractors. 

During four months of tests on 
an open tractor exposed to severe 
cold weather conditions, farm work- 
ers said that even without gloves 
the wheel kept their hands warm 
in temperatures below freezing, 

The heating element can be built 
into the rim of the wheel during 
manufacture or attached to an ex- 
isting wheel. 


Dube & Gagnon Bankrupt 

OTTAWA. — Dube & Gagnon Au- 
tomobiles, Ltd. Alma, Que., has 
made an assignment in bankruptcy. 


use of premiume credit plans. 
Generally, the lower the income, 
the higher the percentage of sav- 
ing. Among those with $5,000-and- 
over incomes, there is consider- 
able drop in the saving of pre- 
mium credits. About one-fourth 
of the highest income group (over 
$10,000) have discontinued saving 
premium credits. 

The survey also noted that de- 
spite the tremendous growth of pre- 
mium credit plans in the past year, 
80 percent of those saving have 
done so for over one year. Thirty- 
six percent have saved from one to 
three years; 21 percent from three 
to five years, and 23 percent over 
five years. 

Most women in the study get 
their trading stamps at food stores 
and gasoline stations, each ac- 
counting for 75 percent. Twenty- 
five percent of the women get 
stamps at variety stores; 17 per- 
cent at hardware stores; 13 percent 
at dry cleaning establishments or 
laundries; 9 percent at drug stores, 
and 2 percent at auto dealers. Four- 
teen percent received stamps from 
other sources. 


Spotlight on Suburbia 


Wayne County (Detroit) Population Rises 
334,000 in 6 Years; City Gain is 60,000 


SouTHWESTERN—18 carriers; 42). 
592 tons vs. 408,779 tons; up 29 
percent. 

Rocky MounTAIn — 12 carriers. 
80,555 tons vs. 74,542 tons; up 8) 

Paciric—22 carriers; 201,745 tons 


vs. 201,306 tons; up 0.2 percent. 





which also includes populous Oak. 
land and Macomb counties, added 
653,803 persons during the 6'-year 
period, an increase of 21.7 percent, 
Metropolitan population was esti- 
mated at 3,670,000 on July 1. 

Macomb County grew 71.9 per- 
cent (from 184,000 to 318,000), and 
Oakland County increased 47 per- 
cent (from 396,000 to 582,000) dur. 
ing the period. 

The metropolitan area’s great- 
est percentage of gain was re- 
corded by Oak Park, an Oakland 
County city on Detroit’s northern 
boundary. It rose from 5,267 to 
29,800, an increase of 4165.8 per- 
cent, 

A 21.6 percent gain was chalked 
up by what the planning commis- 
sion called the “Detroit region.” 
This area includes Monroe County 
and the four eastern townships of 
Washtenaw County in addition to 
the three metropolitan-area coun- 
ties. 

The Detroit region gain was 677,- 
121, bringing the area’s population 
to 3,813,400. 

The estimates were made by 
the population and housing sec- 
tion of the planning commission’s 
research committee. It is the 
fourth year the group has pre- 
pared population estimates for 
government units in the metro- 
politan area, 

In preparing its figures, the group 
used electric-meter customer lists 
of the Detroit Edison Co., resi- 
dential building permits assembled 
by the planning commission, mar- 
ket analyst data prepared by the 
Detroit News and labor-force esti- 
mates compiled by Michigan Em- 
ployment Security Commission. 


Ross Leads TB Drive 


ST. PETERSBURG, Fla.—County 
chairman of the 1956 Christmas seal 
sale to help the fight against tuber- 
culosis is Marion B. Ross (Chevro- 
let), vice-president of the local auto 
dealers’ association. 





Mercedes-Benz Sets Production Mark— 


A milestone in Germany's postwar industrial recovery was marked this month when 
the 100,000th Mercedes-Benz, model 180D, diesel-powered sedan rolled off the assem- 
bly line in Stuttgart. First introduced in early 1954, the 180D features a four-cylinder, 
46-horsepower engine. It stands 14 feet long, 5 feet high and 51% feet wide with 
an 83%-foot wheelbase. 
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1512 million’ men and women“live by the book” 


...and the book is Better Homes and Gardens 


Dad building something in his workshop, Mom trying 
out a new recipe—BH&G readers act on ideas they see in 
“the book’’. Associated with reading the ads and articles 
in an average issue of BH&G, 6,950,000 readers reported 
taking 27,100,000 actions! 15,500,000 people read an 
average issue. One third of the 123,800,000 people in the 
U.S. 10 years of age or older read one or more of every 
twelve issues. That’s 44,150,000 readers of Better Homes 
and Gardens — and over 40% of them are men! Meredith 
Publishing Company, Des Moines 3, Iowa. 


4.250.000 COPIES EACH MONTH 





during the year... 


of America 


reads Better Homes & Gardens ! 


3 


*A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 
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By Stuart Griffin 

Staff Correspondent 
OKYO. — A major new auto 
maker will emerge early next 
year with an initial capitalization 
of about $1.35 million to mass- 
produce the so-called “people’s car.” 

This firm will have the strong 
support of one of Japan’s postwar 
business tycoons, Keita Goto, mil- 
lionaire hotelman, highway and 
shipbuilder. 

The new Japan Auto Industry 
Co. — only a tentative name — will 
be inaugurated next April by 
merger of the Ohta Motor Car Co., 
capitalized at approximately $275,- 
000, and the Nippon Nainenki Seizo 


50-Foot Sign Erected 


DENVER. — A 50-foot neon sign 
has been erected for Plymouth City, 
an exclusive Plymouth outlet here. 
William E. Goodro, president, said 
he believed it to be the largest 
dealership sign in the city. 


Auto News from Japan 


Tycoon Keita Goto Backs Merger of Car Makers; 
Goal Is 1,000 Autos Per Month 
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(Japan Internal Combustion 
Engine) Co., with a capitalization 
of roughly $1,075,000. 

A large-sized plant will be con- 
structed adjoining Tokyo’s west- 
ern industrial outskirts within 
three years. 

Present plans call for production 
of about 1,000 cars a month. 

Beginning next April, the com- 
pany will begin to manufacture 
approximately 120 small-size four- 
wheel trucks every month. 

With machinery and facilities 
either newly installed or trans- 
planted from the currently-owned 
factories of the two firms, the 
Japan Auto Industry will embark 
upon the production of small-sized 
passenger vehicles, which will sell 
for about $1,350, and another type 
of vehicle similar to the Datsun 


(Ohta Motor Car Co.’s present pas- | 


senger car). 
Eventually, the price of the so- 









called “people’s car,” made by the 
Japan Auto Industry Co., will be 
reduced by mass production 
methods to about 270,000 yen, or 
$750, it is hoped by Keita Goto’s 
office. 
* * * 

Import Duties Revised 
7 Ministry of Finance has 

revised, as of Dec. 1, regulations 
concerning exemption of import 
duties on automobiles brought into 
Japan by foreigners for their 
private use. 

The revision will provide that 
automobiles will be exempted from 
duty when they are accompanied by 
certification proving the same auto- 
mobile has been in use for the past 
six month period, and when they 


|also have the approved import li- 


cense. 

+ +. * 

Auto Exports Soar 
APAN’S automobile exports dur- 
ing tne January-August period 
registered a 50 percent increase) 
over the corresponding period of a| 
year ago, the total being 1,739 units, | 
including spare parts and acces- 





sories, valued at $9,162,257, accord- 








FLAMM- 
The 1913 Duck was driven from 
the rear seat. 





ing to the Japan Auto Industrial 
Association. 

The announcement also disclosed 
that the auto industry here also 
concluded a contract for export to 
Chile of 300 large-type Diesel 
motor-trucks, valued in the neigh- 
borhood of $6.3 million. 

Association circles estimate the 
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10W-30 MOTOR OIL 
THE PERFECT LUBRICANT! / 
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Winter or Summer, VALVOLINE ALL-CLIMATE 10W- 


30 MOTOR OIL is a wise choice. It gives fast lubri- 
cation in cold weather starts . . . and body for 
continual protection with less oil consumption in 
warm weather. Assures complete protection and 


peak motor performance at all times. 


For further information, contact your 
nearest VALVOLINE DISTRIBUTOR or 
write VALVOLINE direct. 


| year’s export of motor cars will 


| attain scome $20 million in value, 
. + + 


First Cars to China 


. Iwao Trading Corp. has jug 
concluded a contract with the 
People’s Republic of China for the 
shipment of two “Toyopet Crowp 
de luxe” passenger cars. 

This model, priced at $1,820, FOR 
is Japan’s best present passenger 
car model. 

This marks the first time that 
Communist China, through its 
government or even any state 
subsidized private enterprise, has 
ordered a passenger car made ip 


Japan. 
* + + 


Egypt Buys Trucks 


7 Hino Diesel Motors Co. has 
just made a commitment for 
export to Egypt of 35 7':-ton 
trucks, 

This marks the second postwar 
export of motor vehicles to Egypt, 
the first being the 45 fire engines 
delivered abroad by the Isuzu Mo- 
tor Compary late in 1955, 

Meanwhile, the first major ship- 
ment of Japanese-built trucks has 
arrived in Rangoon. A total of 47 
Isuzu trucks, complete with spare 
parts and accessories were pur- 
chased by the Central Purchasing 
Board for the Rangoon Electricity 
Supply Division of the Burmese 


Government. 
2 * * 


Car for $1,100 
YOTA MOTOR CORP. has an- 
nounced that its new midget car 
is expected to be put on sale next 
August at about $1,100. 

Nissan Motors and the Hino 
Diesel, also in the race to manu- 
facture a low-cost popular vehi- 
cle, are planning to reduce the 
cost of their small models by 
placing them on a mass-produc- 
tion basis. 

These two companies are com- 
peting to cut the prices of their 
models to approximately $1,250. 
Present prices for these vehicles 
run from $1,700 to $1,850. But mar- 
ket observers believe even the low 
prices are still far too high for 
general popular consumption. 

They say that only when the 
prices can be brought down to $400 
to $550 will the automobiles really 
become “people's cars.” 

Toyota hopes that the price of 
the talked-of $1,100 model can be 
cut in half as production reaches 
2,000 units per month. But the 
rising cost of steel is a vexing 
problem. | 

Other factors to be taken into 
account in developing a mass mar- 
ket for autos in Japan include low 
wages, credit difficulties, bad roads, 
high operating costs, high auto 
taxes and lack of service facilities. 
Toyota, meanwhile, cut the prices 
of trucks, buses and passenger cars. 
Cuts on cars amounted to $110 to 
$190. 
” = . 


U. S. Army Contract 


N AMERICAN ARMY contract 

has given the Japanese auto- 
mobile industry its first real op- 
portunity to test Japan-made 
vehicles on the U. S. military mar- 
ket. 

U. S. officials have completed 
negotiations with Toyota Motors, 
Nissan Motor Car, Hino Diesel, 
and Minsei Diesel to produce two 
each of eight types of military 
vehicles ranging from one-quarter 
ton to 2% tons. They will be 
shipped to the U. S. and be tested 
against American military stand- 
ards at the Aberdeen (Md.) test- 
ing grounds. 

It was said the four firms agreed 
to sign the contracts at less than 
production costs in order to gain 
the business. As one official said: 
“The firms were very anxious to get 
a toehold in what they consider a 
very promising and lucrative new 


market.” 
aa * * 


6-Passenger Car Due 


UJI Precision Industrial Co. has 

developed a six-passenger car, 
said to be the first such vehicle 
produced in postwar Japan. Pro- 
duction will start in 1957 at an 
initial rate of 100 a month. 

It will have a 175-horsepower 
engine, and top speed will be 380 
miles an hour. A Fuji spokesman 
said the car was designed primarily 
to reduce import of autos for use 
by Japanese government officials. 

The car has not yet been named. 
Price estimates are between $4,000 
and $5,000, 
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General Motors cars 


carry this mar 


of extra distinction f 


Yes, any General Motors car! Chevrolet, Pontiac, Oldsmobile, 
Buick and Cadillac all have the Wonder Bar radio—a mark of extra 
distinction. In performance, convenience, prestige, Wonder Bar 
gives you a powerful selling extra other car dealers just can’t equal. 


What is Wonder Bar? It’s the amazing radio that tunes at a touch— 
automatically, perfectly—finding any station within range. It elec- 
tronically seeks a different station on the dial every time the 
Wonder Bar is touched. Five “‘Favorite-Station” pushbuttons pin- 
point local programs mechanically with greater-than-ever speed 
and accuracy. 


Factory-engineered for superb performance under all conditions, 
Wonder Bar radios are a mark of extra distinction for the General 
Motors cars they help to sell. They are designed and built for you 
by Delco Radio, Division of General Motors, Kokomo, Indiana. 
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RADIO 


A GENERAL MOTORS VALUE 
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Other Makers Up Parts Shares... 








Ford to Expand in Australia 


By H. Bowden Fletcher 
Special Correspondent 
YDNEY, Australia—Ford Motor 
Co. has purchased 400 acres from 
the State Housing Commission of 
Victoria for $450,000 and on it will 
erect a modern tool and die plant 
and a modern assembly plant which 
would be one of the biggest in Aus- 
tralia. It is part of the plan to in- 
crease the Aussie content of Ford 


products. 


* * 


More Local Assembly Due 


en CO. plans to build cars 

in Australia, according to ex- 

port manager Pierre Guerin. 

Originally at least 50 percent of 

the components will be made here 
in order to dodge import restric- 
tions and the company will estab- 
lish a branch here. 

Volkswagen’s Far East export 
manager Baron von Oertzen also 
said the company plans to product 
51 percent of the Volkswagen parts 
in Australia within 12 months. 

Rover Co., Ltd., of England, also 
has announced plans to add to the 
Aussie content of cars including 
transmission assemblies and other 
engine components through its sub- 
sidiary Pressed Metal Corp. This 
applies particularly to Land Rovers 
which the company hopes to export 
to New Zealand from Australia. 

* * . 


Profits Decline 


UTOMOTIVE & General Indus- 

tries showed a decline in profit 
for the year ending June 30 of 
$129,940. The company distributes 
Austin motor vehicles in Victoria, 
and the sales dropped 9 percent to 
5,760 for the year. 


* 


Goliath Wins Economy Run 


GERMAN Goliath driven by K. 
Wright and C. Oliver, of Vic- 
toria, won the 1,000-mile Mobilgas 
economy run with an average of 
64 ton-miles per gallon of fuel. 
Last year’s run also was won by 
a Goliath with an average of 64.062 
ton-miles a gallon. The 1956 run 
was from Melbourne via Sydney to 
Brisbane. 


* 


* * 


* * * 


Holden, Volkswagen Climb 


LY Holden and Volkswagen 

increased their market pene- 
tration shares in September, 1956, 
as compared with the same month 
of 1955. Here is a comparison of 
how the leaders fared percentage- 
wise: 


Sept. "55 Sept. '56 
Holden 27 pet. 40 pet. 
Ford 22 17 
Morris 10 8 
Volkswagen 4 8 
Austin 9 7 
Standard 6 5 


_ September sales of new vehicles 


Calendar 


(Continued from Page 12) 


General 
Jan. 19-23—Sixteenth Annual Convention, 
Truck-Trailer Manufacturers Assn., Hotel 
Del Coronado, Coronado, Calif. 








Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 

March 6-8—Annual Spring Technical Meet- 
ing, Pressed Metal Institute, Hotel 
Carter, Cleveland. 

March 11-12—Annual Convention, 
dian Automotive Wholesalers’ & Man- 
ufacturers'’ Assn., Windsor Hotel, 
Montreal. 


March 13-i4—National Automotive Serv- 
ice Show. Show Mart Bldg., Montreal. 
March 25-27 — American Society of Tool 
Engineers, Technical Meeting and Con- 
vention, Shamrock Hilton Hotel, Hous- 
n 


Cana- 


ton. 

Mey 9-12 — Midwest Automotive Trade 
ow, Kiel Auditorium, St. Louis. 
Aq. _Co—Soutiwest Automotive Show 

allas. 


USED CAR DEALERS 


We can supply you with 


CHEVROLETS 


FORDS 


1955 - MODELS - 1956 
other makes too 


lowest wholesale prices 
all cars clean 


As Near As Your Telephone 


EMKAY, INC. 


6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 4-6969 
Ask for Ben Geller 





totalled 16,395, a drop of 5,491 com- 
pared with the same month last 
year and down 1,887 from August 
this year. 

In the six months since the new 
sales tax went into effect, sales 
have fallen 19 percent below the 
corresponding 1955 period. Passen- 
ger vehicles dropped 22 percent, 
more than doubled the drop in com- 


mercial vehicles, 


* * 


They Like the Holden 


OLDEN, the General Motors 
Corp. subsidiary in Australia, 


* 


has reported that the cost of chang- | 


ing to its new model was $24,750,000. 


The new car costs about $120 | 


more than the previous one and, 
according to the company, sales 
have been good. It is reported to 
require a year’s waiting period 
for delivery. 


Production rate for the new model | 


was put at 291 per day but will be 
increased, the firm said, to 416 a 





is to be turned out later, it was 
said. 

Holden is planning export of the 
new model—2,000 to New Zealand, 
and the question of sales to other 
countries is said to be under con- 
sideration. 

+ as * 


Traffic Toll Mounts 


— were 2,084 persons killed 
in traffic accidents in 1955, the 
Government has reported. This was 
an increase of 42 from 1954. The in- 
jured totalled 47,757, which was a 
boost of 984 from 1954. 

Passengers of autos and motor- 
cycle sidecars headed the list with 
182; there were 135 pedestrians 
killed; 129 drivers and 53 motor- 
cyclists. 

Inattentive driving was blamed 
for 6,388 accidents, failure to give 





conditions for 1,952, and vehicle de- 
fects for 1,771. Speed was the great- 
est killer with 111. 





day by July, 1957. A station wagon| > 


right-of-way for 3,978, poor road | 

















| Mickey Mouse a Traffic Cop?— 


Distribution to police departments throughout the nation of 250 copies of a Walt 
| Disney traffic safety film, “I'm No Fool As A Pedestrian,” was discussed at Disney 
Studios in Burbank, Calif., by, from left, Bernard R. Caldwell, commissioner, Californig 
| Highway Patrol, who represented the International Assn. of Chiefs of Police; Disney, 
and J. O. Mattson, president, Automotive Safety Foundation. The movie will be shown 
to school children and other groups as part of police traffic safety programs. 
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SEIBERLING MAKES ITie 
















If you are interested in hearing 
the details of our Car Dealer 
Premium Tire Plan, we will 
gladly have a representative 
contact you for an appointment. 





. ~ ‘ 
LL ek a aaa enna Sa «TSR 


FOR YOU eee MR. CA 1 
Get into the profitable 
@  Tire-Change-Over Business} 


PETRY SBI ARPS EE Oe EM: 


* 


Se BE SRE aE 


You can make a substantial extra profit of 
every car sale by selling a change-over from 
original equipment tires to Seiberling puncture 
sealing ‘‘Sealed-Aire’’ tires. You make your 
regular profit on the car plus a very substan- 
tial profit on the tire change-over. 


Seiberling makes it easy for you to get into 
this profitable change-over business. With 
Seiberling’s Car Dealer Plan — 


NO new equipment is needed. 
NO extra personnel is required. 


NO extra ‘“‘paper work’’ is necessary. 









SS 


NO advertising expenditure is called for. 






















News to Note... 
————— 















sT. ANTHONY, Id. — The Idaho 
State Industrial School here has 
added an auto mechanic course to 
its auto body-building department. 
Idaho auto dealers have cooper- 
ated in bringing to the school shops 
auto repair work not covered by 
insurance. School officials believe 
the course can do much to alleviate 
the shortage of trained mechanics 
and body repair men in Idaho. 
+ * 


Ford Lends 7 Wagons 


To Traveling Teachers 


OAK RIDGE, Tenn. — (UTPS) — 
Ford Motor Co. has provided sta- 











+ 







Malt tion wagons for seven science 
ney § teachers who are visiting high 
nia schools all over the country to stim- | 
Ney, wate interest in science and 
wn science-teaching careers. 









EASY 





ed 





service that can’t be 


equipment tires. Seiberling Sealed-Aire is 
so fine a tire that it is guaranteed in writing 


th 








Auto World in Brief 


EALER! 


2 ‘ba “ae 


When you sell a change-over to Seiberling 
Sealed-Aire tires, you assure complete cus- 
tomer satisfaction with a guarantee of tire 


to give its owner full tread wear with no 








sponsored by the Oak Ridge Insti- 
tute of Nuclear Studies and the 
Atomic Energy Commission, each 
teacher nas an area to cover, 
spending a week at each school. 
Each carries more than 800 pounds 
| of equipment. 


* * 


= 

Bankers Buy Motor Credit 
KANSAS CITY. — Bankers In- 
| vestment Co., Hutchinson, Kans., 
|has purchased the stock of Motor 
| Credit Co. here, according to W. T. 
Haury, Bankers treasurer. Ben| 
| Eyre, who started Motor Credit, 
will manage the Kansas City office. | 

+ * * 


|\Glamur Announces Move 


\To Larger Quarters 

SYRACUSE. — Glamur Products, | 
Inc., here has announced that it 
will move into a new plant which 



















made with original 
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the manufacturing space of the old 
one. 

Also included in the new build- 
ing will be a fully-equipped labora- 
tory. This will be used for quality 
control and continuing research in 
product and manufacturing 
advancements. 

* 


Former Atlanta Policeman 


Charged in Auto Fraud 


ATLANTA. — A former Atlanta 
policeman, Carl O. Gaddis, 37, has 
been arrested on a warrant charg- 
ing larceny after trust in connec- 
tion with the sale of 31 mortgaged 
automobiles valued at $30,000. 

Four of the cars were recovered 
in Valdosta. It is charged that 
Gaddis acted as a salesman of equi- 
ties in automobiles, gave valid 
checks to cover the equities in some 
instances and in other cases sold 
the cars and left the mortgages 
unpaid. 


* * 


* * 


Illinois Official Suggests 
|Theft-Proof Auto Locks 


CHICAGO. — Locks that would 
prevent automobiles from being 
driven after a locked. ignition has 


road hazards! 





by Eugene J, Czachorski, Illinois 
youth commission member. 

Czachorski suggested that such a 
lock be installed on the steering 
wheel, thus making it impossible 
to drive the car once it had been 
entered forcibly. Such a device, he 
said, should be made compulsory 
on new autos sold in Illinois. 

* * + 


Union Oil Builds 


LOS ANGELES, — Cornerstone 
ceremonies for Union Oil Co.’s $20 
million headquarters in downtown 
Los Angeles were held on the 66th 
anniversary of the incorporation of 
the firm, with Reese Taylor, chair- 
man, presiding. 

. * 


Auto ID Cards Issued 


In Battle Against Theft 


ST. LOUIS. — A plan to reduce 
theft of auto parts and accessories 
and to promote a higher rate of re- 
covery of stolen articles is being 
put into effect here by the police 


* 





department in cooperation with the 
|St. Louis Tire Dealers Assn. and 
| Associated Petroleum Retailers. 

Identification cards have been 
| distributed to service stations, sup- 
ply stores and others to be given 


Under the program, which is/ will provide more than five times| been jumped, have been advocated | to auto owners. These cards are to 
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limit on time or mileage! It is even guar- 


anteed against loss of mileage because of 


You establish better customer relations and 
make an extra profit, too, when you sell 


a change-over to Seiberling tires. 


SEIBERLING 


“MAKERS OF AMERICA’S FINEST TIRES 
-+-In Every Price Range” 
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be used by the owner to record his 
license number, engine and body 
serial numbers, the numbers of his 
tires and other identifying marks 
for any accessories, including hub 
caps. When articles are stolen, the 
motorist can turn his card over to 
the police to aid in identifying the 
stolen property. 


* * 


Cadillac Plastic Opens 


In Cleveland, Milwaukee 


DETROIT. Branch units in 
Milwaukee and Cleveland have been 
announced by Cadillac Plastic & 
Chemical Co. here. 


Other warehouse-sales office units 
are located in Detroit, Chicago, St. 
Louis, Los Angeles and San Fran- 
cisco. Raymond Weber is manager 
at Cleveland, George Gray at Mil- 
waukee. 


+ * + 


Jacobson Picks Fournier 


OMAHA,.—Ralph F. Fournier, who 
for six years operated his own auto- 
mobile dealership, has been named 
sales manager of the Farnam 
Street branch of Jacobson Co, (De- 
Soto-Plymouth), He was assistant 
to the vice-president of Pierce- 
Arrow Motor Car Co, from 1930 to 
1934, 


* * 


Croname Plans to Move 


In New Plant in 1958 


CHICAGO. — Croname, Inc., has 
announced it will occupy a $6 mil- 
lion plant in Niles, Ill.; early in 1958. 

About 1,500 persons will be em- 
ployed in the new plant. The new 
factory will have more than 277,000 
square feet of floor space with an 
adjoining two-story office and cafe- 
teria. 


* 


* * * 


Tire Yarn Price Cut 


CLEVELAND. Industrial 
Rayon Corp. has announced lower 
prices for its 1650-denier rayon tire 
yarns. The revised prices are 55 
cents per pound for Tyron 100 
rayon tire yarn and 58 cents per 
pound for its Tyron 200 tire yarn. 
Prices were 58 cents for Tyron 100, 
61 cents for Tyron 200. 


* * * 


Bowers Leaves Sadrin 


To Form Own Company 


KANSAS CITY. — Walter B. 
Bowers, formerly sales vice- 
president of Sodrin Corp., has 
formed his own company to manu- 
facture automotive accessories. 

The new company will be known 
as Walter B. Bowers Co., and is at 
4209 Michigan, Kansas City, Mo. 


* * * 


Bob Hook to Expand 


LOUISVILLE, Ky. — Bob Hook 
Chevrolet Co., 2232 Bardstown Rd., 
has announced plans to construct 
a new $167,000 sales and service 
building at Bardstown and Kaelin. 
The company hopes to be in the 
new quarters by midsummer of 
1957, 


7 * > 


Kaiser Aluminum Acquires 


Hokin Extrusion Plant 


DOLTON, Ill.—Kaiser Aluminum 
& Chemical Corp. announced that 
it is acquiring Hokin Aluminum 
Co.’s extrusion plant here. 

Kaiser said acquisition of the 
Hokin plant will enable it to speed 
up by approximately two years the 
company’s planned midwest extru- 
sion expansion program announced 


last year. 
* 


Bennett Pump Moves Offices 


In Detroit, San Francisco 
DETROIT. — The San Francisco 
and Detroit offices of Bennett pump 
division, John Wood Co., have com- 
pleted moves ‘to larger quarters. 
San Francisco sales offices and 
(Continued on Page 136, Col. 3) 
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AUTO 
TURNTABLES 


Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Cona. 








electric 
pre-heater 


eMC mM duty 





KIM HOTSTART pre-heaters circulate hot 
water through engines when they are not 
in use; protect them against bitter winter 
weather; keeps engines responsive to the 
touch of the starter. Lightweight; low 
cost; high in savings. Thousands in use. 















@ QUICK, EASY STARTS 
@ SAVES WARM-UP TIME 
@ REDUCES ENGINE WEAR 


@ ELIMINATES NEED FOR 


HEATED TERMINALS 4 MODELS 


EASY TO 
INSTALL 


See your automotive dealer or write for literature 


KIM HOTSTART MANUFACTURING COMPANY 
wen’ 917 Groadway, Spokane 1, Washington 


ws one the new 
Situn Meteor 


America’s Most Beautiful 
Rear-Deck Auto Antenna 


Not a Miniature 











Fits All Cars 


tel ginal fu Cte ha) 
ar-deck antenna 
4-position extension 


Duals or Singles 


beaurline industries, inc., Lyons, Ill. 
Chicago Phone: Bishop 2-2941 





SAMPLE 


and 


EXPERIMENTAL 
STAMPINGS 


Engineering Bench and 
Layout Work 


Short Run Stampings from 
Kirksite or Plastic Dies 


If your production plans call for sample 
parts or short run stampings, consider 
the special service Anzick provides to 
fabricate these parts from your own 
ideas. In fact, our skilled craftsmen can 
develop a part all the way from blue- 
print or rough sketch to a finished 
stamping whether it is one piece or a 
hundred. We are at your service. 


ANZICK MFG. CO. 


EXPERIMENTAL DIVISION 
23675 MOUND RD., VAN DYKE, MICH. 
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Affecting Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

It has been a long time since the 
era of the hand cranks, goggles and 
linen dusters, but Hovey Hagerman, 
new account executive on Pontiac 
at MacManus, 
John & Adams, 
Inc., Bloomfield 
Hills, Mich., can 
reminisce just 
about that far 
back, 

Beginning his 
advertising career 
in 1925 with the 
J, Walter Thomp- 
son agency in 

Chicago, Hager- 
man recalls that 
“those early days in automobile ad- 
vertising were really rough and 
tumble.” 

The battle of copywriters got 
so rugged at one point, accord- 
ing to Hagerman, that Ford ran 
an ad which said: “There Are 
Some Things We Won’t Do To 
Sell Motor Cars.” 

Hagerman recalls the hot and 
heavy advertising battles when he 
was writing copy for Chevrolet, 
which then had wood and steel 
bodies. Plymouth at the time was 
advertising its new all-steel bodies. 

“We took the aggressive,” Hager- 
man says, “and ran ads saying: 
Steel Alone Is Not Enough.” Plym- 
outh replied by sending an entourage 
around the country with an ele- 
phant which would walk on tops of 
its cars to show the strength of the 
all-steel construction, 

Chevrolet then ran an ad which 
said: “If Your Elephant Wants 
to Ride on Top, It’s All Right 
with Chevrolet.” 

Hagerman joined the newly 
founded MacManus, John & Adams 
agency in 1934 and wrote Pontiac 
copy until 1937, when he was trans- 
ferred to the Cadillac account. 

“Undoubtedly it was pure coin- 
cidence,” he says, “but it was while 
I was with these accounts that 
Chevrolet first became sales leader 
of the lowest-priced three, Pontiac 
overcame the long lead of its chief 
competitor and Cadillac became the 
first volume producer in the top- 
priced category. The latter achieve- 
ment may have been helped by the 
fact that our theme for the year 
was ‘Now You Can Buy a Cadillac 
for $1,385!” 

Has advertising changed much 
since 1925? “Not really,” says 
Hagerman, 

“More and better minds have 
made competition keener and more 
interesting, and the enormous in- 
crease in agency services has added 
stimulating variety, but advertising 
itself won’t change until people 
change, and I don’t foresee that in 
my time,” he says. 

. £ * 
Chicago Show Promotion 


The Chicago Daily News will 
publish its annual auto show sec- 
tion Jan. 5 in conjunction with 
the Chicago Auto Show which 
opens that day. The show con- 
tinues through Jan. 18. 

The special section will preview 
the show with pictures and news 
of the industry and the people 
prominent in it, according to Ed 
Kandlik, automobile editor of the 
paper. 


* *® * 
NCBI Announces Ad Program 


The National Cotton Batting In- 
stitute has announced that its 1957 
advertising program will include six 
principal consumer ads and 64 in- 
sertions in 11 leading trade maga- 
zines of the bedding, furniture and 
automotive industries. 

New features for the coming year 
also includes a schedule in publica- 
tions reaching tourist court and 
motel management and a series of 
ads in institutions magazines. 


GM Ends Gitar Sevies 


Hovey Hagerman 


General Motors has ended its 


series of institutional radio broad- 
casts which for eleven years has 


featured Henry J. Taylor, author| ~ 


and commentator. 

Under the title “Your Land and 
Mine,” the broadcasts were re- 
printed in booklet form. Nearly 20 
million copies of these booklets 
were distributed to listeners who 
requested them. 

Taylor will continue to be avail- 





able for a limited number of speak- 
ing engagements sponsored by Gen- 
eral Motors. 


* + * 
Fohrman Names Agency 


Olian & Bronner, Inc., Chicago, 
has been advertising agency for 
Fohrman Motors, new Chrysler, 
Imperial, Dodge and Plymouth 
dealer in Chicago and Evanston. 


* * * 
Carborundum Reorganizes 


A comprehensive reorganization 
of the advertising functions of 
Carborundum Co., Niagara Falls, 
N. Y., has been announced by Bur- 
chard M. Day, advertising man-! 
ager. 

Net effect of the reorganization 

has been the setting up of semi- 
autonomous advertising depart- 


——a, 


ments in each of Carborundum, 
major operating divisions ang 
subsidiaries in the United States 
and Canada, 

Day said that the decentralization 
of advertising at Carborundura wa 
necessary to give proper specializeq 
attention to the divisions and sub. 
sidiaries which are geographically 
separated and sell to such wid 
varied markets as metalwork 
electronics, woodworking, hardware 
trade, atomic energy, chemicals 


and military ordnance. 
> * * 


Billboards Hit Again 


The $50 billion road network to 
be built under the new Federal pro. 
gram will be lined with continuous 
rows of offensive billboards, accord. 
ing to Robert Moses, New York's 
park and highway administrator, 
unless the highway law is amended 
at the next session of Congress. 

The Federal law setting up 
the program, he points out, makes 
| no provision for control of bill- 
lboards and advertising devices, 
Neither does it prevent the road 
(Continued on Page 134, Col, 1) 








Stainless Steel Aids Sales 


Car Dealers Urged to Capitalize on Metal’s 
Prestige Value, Durability 


NEW YORK.—The extensive use 
of stainless steel brightwork on new 
models is an indication of the all- 
out effort by car producers to 
insure a top sales year in 1957, ac- 
cording to Richard E. Paret, Com- 
mittee of Stainless Steel Producers, 
American Iron and Steel Institute. 


Representing the group which 
comprises every major stainless 
steel producer, Paret said, “This 
year has been a reversal of the 
trend in which car manufactur- 
ers have used brightwork spar- 
ingly in new body years.” 

Paret called stainless steel the 
glamour metal of today and urged 
ear dealers to capitalize on its rec- 
ognized prestige value. 

“Housewives have a great famili- 
arity with it because of its wide- 
spread use in tableware and house- 
wares,” he said. “Consumer prefer- 
ence for the metal has resulted in 
its taking over the lion’s share of 
these markets in the space of a 
few short years.” 

As a result of the broad use of 
stainless steel by every car pro- 
ducer, Paret suggested that all car 
dealers concentrate on the sales ap- 
peal of brightwork. 

“By replacing less durable plated 
or surface-treated metals, manu- 
facturers have given dealers a key 
sales factor,” he said. “They no 


longer have to apologize for rapid 
* . - 


deterioration of brightwork when 
it’s made of stainless steel.” 

Paret said that virtually all lines 
this year feature wheel covers, side 
moldings, window and windshield 
moldings, and hood and roof mold- 
ings made of stainless steel. 

In addition, door handles, grille 
assemblies, ornaments, interior 
trim, locks and various mechani- 
cal parts for radiators, car- 
buretors and electrical compo- 
nents account for large amounts 
of stainless steel consumed by the 
industry. 

Paret said the stainless steel in- 
dustry is cooperating with auto 
manufacturers in their campaign to 
make stainless steel a sales factor. 

He cited the fashion show being 
produced by the committee at the 
National Auto Show here as one 
effort on part of the stainless steel 
industry to help boost new-car sales. 

In addition, the committee is con- 
ducting a public relations program 
through television, radio and news- 
papers to promote the quality, 
glamour and durability of new cars, 
Paret said. 


Stater Joins Joe Fisher 
PORTLAND, Ore. — Gail Stater 
has been appointed general man- 
ager of Joe Fisher Oldsmobile. He 
formerly was manager of Cope 
Buick Co., Sacramento, Calif. 





en 





‘57s Use More Stainless Steel— 


Stainless steel is growing in use by auto manufacturers as trim, according to the 


Committee of Stainless Steel Producers. 


From wheel covers on up, all lines this year 


are using more stainless steel than ever before. 


* x * 


Bright Outlook on Trim— 





Typical of the variety of uses for stainless steel, this 1957 Plymouth has stainless 
steel for wheel covers, door handles, body side moldings, window and windshield 
moldings, windshield wipers and other bright sopts. 


















@ If you talk to a woman about your car 
as though she were a garage mechanic, she’ll sizzle. But if you talk 
to her as a woman, she’ll warm up like a sunny day. 


Mi The best place to talk a woman’s language is in 

a woman’s magazine. Because there she expects to hear her own 
language spoken from cover to cover. She feels as though she’s 
reading about herself on every page. 


M@ The magazine that generates the most warmth from the most 
women is Ladies’ Home Journal.* It’s the magazine 
that understands her best. So it’s the magazine 
that she responds to best. 
*Among all magazines edited for women, the Journal is: 


No. 1 in total circulation 


&F 


No. 1 in advertising revenue 


Never underestimate the power of the No. 1 magazine for women... 


‘JOURNAL... 
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(Continued fro: 


entrances, exits and intersections 
from “a mushroom growth of ugly 
filling stations, hotdog stands and 
other familiar roadside eyesores, he 
says. 

Interviewed in the current issue 
of Harper’s magazine, Moses urges 
the President to tell Congress that 


Affecting Factories and Dealers... 


Auto Advertising 








m Page 132) 


remedial measures must be adopted 
to “preserve from destruction the 


vast areas which will be opened up| 


by the new roads.” 


* * * 
Cleveland Cap Picks Rep 
Cleveland Cap Screw Co., Cleve- 





land, has appointed Gray & Rogers, 





Presenting 2 New 





s) 


‘BETTER 


OYERTOW 





BUILT’ 


Philadelphia advertising and public 
relations agency, to handle its ad- 
vertising, beginning Jan. 1, 

The Philadelphia agency has been 
creating and directing Cleveland 
Cap’s publicity since last spring. 

The company is a subsidiary of 
Standard Pressed Steel Co., Jenkin- 
town, Pa. 

a * ao 


Chrysler Export Change 
The export division of Chrysler 
Corp. will use two agencies to 
handle an expanded international 
advertising program, according to 
Nicholas Kelley jr., president. 
Ross Roy, Inc., Detroit, which has 


Nl] Delivery Bodies 





"“Weight-Saver” MERCHANDISER 
e Most advanced engineered light weight delivery 


body in the truck body field. 


e MAGNESIUM Body & Cab sections. 


Model MP-6 MERCHANDISER 


e Versatile retail delivery body, ideal for 


Bakery, Dairy, and Laundry service. 


e Reinforced Fiberglass PLASTIC Front-end 


Assembly. 


e New construction provides a TOTAL PAY- 
LOAD of 3880 Ib. on an 8000 Ib. G.V.W. 


Rated Chassis. 


e Available in 10’ & 12’ sizes on 
of your choice. 


e Sit-Stand Drive operation. 


e Designed for mounting on a special stripped 


the truck chassis 


95” wheelbase chassis. 
e Over 164 Cu. Ft. of square usable load space. 


e Compact—Maneuverable. Ideal for city 
retail routes. 


Contact your nearest Boyertown Sales Branch Office or Distributor for full information about these 
new Boyertown truck bodies. Learn how they can best serve your Custorhers—increase truck sales! 


Sell a "BETTER BUILT” Delivery Body—Sell a BOYERTOWN! 
BOYERTOWN AUTO BODY WORKS 


Phone: 7-2146 


Boyertown, Pa. 








HERE'S WHY MIEYER SNOW PLOWS 


MEAN PLUS PROFITS 
FOR TRUCK DEALERS 























CHOICE OF MOUNTINGS 
®@ Extra-heavy tubular under frame 


mounting for heavy duty operations 


@ Heavy front frame mountings for 
medium duty operations 


For a PLUS PROFIT in your next truck sale . . 


. sell a Meyer 


Snow Plow. And ... for more PLUS PROFITS ... sell present 


truck owners too. But . . . NOW is the time. Soon-to-arrive snow 


will create a demand for trucks properly equipped to clear road- 


ways. 
driveways, etc. 


CHOICE OF LIFTS 

@ Electrolift . . . fast-acting 
electrically operated Power 
Hydraulic lift 

@ Fan Belt driven Power 
Hydraulic lift 

®@ Hand operated Hydraulic lift 





7203-MP 






. parking areas . . . service stations . . . shopping centers, 





Only MEYER 
offers these choices 






CHOICE OF SIZES AND TYPES 
®@ Reversible Blade Plow — 78 thru 


102-inch lengths for general use 


© V-type — 72 and 88-inch for heavy 


snow breaking 


® Angledozers — 72 thru 90-inch 


for backfilling, levelling and 
light grading 


@ V-type adaptable for most 


passenger cars 


LOWER PRICES 
Meyer’s volume production . . . 


the 
result of over 30 years experience in 


building quality plows . .. makes 


lower prices possible. 





THE OLDEST AND MOST COMPLETE LINE OF SNOW PLOWS AND ANGLEDOZERS FOR TRUCKS 





East 82nd Street 


Cleveland 5, Ohio 











been the export division’s agency 
since 1947, will continue as adver- 
tising counsel for the corporation 
trucks, MoPar, Airtemp and special 
products sold abroad. 

The international division of 
McCann-Erickson, Inc., has been 
appointed to handle all car and 
institutional advertising, and serv- 
ice the division’s overseas merchan- 
dising activities. 

* * * 


Grinstead Named 


C. W. Grinstead has beer ap- 
pointed director of advertising and 
merchandising for Willys. An ex- 
ecutive with the 
corporation in 
various key ca- 
pacities since 
1945, Grinstead 


years has been 
manager of the 
Willys central di- 
vision with head- 
quarters in Chi- 


C. W. Grinstead 


tomotive experi- 
ence dates from 1934 when he was 
associated with the International 
Motor Truck Co. During World War 
II he served the War Department 


as an automotive advisor. Immedi-| 


ately prior to his Chicago assign- 

ment, he served as general man- 

ager of Willys’ Canadian company. 
> * = 


Auto Show in Pictures 
Twelve 1957-model automobiles 
are displayed in a feature entitled 


“Town Journal’s Own Automobile 
Show,” and “Farm Journal’s Own 


Automobile Show,” running con- | 


currently in the December issues 
of The Countryside Unit maga- 
zines, 


In four-color, “Automobile | 
Show” pictures show the DeSoto | 


Firesweep, Pontiac, Ford “Fair- 
lane 500,” Mercury, Oldsmobile, 
Studebaker four-door station 
wagon, Plymouth, Chevrolet, 
Chrysler, Nash Rambler hardtop 
sedan, Buick hardtop station 
wagon, and Dodge. 
> = 


* 


Inquirer Names Krug 


Richard I. Krug has been named 
exclusive advertising representative 
in the Detroit area for the Phila- 
delphia Inquirer, effective Dec. 1. 

Krug replaces George Dix, who is 
seriously ill at his home in Bir- 
mingham, Mich. Dix has repre- 





George Dix 
sented the Inquirer on automotive 
accounts for the last 25 years and 
has been in Detroit since the office 
was opened in 1948. 


Krug, who has been with the 
paper since 1947, has been serving 
automotive accounts as a national 
advertising salesman for the last 
three years. Prior to his automotive 
experience, he was connected with 
the general, retail and classified ad- 
vertising departments of the In- 
quirer. 

* * * 


DeSoto Names O’ Hara, Jardine 
Robert G. O’Hara, formerly the 
division's public relations manager, 
has been appointed DeSoto sales 
promotion manager. 
Simultaneously, G. A. Jardine, 
formerly Syracuse regional mer- 





G. A. Jardine 


chandising manager, was named 
national merchandising manager. 
Jardine has been with DeSoto eight 
years. 

In his new post, O’Hara will have 
two aides, James H. Campbell, as 
assistant sales promotion manager, 
and Paul A. Guzzo, in charge of 
special events. 


for the past two} 


Grinstead’s au-| 


Catch of the 
Season... 


Cree PICK-UP Coach 


Fits all standard pick-up bodies 
Easy to mount or dismount. Living 
quarters for three adults. Plenty of 
storage space. 6’ 2"’ headroom, ? 
large, 2 small screened windows, 
Gas—electric or ice refrigerate, 
| stove, sink. Electric lights, wired 
\for 6V, 12V & 110V. Insulated, 
Sturdy construction. No _ licens 
needed. 

| FREE By return mail we'll send 
| complete literature and prices, 
|Buy from any authorized truck 
dealer or write today. 

CREE COACHES, INC. 


MARCELLUS MICHIGAN 
Dept. AN 














| Portable 


| Make passersby stop, look, COME IN AND 
| BUY. Priced within every dealers budget. No 
| Pit—No Holes. Just plug into nearest elec 
| trical outlet. For indoor or outdoor display. 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 











MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the country to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 46969 








MOTOR oF 
PMIASTE R 


“I BUILD SERVICE PROFITS 
; with personalized 
name plates 
DETAILS ON REQUEST 













1281 SO. CHEROKEE 
DENVER, COLORADO 


STEMAC 








<ae| THAT GIVES 


WHOLESALE COSTS 
on NEW CARS 
and EQUIPMENT! 


Now you can know the exact 
Wholesale Cost of competitive 
makes. You'll SAVE many deals 
with this information. 

You'll never want to be without it. 
Prove this book’s authenticity and 
high value to you without risking a 
cent. We will send you a copy of 
“AUTO COSTS” for your free inspec- 
tion. Fill out coupon and 
mail at once. 





Auto Costs Publications 


P.O. Box 224—Dept. 117 

| New York 1, N. Y. 

| Gentlemen: Please send a copy of ‘AUTO COSTS’ 
which contains facts ond figures referred to in your 


letter. | agree to either remit $10.00 or return the 
book within ten days. 


Name 
Title 


Company 


Address. - 
| City Zone State 
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a. 
They're meeting 1960 at the ‘9/ auto shows! 





By “they,” we mean your customers. 


When they step up to the Plymouth dis- 
play, they step three years ahead. They’re 
in the automotive future of 1960! There is 
the dream car they’ve always wanted... 
right in the low-price 3! 


when you drive a 


1960-new Plymouth is at its best stacked 
against competing cars, on the same floor. 
Its ranginess ... roominess . . . road-to-roof 
newness steal the thunder from the field! 
For Plymouth, auto shows are sales shows! 


Hits of the shows are the new Plymouth’s 


PLYMOUTH 








Flight-Sweep Styling . . . astounding Torsion- 
Aire ride... fiery new Fury V-800 engine with 
290 hp, highest in the low-price 3. . . exhilar- 
ating sports-car handling . . . super-safe new 
Total-Contact Brakes . . . and many other 
exclusive “features for sales.” 





suddenly 2t’s 1960 











for manufacturers who create new 
products for tomorrow's markets 





General view of the 
wood model shop em- 
ploying from 100 to 
125 men. 


The Wettlaufer organization is the largest, independent 
experimental oe company in the country today. 


And our business is to help you create new products for 
today’s competitive markets. 

Here, in one location, and under strict supervision and 
complete secrecy, your new product is designed, engineered 
and created from start to finish. We can place at your 
disposal a qualified staff of design engineers, drafting 
engineers, craftsmen in clay and wood and metal fabri- 
cating specialists. This experienced staff of skilled tech- 
nicians works hand in hand with your own engineers to 
develop your product quickly and economically. 


STYLING - ENGINEERING - PILOT MODELS - HAMMER FORMS 
DIE MODELS - MOCK-UPS - EXPERIMENTAL METAL WORKING 


For more information concerning ovr complete creative 
services, send today for ovr illustrated brochure entitled: 
“From Start to Finish, The Story of Product Development.” 


Wettlaufer 


ENGINEERING CORPORATION 
19000 W. 8 Mile Rd. Detroit 19, Mich. 








Draw-Tite Hitches 


-D-D-E-D 
PROFITS = 


for You! 


Everyone of your customers who tows a BOAT OR UTILITY TRAILER 
represents bonus profit for you . . . IF you sell Draw-Tite Custom 
Built Hitches! And D-T profit is easy profit. For example, you don’t 
need to stock a full line to accommodate customers. Within 24 
hrs. of receipt of your order at the factory, a one-piece hitch 
custom built for the make, model and year of your customer's 
car will be on its way! Install it in 15 minutes—and you've 
earned a handsome dividend with minimum investment! No other 
hitch features the deluxe design plus the rugged dependability 


ane 


. 4 
(uA fhm sini 


of “a Draw-Tite.” 
Send for our feature-packed folder 


FREE « “Only the Ball Shows” and get 
_— full profit story on Draw-Tite 


the 
Hitches and Cam Tension Trailer 


DRAW-TITE CO. 


Factory: Belleville 6, Mich. ea 
Branch: Starke 


15, Fla. and COUPLERS 
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<a 
of Squirt Co., soft-drink firm, and (lett and James Holiday are th, 
6 for the past few years has headed | owners. ] 
Auto Briefs his own public relations and man- - A 


* * 
agement consulting business. Leigh Takes Dodge 
‘ ae GULFPORT, Miss.—J. Tal bert 
(Continued from Page 131) Pioneer Olds Ope ns Leigh (Dodge) has opened at 1313 
‘ HARRODSBURG, Ky.— Pioneer |Twenty-Eighth Ave. J. Talbert 
h i ° 
con tear os ‘son ‘Rollins Sona Oldsmobile Co. has opened on S.| Leigh is the manager; Carol Lap. CHIC 
Burlingame, Calif. Detroit offices | Chiles St. at the former location of | dry, secretary, and Frank Rechuba | 





and warehouse are now at 15145 W. | Clark-Hood Motor Co. Bernice Cat- | service manager. ree 
MeNichols. ll sive 
* * « ’ 01 
Backus-Loner Moves a U dA PA.T E L F Oo a 5 7 the Ch 
SAVANNAH, Ga, — Backus- ~ Fat 
Loner Motors, Inc. (Cadillac- — 
Pontiac), has moved into its new hoc 
home on East Victory Drive. The tising 
facilities consist of two building stated 
groups and parking space for 150 “Teo 
Crs. Plym 





& 


Ritz Oldsmobile Moves 


EAST POINT, Ga.—Ritz Oldsmo- 
bile, Inc., has moved into its new 


FE 


ie PLYMOUTH 


building at 304 W. W i i cH , 
ga a Ww. ashington Ave. ‘CALVI HREE YEars AHEAD | diam 
Speer Carbon Starts ie N WAT diam 
New Lab Building m v_,.. aoe 
NIAGARA FALLS, N. Y. — Con- ‘ps 
struction has been started on a new he 
research and development labora- ; 
tory for Speer Carbon Co, Andrew giame 
Kaul III, Speer president, officially and < 
broke ground for the new 23,000 where 
square-foot facility, scheduled for Plym: 
completion in the fall of 1957, mont 
“pee ——— operates five plants The 
a iagara Falls, N. Y.; Bradford, 
Pa. DuBois, Pa.; Punxsutawney, ATTRACT ATTENTION TO YOUR "57 MODELS WITH pert 
‘a. and St. Marys, Pa. the latter 
being the home office. — BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS — 
* * * 


Lesser Buys Rheem Plant Absolutely no damage to car: May be mounted or dismounted in & quip 
VERNON, Calif. — The 15-acre : one . : : : white 
. seconds without tools (after original installation which requires about , 


Rheem automotive division plant, one-t 

formerly U. S. Spring & Bumper| 30 minutes) requi 

Co. here, has been ‘purchased by Th 

rove ee een a “Now shipping for ‘57 Ford, Dodge, Plymouth, Chevrolet, Mercury, Nash, B . tr: 

e no nm announced, bu e 

Lesser eal the bums Wee tn enetes Hudson, DeSoto. Chrysler, Buick, Oldsmobile, and Pontiac. A 

ne” 6 UNLETTERED $14.00 _ 
to a Office LETTERED (Max. 80 Letters) 18.00 mon 

MIL . — Opening of a 
branch office by Allis-Chalmers In- LETTERED & REFLECTORIZED 21.50 





dustries Group at Allentown, Pa, 
under the management of Ralph L. 
Haney has been announced. The 
new office is a branch of the Phila- 
delphia district. 

> 


LETTERED ON FULL SCOTCHLITE 26.50 T 
Add each for turned edge panel 2.00 


* «¢ All prices F.O.B. Mounds, Ili. 2% off for cash with order: 

Krueger in New Building Please state make, model and series when ordering. Ze 
NEW BRAUNFELS, Tex. — ° ’ 

Krueger Motor Co. (Buick: Pontiac- Due to the low lines on '57 cars we recommend use of the petite Ay 


Oldsmobile-GMC) has opened a new | (40" x 12"’) sign and unless otherwise instructed will furnish this size. L 
sales and service building valued at op. 
$100,000. ‘a We will accept collect calls for orders of 5 or more signs. Hou 
Bundy Tubing Plans - 
Plant in Kentucky BUMPA - TEL SIGN DIV. to 


FRANKFORT, Ky.—Bundy Tub- mal 


ing Co., Detroit, has announced it) WARREN HASTINGS MOTOR COMPANY, INC. & 
will start construction of a $1 mil- 

lion plant at Winchester, Ky. {Canadian & U. S. Pats Pending) 
square feet in area and occupy a| Phone SH. 5-9415 


The building will be about 100,000 
Mounds, Illinois 
23-acre site outside the city limits. 
+. * * 








Speedway Plans Move 

BEDFORD, Ind. — Arthur Chil- LA? 
ders, former race driver and presi- 6. 
dent, Speedway Automotive Prod- , 
ucts Co., has announced that the 
firm will move here from Cincin- 
nati. It will occupy the former 
Consolidated Stone Co.’s building. 

+ * * 


Albertson Expands 
SIOUX CITY, Ia. — Albertson & 
Co. has opened a new plant at Le- 
Mars, Ia., for the production of 
Sioux abrasive dises. 
+* 


* 
Goodyear Builds in B. C. 
VANCOUVER, B. C. — Goodyear 
Tire & Rubber Co. is erecting a| Vacation as 
$750,000 executive, sales and ware- “MRS. AMERICA” does 
house building at Broadway and| Your choice of one, two or three bedroom \ 
Rupert Streets in Vancouver. The| Villas. All on the ground floor, completely fur- ; 
plant will occupy & three-acre site.| ished for vacation living. This, with complete 
* 


: recreation facilities, makes Ellinor Village Flori- Y 
Republic Names Keller da’s best vacation buy. Special rates for all units 
CLEVELAND. — Republic Steel| %w until Dec. 31 only. Make reservation today. 
Corp. has announced appointment 
of Lee Keller & Associates, Grand 
Rapids, Mich., to handle the sale 
and distribution of Republic ma- 
terials handling equipment. 
- * * 


Calif. Garage Owners Pick 


Mehren, Plan Expansion 
HUNTINGTON PARK, Calif.— 


ae 
Edward W. Mehren has been Write i ep 
named executive director of the fer ns al 
Caliente tan Jack itohrist, FREE = 
lo jock ee TANT 
Los Angeles, president, called the an. ia Ph yt So 
appointment the first major step ve see UOne Florida Fat PA si 
a 


in the group’s expansion program. Desk AND 
Mehren is a former president 
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CHICAGO.—Diamonds may be a 
gitt’s: best friend but all they’ve 
meant to one Chicago Dodge- 
Plymouth dealer is a request from 
the Chicago Better Business Bureau 
to broadcast a correction admitting 
advertising inaccuracy. 

According to the BBB, the adver- 
tising for A. M. Zelke & Son, Inc.,| 
: | 

“To celebrate. their ’57 Dodge- 
Plymouth showing, Zelke is hold- 
ing a diamond jubilee. Every 
adult visiting Zelke’s can pick a 
diamond free from a glittering 
array of stones. Yes, pick a 
diamond free. Those who pick a 
diamond at Zelke’s will have it 
mounted free. 

“That’s tonight at 8 o’clock for'| 
the preview of the new Dodge and 
Plymouth—a free fashion show with | 
glamorous girls—free refreshments 
and diamond jubilee. That’s Zelke, 
where you can buy a '57 Dodge or| 
Plymouth for as little as $6.00 a| 
month.” 

The BBB reported that a pros- 
pect inquired about a new Dodge 
or Plymouth for the “$6.00 a 
month” and allegedly was quoted a 
selling price of $2,408.50 plus tax on 
a 1957 Plymouth Plaza club sedan 
equipped with a radio, heater and 
whitewall tires. He also was told a 
one-third downpayment would be 
required. 

The salesman assertedly offered 
a tradein allowance of $300 on his 
1949 Studebaker and asked that an 
additional $700 be paid in cash. The 
remaining unpaid balance of $1,- 
471.75 would be payable in 12 
monthly payments of $6.00 each; 


A Phony Glitter, BBB Says... 
Diamond Dodge Cracked 


|but you can buy it for 20 percent 


| decided to buy it, but was then told 


| price should have been $295. The 





thereafter, payments of $94.50 
would be payable. 
The advertising had failed to 


Oldsmobile Opens 
Zone in Houston; 


Appoints Kirksey 


LANSING. — Oldsmobile has 
opened its 25th zone office in 
Houston and has named Ira A. 
Kirksey, former Omaha zone man- 
ager, as zone manager, according 
to V. H. Sutherlen, general sales 
manager. 

Steward B. Hoffman, former as- 
sistant Los Angeles zone manager, 








lL. A. Kirksey 


8S. B. Hoffman 


will succeed Kirksey in Omaha. 
Kirksey joined Oldsmobile in 1927, 
Hoffman in 1942. 

At the same time, Sutherlen said 
that Roland E. Gifford, Charlotte 
(N. C.) zone manager, has been 
appointed used-car merchandising 
Manager in Lansing. 

James F. Mattox jr., assistant 
Memphis zone manager, will suc- 





ie 


J. F. Mattox R. E. Gifford 


ceed Gifford in Charlotte, Sutherlen 
said. Gifford has been with Oldsmo- 
bile since 1942; Mattox, since 1951. 


Other appointments included W. 
Harvey Howard, former Houston 
district manager, as assistant to 
Kirksey in the Houston zone. War- 
Ten Foster, office manager and car 
distributor in the Oklahoma City 
Zone will fill the same position in 
Houtton. 



















mention any down payment or 
any terms, other than the “$6.00 
a month,” the bureau charged. 

As for the free diamond, the BBB 
said the prospect selected one from 
a box. He took it to the jeweler and 
was informed it was a rhinestone, 
not a diamond, and not included in 
the ‘free mounting’ offer. 

In another case, BBB asked Key- 
stone Chevrolet to telecast a correc- | 
tion of an offer which BBB said 
offered a 1951 Ford with radio and 
heater for $195. The ad said: “This 
car would ordinarily sell for $245— 


off—$195,” according to BBB. 
A prospect looked at the car and 


there had been a mistake and the 


prospect still agreed to buy and an 
order was written up with a 1946 
Mercury being given in trade, BBB 





said. 
After allegedly having the car 
“konk out” twice, the purchaser 
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asked to cancel the ‘transaction 
and be given back his Mercury, 
which was reported to be sold. 

Another 1951 Ford Victoria was 
supplied, priced at $855. 

The BBB said the customer 
agreed to buy this car and was 
given a $60 trade-in allowance and 
asked to make five weekly pay- 
ments of $50 each, then 15 monthly 
installments of $57.25. It also was 
reported he paid $30 cash for license 
and title fees. 

Therefore, the ’51 Ford would 
cost $1,168.75 including insurance, 
not the advertised $195, said BBB. 

Shortly thereafter, according to 
BBB, the car was towed away from 
in front of the buyer’s place. When 
he protested, he was told his credit 
references were not sufficient to 
finance the car, BBB said. 


After being contacted, the sales 
manager agreed to return the 
complainant’s $30 and the trade- 
in, which had not been sold in 
spite of previous claims, and can- 
cel the transaction. 

He also said that advertising had 
erred in pricing the advertised car 
at $195 rather than $295, BBB said. 

“He was unable to explain satis- 
factorily the 20 percent ‘savings’ 
claim, which would apply only to 
a car selling at $195,” BBB said. 








Aluminum Quarter Panel— 


Indicative of possible application of aluminum to automobiles is this rendering of 
a designer's idea for producing a section of a rear quarter panel. In a single stamp- 
ing, this component incorporates a primary body panel, its embossed decor, identi- 
fication script, emblem and edge moulding. The sketch is one of several new ideas 
for projected use of aluminum in cars, announced by Reynolds Aluminum Co. 














new Car paints. 


The secret is Glasite — an exclusive scientific ingredient that 


Safe for All Finishes 


Exhaustive tests conclusively prove that the new and improved 
Super Liquid Glaze is satisfactory.for use on all of the 1957 





Wr 
LIQUID GLAZE 







actually imparts a deep, brilliant, protective gloss that lasts 


for months and months — even under adverse weather and 


road conditions. 


Easiest to apply of all car appearance treatments, Liquid Glaze 
is a real money-maker for thousands of dealers. Why not write 
for your copy of the “Dollar and Sense” 
booklet which tells how to set up and oper- 
ate a most efficient and profitable Liquid 
Glaze Appearance Department. 


And remember, Liquid Glaze is also avail- 
able in the sensational “Spraytainer” for 
customer “do-it-yourself use.” 





LIQUID GLAZE, 


704 Sheridan Ave., Lansing, Michigan 


Opening for West Coast Representative — 


Write for Details. 








Al-Warren Sets Sights 


On Parts Business 
MANCHESTER, 


Member of Detroit 
Board of Commerce 


N, H.—Owners 
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plan to make the firm the largest 
parts distributor north of Boston. 

Al-Warren is the successor to 
Clyde Garfield, Inc. 
Warren Linderman, Allan Kaufman 
of Al-Warren, Inc. (Ford) say they| and Albert Marcotte. 





Owners are 





e 





OF CONSCIENTIOUS 
DEPENDABLE SERVICE 


t \. @ UNIFORMED PLANT PROTECTION 

e Watchmen — Guards — Night Patrol 
To serve any Emergency or Occasion 
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Fuel Tax 


API Reports Climb of 


Levy Triples in 15 Years 


CHICAGO. — Motor fuel taxes 
paid by highway users in the U. S. 
will reach a record total of more 
than $4 billion this year, according 
to the American Petroleum Indus- 
tries Committee. 

APIC noted that with the 50 
percent increase in the Federal 
gas tax rate, effective July 1, 


total receipts under Federal tax | 


will reach an estimated $1.3 bil- 
lion for 1956, while an additional 
$2.7 billion will be collected in 
state gas taxes. 

The combined taxes on gasoline 
reached $1 billion a year in 1939; 
passed $2 billion in 1950; $3 billion 
in 1954, and now, with only the last 
six months of the year figured at 
the new three-cent Federal rate, 
will reach an estimated $4,027,250,- 
000, APIC said. 

During the 15 years since the be- 
ginning of World War II, annual 
revenues from gasoline taxes have 
increased 203 percent. This same 
period has been marked by an in- 
crease in motor vehicles, but vehi- 
cle registrations since 1941 have 
increased only 87 percent, said 
APIC. 

In 10 postwar years, 1946-1955, 
U. S. motorists paid over $24 bil- 
lion in state and Federal taxes 
on gasoline—more than twice as 
much as the total sums collected 


Third of Cars Flunk 
DALLAS. — Of the 30,000 cars 
examined here by the Texas State 
Department of Public Safety thus 
far in 1956, 10,000 have been found 
defective, according to examiners. 
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$4. Billion 


Revenues Since 1939; 


from this tax source in all years 
prior to the war, according to 
APIC., 


These years have seen enactment 
of more than 60 increases in gas 
tax rates by various Legislatures, 
while the Federal tax rate has been} 
| doubled by two separate increases, 
| said APIC. 

The first state to impose a tax on| 
motor fuel was Oregon, in 1919, fol-| 
|lowed by three other states the 
same year. | 
By 1924, 35 states had imposed | Engine-compartment view shows Pop. 
| taxes; by 1929, all 48 had done so. | tiac’s new fuel-injection system. Pictured 
|The average tax rate then was 3.5| ore the air-intake duct, the air cleane 
cents a gallon. U. S. tax was added| ond housing for the major components ¢ 





Pontiac's Fuel Injection— 


























in 1932. 


9 New Models 
At National A 
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| the system. 
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(Continued from Page 2) 


released in the trunk lid, and it 
rises up and back out of the way. 
| Then locks are released automati- 
|cally in the top, which swings up, 
| back and down into the trunk, The 
|whole operation takes only 40 sec- 
| onds.” 


| The car is three inches longer 
| than Fairlane and Fairlane 500 
|models to provide rear deck space 
for the roof, which is “swallowed” 
by the trunk. 


The spare tire has been moved 
under a floor plate in the trunk, 


ward. Luggage space is in the 
center of the rear deck. The new 
| model is scheduled for January 
production. 

| Chrysler’s new entry, the 300-C, 
| will have the highest horsepower in 
the industry with a 375 rating. The 


| 


| clocked at 145.7 miles an hour. 

Showgoers will see a 300-C two- 
door hardtop. There also will be a 
convertible, but production on the 
| latter model has not yet begun. 

> > > 

HE 300-C features Chrysler 

Corp.’s biggest engine a 392- 
cubic-inch unit with a compression 
ratio of 9.25 to 1. TorqueF lite trans- 
mission, power brakes and dual 
headlights are standard equipment, 
as is a Silent-Flite fan drive, which 
limits engine fan speed to 2,500 
r.p.m. 

The 300-C is built on a 126-inch 
wheelbase, is 219 inches long, 79 
inches wide and 54.7 inches high. 
Like the previously introduced 1957 
Chryslers, it has 14-inch wheels. 

Pontiac’s Bonneville, the fuel- 
injection model, is a six-passenger 
| convertible styled along the lines 

of the division’s Star Chief series. 
The engine delivers more than 300 
horsepower, according to S. E. 

Knudsen, Pontiac general man- 

ager. 

Knudsen said Pontiac would start 
Bonneville production early next 
year. At present, the division is 
scheduling production for dealer 
use only in order to gain field ex- 
perience with the new fuel-injection 
system before it is made available 
to the public. 

Knudsen said the Bonneville will 
be available in limited quantity be- 


cause Pontiac plans to produce only 
cf e 7 








and the gas tank is farther for- | 


| limited-production model has been 


a small volume of the fuel-injection 
| engines at this time. 


| The Rambler Rebel will use the 
|Bendix electronically controlled 
| fuel-injection system, which gives 
|the new model a rating of 2% 
| horsepower. The Rebel also will be 
available with a four-barrel car 
bureted V-8 rated at 255 h.p. 

Production of the Rebel — all of 
| which will be silver-gray four-door 
| hardtops — will begin in the spring, 
an AMC spokesman said. 

Pontiac’s other new model is @ 
| Star Chief four-door station wagon 
which has a reclining right front 
seat with folding head rest, so one 
passenger can nap while another 
| driver takes his turn at the wheel 

It has been dubbed the “trans- 
continental” and, according te 
| Knudsen, is especially adapted for 
cross-country trips. 

Cadillac’s Eldorado Brougham is 
| the production version of the car 
| that first was seen in 1955 as the 
| division’s Motorama dream car, A 
prototype of the present version 
| appeared at auto shows during the 
| 1956 model year. 

The production model has under- 
gone both styling and engineering 
changes from its dream car and 
prototype days. It is a four-door 
hardtop which is destined for 
limited production. 
| > * . 

ERCURY, Plymouth and Pack- 
| ard will reveal details of their 
| additional models at press confer- 
| ences this week, 

Mercury’s Turnpike Cruiser series 
| will consist of a two-door hardtop 
and four-door hardtop. It is the 
production model of the dream car 
which Mercury introduced at the 
Chicago Automobile Show last Jan- 
uary and after which all the divi- 
sion’s 1957 models are styled. 

Dodge, Plymouth and Chrysler 
divisions will show their station 
wagons at the New York show, 
and the Imperial convertible also 
will bow there. All these models 
were announced previously, how- 
ever. 

The Ford division exhibit will in- 
clude the car which set 458 U. S. 
and international stock-car records 
during a 50,000-mile endurance run 
at Bonneville Salt Flats, Utah. It 
is a Fairlane two-door hardtop. 

—JoHN K. TEAHEN JR. 











Reclining Seat in Pontiac Wagon— 


Pontiac's newest station wagon, the Star Chief transcontinental Safari, has a re- 
clining right front seat with a folding head rest which allows one passenger to rest 
while another driver takes his turn at the wheel. Designed for travel-loving Americans, 
it will debut at the Nationel Automobile Show. 
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ices Are Raised... 


East crisis is expected to have a 
sharp impact on the world oil in- 
dustry with a sharpening of de- 
mand for U. S. crude, according to 
Standard & Poor’s Corp. 

Texas, Louisiana and other 
states have raised the allowable 
amounts that can be used. 

A major strengthening of the sta- 
tistical position of the domestic 
industry is foreseen with crude 
starting to move from the U. S. into 
the world market. 

Prices of heavy heating oils have 
been raised in the Gulf and Atlantic 
states, with more price increases 
likely to follow. 

The drop in Middle East crude 
production may be as much as 1,- 


—_— 


Revelle Announces 
New S-P Factory 


Sales Organization 


SOUTH BEND. — The new fac- 
tory sales organization of Stude- 
paker- Packard Corp. has been 
announced by Carl K. Revelle, gen- 
eral sales manager, following con- 
solidation of all sales administra- 
tion here. 

James W. Orr is manager of a 
newly-created merchandising de- 
partment. He will be responsible 





James W. Orr C. L. Hiteheock 


for coordinating and budgeting ad- 
vertising, sales training and sales 
promotion. He has been sales pro- 
motion manager since joining 
Studebaker-Packard last March. 

Clare L. Hitchcock is truck sales 
manager. He has been with the 
company since March, 1955, and 
formerly was assistant truck sales 
manager. 

Roy B. Bender is general service 
manager. He has been with the 
company since 
1939. Allan E. 
Fitzpatrick is 
fleet sales man- 
ager for cars and 
trucks. 

Theodore A. 
Zensinger is car 
distribution man- 
ager. 

James O. Lewis 
is manager of 
business manage- 

Rey B. Bender ment. Fitzpatrick, 
Zensinger and Lewis will report 
directly to Sydney A. Skillman, re- 
cently appointed assistant general 
sales manager. F. L. Armstrong, 
former Packard zone sales man- 
ager in Washington, D. C., will be 
administrative assistant to Revelle, 
and Robert L. Stevens, former 

zone manager, will be Re- 
velle’s executive assistant. 





Use-Tax Forms Ready, 


Truck Owners Told 


WASHINGTON. — The Internal 
Revenue Service announced that 
Use-tax forms are available for 
of trucks or other high- 
Way vehicles weighing 26,000 
Pounds or more. The tax was 
among the revenue provisions of 
ie, Federal-aid Highway Act of 


The 


deadline is Jan. 31 for ve- 
used at any time in July 
December. Thereafter 


NEW YORK. -- Curtailment of| 500,000 barrels daily from around 
crude oil because of the Middle} 3,700,000 prior to the crisis. 


Normally, about 1,500,000 bar- 
rels daily are shipped through 
the Suez Canad, while another 





Safe-Driving Week 
Opens in Canada 

OTTAWA.—Safe-Driving Week, 
sponsored by the Canadian High- 
way Safety Conference, opened 
Dec. 1 throughout the nation, It 
began at the same time as the 
“Back the Attack on Traffic Acci- 
dents” campaign in the United 
States. 

The purpose of Safe-Driving 
Week is to show that motorists 
and pedestrians can eliminate ac- 
cidents by their own actions, It 
emphasizes that the place to at- 
tack the safety problem is in the 
community and that the respon- 
sibility rests upon each indi- 
vidual. 
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+ Crisis Hikes Demand for U. S. Oil 


500,000 barrels daily move through 
the Iraq Petroleum Co.’s pipe-line 
system extending to eastern Medi- 
terranean ports. 

It is now expected that the canal 
may remain blocked for three to 
six months, and that the Iraq pipe 
line may be out of full-scale use 
for at least as long. In addition, 
deliveries via the pipe line from 
Saudi Arabia have been slowed, 

Shipments formerly going through 
the canal will require at least twice 
as long to round the Cape of Good 
Hope. With shipments from the 
Western Hemisphere being sought 
to make up the difference, a pro- 
tracted period of tightened supplies 
of crude is in prospect. 

Many domestic refiners have been 
running more crude than necessary 
because of storage problems, The 
removal of some from the domestic 
over-supply will be of important 
benefit to the domestic industry 


from a physical inventory stand-| 
point. 
An estimated daily 2,000,000 bar-| 


rels of domestic crude producing 
capacity have been shut in because 
of stringent producing allowables. 
With imports now shut off and 
more shipments going out of this 
country into world markets, pro- 
rationing is expected to be eased 
considerably. 

Crude producers will be bene- 
ficiaries of the expected increase. 
An increase of as much as 10 per- 
cent in crude production prob- 
ably would be reflected in a | 
sharper increase in earnings with 
many expenses tending to be rela- 
tively fixed. 

Thus, the rise in earnings in the 
forepart of 1957 should be .some- 
what greater than previously indi- 
cated. 

Middle East earnings may fall| 
possibly 50 percent from recent 
high levels, although there will be} 

some offset in the form of higher} 
earnings from Western Hemisphere 
operations. 

In 1955, Standard of New Jersey 
obtained about 80 percent of its 
crude and other liquids outside the 
Middle East, Socony 67 percent, 
Royal Dutch about 64 percent, 
Texas Co. 55 percent, Standard of 


Inspection Bill 
Part of 5-Point 
Indiana Program 


INDIANAPOLIS.—A compulsory 
vehicle inspection bill will be intro- 
duced here in the Legislature next 
month as part of a five-point traf- 


| fic program, 


It will require twice-a-year in- 


| spections of all motor vehicles with 


cost being borne by car and truck 
owners. Checkups will be carried 
out by private owned garages. 

Other bills in the program pro- 
vide: 

Prohibition of issuance of driver 
licenses to anyone under 18 who 
had not completed a course in 
driver training. 

Reexamination of all drivers 
| every four years which would stress 
vision and understanding of traffic 
laws. 


A 10-day jail sentence for sus- 
|pended drivers who continue to 
drive. 


Uniform traffic tickets for the en- 





California 52 percent, and Gulf Oil 
43 percent, 


tire state for use by city and state 
policemen. 





Republic's :Plan-O-Graph Service is 
a Blueprint for Bigger Parts Profits 





Berger Stan 


SHELVING REARRANGES 
IN SECONDS! Berger's 
handy Flexi-Bilt Parts Bins 
with exclusive shelf adjust- 
ment rearrange quickly to 
suit changing needs. There 
are no tools required. Sim- 
ply lift, pull and re-position. 
This popular unit is just one 
of the big line of shelving 
equipment by Republic's 
Berger Division. Send cou- 
pon for specifications and 
prices. 


Canton 5, Ohio 


po-cnrnr nnn 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 
Dept. C-1442 


Company. 
Address. 


1078 Belden Ave., Canton 5, Ohio 


Please send me more information on: 
0 Berger Plan-O-Graph Service 
0 Flexi-Bile Parts Bins 


SU ANO. csesnsisscstesiiiiatininrertaiiiaseetcatttiaaapeatitainiaiapaaiiiatiiiadiibineas 
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sabenitehannesielibalemainaais ee 


If you think your parts department should and could do better profitwise— 
you may be right on both counts. 
Chances are, an improved shelving arrangement would do wonders to help 
your men provide faster service and avoid waste motion. 
That’s where a Berger storage engineering expert comes in. He’s factory- 
trained to explain the many advantages of Berger’s exclusive parts department 
Plan-O-Graph Service. He’ll suggest a new layout for your department that 
will result in quicker sales—even by inexperienced employees, 
will be easier to locate. He’ll show how repair work is speeded up because 
parts, numbers and prices that are clearly tagged can be quickly found. 
Your Berger storage engineer will demonstrate how factory-approved, 
eed Steel Units can make your operation more economical. And 
he’ll handle all installation details. Republic’s Berger Division offers a bi 
line of automotive shelving and racks to choose from—manufactured in sonal 
sizes to accommodate all automotive materials, including bulky parts. Call 
today, or send coupon for descriptive data. 


REPUBLIC STEEL 
BERGER DIVISION 


ecause parts 
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Ford Breaks Alltime Records . . . 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week Total Jan. 1 dan. 1 

Ended Same Ended Output, To To 

Dee. 1, Week, Nov. 24 Novem- Dee. 3, Dee. 1, 

1956 1955** 1956* ber 1955** 1956 
AMERICAN. MOTORS.. 2,200 3,622 _.......... 5,755 148,435 93,666 
eee 100 296 24,479 6,649 
a a 1,339 47,587 16,371 
Rambler ..............0000...... L0G 1888S sn 4,120 76,369 70,646 
CHRYSLER CORP. ...... 24,700 32,171 19,333 96,939 1,254,393 759,572 
ee 2,900 4,022 2,166 10,562 162,069 93,673 
ea 3,100 3,598 2,663 13,133 120,437 90,476 
cose ep hintssseile 6,700 6,642 4,335 22,543 289,015 177,789 
Plymouth 0.0.0.0... 12,000 17,909 10,169 50,701 682,872 397,634 
FORD MOTOR. .............. 46,404 50,094 38,358 182,817 2,074,825 1,485,689 
Continental .................. 4 _ Rae 45 926 1,260 
a 39,100 38,984 32,257 156,988 1,629,382 1,222,161 
SS ee 1,100 =: 1,284 820 3,836 36,272 43,168 
Mercury oo....cecceccccceuee 6,200 9,732 5,281 21,948 408,245 219,100 
GENERAL MOTORS .. 77,030 87,307 59,373 280,948 3,693,503 2,786,862 
SE ccaraviheniascute 15,449 17,375 9,456 44,767 720,077 482,618 
I so ccstenininiaseel 3,300 3,362 2,329 9,215 139,365 125,390 
Chevrolet ooo... 38,000 39,302 31,729 155,812 1,691,596 1,481,374 
Oldsmobile .................... 11,981 14,506 8,608 38,685 595,350 392,853 
SRE 8,300 12,762 7,251 32,469 547,115 304,627 
S-P CORP. ...................... 2,372 4,518 1,885 11,384 164,379 88,145 
eee ME. ¢ pacatel acon 64,469 13,289 
Studebaker ................ 2,372 2,996 1,885 11,384 99,910 74,856 
Total Cars, U. S......... 152,706 177,712 118,949 577,843 7,342,215 5,213,934 





*Revised. 


**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 




















Week Week Total Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Dec. 1, Week, Nov. 24, Novem- Dec. 3, Dee. 1 
1956 1955* 1956* ber 1955* 1956 
CHEVROLET ................ 7,600 8,974 5,380 29,113 373,216 324,835 
DIAMOND T .................. 15 90 64 369 4,887 4,777 
a cece cleans 380 98 48 196 3,469 3,289 
ES ee 1,850 1,465 1,626 7498 91,071 82,888 
iain ai adi atsitshet 5,775 8,338 4,668 23,810 345,097 279,315 
EEE a 1,875 2,700 =-1,1511 7558 95,044 84,594 
INTERNATIONAL. .... 2,981 3,525 2,292 10,610 117,351 124,763 
I ciettlitdntiliniigteincs 400 457 271 1,380 13,992 17,238 
CE eliliisnsinciitcsdncsedsagiien 15 95 51 305 4,959 3,616 
STUDEBAKER ............. 300 573 258 1,171 16,796 13,041 
a 285 347 236 1,221 15,245 15,995 
act 1,450 1,721 1,170 6,176 72,167 58,641 
MISCELLANEOUS*** 48 vi) 36 187 _ 2,125 
Total Trucks, U. S..... 22,794 28,458 17,251 89,594 1,156,581 156,581 1,015,117 
Total Cars, Trucks, 
U.S ... 175,508 206,170 136,200 667,437 8,498,796 6,229,05 
Total Cars, Trucks, 
Canada ....... . 11,120 7,260 10,744 43,197 426442 431,470 
Grand Total, 


Cars and Trucks, 
U. S. and Canada... 


186,620 213,430 146,944 


710,634 8,925,238 6,660,521 





*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, ete. 


N.B.: Al U. 8S. tetals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals. 





Renault Woos U.S. Markets 


French Firm to Send 16,000 Cars Here in ’57; 
New Automated Plant Opens 


PARIS, France.—A factory which 
Renault calls “the world’s most 
highly automated automobile plant” 
went into full production last week. 


The plant is the Pierre Lefau- 
cheux Works at Flins in the Seine 
Valley. It is Renault's 17th plant, 
10 of which are in France. 

According to Robert Lamaison, 
Renault’s North American manager, 
the new plant will pave the 
for a big expansion of the com- 
pany’s United States business. 

He said the U. S. will import 
16,000 Renault passengers cars in 
1957—-more than the total number 
of cars allocated to the U. S. dur- 
ing the past nine years, and more 
than five times the number sold 
there in 1956. Twenty-five percent 
of Renault’s automobile ex ports 
will be allotted to the U. S. 

Renault said these developments 
mark the high point of the post- 
war expansion and modernization 
of the company which was re- 
duced to rubble in World War II. 
Its vehicles now are sold in 73 
countries and Renault claims to be 
the world’s eighth largest automo- 
bile manufacturer. 

In addition to its 10 plants in 
France, the company has fac- 


tories in Great Britain, Belgium, 
Spain, Australia, Japan, South 
Africa and Ireland. 

Underlying the expanded exports 
to America, Renault said, are the 
reports of extremely favorable re- 
sponse to the Dauphine, the com- 
pany’s new passenger car. 

Six demonstration models were 
shipped to the U. S. last May and 


way|were sent to key dealers through- 


out the country. The response cre- 
ated a backlog of orders that will 
not be filled until early in 1957, the 
company said. 

The Dauphine, which will be 
mass-produced at the new plant, is 
the first new Renault car exported 
to America in eight years. Since 
1948, when Renault opened its. first 
U. S. distributorship, it has been 
represented by the small, rear- 
engined 4CV. 

Dauphines will comprise the bulk 
of 1957 shipments. In support of 
the expanded American sales, La- 
maison said, an advertising budget 


of $350,000 has been allocated for 
1957. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 


aan 
575 units; Nash, with 525, and Hj 
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152,000 Cars in Week. | vs: vse swe oats 


Set 56 Output Mark 


(Continued from Page 1) 


run. Lincoln also increased its 
schedules from 820 units the previ- 
ous week to 1,100 last week, and 
Continental, which has been out of 
production on that line for two 
weeks to help Lincoln in the pro- 
duction of hardtops, finally got back 
into production with four cars last 
week. 


Ford Motor Co.’s corporate to- 
tal for last week was 46,404 units, 
or a 20.9 percent increase over 
the previous week’s output of 38,- 
358 units. 

General Motors turned out 77,030 
cars last week for a 29.7 percent 
upswing from the previous week’s 
59,373 units. 

+ * * 
Se was up from 31,729 
units the previous week to 38,- 
000 last week; Buick, from 9,456 to 
15,449; Cadillac, from 2,329 to 3,300; 
Oldsmobile, from 8,608 to 11,981, and 
Pontiac, from. 7,251 to 8,300 units. 

Chrysler Corp. also showed a 
27.8 percent improvement over the 
previous week as it turned out 24,- 
700 units, compared with 19,333 a 
week earlier. 

Plymouth jumped from 10,169 
units the previous week to 12,000 
last week; Dodge, from 4,335 to 6,- 


Hammond Elected 


By Dealers in 
British Columbia 


VANCOUVER, B. C.—Tom Ham- 
mond, Vancouver, has been elected 
president of the Automotive 
Retailers’ Assn. for British Colum- 
bia. Other new officers include vice- 
president, Jerry Betts, Vancouver; 
secretary-treasurer, C. A. McGowan, 
Surrey; and directors, Jack Hawkes, 
Victoria; Ralph Holland, Nanaimo; 
Art Dickinson, Creston; Dick Mad- 
son, Prince George; Dick Everitt, 
Chilliwack; Sid Morrey, Rolly 
Burns, Munroe McLean and Bill 
Grout, Vancouver. 


At the fifth annual convention of 
the association here, Alan Eyre, 
1} general manager, Dueck’s, Ltd., 
Vancouver, warned the convention 
that garages would face appreciable 
expense for new tools as a result 
of the new changes in ’57 models. 

Touching on other possible trends 
in the automotive sales field, he 
suggested that price increases, as 
well as credit restrictions, would 
probably have the effect of increas- 
ing installment payments. Despite 
this, he felt that 1957 would be the 
biggest year for car sales in auto- 
mobile history. 

The convention went on record 
as opposing trading stamps as a 
means of creating sales. 

Other speakers included Don 
Ritchie, divisional manager, Im- 
perial Oil; J. A. Humphreys, Work- 
men’s Compensation Board; Doug 
Pocock, Raybestos Co. of Canada, 
and Charles Gynn, Black and 
Decker. 


Chevrolet Builds 
36-Millionth Unit 
In Tarrytown, N.Y. 


TARRYTOWN, N. Y.— Chevro- 
let’s 36-millionth vehicle, including 
both. U. S. and Canadian produc- 
tion, rolled off the assembly line 
here last week. 

It was a Bel Air sport coupe in 
India ivory and coronado yellow 
and is first of seven automobiles 
the local plant will build for dis- 
play at the National Automobile 
Show which opens in New York 
next Saturday (Dec. 8). 

About 250 civic leaders joined 
executives, including E. N. Cole, 
Chevrolet general manager, and 
James E. Goodman, Fisher Body 
general manager, in watching com- 
pletion of the car. 

Cole, speaking at a luncheon 
which preceded the plant cere- 
monies, that the 36-millionth unit 
was “symbolic of the progress of 

transportation and Chevrolet’s 
leadership in that field.” 


700; DeSoto, from 2,663 to 3,100, and 
Chrysler, from 2,166 to 2,900 units. 
* * + 
pear pac showed a 25.8 per- 
7 cent increase last week as it 
turned out 2,372 units, compared 

with 1,885 a week earlier. 

AMC, which had been out of 
operation for nearly two weeks 
due to a now-ended strike at its 
bumper supplier, Houdaille Indus- 
tries, turned out 2,200 cars last 
week. 

A breakdown of AMC operations 
last week showed Rambler with 1,- 


Chevrolet Building 
New Atlanta Depot 


ATLANTA.—Ground was broken 
last week for a new 280,000-square- 
foot major supply depot to be built 
for Chevrolet on an 82-acre site 
northeast of here. 

The single-story, functionally 
designed warehouse at Peachtree 
Industrial Blvd. and Old Peachtree 
Rd. in Doraville will stock approxi- 
mately 20,000 different auto and 
truck parts and accessories when 
completed in about a year. 


The new structure will accommo- 


date the warehousing and Chevro- | 


let zone sales office activties cur- 
rently located at the Chevrolet- 
Atlanta assembly division plant. 





previous week’s output of 17,251, 
Estimated truck output for No 
vember was 89,594 units, compared 
with 95,114 units during October, 

Car output records fell last wee 
despite closing of Texas plant oy 
Thursday — the Lone Star stz 
Thanksgiving. 

Canadian car-truck operation 
last week produced 11,120 vehicles 
for a slight improvement ‘over the 
previous week’s 10,744 assemblies 
Car-truck output for the month to. 
talled 43,197 units in Canada. 


Avis Rent-a-Car 
Aims for 12,000 
Units by February 


BOSTON, — Orders placed by 
Avis Rent-a-Car System indicate 
that by Feb. 1, 1957, Avis will have 
a rental fleet of 12,000 automobiles, 
according to William M. Tetrick, 
president. 


He said that the company plans 
a 50 percent expansion of its fleets 
at the 250 airports served by Avis, 

Tetrick said that 85 percent of 
the cars would be current models, 

At the present, Avis is purchas- 
ing more deluxe models than ever 
before, Tetrick added, saying that 
95 percent of the new cars bought 
are equipped with automatic trans- 





| missions and power features. 


Purchases include Buicks, Cadil- 
lacs, Chevrolets, Fords, Oldsmo- 
biles, Plymouths and Ramblers, 
Tetrick said. 





Industry Changes Continue... 
New Mergers, Acquisitions 


Midwestern-Magnecord 


Approval of terms for a merger 
between Midwestern Instruments, 
Inc., Tulsa, and Magnecord, Inc., 
Chicago, was announced jointly by 
M. E. Morrow, chairman of Mid- 
western, and Barrett Wendell, 
chairman of Magnecord. The 
merger plans, which have been ap- 
proved by both boards of directors, 
will be submitted to stockholders 
of both companies for action. 

Midwestern, with annual sales at 
the rate of $41: million, is a leading 


manufacturer of oscillographs, gal-| 


vanometers, torque motors and 
other industrial electronic equip- 
ment. Magnecord, noted largely for 
its professional and industrial mag- 
netic tape recording equipment, re- 
ports annual sales in excess of $2% 
million. Present plans are for oper- 
ation of Magnecord as a division of 
Midwestern Instruments. 
> > > 


Meteor Motor-A. J. Miller 

Operations of Meteor Motor Car, 
Piqua, O., and A. J. Miller Co., Bel- 
lefontaine, O., have been merged 
into a new assembly unit for funeral 
coaches and ambulances. Both are 
subsidiaries of Wayne Works, Inc., 
Richmond, Ind. 

The new operation will be known 
as Miller-Meteor Motor Car divi- 
sion, Wayne Works, Inc., and will 
be located in Bellefontaine. 

7 ” * 


Borg-Dittmer 
Sale of Dittmer Gear & Mfg. 
Corp., to Borg-Warner Corp., Chi- 
cago, for a price estimated in ex- 
cess of $1,000,000 has been an- 
nounced by Arthur H. Dittmer, 
ES 


Dealer Blows Whistle 


On Bogus-Check Artist 


LOUISVILLE.—Kentucky mer- 
chants have been warned of a 
bad-check artist using the name 
Paul DeWitt Settle whose last 
address was 1401 Indianola, Bowl- 
ing Green, Ky. He is said to have 
bilked merchants in Hopkinsville, 
Henderson, Glasgow, Bowling 
Green and Lexington. 

The warning was sounded by 
Cy Williamson, Kentucky Motor 
Co., Hopkinsville. He said Settle 
tried to trade an automobile on 
which Kentucky Motor Co. has a 
mortgage. The car is a 1949 black 
Chrysler New Yorker carrying 
— license plate No. 165- 








president. Stockholders approved 
the sale. Manufacture of auto trans- 
mission gears will be gradually 
transferred to a plant in Auburn, 
Ind., it was said. 


Ridbo-Voit ‘Mises 


Ridbo Laboratories, Danville, Il, 
a subsidiary of Thermoid Co., has 
purchased the automotive flexible 
hose division of W. J. Voit Rubber 
Corp. 

Vernon Yale, who will continue 
as general manager of the division, 
said that all factory management 
and personnel will be retained and 
that production will not be inter- 
rupted. 

. 7 = 
Aerojet-Ordnance 


Aerojet-General Corp, has pur- 
chased Ordnance Engineering Corp, 
manufacturer of special range in- 
strumentation and airborne elec- 
tronic devices. 


Agreement Ends 
B-O-P Bottleneck 
At Wilmington 


WILMINGTON, Del.—(U T P S)— 
A bottleneck of 3,000 new Buicks, 
Pontiacs and Oldsmobiles was 
broken last Wednesday (Nov. 26), 
when Officials of Anchor Motor 
Freight, Inc., and Local 107 of the 
truck drivers union, AFL, reached 
an agreement. 

Since all cars assembled at the 
General Motors plant here are 
hauled by Anchor, the seven-day 
strike had nearly crippled automo- 
tive production. 

The dispute involving 250 anchor 
drivers centered on a premium pay 
disagreement for trips made by 50 
drivers on the week-end of Nov. 3-4. 
Walter C. Crawford, senior business 
representative for the local’s Wil- 
mington office, said Anchor officials 
had agreed to pay approximately 
$3,600 in premium wages. 

Shortly after the dispute was 
settled 64 truck drivers returned to 
work hauling loads of four new cars 
each out of the jammed GM plant 
storage lot. 

Crawford said the trips for which 
the drivers had claimed “premium 
pay” were made because of the 
demand for 1957 models and be- 
cause of a strike which had tied 
up GM production at its Atlanta 
plant. 


j. S. 
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WASHINGTON.—The final sched- 
gle of taxes on vehicles imposed by 
the Highway Revenue Act of 1956 
has been released by the Internal 
Revenue Service. 

A public hearing was held on 
the proposed schedule and a 
number of highway user groups 
appeared to give testimony 
against what they termed inequi- 


never, the National Highway 
Users Conference said few altera- 
tions have resulted. 

Copies of the new schedule— 
“Federal Use Tax Return on High- 
way Motor Vehicles, Form 2290”— 
may be obtained from any district 
director of internal revenue. 

The first return is to be used by 
vehicle owners for reporting tax on 
vehicles operated at any time in 
July, August, September or Octo- 
ber, 1956. 

The return of the required form 
must be filed not later than Jan. 
$i, 1957. To obtain a deduction 
for the use tax for income tax 
purposes, in the calendar year, 
1956, 2a cash method taxpayer 
must file this return and pay the 
tax before Jan. 1, 1957. 

Future returns will be due by the 
end of the month following the 
month a vehicle is first used in the 


Medal for Henry 


Wharton Alumni Honor 


Ford Chief Tonight 


PHILADELPHIA. — Henry Ford 
I, president of Ford Motor Co., has} 
been selected to receive the 1956 
Gold Medal of Merit of the} 
University of 
Pennsylvuania’s 
Wharton School 
Alumni Society. 

The award, for| 
“outstanding bus-| 
iness achieve-| 
ment,” will be)! 
presented tonight 
(Dec. 3) at a din- 

“S ner in the Belle-| 
a. LP vue-Stratford Ho- 

' tel, Philadelphia. 
Henry Ford II The event also) 
will mark the 75th anniversary of | 
the Wharton School of Finance} 
and Commerce. 

Ford, seventh recipient of the! 
medal, given annually, will deliver) 
the main address. He was chosen 
to receive the medal, the Society) 
said, because of his leadership in| 
American economic progress, pub- 
lic affairs and philanthropy. 

Previous recipients of the Whar-| 
ton Alumni Gold Medal have been 
Secretary of Defense Charles E.| 
Wilson (then president of General| 
Motors), 1950; Benjamin F. Fair-| 
less, chairman of U. S. Steel Corp.,| 
151; Crawford H. Greenewalt,| 
President of DuPont, 1952; Richard 
K. Mellon, Pittsburgh banker and 
industrialist, 1953; Thomas B. Mc- 
Cabe, president of Scott Paper Co., 
1954, and Cleo F. Craig, chairman 
of American Telephone and Tele- 
Sraph Co., 1955. 


Dealers to Meet 


In Philadelphia 


PHILADELPHIA. — The Phila- 
delphia Automobile Trade Assn. 
will hold its 54th annual meeting 
tomorrow night (Dec. 4) at the 
Warwick Hotel starting at 5:45 p.m. 

The guest speaker will be James 
V. Vergari, vice-president, Federal 

rve Bank of Philadelphia. 


Minn. Dealers Choose 


‘37 Committee Heads 
ST. PAUL. — The membership 
Committee of the Minnesota Auto- 
Mobile Dealers Assn. will be headed 
year by George Graham (Olds- 
Mobile). Winona, Minn., and MADA 
vice-president. 
er Larson (Studebaker-Pack- 
ard), Montevideo, will continue as 
rman of the insurance commit- 
. As in previous years the im- 
Mediate past president of MADA 
‘Serve as chairman of the nomi- 
Mating committee. C. Herbert An- 
n (Oldsmobile-Cadillac), Vir- 
a, will head this group. 











inal Tax Schedule 
Released for Trucks 


tax year. The tax applies to high-| } 

way motor vehicles having gross 

weight in excess of 26,000 pounds. 
Following is the final schedule: 


Taxable 
Uniaden Gross 
Weight Weight 
Single Units (Lbs.) (Lbs.) 
2-axled Over 13,000 27,000 
3 or 4-axle 13,000- 15,999 30,000 
3 or 4-axle Over 16,000 40,000 
Combinations 
2-axle 5,500 - 6,999 30,000 
2-axle 7,000 - 9,499 40,000 
2-axle 9,500 or more 50,000 
2-axle 9,000 - 11,999 40,000 
(truck) 
2-axle 12,00 or more 55,000 
(truck) ’ 
3 or 4-axle 60,000 |= 


Buses’ taxable gross weight is| Lead Orlando (Fla.) Dealers— 


New officers of the Orlando (Fia.) Automobile and Truck Dealers Assn., from left, are 
seating capacity provided for pas-| l. W. Zoller, executive secretary; Grady Chance (Buick), vice-president; J. C. McKellar 
| jr. (Cadillac), president; and Roy Beatty (Studebaker), treasurer. 


actual unloaded weight of vehicles| 
plus 150 pounds for each unit of| 


sengers and driver. 
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30 Nations Ask 
Display Space at 
U.S. Trade Fair 


NEW YORK. — Thirty coun- 
tries have agreed to participate in 
the United States World Trade 
Fair which will be held Apr. 14-27 
in the New York Coliseum, accord- 
ing to Charles Snitow, exposition 
president. 

Snitow expects more than 40 na- 
tions to display their resources and 
products in 3,000 exhibits. 

He said foreign automobile and 
accessory manufacturers have 
joined the roster of exhibitors. 
They will show sport, family, lux- 
ury and economy cars along with 
motorcycles, scooters, parts and ac- 
cessories. 

More than 60 categories of goods 
will be displayed, including food, 
scientific instruments, wearing ap- 
parel, textiles and works of art. 

President Eisenhower has issued 
a proclamation inviting “the States 
of the Union and foreign countries” 
to participate in the fair. 


3 GUIDES TO GREATER PROFIT! 


eee in Your Service Department 





VIEW - FINDER” MIRROR provides drivers greater visibility, less glare! A flick 
of the finger automatically places “View-Finder" Mirror in correct position for day or night driving! 





REMOTE CONTROLLED OUTSIDE MIRROR 


is adjusted from 


inside the car! Customers like the way Guide's Outside Mirror adds distinction to their cars! 





AUTRONIC-EYVE 


“sees” approaching headlights, signals other drivers to dim their bright lights by automatically 


dimming yours! Autronic-Eye adds safety and value to a car! 


Here are three Guide accessories that mean 
greater safety and convenience for your 
customers, higher value on their cars—greater 
profits for you! 


Guide’s new “View-Finder” Mirror, Remote 
Controlled Outside Mirror, and “Autronic- 
Eye” are products of constant research, and 


o 
Guide Lamp. BRIGHTEST NAME IN LIGHTS 


GUIDE LAMP DIVISION e GENERAL MOTORS CORPORATION @ ANDERSON, INDIANA 


represent more than fifty years’ experience 
in the accessory field. 


These Guide products—designed specifically 
for easy installation—are profitably desirable 
items in your service department! Guide prod- 
ucts spell customer satisfaction. And that spells 
higher sales, greater profits! 
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Teamsters Lose at One Shop... 


7 Fargo Area Dealers Unionized 


By Joseph M,. Callahan 
Staff Writer 


PROLONGED organizing drive | B l li : 
A in Fargo, N. D. and Moorhead, | ut the dealers replied in letters 


Minn., has resulted in union vic- | ° —_ Sen, ooo ee 
tories in seven out of eight dealer- |GT@nd Lodge representative, that 


ships in which elections were held. | they disputed the union contention 
|and said they would not recognize 





the dealership employes in the 
area was in the fold. 


either union until elections were 
conducted. 
* +. * 


Deals Carefully Picked 


1 unions then selected eight 

dealerships in which they 
thought they were the strongest and 
asked the National Labor Relations 
Board to conduct elections in seven 
of them and asked the Minnesota 
State Labor Board to hold the other 
poll. 


The unions won the elections in 
Fargo at Service Chevrolet, by a 
vote of 20-17; at Valley Lincoln 
Mercury, by a vote of 12-8; at W. 
W. Wallwork of Fargo (Ford), by 
a vote of 32-15; at Hustad-Kelly 
Co. (Dodge), by a vote of 12-3, 
and at Berrell Motor Co. (Stude- 
baker), by a vote of 9-1. In addi- 
tion, the unions won at Auto 
Parts, Inc, (Mopar), by a vote of 
5-2. 

The unions were the victors in 
Moorhead at W. W. Wallwork of 
Moorhead, by a vote of 12-7, and at 
Balmer Motor Co. (Dodge). 


Sole defeat of the unions came 





The drive for the service and| 

parts employes of the 18 car and} 

“ toiaaieg eer oes ee | AMC Production Resumes 
begun in late 1955 Ags Houdaille Strike Ends 
by Local 2172 of the} 

en | M ac h i nis t s Union | MILWAUKEE. _ Full produc- 
and Local 116 of the| tion was resumed last week at the 
Teamsters Union. American Motors plants in Mil- 

In the early stages, the dealers, waukee and Kenosha, Wis., after 

backed by the Automobile Dealers; ® two-week shutdown caused by a 

Assn, of North Dakota, were suc-| Strike at its bumper supplier, 

cessful in blocking the drive. Houdaille Industries of Chicago. 

Last May the Teamsters allo- The strike, which allegedly con- 
cated an additional $10,000 to | cerned speedups, new work 
organize the Fargo-Moorhead | requirements and the firing of a 
area and the union drive began to | steward, was settled shortly after 
progress, By September, the | 2 Federal mediator entered the 
unions were strong enough to pro- case. 

claim publicly that a majority of 

















Plymouth) in Fargo, 


While the two unions did not ask 
for elections at 11 other dealerships, 


No more crushed 
license plates — 


and frames! 
with the 





organize these dealerships will con- 
tinue. 
. * * 


| Union Demands Made 

GEORGE DIXON, manager of the 
2S Fee 

PROTECTOR 
BRACKET — 


dealers last week. 


things — 


at Corwin-Churchill Co, (Dodge-| 


it is expected that their efforts to} 





Automobile Dealers Assn. of | 
North Dakota, said the unions pre- | 
sented their demands to several | 
He said the demands included two| ridden drive to organize the Pon-| the lines. 
the union shop and the|tiac dealers in Philadelphia has| 
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Check Show Layout— 


H. P. Sattler, center, Chevrolet 


com- 
mercial and truck department manager, 
checks over a miniature auto show layout 


with R. W. Thomas, left, head of the 
company’s exhibit and design section, and 
J. E. Conlan, assistant truck department 
manager. The display is typical of Chevro- 
let's 1957 truck show plans. Theme at 
most shows will be built around the ex- 
ploits of a fleet of Chevrolet trucks tested 
over the Alcan highway. 





past when any retail merchant will 
roll over and play dead merely be- 
cause a labor organizer makes his 
presence known. These small bus- 


ann 
inessmen still believe in the right 
of free speech. 

“It seems logical to us that an 
employer has a great deal more 
interest in a loyal employe than 
a complete stranger who receives 
his paycheck from a union fund” 

The Machinists Union hg 
reported that two more dealers 
have notified the public that th 
have signed Machinist agreement, 
by displaying union shop cards, The 
contracts were recently signeg 
between Local 239 and Made 
Chrysler-Plymouth Co. of Belling. 
ham, Wash., and Local 1742 ang 


Clemens Auto Service of Peru, I 
* * * 


Auto Workers Receive 


2-Cent Living-Cost Hil:e 


DETROIT.—The Bureau of Labor 
Statistics has reported a new in. 
crease in the cost of living that 
gave a million auto workers a two. 
cent hourly pay boost Dec. 1. 

The BLS consumer price index 
|for Oct. 15 hit 117.7, increasing the 
cost-of-living payments to 13 cents 
an hour. The auto workers received 
a four-cent increase Sept, 1, when 
the BLS figure rose to 117. 

Salary workers at the auto com- 
panies received a $10 quarterly raise 
as a result of the cost-of-living rise, 
| bringing their quarterly payment to 
$65. 

The BLS reported that prices for 
new cars rose almost 11 percent 
during October, reflecting higher 
|price tags and lower dealer dis. 
counts. 








Philadelphia Dealers Hit . . . 


Union Violence Flares 


PHILADELPHIA. A violence- 


protects grilles, beautifies cars! 


Installed in 15 seconds! Made of special oil-tempered, hardened steel, 
to fit all makes of cars 1950 thru 1957. 


i Exceptionally low-priced for volume sales! 


Available for immediate delivery. 


Attractively packaged—ideal combination with Benmatt License Plate 
Frames. 


Write or wire for name of our nearest representative—there’s one in 
every principal city. 


THE BENMATT ORGANIZATION 


3447 E. 15th Street 962 Milwaukee Avenue 
Los Angeles 23, Calif. Chicago 22, Ill. 
















BUFFALO’S DOWNTOWN 
DEPARTMENT 
STORES CAN’T BE 


In vying for their share of Buffalo's 
$839,216,000 annual retail sales . - - 
and in inviting shoppers into the city 
from surrounding territories...down- 
town department stores place 53% 
of their advertising lineage in the 
Courier-Express. 

You, too, can profitably use the 
Proven power of the Courier-Express 
in selling both men and women. Use 
it daily to get more advertising for 
your dollar concentrated on those 
with more dollars to spend among 
the 474,700 families in Western New 
York’s 8 counties. Use the Sunday 
Courier-Express for maximum cover- 
age. It’s the state’s largest newspaper 
outside of Manhattan. 


ROP COLOR available daily 
and Sunday. 


surrato (OURIER-EXPRESS 


Representatives: SCOLARO, MEEKER & SCOTT Pacific Coast: DOYLE & HAWLEY 


dues checkoff—which are illegal in| resulted in the recognition of Local 
North Dakota. The unions also| 596 of the Teamsters and Local 724 | 
asked for employe seniority, in-|of the Teamsters by Lou Block | 
creased vacations and holidays,| Pontiac and Elion Motors (Pon-| 


|haulaway drivers refused to cross 


Dealers then began having the 
cars driven into the dealerships 
individually from unpicketed 
dealers and from factory areas. 
This activity became more intense 





parking facilities for employes, a|tiac). Eight other dealers are still | 


40-hour week to replace the present 
44-hour week in most places, time- 
and-a-half for overtime and double 
time for Sunday and holiday work. 
The subject of more money was left 
open. 

Dixon asserted that the dealers’ 
representatives have not met with 
the union as yet. 

He said that at the present time 
there was not a single labor con- 
| tract in force at any North Dakota 
dealership, despite the powerful 
union drives that have been con- 
ducted in Grand Forks, Minot, Val- 
ley City, Jamestown and Watertown 
in recent years. 

The unions won a substantial 
number of elections in Grand Forks 
and Minot, but the employes at 
these dealerships later decertified 
| the unions. 


| Dixon said, “One of the things| 


about the situation that I don’t like 
is that some employes have reported 
| that the unions are preaching hate. 
They’re saying that the employers 
are their worst enemy. These union 
people are losing face with some of 


the employes.” 
> a > 


Dealer Strike Ends 


N ETNA, Pa., the 12 new and 
used-car salesmen at Spohn Mo- 
tor Co, (Ford) concluded a two-day 
strike after their union, Local 946 
of the Teamsters, was recognized 
by the dealer, Vern Spohn. 

Harry A. Tevis, Teamster inter- 
national vice-president, said that 
Spohn had agreed to begin nego- 
tiations within 30 days. 

The Illinois Automotive Trade 
Assn. reported that dealer resist- 
ance to union organizing is stiffen- 
ing and cited these instances: 

1. In Galesburg, Il., the dealers 
are being picketed for the 27th 
week without any concessions. The 
dealers have repeatedly asked that 
elections be held, but the unions 


have declined. 
om a os 


Picketing Barred 
JERSEYVILLE (I}1.) dealers 

* have obtained an injunction 
against picketing and there is no 
picketing at present against dealers 
here. 

3. Carrollton, Ill:, at the insistence 
of dealers, has passed an ordinance 
providing for the registration of 
pickets and the prohibition of more 
than two pickets at any one time at 
a business place. 

Said the IATA, “The time is long 


resisting the unions. 


Union officials said that con- 
tract negotiations have begun at 
| both dealerships. The dealers 
| agreed to recognize the unions 
| after a check of membership cars 
signed by the service and parts 
employes was made, 
During the three-week drive, acid 
| or paint remover was thrown on 30 
,cars belonging to Block Pontiac, 
| Shore Bros. (Pontiac), E. A. Galla- 
|gher & Sons (Pontiac) and York 
Road Pontiac. 


Armed guards are now watching 
the four dealerships and new cars 
are now being delivered after dark. 
|The police labor squad is investi- 
gating the situation but has un- 
covered no clues. 

Officials of both unions vigor- 
ously denied any knowledge of the 
damage and denounced it as 
stupid and wrong. 


| 


about Nov, 9, Pontiac’s introduc- 
tion day, and the acid-throwing 
| began. 

| In addition, vandals broke into 
| the service garages of Bloc, where 
a plate glass window was broken, 
| and of Shore, where the windshields 
| of four new cars were smashed by 
| wrenches. 

Also, there have been several 
| threatening phone calls. John Teffy, 
a partner at York Pontiac, reported 
that he was followed home one 
|night and that his dealership 
received two anonymous phone 
calls. He said that in both cases 
the caller said: 

“You touch those——cars again 
and you know what’s going to 
happen to you.” 

A Reliable employe was told, 
“You'll get a ton of bricks on your 
head if you keep delivering those 
vehicies.” Two Gallagher drivers 
were told that if they delivered any 
more cars they would be rolled over. 





The labor trouble in Philadelphia 
began last summer after the unions 
won a Pennsylvania State Labor 
Board election at Reliable Motors 





(Pontiac). 


Contract negotiations at Reliable 
broke down and the firm’s 20 
unionized shop employes began a 
strike Oct. 29 which was still on 
last week. 

A day or so later picketing began 
at 10 other dealerships in and 
around Philadelphia. This halted 
delivery of new cars because the 


Litchfield Leaves RMA 


After 30-Year Tenure 


NEW YORK. — Retirement of P. 
W. Litchfield, chairman of Good- 
year, from the board of directors of 
the Rubber Manu- 
facturers Assn. 
Was announced 
last week at the 
annual meeting of 
the association. 
Litchfield, 81, had 
served continu- 
ously on the board 
of the association 
since May, 1926. 

Ross R. Ormsby, 
president of the 
P. W. Litchfield association, paid 
tribute to Litchfield’s contributions 
to the advancement of the rubber 
industry. 

L. E. Spencer, vice-president of 
Goodyear, will succeed Litchfield 
on the RMA board. 





Union officials said the Phila- 
delphia Pontiac dealers became 
their targets because (1) the door 
had been opened by the Reliable 
Motors victory, (2) Pontiac has 
fewer dealerships, requiring fewer 
organizing personnel and (3) work- 
ing conditions and wages reportedly 
were worse at the Pontiac dealer- 
ships. 

In Baltimore, the NLRB has 
ordered an election among the 
new and used-car salesmen at Car 
City, Inc. Local 692 of the Retail 
Clerks Union requested the elec- 
tion. 

Across the nation in Portland, 
Ore., another Pontiac dealership 
was having better luck than the 
Philadelphia Pontiac dealers. At 
Windolph Pontiac, the service em- 
ployes voted 5-5 on the question of 
being represented by Local 255 of 
the Teamsters, Management wins 
all ties. 


Chicago Dealers Join 
Fund Appeal Campaign 

CHICAGO. — A committee repre 
senting automobile dealers was 
among prominent Chicago bus!I- 
nessmen who assisted in the 11th 
annual fund raising dinner of the 
National Conference of Christians 
and Jews. 

Heading the committee was 
Martin J. Kelly (Chrysler- 
Plymouth), assisted by Joe Levy, 
(Chrysler-Plymouth), and James F. 
Goodwin, former Dodge-Plymouth 
dealer. 
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GBASTE BEETE 


J. K. Teahen, 68, | 
Retired Fisher Aide 


DETROIT. — J. K. Teahen, 68, 

who retired in 1953 after nearly 50 

in the auto industry—37 of 

them with Fisher Body—died here 
Nov. 27. 

Mr. Teahen joined E-M-F in 1906 
as a cost accountant and moved to) 
Briggs Mfg. Co. in 1909. He joined 
Fisher on Jan, 2, 1916, as a time- 
cost and shipping clerk, and three 
ears later was named chief cost 
estimator at a Fisher Detroit plant. | 
In succeeding years he also served| 
as a personal assistant to President 
Ww. A. Fisher. 

At the time of his retirement, 
Aug. 1, 1953, he was senior cost 
estimator for product and tool costs 
at Fisher’s central office. He is sur- 
yived by a son, John K. jr., an edi-| 





torial associate of AUToMoTIve NEWS. | accident. Mr. Wakefield, 67, started in the | 
He founded Wakefield | 


* 


John E. Snowberger 

TOLEDO - John E. Snowberger, 63,/ 
former works manager of Willys Motors, 
Inc., died Nov. 21. Mr. Snowberger joined 
Willys-Overland in 1920 and served in en- 
gineering and research departments until 
he became assistant master mechanic about 
1935. He became master-mechanic and held 
that position until he became works man- 
ager in 1939. 


* * 


* * * 


Nyles N. Galer 
CHICAGO.—Nyles N. Galer, 34, presi- 
dent, Galer Studebaker Co., Vancouver, 
B. C., was found dead in a hotel here 
Nov. 24. Notes found in the room indi- 
cated that he killed himself in despondency 
over business failure. 
. 


Bert F. Swanson 
LONG BEACH, Calif.—Bert F. Swanson, 
$1, retired Anoka (Minn.) dealer, died here 
at his home Nov. 20. Mr. Swanson had 
lived here for 20 years. 
* * * 


L. H. Shepherd 
ATLANTA. — Leland H. Shepherd, 66, 
manager of Goodyear'’s southern tire sales 
division since 1937, died Nov. 22, following 


* ca 


Denver Dealers 
Face Hearings in 


Sunday-Close Row 


DENVER. — The State revenue 
department has cited an automobile 
dealer to show cause why his| 
license should not be revoked for| 
violating the Sunday closing law. | 
Citations have been prepared 
against “about six” other firms, 
according to Robert Theobald, rev- 
enue director. 


First to be cited were Max and| 
Lillian Mosko, partners in Max| 
Mosko Auto Wholesale. The firms | 
will have until Dec. 20 to file written | 
statements, after which hearings | 
will be held. | 


The action is being taken even| 


though the Sunday closing law is| 
under attack on constitutional 
grounds. The Colorado Supreme} 
Court recently granted a rehearing 
of the case after first ruling that 
the law violates the State constitu- 
tion. 

Theobald said the motor vehicle 
dealers administration feels the 
action should be taken now because 
it is based on an opinion of Attor- 
ney General Duke W. Dunbar which 
said the law is in full force and 
effect, even though it still is under 
court study. 


The Mosko company was one of 
the major firms which brought the 
court action challenging the valid- 
ity of the law. 








Top Trucks 


New-truck registrations for 
nine months, plus 23 states for 
October: 





1956 Pos. Make 1955 Pos. 
1—235,930 Chev. 241,512— 1 
2—210,016 Ford 228,511— 2 
3— 86,251 Int’ 80,306— 3 
4— 65,981 GMC 60,815— 4 
5— 45,246 Dodge 51,745— 5 
6— 17,203 Willys 19,930— 6 
7— 12,184 White 10,902— 7 
8— 10,381 Mack 8,136— 9 
9— 17,333 Stude. 8,770— 8 
10— 3,170 Dia. T 2,797—10 
ll— 2,337 Reo 2,303—11 
12— 1720 Brockway 197—12 

8,819 Misc. 6,124 

Total All Makes 
705,571 122,648 


Further details on Page 114. 


Obituaries 


a protracted illness, Mr. 
Goodyear in 1926. 
* * * 


Pally B. Champion 

BUFFALO.—Pally B. Champion, 46, a 
Camden (S, C.) used-car dealer, collapsed 
and died Nov. 25 at a service station here. 
Police said he came here to pick up cars 
for southern markets and apparently suf- 
fered a heart attack. 

* * * 


Henry J. Bernard 
JAMESTOWN, N. D.—Henry J. Bernard, 
Chevrolet dealer here from 1926 until Oct. 
1 this year, died Nov. 17 of cancer. He 
was former secretary of the North Dakota 
Automobile Dealers Assn. 
* * * 


Herbert C. Lintott 

NASHUA, N. H. — (UTPS) — Herbert 
C. Lintott, 85, 
died here Nov. 19. Mr. 
chairman of the Nashua Fire Commission 
for 27 years and had served in both houses 
of the New Hampshire Legislature. 

* * * 


J. W. Wakefield Sr. 
SPARTANBURG, 8. C. 
field sr. died Nov. 15 following an auto 


Shepherd joined 


business in 1908. 
Buick here 11 years ago. 
* * * 


Albert Carrol Stevens 


PORTLAND, Ore.—Albert Carrol Stevens, | 1938 and opened the dealership in 1947. 
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SIGFLARE, at less cost, provides 4 Class A-Type 1 Directional Signals, 2 Stop Lights, 2 Tail Lights and 4 powerful lamps for dis- 
ability warning—all with just 4 lamps and the patented Sigflare Switch. 
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a Cadillac-Chevrolet dealer, | 
Lintott had been | 


— J. W. Wake-| 








| here Nov. 16. Mr. Kane also was a director 







70, veteran auto dealer, died Nov. 8 in his 
Portland home, He entered the auto busi- 
ness in 1905 in the Midwest and in 1908 
moved to Seattle. In 1913 he came to Port- 
land as distributor for Winton and Haynes 
cars, He was sales manager for Hudson- 
Essex in the 1920s, and later factory rep- 
resentative for Hupmobile, In the late 1930s 










































































he was a Packard-Willys dealer. He retired 
in 1945. 
* 


Putnam T. Spaulding 
ABERDEEN, 8S. D.—One of South Da- 
kota’s pioneer dealers, Putnam % Spauld- 
ing, is dead. He had been a Férd dealer 
here since 1913. 


* * 


* * 


John H. Schmitz 
BUFFALO.—John H. Schmitz, 91, opera- 
tor of a body building and automobile re- 
pair business here, died Nov. 19. He began 
his business in 1889 as a wagon works and 
later went into auto body building. 
* * * 


Thyrlin D. Cline 
FRANKFORT, Ind. — Thyrlin D. Cline, 
42, former Pontiac and Packard dealer 
here, died Nov. 17 in an auto accident. 
* * * 


William J. Kane 
JAMAICA PLAIN, Mass. — William J. 
Kane, 64, president and founder of Kane 
Chevrolet, Inc., Dorchester, Mass., died 





Bo ee 


Designing Pillars for Chicago Auto Show— 


of Massachusetts Cooperative Bank Dor- 





chester. | Checking a replica of one of the massive pillars for the Chicago Auto Show are 
N . - Hel s | executives of the George P. Johnson Co., Detroit, which is decorating the show to be 

Norma wi | * * . . 

MT. LEBANON, Pa. — Norman Helwig, held Jan. 5-13 at the International Amphitheater. At the left are Elsie Hanson, in 


owner of Helwig Pontiac, died Nov. 24 at| charge of sewing, and Bruce Kenyon, Johnson account executive for the show. Ray 
the age of 60. Mr. Helwig had been associ-| Quackenbush, decorations superintendent, is checking a sketch while model Arlene 


| oom pn eg BO ——- g—y F—— al Knudsen looks on. Pillars in the exhibit area will be hung in pleated white satin to 
resemble Greek columns. 
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ON-YOU 


I n the world’s most modern and fully equipped photometric laboratory, Signal- 
a Stat engineers put their imaginative ability to work and design Signal-Stat 
lenses. Ingeniously, projected light rays are reflected in and refracted through 
the lens for the most powerful and effective distribution of beamed light patterns. 


YOU help design our lenses. It is your safety and individual lighting needs that 
motivate our efforts. 


YOUR breakage problem prompts every Signal-Stat lens to be molded extra 
thick of acrylics. Observe its thickness and you'll see why our lenses can take 
punishment beyond the cracking or breaking point of all others. 


Signal-Stat lenses help fill your need for lamps capable of emitting powerful 
signals in both dark of night and glare of sunlight—to the sides as well as 
straight ahead. They’re lenses that won’t warp or fade. 


SPH.R 


Whether it be an individual part such as Signal-Stat’s lens or brass socket . . . 
whether it be our signal lamps, combination turn signal, stop tail lamps or the 
exclusive SIGFLARE*® System (the most versatile signaling system available), 
YOU can be certain it has the best of everything . . . engineermg skill—materials 
—workmanship. And, you can be certain YOU had a hand in its development. 


Signal-Stat costs no more and your truck manufacturer, dealer and automotive 
jobber can supply it. Insist on Signal-Stat. 


© signar-sia 


DIRECTIONAL SIGNALS + SWITCHES - FLASHERS 
523-539 Kent Avenue, Brooklyn 11, New York 





Signal-Stat Corporation 
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Ford Cites Bennetf— 


John Bennett, right, Bennett Motors, Inc.| Chevrolet), veteran dealers in this 


(Ford), Norton, Kans., receives Ford's Five- 
Year Four-Letter Award from Thomas H. 
Holden, Kansas City district sales manager. 
To be eligible for the honor, a dealer 
must win the Four-Letter Award for five 
consecutive years. Only about 2 percent of 
the nation's 6,600 Ford dealers have re- 
ceived the five-year citation. 
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Good Service Starts 
With Proper Tools 


By L. H. Houck 

Staff Correspondent 
FULTON, Mo.—Automatic trans- 
missions, distributors which can be 
adjusted while the engine is run- 
ning, power brakes, power steering, 
electric and hydraulic windows and 
the hundred other refinements of 
the modern automobile are ideal 
components on which to build an 
efficient service department, accord- 


ing to Bob Souder, of Lynn H.| 


Maughs Motor Co, (Buick- 


area. 

“Service — good service, has 
always been a strong point with 
us,” Souder said, “but now we are 
accenting it more than ever be- 
cause good service is one of the 
things that brings the customer 
back.” 


Good service starts with good 








For certain profits 
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Each issve is complete and contains — 


@ Reliable finance or cash values. 


@ Average “as is” or whelesale valves. 


@ Realistic average retail valves. 


Full year’s service, just $7 ,0O 


US@ .c- 


AUTHENTIC 


USED CAR 
APPRAISALS 


Current, dependable 
appraisals in a sepa- 
rate edition for your 
trading area. You re- 
ceive a revised Red 
Book every 6 weeks. 
Lists all passenger cars 
since 1947, and trucks 
thru 114 ton capacity 
since 1949. Includes 
the important specifi- 
cations, data, and 
insurance symbols, 
together with illus- 
trated identification of 
late models. 


45 years of leadership bas established the Red Book as the 
national authority for used car and truck appraisals — 
4 powerful sales tool that pays for itself over and over. 


BLUE BOOK 


eae a 


TRUCK APPRAISAL 


MANUAL 


Now in Handy Pocket Size 
YEAR'S SERVICE, $9,00 





An independent, realistic, authentic truck appraisal and identi- 


fication service—the only one 


available that includes all 


popular types, regardless of tonnage. The Blue Book contains 


safe, dependable valuations since 


1949. Lists also model, motor 


and serial numbers, weights, wheelbase, H.P. rating, factory 
prices, and other helpful data. Published semi-annually. 


NATIONAL MARKET REPORTS, INC. 


900 S. Wabash Ave. Chicago 5, Ill. 





tooling according to Souder, who 
said that each year new special 
|tools usually are bought to service 
| the season’s newest innovations, 
| “Proper special tools are impera- 
|tive for two reasons,” Souder said. 
“In the first place, it saves the time 
of high-priced mechanics because 
tedious and complicated jobs 
requiring special tools can be done 
| better and faster. 
“In the second place, even when 
| @ mechanic can improvise and get 
the job done without such tools, 
there is always the danger of 
damage to other parts or imper- 
fect adjustment. These kind of 
jobs seldom give full satisfaction 
to the customer and they are the 
kind put out by shops which do 
| not have the special tools.” 
Besides special tools, there must 
be trained mechanics to use them 
properly and the men must under- 
stand the unit on which they are 
working, according to Souder. 
Experienced mechanics who have 
progressed with the improvements 
in the automobile require less in- 
struction each year than those who 
are still back in the Model T days, 








Washington Town to Tax 
Dealers $85 a Year 


ANACORTES, Wash. — Under 
this city’s new business tax pro- 
gram, new-car dealers will be taxed 
$85 a year, used-car dealers and 
auto parts stores will be taxed $30 
annually and service stations will 
be taxed $5 a pump. 

Violation of the ordinance is 
punishable by a maximum fine of 
$300 or 90 days in jail or both. 











according to Souder, but the book 
learning must be done. 

Mechanics are required to study 
new shop manuals and periodically 
take special courses set up by fac- 
tories. Neither time nor money is 
spared to provide adequate instruc- 
tion and adequate special tooling, 
along with modern power equip- 
ment. 

With this shop policy in force, 
service is sold with an uncondi- 
tional guarantee and the cus- 
tomer must be satisfied and 
pleased, according to Souder. 

It is impossible to please every- 
one, Souder admits, but the policy 
of service is an honest and straight- 
forward attempt to do the job 
better than anybody else. 

There are customers who shop 
for a low-dollar job on even minor 
repairs and now and then a cus- 
tomer comes in who has had the 
cure on cheap jobs. These kind, 
according to Souder, are condi- 
tioned to appreciate good service 
when they get it. 

Others may have been hurt but 
don’t know it yet and then there is 
the customer who drives his. car 
without service until it falls apart. 

The best service in the world does 
not seem to appeal to this type, 
according to Souder. 

The appeal of good service is not 
wasted on the customer who takes 
pride in his car, and tries to keep 
it in good condition to protect his 
investment, according to Souder. 

“The customer who appreciates 
good service, efficient equipment, 
and competent mechanics, makes 
the best customer for our service 
shop and more of them become 
new-car buyers when the time 
comes,” Souder said. 

“This type of customer is more 
alert, has more accurate knowledge 
of modern cars, and thus under- 
stands more about the importance 
and the problems of servicing to- 
day’s complicated automobiles,” 
Souder said, “and this man is 
always a more substantial citizen. 

“We want as many of these kind 
of citizens for customers as we can 
get.” 


Ohio License Board Hears 
Buyers’ Tales of Woe 


CINCINNATI. — Charges that 
two Cincinnati dealers violated 
State sales rules have been taken 
under advisement by the Ohio Vehi- 
cle Dealers' and Salesmen’s Licens- 
ing Board. 

The rules, set up by the board, 
require that every car buyer be 
given all details of each trans- 
action — including financing, in- 
surance, tradein allowance and 
balance due—prior to delivery of 
the car. 


They also require that every car 
sale be evidenced in writing, which 
states all agreements between 
buyer and seller. 


W. A. Brandenburg, president of 
the board, said a decision on 
charges against the two dealers 
will probably be made by the board 
this month. 


At a hearing held here, 16 persons 
appeared as witnesses against Syca- 
more Motors, Inc., Ninth and Syca- 
more, while two witnesses issued 
complaints against Kimball 
Korners, Inc., 2300 Reading Rd. 


One couple said they had been led 
to believe by Sycamore that they 
could “earn” a new car by bird- 
dogging for the firm. 


They said they were told that 
the first six customers sent to 
Sycamore, they were to receive 
$100 off the cost of the car. For 
every customer that their cus- 
tomer sent in, they were to get $50 
off, they said, 

They signed a blank contract, 
they said, and when papers were 
received by mail, they found they 
were to pay $118 a month for 30 
months to one finance company 
and $29 a month to another. They 
had received a $450 tradein allow- 
ance. 


The wife told the board, “I asked 
six or seven times about payments. 
We were not told how much we 
had to pay for the car each month.” 

Counsel for Sycamore produced 
an affidavit signed by the husband 
which stated that the couple had 
received all information pertient to 
the sale of the car. 

In the Kimball hearing, a buyer 


told the board a Kimball sales- 
man told him that the balance 
due on a 1955 car he bought there 
was $1,400 to be paid off in 30 
months at $55 a month. 

The financing papers, he said, 
turned out to be $83.45 a month 
for 30 months. 

Another buyer said his trans- 
action left a balance of $700, but 
that he later received a finance bill 
which showed he owned $899.91. He 
said he had signed blank papers. 

At Columbus, the board approved 
the adoption of added rule which 
established practice and procedure 
before the board. 

The rule covers method of insti- 
tuting complaints; notice of hear- 
ing; time, date and place of hear- 
ing; supoenaes; depositions; rec- 
ords; hearing procedures; briefs; 
decisions; rehearings, and appeals. 


Dodge Dealers Reelect 


Merrick in Columbus, O. 


COLUMBUS, O. — A. J. Merrick 
has been reelected president of 
Columbus Dodge Dealers, Inc. 

Other officers reelected are James 
Hutchins, Hutchins Motor Sales, 
vice-president; John Trenor, Trenor 
Motor Sales, secretary; Edgar 
Planck, West Side Motor Sales, 


‘treasurer, and Howard A. Murray, 


executive secretary. 
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Dealer Ad Cha oe 


Assumed by G! ft 
Prices Go Up 


(Continued from Page 1) 


in the administration of the 
gram. 

“These problems have bem 
handled on a national and 
basis to achieve the broads 
coverage for all dealers, not 
ever, without some instances 
differences of opinion be 
dealers themselves and bet 
some dealers and those c 
with the administration of @ 
pro; 3 

“The problems themselves ap 
to vary in different locations 
have been the subject of disc 
at numerous dealer council m 
ings.” 

+. * * ‘ 
CHANGE in the form of # 
advertising program to aceg 
plish these objectives can be m 
without any change “in the 
stance or effectiveness of the 
gram,” Curtice said. 

This will be accomplished by ¢ 
eliminating dealer contribut 
entirely; (2) refunding toe 
dealer the unspent portion of 
contributions to the advertising 
promotional fund; (3) having G 
thereafter assume full respo 
ity for the cost and administ 
of the new advertising and proms 
tional program on a local and mm 
tional basis, and (4) factoring 
additional costs into the list prig 
of General Motors vehicles. 

This change should have litt 
effect on the cost of General Me 
tors products to the ultimate con. 
sumer, notwithstanding the small 

increase in list prices, becaum 
during the last few years the 

of the dealer contribution to 
advertising and promotional fund 
has been included in the deala 

retail selling prices. 

The new advertising and prom 
tional program does not affect # 
normal advertising efforts w hie 
dealers undertake locally to me 
their specific conditions and com 
petition in their areas. 

Divisions of GM issued new li 
prices effective Dec. 1, 1956. Th 
new program will include a reser 
account to provide for the cost ¢ 
advertising and promotion for t 
1957 model year on the basis of & 
amount per car model equal to t 
aggregate of the factory and deak 
contributions currently being mad 

A selling agreement supplema 
will be executed with each Genen 
Motors dealer in the immedia 
future to provide for this — 
Curtice said. Each dealer will 
refunded the unspent portion, 
any, of his contributions to the @ 
vertising and promotional fund 1 
of the effective date of the sellit 
agreement supplement. 

However, the factory portion ' 
this fund will remain in the reser 
for the advertising purposes f 
which it was accumulated. 


DeVilbiss to Open 
New L. A. Home 


LOS ANGELES.—DeVilbiss Co 
new direct factory branch here W 
be ready for occupancy about De 
15, according to Henry M. Kid 
vice-president in charge of spt 
equipment sales. 

The new facility, at E. Slaus 
and S. Garfield Aves., is five tim 
the size of the old branch, whi 
was established more than 20 yea 
ago to serve Southern Californ 
and Arizona. 

The one-story building will how 
sales offices, a salesroom, wat 
house, service department, rebu 
exchange center and a customer? 
search laboratory. 


— 
—— 
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Color 
Sells Cars 


Full Color, ROP Pictures in 
THE MILWAUKEE JOURNAL 
Introduced the 1957* Models to 


Wisconsin’s New Car Prospects 


*and in 1955 also! 


Lending dramatic impact to the news of the 1957 cars were these 
sparkling—and in many instances exclusive—full color pictures in 
The Journal’s news pages this fall. Color builds reader interest in 
all sections of this newspaper—and whets buyer interest in dynamic 
and attention-compelling RO P color advertising! 


World Leader in 
Newspaper ROP Color 


The Journal has consistently led all American newspapers in 
ROP color advertising for over 10 years. Pioneering production 
methods... advanced techniques of reproduction . . . consistent 
editorial support are just a few of the reasons for leadership. 


Total ROP Color Advertising Automotive ROP Color 


Year 1955 2,178,961 lines Year 1955 330,017 lines 
10 months, 1956 2,157,773 lines 10 months, 1956 377,743 lines 


Color, plus The Journal’s saturation coverage, offers the most 
powerful selling punch available in Milwaukee and Wisconsin. 
Ask for newsprint color samples and proof of results! 


THE MILWAUKEE JOURNAL 


“America’s Most Colorful Newspaper” 


O'MARA & ORMSBEE, NATIONAL REPRESENTATIVES 
New York Chicago Detroit Los Angeles San Francisco 
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Fuel Injechon Device 
Given Tests in Desert 
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LANSING. — Brake and wheel 
design of cars and trucks will 
undergo significant changes in the 
future, says Carl Schultz, automo- 
tive sales vice-president of Motor 
Wheel Corp. 

Commenting on improvements 
in body styling, suspensions, 
. transmissions and engines since 
World War II, he said, “These 
changes have resulted in ad- 
vanced appearance, comfort, per- 
formance and operating economy. 
But, throughout this period, only 
nominal changes have been 







Montana Dealers 
To Honor Bell at 


41st Convention 


GREAT FALLS, Mont. More 
than 250 delegates from 61 Mon- 
tana communities and 18 cities in 
other states are expected to make 
the Montana Automobile 
Assn. convention here Thursday 
(Dec. 6), the largest in history. 

Meetings will honor Frederick J. 
Bell, NADA 
dent, who will speak. 

Convention officers are R. J. Hil- 
ger, Glendive, president; Roy E. 
Murray jr., Butte, first vice-presi- 
dent, and Raymond Wirth, Great 
Falls, convention chairman. The 
Great Falls Automobile Dealers 


be host. 
Other speakers will include Mayor 


sales promotion manager; John W. 


eral manager, 
portation department, Standard Oil 
Co. of Indiana; W. L. Hall, Helena, 
executive director, Montana Fact 
Finding Committee; Andrew Horan, 
Denver. public relations vice-presi- 
dent, Mountain States Telephone & 
Telegraph Co.; Paul M. Millians, 
Baltimore, vice-president, Commer- 
cial Credit Co. 

Thomas J. O'Neil, Detroit, execu- 
tive director of sales and advertis- 
ing, Ford Motor Co.; Alex B. Steph- 
enson, Helena, supervisor, Montana 
Highway Patrol; Robert C. Somer- 
ville, Detroit, assistant to the presi- 
dent for dealer relations, Chrysler 
Corp., and Brig. Gen. John D. Ryan 
of Omaha, Strategic Air Command 
director of material. 





Business 
Barometer 


Auto Production — 175,500 cars, 
trucks in week vs. 206,170 year ago. 

Business Failures — 207 in week 
vs. 205 year before. 

Department Store Sales — Up 7 
percent from yeor before. 

Freight Loadings — 763,876 cars, 
down 2,340 from year before. 

Jobless Claims — 217,500 
week vs. 232,500 year ago. 

New-Car Registrations — 4,- 
707,379 in 1956 to date vs. 5,596,334 
year ago. 

New-Truck Registrations—705,- 
571 in 1956 to date vs. 722,648 year 
ago. 

Oil Stocks — 280,221,000 barrels, 
@ decline of 1,682,000 barrels in week. 

Soft Coal Output — 10,415,000 
tons estimated in week vs. 10,486,000 
tons year ago. 

Steel Output — 100.3 percent of 
capacity estimated vs. 100.1 percent 
weék earlier. 

Used-Car Prices — $1,044 aver- 
age in November (including ‘57s) vs. 
$784 in October. 

Wholesale Prices — 115.7 per- 


















cent of 1947-49 index, unchanged 
from week before. 
ee 2 -s 
Common Stocks 

Nov. Nov. 1956 

28 20 High Low 
Am. Motors 6%, 5% 8% 5% 
Chrysler 66% 68% 87 60 
Ford 54 54%, 63% 51% 
GM 434%. 43% 49%, 40% 
S-P 7% 6% 10% 5% 


35.58 


35.85 






Average 


Accent on Brakes, Wheels 


Significant Design Changes Are Ahead, 
Motor Wheel Aide Says 


Dealers | 


executive vice-presi-| 


Assn., headed by Lester Olson, will | 
Russel Conklin; John D. Bell, De-| 
troit, Chevrolet assistant national) 


Boatwright, Chicago, assistant gen-| 
supply and trans-| 
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offered in brake and wheel design. 

“Continued progress in styling, 
however, has prompted adoption of 
14-inch wheels on many 1957 pas- 
senger car models,” he said, “This 
move, we feel, is strong evidence 
of a trend toward further wheel 
and brake advancements.” 

Schultz noted that Motor Wheel 
was a pioneer in developing the 
recently introduced 14-inch wheel. 
The company, he said, provided 
most automobile manufacturers 
with original equipment samples. 

Regarding car brakes, Schultz 
said that an advancement that 
provides cooler brake drum oper- 
ating temperatures has been in- 
corporated on new models of one 
manufacturer. The Motor Wheel 
product, a steel flange welded to 
the outer periphery of the open 
side of the brake drum, serves as 
an air scoop that effectively | 
reduces brake temperatures. 

Progress is also being made in 
| truck brakes, according to Schultz. 
“Motor Wheel’s exclusive Centri- 
|fuse brake drums are meeting the 
| ever-increasing demand for truck 
| brakes that are lighter in weight, 
yet more effective,” he said. “These | 
performance features of Centrifuse | 
drums are being recognized more} 
and more by truck and trailer man- 
ufacturers. As a result, we expect} 
sales of these units to reach a rec-| 
ord high during the coming year.” | 

Schultz said that sales for Mo- 
| tor Wheel’s merchandise sales 
division for the first nine months 
of 1956 set a record for any like 
period. 

The division handles sales of 

| wheels, hubs and drums to the auto- 
motive industry as replacement 
equipment, and to the mobile home 
and utility trailer industries as| 
original equipment. 

Schultz attributed the increased 
volume to the growing demand for| 
Centrifuse brake drums and welded | 
passenger car wheels as _ replace-| 
ment equipment, and to the mobile 
home industry’s acceptance of the 
| new, heavy-duty wheel assembly. 
| Schultz predicted a record year 
| for the merchandise sales division. 








Scranton Dealers 


Study Problems 


SCRANTON, Pa.—New-car deal-| 
ers from this area have attended a} 
special meeting for members of the) 
Pennsylvania Automotive Assn. | 

| 





The Federal highway program 
and its effect on highway construc-| 
tion in the state; driver education) 
in Pennsylvania’s high school; the 
state’s system for the inspection of 
motor vehicles, and plans for the 
improvement of traffic safety were 
discussed. 

Among the speakers were: John 
B. White, president, Pennsylvania 
Automotive Assn.; Dave Reese, PAA 
| director; Claude S. Klugh, general 
|manager, and E. W. Parkinson, 
| assistant PAA manager. 


Ford Subsidiary Wins 


| Exemption from SEC 
WASHINGTON. — The Securities | 
& Exchange Commission has| 
granted exemption from provisions 
of the Holding Company Act to 
Ford & Son, Inc., a subsidiary of 
Ford Motor Co. which supplies elec- 
tricity to Ford’s plant at Green 
Island, N. Y. 

The SEC said Ford & Son could 
be considered a public utility com- 
pany within the meaning of the act. 
Ford Motor buys substantially all 
of the power Ford & Son produces, 
but resells a minor part to Niagara 
Mohawk Power Corp. as surplus 
energy. 








Chrysler Region Council 


For L. A. Elects Gordon 

LOS ANGELES.—The Los An- 
geles region’s Chrysler dealer 
council has elected Wes Gordon, 
who is general manager, John 
Schleifer, Inc., Huntington Park, 
as chairman for the coming year. 

Other officers are Verne Orr jr., 
Pasadena, vice-chairman, and 
Lloyd Gregg, North Hollywood, 
treasurer. The council represents 
90 dealers in Southern California 
and Arizona. 
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New Car 


Sales Manager 
$10,000 to $12,000 per year 


Experience as new car man- 
ager with the desire to become 
manager. Salesmen with ability 
and experience considered. 
Large Ford volume operation 
located in the Philadelphia 
area. Please attach complete 
resume and photo. 


Box 6608, c/o Automotive 
News, Detroit 26. 





SALES MANAGER—WE NEED man capa- 
ble of hiring and training salesmen, neat 


clother, with knowledge of used-car val- 
ues. Excellent opportunity and advance- 
ment with one of Chicago's largest Ford | 
dealers. Box 6627, c/o Automotive News, 
Detroit 26. 

NEED WEST COAST MEN. Caiifornia, 
Washington and Oregon. Nationally ad- 
vertised chemical specialty line. Experi- 


ence contacting automobile dealers. Can 
earn $10,000 and better per year. Com- 
mission up to 50%, drawing account, 
other benefits. Need good car, free to 
travel. Write Liquid Glaze, Inc., Box 627, 
Lansing, Mich. 


PARTS DEPARTMENT MANAGER. Owens 
Yacht Company has a position available 


for man qualified to organize and develop | 


parts department for national distribu- 
tion of parts and accessories, through 
present dealer organization. Write stating 
experience, including photo and salary 
desired to E. H, Cusworth, Owens Yacht 
Co., Baltimore 22, Md. 


SALESMEN 


Young men with ambition and 
ability to sell automobiles in 
large Ford volume operation. 
Should have desire to advance 
to sales manager or manager. 
Our wash-out plan can earn 
from $750 to $1,500 per month 
if willing to work. Automobile 
experience helpful but other 
sales experience considered. 
Located the Philadelphia 
area. Please attach complete 
resume and photo. 


in 


Box 6610, c/o Automotive 
News, Detroit 26. 





AUTO FINANCE MAN, with at least five 
years’ experience, to take full charge of 
finance company in midwest. Must fur- 
nish excellent references. Must have out- 
side and inside experience. Good salary 
and _ bonus. Give all particulars as to age, 
experience, etc. Box 6650, c/o Automo- 
tive News, Detroit 26. 







COMPLETE PROTECTION 
GIVEN AUTOMOTIVE 
NEWS’ READERS 


Automotive News will not di- 
vulge the name of any classified 
advertiser using a box number. 
For our readers who wish to 
protect their identity when an- 
swering box number ads, we sug- 
gest you send your replies direct 
to Classified Manager, Automo- 
tive News. Enclose a note listing 
the concerns which you would 
not want your letter to reach. 
Your reply will be destroyed if 
the advertiser is one you have 
mentioned; otherwise it will be 
forwarded immediately to the. 
advertiser. 



























MANAGER 
$20,000 to $25,000 per year 


Must be young, aggressive and 
with ability to spark a com- 
plete organization. Previous ex- 
perience as sales manager 
with knowledge of used cars 
necessary. Large Ford volume 
operation, located in the Phila- 
delphia area. Applications held 
confidential. Please attach com- 
plete resume and photo. 


Box 6609, c/o Automotive 
News, Detroit 26. 





WANTED: 


National Sales Manager 
for Texas Corporation 


|For right man, having automotive or auto 
| accessory experience, we will pay salary of 
| $15,000 to $25,000 per year, plus override, 
commensurate with stature and experience. 
| Must be familiar with setting up distributor- 
|ships and dealerships; and helping develop 
| more business from existing distributors. Most 
| successful of the 58 coast-to-coast distributors 
| we now have are those who set up independ- 
| ent companies to promote our product (rather 
| than distributing along with other lines). 
| Product demand has been so great, that each 
| year’s sales have nearly doubled the previous 
—since 1949. The right sales manager (who 
must also be a strong closer) should even 
better this record. Write full details of your 
experience to Box 6657, c/o Automotive News, 
Detroit 26. 


OFFICE MANAGER. Volume new car 
dealership in Colorado city, over 100,000 
population. Must be between 30 and 40 
years old and have at least five years 
General Motors bookkeeping and state- 
ment experience. Must have the ability 
to supervise large office force. Salary 
commensurate with qualifications. Atten- 
tion sufferers of asthma, hay fever, sinus 
— Colorado's wonderful climate usually 
gives relief. Send picture and letter of 
qualifications to Box 6641, c/o Automo- 
tive News, Detroit 26. 


Used Car 


Sales Manager 
$10,000 to $12,000 per year 


Young aggressive person with 
knowledge of the value of used 
cars and ability to handle sales 
personnel and who wishes to 





advance to manager. Salesmen 
with ability and experience con- 
sidered. For large Ford volume 
operation located in the Phila- 
delphia area. 


Please attach complete resume 
and photo. 


Box 6607, c/o Automotive 
News, Detroit 26. 
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POSITION WANTED 
GENERAL SALES MANAGER with % 
years’ experience in all phases of operat. 
ing a large dealership. I am qualified to 
organize a large productive sales force 
supervise and direct all sales promotions 
new-car preparations, used-car recondi- 
tioning, including the truck department 
and fleet sales division. Will furnish fuy 
resume on request. Interested ir large 
| Operation that needs the services of ap 
| $18,000 to $20,000 a year man. Box 6628 
| ¢/o Automotive News, Detroit 26, : 


SERVICE MANAGER, Top flight, large 

| volume experience. Second to none me 
chanical and supervision knowledge. Top 

| owner, factory, employe relations 

| Streamline, modernize any deal, Avail. 
able short notice. Forget service, my con. 
trol. If not satisfied present operation, 
write Box 6631, c/o Automotive News, 
Detroit 26. 

CONTROLLER-GENERAL MANAGER 
Mature, aggressive, top flight. Sound 


knowledge all dealership functions. Heavy 
experience in finance, uniform accounting, 


cost reduction, modern profit building 
techniques. Big 3 background. If inter. 
ested in organized team work and above 
average profits, this could be your man, 
Reply direct to G, T. Adams, Clayton 


Terrace, Newtown, Pennsylvania, 


BUSINESS MANAGER. Thoroughly experi. 
enced and qualified to discuss operations 
with department heads. Can operate effi- 
cient office in dealership selling 5,000 or 
more new cars yearly. Familiar with 
daily operating control and conversant 
with GM-Ford accounting systems and 
monthly forecasts. Diversified dealer ex. 

| perience and qualified to handle multi- 
dealer setup as general business manager, 
University graduate. Do you want top 
notch man? Box 6642, c/o Automotive 
News, Detroit 26. 

COMBINATION CREDIT MANAGER and 
finance control manager with a volume 
automobile dealership. Eighteen years’ ex- 
perience. Will take charge of credit de 
partment, handle all details of financing. 


Salary and percent of finance reserve 
Prefer state of Florida or south. Box 
6643, c/o Automotive News, Detroit 26 


SERVICE MANAGER. Twenty years with 
GM dealers. Thorough knowledge of 
sales, service and mechanics. Capable of 
handling large volume dealership. Married, 
sober and reliable. Box 6644, c/o Auto- 
motive News, Detroit 26. 


TRUCK SALESMAN, fully acquainted with 
all types of truck selling—wholesale and 
retail, seeking employment anywhere 
where the potential is good and the deal 
is right. Age 47, 20 years’ experience all 
phases of truck business. Earnings for 





past 10 years—10 to 15 thousand per 
year. Call or write M. G. Dermody, 561 
Techwood Dr., Apt. 21, Atlanta, Ga. 


Phone TR. 5-6937. 


CONTROLLER-BUSINESS MANAGER. 
Capable of full charge, coordinate all 
departments. Large volume experience. 
Will relocate. Box 6645, c/o Automotive 
News, Detroit 26. 

BUSINESS AND GENERAL MANAGER. 
Capable young man, thirties, single, seeks 
secure position with growing dealer. Ac- 
counting education. Ten years’ automo- 
bile experience. Has business and sales 
managerial experience — Ford, Lincoln- 
Mercury and Chrysler. California and 
vicinity preferred. Would consider chang- 
ing location for proper position. Resume 
supplied upon request. Box 6651, c/0 
Automotive News, Detroit 26. 


SALES OR SERVICE management, Excel- 

| lent experience—dealer and factory levels. 
Want permanent position, Willing to re 
locate. Preference states of Fla., Mich., 
Wis. Will send detailed resume on re 
quest. Jay E. Diltz, 1700 Goodman Ave., 
North College Hill 24, Ohio. 


DEALERSHIPS AVAILABLE 





| HANDLING CHRYSLER-PLYMOUTH, Al- 
most new building, 25 acres land, fish 
| pond and log cabin, Located on US high- 
way—25 miles from Richmond, Va. Total 
|} cost including stock and equipment— 

$50,000. Will sacrifice for $35,000, Terms 
| Can be arranged. Box 6636, c/o Automo- 
tive News, Detroit 26. 


| DEALERSHIP FOR SALE handling Gen- 

eral Motors car and truck line, town nine 
thousand in nice farm community north- 
east Iowa, to individual who can secure 
factory approval. Box 6647, c/o Auto 
motive News, Detroit 26. 


WILL SACRIFICE FOR $18,500—Well es- 
tablished agency, handling Chrysler- 
Plymouth, in progressive northern Ohio 
town, Owner retiring. Write Box 6652, 
c/o Automotive News, Detroit 26. 











HELP WANTED 


Wanted—2 Hig 


diversified industries. 


Chrysler, Plymo 
HARRY HE 


Used-Car and New-Car Managers 


If you are interested in a future in the automobile business and can come up 
to the high standards of our organization. If you can handle the sales depart- 
ments and do a profitable volume we have the place for you. Central New 
York State. The best climate anywhere. 
You will have the newest automobiles to sell. 


UTICA, NEW YORK 
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Finest facilities. A growing city with 
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DEALERSHIPS AVAILABLE 


RSHIP HANDLING DeSoto-Plym- 
Located in thriving industrial and 
jtural section in Muskingum Valley. 
Only Chrysler products dealer in county. 
Will lease or sell very reasonably due to 

’s illness, 100 car potential, Samuel 
Pallet, Athens, Ohio. Route 2. 


HIP HANDLING CHRYSLER 

























































DEALER SERVICES 


NEW CAR 
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BUSINESS OPPORTUNITIES 


BUY GOVERNMENT SURPLUS. Jeeps; 
trucks; boats; aircrafts; LST’s; tractors; 
trailers; automotive supplies; shop equip- 
ment. Direct from U. S. Government de- 
pots. List and procedure—$1. Brody, Box 
8 AU, Sunnyside 4, N, Y. 


FOR SALE—TO SETTLE estate, Land and 
building complete with office and show- 
































CARS FOR SALE 


1948 LINCOLN CONTINENTAL coupe, 
Mint condition. Picture on request. $2,000. 
Hillcrest Motors. Fishersville, Va. 


OPPORTUNITY 


































SHOP EQUIPMENT WANTED 


147 


WILL BUY UP TO 25 used parts bins with 


partitions—preferably Lyons, 


Contact by 


phone or letter stating price. Bexley Mer- 


cury, Inc., 
9, Ohio. 


2935 E. Main S&t., 





TRUCKS FOR SALE 





Columbus 


1955 CHEVROLET 3800, one ton, 8 cylinder 

















DEALERS! room furniture, service department fully with SAME Thctenee tain banks, Goalie, 
and Plymouth, Located in central Florida 3 tooled and equipped. Operated profitably U Ss Ee D = A Q Ss 1951 Ford F7, air brakes, 9.00x20 tires 
strade area approximately sixty thou- as DeSoto-Plymouth dealership for 28 with W45 Holmes twin boom heavy duty 
County seat, good schools and col- years. One owner. Inquire Shattuck Auto AND wrecker. We carry a complete line of 
One hundred car profitable poten- A y Co., 207 N. Dewey, Owosso, Mich, Phone trucks and trailers—'% to 10 ton. All 
dal. Well equipped shop with special re ou SA 3-2004. E X-T AX Il Ss makes and models. Write or call Bill 
tools. No Sas aaa oe : Fishel, Vandeventer Auto Sales, 717 S. 
Factory 4pp . e h R d © a Vandeventer, St. Louis 10, Mo. Phone 
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with gell inventory only or buildings included : Y' necessary. CLEAN BODIES AND INTERIORS. Signs for every purpose. Jim Ramsey, 
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ified t | name the deal. Moving to larger deal.|| program. We are successful, long- ee a ee ULCERS! EVEN YOU hard boiled veterans 
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oree, ¥ establishe ealers handling one of companies 7 F 
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me me tial. Excellent bu ng lease conditions. : . i . , | offer a complete real estate service in- 
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Net worth over $600,000 with $100,000 or | a ‘an you money © © | ——— DEC AL TRANSFERS MEETS ALL (i 
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‘Whe 4ruck dealer who's up to his eats in work! 


You'll notice, though, that he loves it. Why? Because the work he does 
pays off in truck sales more often than most other dealers. 


He never spins his wheels talking with a prospect by not having the 
right truck. He has trucks for every possible truck prospect. 


You guessed it—he’s an International Dealer. He sells the world’s 
most complete truck line — %-ton to the biggest off-highway jobs, 
and everything in between. He can offer trucks that are really tailored 
to their job. 


Want to be happier in your work? Then just drop a line to: Manager 
of Sales, Motor Truck Division, International Harvester Company, 
180 N. Michigan Avenue, Chicago 1. 





INTERNATIONAL TRUCKS 






